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“| am indeed an enthusiastic user equip 
of Webster’s Micrometric—-and am . * : tribut 
grateful to our local stationery a vee turnit 
supplier for recommending it to us... im of cor 
My boss and | both appreciate the 3 : me repor 
time saved since we started using it” ‘ articl 
...says LA VERNE C. CAMPBELL ao * given 
Executive Secretary to ” . comp 
Mr. Bonbright, Vice President wes 
in Charge of Finance, vote 
and Treasurer hal 

of Capitol Records, Inc. rene 
Hollywood, California tries ' 

No p 
indire 
repre 
voice 
all ti 
It wil 
toth 


You make friends for your store when you 
identify your name with Webster's, makers 
of Webster's Micrometric the favorite 
carbon paper of America’s secretaries and 
purchasing agents. The whole outstanding, 
nationally advertised Webster line, high- 
grade carbon papers, typewriter ribbons, 
spirit and duplicating supplies are quality 
leaders. Stock Webster products for more 
sales today and repeat sales tomorrow. 


Copy 
by th 
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Singl 
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WEBSTER'S SHURFLAT 


tops the field. For the very finest, sell 
MultiKopy. O. K. meets competition 
in the lower price range. Both carbons. 
Stays flat in any climate, regardless of 
humidity or rapid temperature changes. 


WEBSTER’S STAR BRAND 
and MULTIKOPY RIBBONS 
set the standard with a leader in every 
price range. Finest fabrics, smoothest 
inking. Clean-cut impressions, read- 


WEBSTER’'S LINE IS COMPLETE 
for both Spirit or Direct Process type 
and Gelatin or Indirect Process type. 
Materials are carefully matched, 
designed to turn out clean, clear copies. 


able as long as the paper lasts. urer; | 
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WEBSTER’S sales aids are at your service without tones 
charge. Folders, mailers, blotters and catalogs 
with your store name imprinted /ree... i sten, 
catching displays...newspaper mats are yours for ant | 
the asking. Just write F. S. Webster Company. of Sa 


Stock the Preferred Line 


EBSTER'S "ai 
stock W FS. WEBSTER COMPANY PX 


13 Amherst St., Cambridge 42, Massachusetts 7, b 
Webster's warehouses in | CALI 


Carbon Papers ° Typewriter Ribbons 


Duplicating Supplies 


New York, Philadelphia, Pittsburgh, Detroit, Chicago, San Francisco, Cambridge Phone 
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Office Appliances is a news and technical trade 
journal, serving the entire industry of office 
equipment. It covers the manufacture and dis- 
tribution of office machinery, office devices, office 
furniture, office supplies and the complete range 
of commercial stationery. Its comprehensive news 
reports of the industry and its valuable special 
articles upon subjects germane to its field have 
given it unusual prestige. It serves a clientele 
composed of managers and agents for the vari- 
ous office machines, devices and supplies, com- 
mercial stationery dealers and many of the 
largest corporations in the United States. It also 
reaches some dealers in forty-eight other coun- 
tries who deal in American office equipment. 


No person, firm or corporation either directly or 
indirectly connected with the industry the journal 
represents has any share in its ownership or 
voice in shaping its policy, which has in view at 
all times the best interests of the field it serves. 
it will answer any questions germane to its field 
tothe best of its ability. 


Copyright. Contents covered by copyright, 1953. 
by the Office Appliance Company. 


Subscription Rates in the United States and its 
possessions—one year, $3.00; two years, $5.00; 
three years, $7.00. Canada and Pan American 
countries—one year, $3.50; two years, $6.00; 
three years, $8.50. Other countries—one year, 
$4.00; two years, $7.00; three years, $10.00. 
Single copies, 35c in the U. S. and its terri- 
tories; 50c in all other countries. 


Change of Address. Subscribers may have their 
mailing address changed as often as desired. 
Both old and new addresses must be given. 


Advertising Rates upon application. 


Entered as second-class matter, July 8, 1905, at 
the post office at Chicago, Ill., under Act of 
March 3, 1879. 


“Office Appliances” is registered in the United 
States Patent Office, Washington, D. C. 
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Keystone Steel Equipm. Co. 
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T.. Service Bureau of Office Appliances 
is maintained for 
subscribers and advertisers. 
personal letters all inquiries upon matters 
germane to the field, supplies names of 


SERVICE BUREAU 


the exclusive use of 
It answers by 





manufacturers of any office article wanted, 
puts man and job together, aids foreign 
dealers in securing U. S. A. lines, and in 
many other ways performs useful service, 
all without charge. 
land have made, and are making, good 
use of this bureau. 
field have evidence of its proved value. 


Subscribers in every 
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Built to Order Office Furniture 


Watson Mfg. Co., In 
Bulletin Boards 
Davenport, A. C., & Son 


Lit-Ning Products Co 
Business Forms 
Aigner, G. J., Co 
Aigner Index Co 
Amer. Passbook Co 
Consolidated Ribbon & Carbon Co 
Calculating Devices 
Consolidated Business Systems 
Victor Safe & Equipment Co 
Calculating Machines 
Addo Machine Co., Inc 
Allen, R. C., Business Mchs 
Barrett Adding Machine Div 
Burroughs Adding Machine Co 
Monroe Cale. Machine Co. 
Smith, L. C., & Corona Typws 
Swift Business Machines Corp 
Victor Adding Machine Co. 
Caleulating Machines, Used 
Calculator Equipment Corp 
Mercury Business Machines Co. 
Calendar Pads & Stands 
rox, George E., & Co 
Stark Calendars, Inc 
Carbon Papers 
(See Ribbons and Carbons) 
Card Index Boxes & Trays 
All-Steel Equipment Inc 
Amberg File & Index Co. 
Art Metal Construction Co 
Art Steel Sales Corp 
Bentson Mfg. Co., The 
Cole Steel Equipment Co. 
Columbia Steel Equipment Co 
Corry-Jamestown Mfg. Corp 
Globe-Wernicke Co 
Goodfrend Metal Products Co 
Guide System & Supply Co 
Home-O-Nize Co 
Imperial Methods Co. 
Invincible Metal Furn 
Mayfair Co., The 
Metal Office Furniture Co 
Parker Steel Products, Ine 
Rockwell-Barnes Co 
Show Walker Co 
Smead Mfg. Co 
Weis Mfg. Co. 
Yawman & Erbe Mfg 
Card Index Files, Expanding 
Smead Mfg. Co 
Card Index Files, Revolving 
Diebold, Inc. 
Hall's Safe Co., The 
Cash Boxes 
Art Steel Sales Corp 
Cole Steel Equipment Co 
General Fireproofing Co 
Guide System & Supply Co. 
Mayfair Co., The 
Peerless Steel Equipment Co 
Rockwell- Barnes Co 
Cash Register Parts 
Int'l Cash Register Parts Co 
Cash Registers 
Burroughs A 


Inc 


Inc 





Co. 


dding Machine Co. 


Regna Cash Registers, Inc. 
Cash Tills 

Orthwine, Rudolf, Corp 

Regna Cash Registers. Inc 


Casters, Caster Bearings, Slides 


Bassick Co., The 
Colson Corp., The 
Darneil Corp., Lid 


Center Drawer Desk Trays 
Goodfrend Metal Products Co 


Chair trons 
Bassick Co., The 
Seng Co., The 


Chair Mats 
Fox, George E ; 
Hardboard Fabricators, Ine 
Office Furn. Wholesale Distr 
Service Products Div 


Chairs, Folding 
Adirondack Chair Co 
Krueger Metal Products 
Lyon Metal Products, Inc. 
Royal Metal Mfg. Co 
Wells Chair Corp 


Chairs, Office 
Aluminum Seating Corp 
Art Metal Construction Co 
Bright Chair Co. 
Cramer Posture Chair Co 
Fritz Cross Co. 
General Fireproofing Co 
Grand Rapids Lthr. Furn. 
Gregson Mfg. Co 
Gunlocke, W. H.. Chair Co. 
Hamilton Mfg. Corp. 
Harter Corp., The 
High Pt. Bending & Chair Co. 
Imperial Leather Furn. Co. 
Jasper Chair Co 
Jasper Seating Co 
Johnson Chair Co 
Metal Office Furniture Co 
Milwaukee Chair Co. 
Milwaukee Metal Furn 
Murphy Miller, Inc. 
Niemann, Ine. 
Royal Metal Mfg. Co 





Co. 


Co. 
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Scerbo, Frank, & Sons, Inc 
Shaw-Walker Co. 
Shepherd Chair Co. 
Sturgis Posture Chair Co 
Taylor Chair Co 
U. 8. Chaireraft Mfg. Corp 
Wells Chair Corp 

Chairs, Posture 
Aluminum Seating Corp 
Art Metal Construction Co 
Bright Chair Co 
Cramer Posture Chair Co 
Fritz Cross Co. 

General Fireproofing Co 
Gunlocke, W. H., Chair Co. 
Hamilton Mfg 
Harter Corp., 
High Pt. Bending & Chair Co 
Imperial Leather Furn. Co 
Jasper Chair Co. 

Johnson Chair Co. 

King Posture Chair Co. 
Milwaukee Chair Co. 
Milwaukee Metal Furn. Co 
Ohio Chair Co 

Royal Metal Mfg. Co 

Sturgis Posture Chair Co 
Taylor Chair Co 

Welch Industries 

Wells Chair Corp 

Chairs, Tablet Arm 
Adirondack Chair Co. 

Jasper Chair Co 
Wells Chair Corp 

Checks, Stamped Metal 
Dayton Stencil Works 
Force, William A., & Co 

Clipboards 
(See Arch & Clipboard Files) 

Coat & Hat Racks 
Crawford Metal Craftsmen Co 
Tubecrafters Sales Div 

Coin Bags, Trays, Wrappers 
Amer. Passbook Co. 

Continuous Forms 
Hano, Philip, Co 

Copyholders 
Acco Products, Inc 
Bankers Box Co 
Copy Right Mfg. Corp 
Rite-Line Corp 

Carrespondence Trays 
Art Metal Construction Co. 
Art Steel Sales Corp 
Corry-Jamestown Mfg 
Currier Mfg. Co. 

Fox, George E., & Co 
General Fireproofing Co 
Globe-Wernicke Co. 

Haskell, Inc 

Imperial Methods Co 

Maso Steel Products Co 

Mayfair Co., The 

Peerless Steel Equipment Co 
Sengbusch Self-Clos. Inkstand Co 
Service Products Div 
Shaw-Walker Co 

Stempel Mfg. Co 

Valeo Co. 

Weis Mfg Cs. 

Wells Chair Corp. 

Yawman & Erbe Mfg. Co 

Costumers 
Globe-Wernicke Co 
LaSglle Products Co 
Peerless Steel Equipment Co 
Royal Metal Mfe. Co 
Tuhbecrafters Sales Div. 

Valeo Co. 
Welch Industries 
Wells Chair Corn. 

Covers, Loose Leaf 
Smead Mfg. Co. 

Crayons 
Tweeten Fibre Co., Inc 

Cushions & Pads, Chair 
Fox, George E., & Co. 

Dating Stamps 
Rates Mfz. Co 
Force, William A., & Co 
Fulton Markine Equipment Co 
Rivet-O Mfg. Co. 

Desk Bumpers 
Fox, George E., & Co. 

Desk Lamps 
Copy Right Mfg. Corp 
General Lamps Mfg. Corp 
Mayfair Co., The 
Wells Chair Corp 

Desk Name Plates 

Acme Products Co. 
Force, William A., & Co 

Desk Pads & Tops 
Fox, George E., & Co. 

Office Furn. Wholesale Distr 
Wilson Jones Co. 

Desk Pen & Ink Sets 
Esterbrook Pen Co 
Sengbusch Self-Clos. Inkstand Co 

Desk Side Files 
Amberg File & Index Co. 

Cole Steel Equipment Co. 
Rockwell- Barnes Co. 
Yawman & Erbe Mfg. Co. 

Desk Trays 
(See Correspondence Trays) 

Desk Work Distributors 

Advanco ay gy t = 
Fox, George E., 
Globe-Wernicke c 0. 
Lyon Metal Products, Inc 
Victor Safe & Equipment Co 
Wilson Jones Co. 


Corp 


ASB 


For the benefit of the subscribers the lines 
advertised in this issue are here classified. 
Many of the requirements of the modern busi- 
ness office are represented. Should subscribers 


be interested in any article of office equip- 
ment not listed here, they are invited to com- 
municate with the service bureau, through 


be promptly and 
without obligation. 


which the information will 
cheerfully given by letter 


Desks 
Alma Desk Co 
Arnot & Co., Inc 
Art Metal Construction Co 
Bentson Mfg. Co 
LBrowne- Morse Co 
Cardinal Sales, Inc 
Corry-Jamestown Mfg. Corp 
General Fireproofing Co 
Haskell, Inc 
Imperial Desk Co 
Indiana Desk Co 
Invincible Metal Furn. Co 
Jasper Desk Co. 
Mayfair Co., The 
Metal Office Furniture Co 
Myrtle Desk Co 
Peerless Steel Equipment Co 
St. Marks Metal Products Co 
Scerbo, Frank & Sons, Inc 
Shaw-Walker Co 
Standard Furniture Co 
Victor Safe & Equipment Co 
Wells Chair Corp 
Worden Co., The 
Yawman & Erbe Mfg. Co 
Diaries 
(See Memo Books) 
Dietating Machines 
Soundscriber Corp 
Drafting Instruments & Equipment 
‘-Thru Ruler Co 
Cardinell Corp 
Haskell, Ine 
Drafting Tables 
Stacor Equipment Corp 
Drafts, Notes & Receipts 
Duplicate Receipt Book Co 
Drills, Paper 
Smead Mfg. Co 
Duplicating Machines & Supplies 
Addo Machine Co., Inc 
Ames Supply Co 
Buckeye Ribbon & Carbon Co 
Codo Mfg. Corp 
Colonial Carbon Co 
Harding, Milo, Co 
Hart Mfg. Co 
Heyer Corp., The 
Ink Specialties Co., Ine 
Manifold Supplies Co 
Old Town Corp 
Peerless Imperial Co. 
Print-O-Matiec Co., The 
Queen Ribbon & Carbon Co 
Rose Ribbon & Carbon Mfg. Co 
Smith, L. C., & Corona Typws 
Speed-O-Print Corp 
Technygraph Co., The 
Victor Safe & Equipment Co. 
Wolber Dunl. & Supply Co 
Duplicating Stencil Files 
Atlas Stencil Files Co 
Envelope Openers 
Mackenzie, Arnold, 
Envelopes : 
Northern States Envelope Co. 
Quality Park Envelope Co 
Wilson Jones Co 
Envelopes, Plastic 
Aigner, G. J., Co 
Aigner Index Co 
Markilo Co. 
Smead Mfg 
Eraser Refills 
Brushmakers 
Erasers, Rubber 
Ames Supply Co 
Brushmakers. Inc 
Roberts. — 
Expense Boo 
Beach Publishing Co 
Eyelets & Eyelet Fasteners 
Bates Mfg. Co 
Rivet-O Mfg. Co. 
File Boxes, Fibre Collapsible 
Bankers Box Co 
Diebold, Inc 
Globe-Wernicke Co ’ 
Guide System & Supply Co 
Filing Cabinets, Insulated 
Herring-Hal!- Marvin Safe Co 
Meilink Steel Safe Co 
Mosler Safe Co 
Shaw-Walker Co ; 
Victor Safe & Equipment Co 


Filing Cabinets, Metal 
Advanco Products Div, ASB 
All-Steel Equipment Inc 
Art Metal Construction Co 
Art Steel Sales Corn 
Bentson Mfg. Co., The 
Browne- Morse Co 
Cardinal Sales, Inc : 

Cole Steel Equipment Co : 
Columbia Steel Equipment Co 
Corry- +; So Mfg. Corp 
Geller, J. R. 

General Fireproofing Co 
Globe-Wernicke Co 
Invincible Metal Furn. Co 
Keystone Stee] Equipment Co 
Metal Office Furniture Co 
Parker Steel Products Co. 
Remington Rand Inc 
Rockwell- Barnes Co. 

St. Marks Metal Products Inc 
Shaw-Walker Co 

Victor Safe & Equipment Co 
Watson Mfg. Co., Inc 
Weis Mfg. Co. 
Yawman & Erbe Mfg 


(Continued on page 


Inc 


Co 


Ine 


Rubber Co. 


Ca 











Mail Distributors 

anco Products Div. ASB 
€ Wernicke Co 

tor Equipment Co 
Manifold Books & Business Forms 


(Continued from page 5) 





Filing Cabinets, Wood 
Globe-Wernicke Co 





Imperial Methods Co 
Weis Mfg. Co Har P », Co 
Wells Chair Corp Map Tacks 

Filing Supplies Graft > B., Co 
Acco Products, Inc Marking Deviees ‘ 
Advanco Products Div. ASB Ne by oo 1 A, . Co. 
Aigner, G. J., Co e Co. n 
ey ndex 'C Marking Pens, Laundry 
Amberg File & Index Co r Samuel, & Co 
Art Met Construction Co Matched Office Suites 
Art Steel Sales Corp r K « Sons, Inc. 
Barkley, C. L., & Co iF ure Co 
Browne-Morse Co Memorandum Books 

& Salesbook Co 


Corry-Jamestown Mfg. Cor] : 
Globe-Wernicke Co laster-Craft Cory 
Grand Filing Supply Co R ck Ww Barnes ( 
Guide System & Supply Cx Wi Je 
Imperial Methods Co Me morandum Devices 
Metal Office Furniture ( Mf 
Northern States Envelope ¢ Curr M ( 
Oxford Filing Supply Co 
Parker Steel Products Inc 
Quality Park Envelope C: 
Rockwell-Barnes Co 
Shaw-Walker Co 
Victor Safe & Equipment Ce 
Warshaw Mfg. Co 
Weis Mfg. Co 
Yawman & Erbe Mfg. ¢ 

Finger Pads R O Mfg. ¢ 
Speed Products Co Ser Inkstand Co 


I N P ts Co 
Mending Tape 
Denr Mf 0 
Mint t Mining & Mfg. ¢ 
( ne 
Metal ‘Badges Checks, Tokens 


D Ster Works 
Mc isteners 
M 


Fountain Pens (inel. Ball Pt.) Numberi ng Machines. 
Esterbrook Pen Co., The B 
For 7 . & 


Gummed Cellulose Tape 
Minnesota Mining & Mfg. ( 
Gummed Cloth Rings 
Aigner Index Co 
Dennison Mfg. Co 
Reyburn Mfg. Co., In 
Gummed Tape & Sealing Machines 
Dennison Mfg. C 
Minnesota Minit g & Mfg. ¢ om: Fore "Warehouse Wholesalers 
Reyburn Mfg. Co., Inc of I Wholesale Distr 
Hardware, Office Desk Office Parti tions and Railings 
National Lock Co ( Verni “ 
tn and Out Boards 
Lit-Ning Products C« 
Index Card Signals 
(See Signals, Index Card I M Ban pment Co 
Pads Fieuriae. 


Office yt EW ‘Sectional Units 
& Co 
Glot We cr 


{ 
Ofc e Furniture Used 


j Mfg. ¢ 
0 fice Printing outs 











Index Tabs 
Aigner, G. J., Co Penee 
Aigner Irdex Co P — . 

Amberg File & Index Co oe ged Cor Co 
tarkley, C. L., & Co . hea 
Elbe File & Binder ¢ Ir > : 
Globe-Wernicke Co Paper Clamps 
Graff, George B., & Co a ine P 
Guide System & Supply ¢ “ee cht onerpener —0. 
Markilo Co . u & _ Sor Mfg. Co 
Master-Craft Corp L F + aes r Co., Inc 
Reyburn Mfg. Co., Inc Paper Cl ; 
Shaw-Walker aper . 
Sneed Products Co., Ir c Franson Mis. Co 
tor Safe & Equipment ( ; : aiexet CO 
Warshaw Mfg. C ; burgh Wut Wire ¢ 
7 eae. om. Paper Fastening Machines 
otonia irbon Arrow Fastener Co r 
Dennison Mfg. Co \utmte. Pencil Sharpener Co. 
Fulton Marking Equipment ¢ B Mre « } 
Ink Specialties Inc fork Mico ( 
Rivet-O Mfg. Co S I ts Cor 

Inkstands Victor S§ inment Cc 
Cushman & Dennison Mfg. C Pareel Post t & Pe »stal Seales 
Sengbusch Self-Clos. Inkstand ( H ( 

Labels Paste . 4 oe 
Dennison Mfg. Co ” 
Imperial Methods Co Pen. & Ink Sets ede 
Oxford Fili Supply Co a. i} Sh » « - Oe 
Reyburn Mfg. Co., In “yond 7 ow Pats : : 
Smead Mfg. Cc oars Rs . arpener Co 
ee Leg sy Percils, Imorinted Wood Cased 

, Rallard Per Co 

Ladders, Library, Store & Vault Pencils, Mechanical 
Cotterman, I. D Fs r Pen ¢ The 

Leather Goods Tweeten Fibre ( Ine 


Bristol Mfg. Co Pens, Steel 
Ret 


Chicago Saddlery Co erbrook Pen ¢ The 
Stebco Products r Self-Clos. Inkstand C« 
Stein Bros. Mfg. Co Pins and Pin ag snap 
Ne t Co 
Letter Trays Vail Mfe ( 1 
(See Correspondence Trays Platens Typewriter ete 
Library Equipment Sunply ¢ 


All-Steel Equipment Inc Posting Trays & Stands 
Browne- Morse Co Teaf Tray Binders 
Corry-Jamestown Mfg. Corp >rese ntation Phan 


Lithographed Continuous Forms & Index Co 





Hano, Philip, Co i Ne & Binder Co., Inc 
Lockers & Storage Cabinets Dei _ 
All-Steel Equipment Inc F gS & Sian Markers | : 
Art Metal Construction Co 4 [ 1M eo re & Co. , 
Browne-Morse Co. ra 7 A equipment Co 
Corry-Jamestown Mfg. Corp . & 
Globe-Wernicke Co Price Card Ho ders 
Invincible Metal Furn. Co Or x R Cort 
Keystone Steel Equipment Co Punches 
Lyon Metal Products Ine eco P Inc 
Parker Steel Products Corp Alener Inder ¢ 
Shaw-Walker Co Rates MF ‘ 
Supreme Steel Products Inc Glohe-Wernicke Cx 
Yawman & Erbe Mfg. Co H son & Pettis Mfg. Co 
Loose Leaf Books & Devices Sr M Co 
Aigner, G. J., Co W | ( 
Aigner Index Co Ribbons and Carbons 
Amberg File & Index Co arhon & Ribhon Mfg. Cx 
Elbe File & Binder Co., Ir Amer. Carhon Paper Mfg. Co 
Free Hand Binder Co Ames fannie Co 
Master-Craft Corp Dicosl ‘ , . . 
Neiman Loose Leaf & Bdry. ( ( MTF w n & Carbon Co 
Wilson Jones Co Cor R n & Carbon (< 
Loose Leaf Metals I AP. Jt 
Elbe File & Binder Co., The Manif Supplies Cc 
Wilson Jones Co 0 T Cort 
Loose Leaf Sheet Covers, Plastic ~tae Imperial Co., Inc 
Aigner, G. J., Ce a. ess (1 . 
Aigner Index Co. Q r = bhon & Carbon Co 
Markilo Co, —» newriter (0 
Neiman Loose Leaf & Bary. ( a eton Rand In ee 
Smead Mfg. Co. - Ribbon & Carbon Mfg. ¢ 
Wilson Jones Co. ~ I Au y Ady . Co 
Loose Leaf Tray Binders I Cort 
Posting Equipment Corp "as 4 iter Ribbon Mfc. Cc 
Weber Bros. Metal Works \ rF. Ss. Co ; 
Wilson Jones Co. Wy | 


Rubber Bands 
Roberts, Weldon, Rubber Co. 
Rubber Stamp & Plate Mfg. Mehs. 
Amer. Evatype Corp 
Rubber Stamps 
Bankers & Merchants, Inc. 
Rubber Stamps interchangable Die 
Edmar, Inc. 
Rubber Type 
Force, William A., & Co 
Stewart, R. A., & Ce 
Rulers, Transparent 
C-Thru Ruler C¢ 
Safes, Office 
Art Metal Construction Co 
Brush-Punnett Co 
Cole Steel Equipment Co 
Diebold, Inc 
General F +." g Ce 
Hall's Safe The 
Herring-Hall-Marvin Safe Co 
Invincible Metal Furn. Co 
Meilink Steel Safe Cx 
Mosler Safe Cx 
Protectall Safe Corp 
Remington Rand In 
Shaw-Walker Co 
Victor Safe & Equipment Co 
Sales Books 
Ennis Tag & Saleshook Co 
Sand Urns 
Valco Co 
Seales, Postal 
Hanson Scale ¢ 
Scrapbooks 
Elbe File & Binder Cx In 
Globe-Wernicke ( 
= is Mfg. ¢ 
filson Jones Co 
Shelving 
1l-Steel Equi nt Inc 
ooo Metal Products Ce 
Bankers Box Cc 
Rorroughs Mfg. ¢ 
Browne- Morse ¢ 











Jamestown Mfg. Corp 
R 
1Pr ( In 
ver Mf ( 
Steel Products, Ine 
index Card 
Tae & Saleshook Co. 
Geor $. Co 
or Safe & Equipment Cx 


Sians, Changeable Letter 
Davenport, A. ¢ & Son 

Smoking Stands, Office 
LaSalle Products ¢ 
Royal Metal Mfg. ¢ 
Smo-King Produc 
Valeo Co 
Wells Chair ¢ 


Sorting Devices 
Amberg I & Index Cx 
Currier Mi cr 
Yawman & I e Mf Ce 
Spindle Files 
Wells Chair Cory 


Stamp Pads 





Rates Mf ( 

Force, Wil 41. &( 
Fulton M Equipment Ce 
Phillips Proce ( 

Rivet-O Mf ( 


er for Office Machines 


Steel Equipment Inc 


pet dh ny 
Cardinal Sale Inc 

Cole Steel Equipm ent Inc 
General Fireproofing (x 


Harter Cory 


Welch Industries 
Wells Chair Cort 

Staples and Stapling Machines 
Arrow Fastener Co., Inc 


Sneed Products Co., Inc 
Vail Mfg. Ce 
Stencils, Brass 
D Stencil W 
Stenographers’ Notebooks 
nnis Tag & Salest Co 
Rockwell B rnes ( 
Stools 


Harter Corp., The 
Mayfair Co., Thé 
Royal Metal Mfg. ¢ 
Welch Industries 
Wells Chair Corp 


Storage & Transfer Cases 
All-Steel Equipment Inc 
Amberg File & Index Co 
Art Metal Construction Co 
Art Steel Sales Cory 
Bankers Box Co 
Barkley, C. L., & Co 

tentson Mfg. Co 

Browne-Morse Co 

Cardinal Sales, Ine 

Cole Steel Equipment Co 

Columbia Steel Equipment Co 

Convoy, Inc 

Corry-Jamestown Mfg Corp 

Diebold, Ine 

Dolin Metal P roducts Inc 

General Fireproofing Co 

Globe Wernicke Co 

Guide System & Pupply Co 

Hall’s Safe Co., Tt 

Herring-Hall Marvin Safe Co 

Imperial Methods Co 

Invincible Metal Fyrn. Co 

Kay-Dee Co., The 

Mayfair Co., The 

Metal Office Furniture Co 

Oxford Filing Supply Co 

Parker Steel Products, In 

Peerless Steel Equipment Co 

Pronto File Corp 

Rockwell-Barnes Co 

Shaw-Walker Co. 

Vanguard a & Mfg. Co 

Weis Mfg. ¢ 

Yawman & B rbe Mfg. Co. 


OFFICE APPLIANCES, 


Store Fixtures & Equipment 
All-Steel Equipment Inc 
Strong Boxes, Fire Protected 
Diebold, Inc. 
Herring-Hall-Marvin Safe Co 
Meilink Steel Safe C¢ 
Protectall Safe Corp 
Victor Safe & Equipment Co 
Tables 
Art Metal Construction ¢ 
srowne- Morse Co. 
Cardinal Sales, Inc 
Corry-Jamestown Mfg. Cory 
Globe-Wernicke C« 
Haskell, Inc 
Lyon Metal Products, I 
Maso Steel Products 
Mayfair Co., The 
Royal Metal Mfg. Cx 
Shaw-Walker Co 
Standard Furniture C« 
U. 8. Chaircraft Mfg. Cort 
v wr Safe & Equipment Cx 
Wells Chair Corp 
Yawman & Erbe Mfg. Cx 
Tables, Folding 
Adirondack Chair Co 
Luxem, James P., Co 
Midwest Folding Products 
Tabulating & Statistic Machines 
surroughs Adding Machine Co 


temington Rand Inc 
Tags 

Dennison Mfg. Co. 

Ennis Tag & Salesbook 

teyburn Mfg. Co., Inc 


Telephone Accessories 
Bates Mfg. Co 
Elbe File & Binder Co., Inc 
Glidex Corp 
Victor Safe & Equipment Co 
Thumb Tacks 
George B., Co 
Ticket Cc 





Vail Mfg. Co 
Ticket Holders 
Aigner, G. J., Co. 
Aigner Index Co 
Smead Mfg. Co. 
Type, Typewriter 
Ames Supply Co. 
Typewriter Cleaning Material 
Ames Supply Co. 
Cardinell Corp 
Norta Distributing ¢ 
Xe 1 Typewriter Co 
Rivet-O Mfg. Co 
Webster, F. 8., Co 
Typewriter Cushion Bases & Knobs 
Ames Supply Co 
Fox, George E., & Co 
Peerless-Imperial Co., Inc 
Typewriter Cushion Keys 
Ames Supply Co 
Peerless-Imperial Co., Inc 
Speed Key Corp 
Speed Products Co., In 
Typewriter Parts & Tools 
Ames Supply Co. 
Typewr. Pedestal Desk Mechanisms 
Seng ( The 
Typewriters, Mfrs. of 
Allen, R. C., Business Mchs 








Rer n Rand Inc 
toyal pewriter Co., In 
Smit ( & Corona Typws 





Underwood Corp 


Typewriters, Rebuilt & Used 
Regal Typewriter Co. 


Upholstered Furniture 
Bright Chair Co 
Cardinal Sales, Inc 
Grand Rapids Lthr. Furn. Cx 
Imperial Leather Furn. 
Jasper Seating’ Co. 
Niemann, Ine 
Royal Metal Mfg. Co 
Scerbo, Frank, & Sons, Ir 
Stationers Mfg. Co 
U. 8S. Chaireraft Mfg. Cort 
Upholstered Furniture Mfrs. Ass'n 
Wells Chair Corp 

Vault Steps 
Cotterman, I. D 


Visible Systems Equipment 
Aigner, G. J., Co 
Aigner Index Co 
Art Metal Construction Co 
Commercial Card System Cc 
Diebold, Inc 
Globe-Wernicke Co 
Master-Craft Corp 
Remington Rand Inc 
Shaw-Walker Co. 
Victor Safe & Equipment Cx 
Wilson Jones Co. 
Yawman & Erbe Mfg. ¢ 


Wardrobe Racks 
Crawford Metal Craftsmen Co 
Tubecrafters Sales Div 


Waste Baskets 
Art Steel Sales Corp. 
Cole Steel Equipment Co 
Corry-Jamestown Mfg. Corp 
Fox, George E., & Co. 
General Fireproofing Co 
Globe-Wernitke Co. 
Goodfrend Metal Products Co 
Haskell, c. 
Mayfair Co., The 
Nat’] Vulcanized Fibre Co 
Ohio Can & Crown Co., The 
Shaw-Walker Co. 
Wells Chair Corp. 


January, 1953 
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SALESMEN AVAILABLE 








OP GRADE SALESMAN located in Chicago desires new connection 
ing for manufacture We ucquainted with dealers in middle western 
ates but footloose to go elsewhere. Has served as territory salesman, 
dist manage I é references. Address Box A-112, care Office 
pr Chicag 
SYSTEMS EXPERT WITH EXCELLENT SALES record is available to 
present manufacturer in Southeast or Southwest. Well known by 
ealers in many te stems analyst. Excellent results on equip- 
ent sales. Best Address Box A-113, care Office Appliances, 
hicago 





ATTENTION MANUFACTURERS 
SALESMAN WITH WIDE EXPERIENCE selling adding, calculating and 


ookkeeping machin es to represent manufacturer as agent or 
ib-agent in territor ntering in Sacramento, California. Will consider 
ny meritorious specialt system, mechanical or otherwise, for 
he modern office Ha served successfully as branch manager for 
vo leadi manufact Expert in sales and sales training. Equipped 

produ ittracti Address Box A-114, care Office Appliances, 
hicag C 





SALESMAN AND 
I » to 


DISTRICT MANAGER well acquainted with dealers 
om Chicag un | I 


cisco and south to the Gulf is available to 
manager for company selling product to 


lealers for resale Excellent at training and developing own and 
ealer salesmet Vv nsider any dealer product. Chicago head- 
te preferred | essential. Twenty-seven years successful 

I Add I \ care Office Appliances, Chicago 6. 





SALESMAN WHOSE PRINCIPAL INTEREST for 15 years was develop 


nt and sale < i bookkeeping equipment, later government 

rvice, desires to work ¢ igo area for one manufacturer or will cover 

states. Wi handle any product sold by commerical stationers 

r fice furniture de that offers reasonable reward for good, in- 
ependent effort Add \-120, care Office Appliances, Chicago 6. 











COMBINATION ADDING MACHINE and typewriter mechanic, 12 years 


xperience with n ke machines. Factory training on Victor 











Adding machines and R tandard and electric typewriters. South or 
Southwest preferred. Box A-116, care Office Appliances, Chicago 6. 
EXECUTIVES WANTED 

SALES MANAGER—MUST BE EXPERIENCED in general office supplies, 
furniture, etc. May now be employed as outside salesman. Fast growing 
midwestern stationer. Must have good record and reputation as a go- 
getter. Good base salary and large percentage of annual profit. Excel- 
lent future Box N-7¢ re Office Appliances, Chicago 6. 





SUCCESSFUL CONSUMER SALESMAN of Mimeograph and Ditto supplies, 


Carbons and Ribbons, WANTED for manager of our OAKLAND, Cali- 
fornia office. Well established, financially sound, distributor of exclusive 
quality lines—Liberal monthly advance and share of profit. Box N-77, 


care Office Appliances, Chicago 6 





STORE MANAGER, St office equipment, ability increase present 


$100,000 sales. Maximu $4,800 and profit percentage. Write details 
merchandising, manag experience, recent earnings, age, education. 
Charles Webster, Box ¢ Port Angeles, Wash. 








Leading Office Machine Dealer franchised for 
leading adding mact pewriter, and other lines wants experienced 
man with good persona es record to head sales department. Salary 
and override sox N-78 re Office Appliances, Chicago 6 


LARGE FLORIDA CITY 








SALESMEN WANTED 








ONE OF THE FOUR LARGEST manufacturers of steel office furniture 





wants three men to itheast, midwest and west coast territories 
calling on exclusive dealer Age 28-35. Willingness to travel and expe 
rience in retail selling for dealer or factory branch essential. Send photo- 
graph. Our men know about this ad. Box N-79, care Office Appliances, 
Chicag i 

4 RARE SALES OPPORTUNITY—A well-known filing supply manufac- 
turer is seeking the services of an energetic young salesman to call 


fice equipment trade in Chicago and suburbs 
experienced and successful. Compensation will 
uchievements. Apply Box N-80, care Office 


on the stationery and 
He must be high grade 
be commensurate with his 
Appliances, Chicago ¢ 


OFFICE APPLIANCES, 1953 


January, 


The rate for classified advertise- 
ments is fifteen cents a word, mini- 
mum charge $3.00, payable with 
order. Add six words if box address 
is used, 





OFFICE SUPPLY AND FURNITURE FIRM in growing Spokane area 
has excellent opportunity for experienced salesman interested in improving 
his earnings and advancement. Top lines, good plant, and location. 
Guarantee and liberal commission to right man teferences required. 
tox N-8S1, Office Appliances, Chicago 6. 





SALESMEN calling on banks to handle our line of Statement and 
Ledger Sheets, Checks, and similar lithographed forms. Commission deal. 
Fredonia Lithographing Company, Fredonia, Kansas 





AGGRESSIVE SALESMAN FOR CITY accounts in Dallas, Texas, selling 
office furniture, stationery, printing, and lithographing for large estab- 
lished dealer. Must be experienced. Commission and drawing account 
tox N-82, care Office Appliances, Chicago 6. 





LEADING MANUFACTURER OF INKED RIBBONS and Carbon Papers 
has permanent position for alert wholesale salesman to cover the follow- 
ing states: Florida, Georgia, Alabama, Mississippi, Louisiana, Tennessee, 
Kentucky, Virginia, North Carolina, South Carolina. He must be free 
to travel, experienced in ribbon and carbon field, with Stationer and 
Ribbon and Carbon dealer following in the above territory. Splendid 
opportunity for applicant who can qualify. Salary and expenses. Also 
Metropolitan New York territory available. Replies Confidential. Box 
N-83 care Office Appliances, 100 E. 42nd Street, room 1023. New York 17. 





GOOD STORE SALESMAN with management ability wanted for attractive 
location in Southwest. Excellent opportunity for man experienced in 
retail operations. Send complete information including references to 
Box N-84, care Office Appliances, Chicago 6. 





AN OPPORTUNITY FOR EXPERIENCED SALESMAN who wants to 
travel west coast calling on dealers. Age 30-40. Can live in Los Angeles 
or San Francisco. Nationally known manufacturer of steel office equip- 
ment. Send complete details in initial letter. Box N-85, care Office 
Appliances, Chicago 6. 








TYPEWRITER MECHANICS AND REPAIRMEN WANTED 





SERVICE MAN to repair office machines. Experience in Typewriter 
Service desired. Group Insurance, Retirement and Stock Bonus benefits 
available Free Hospitalization. Position in Chicago with major oil 
company. Furnish complete details in letter. Box N-86, care Office 
Appliances, Chicago 6. 





WANTED: SUNDSTRAND ADDING MACHINE Repairman. Must be 
sober and reliable. Excellent opportunity, permanent job for a good 
man. Apply Underwood Agent, Rowe Typewriter Company, Durham, N. C. 





WANTED: Adding Machine and Typewriter Mechanic for job in South 
Texas. Warm climate. Good working conditions. Cole’s Office Equip- 
ment Co., Corpus Christi, Texas. 





WANTED. Combination typewriter mechanic and salesman, experienced 
all machines. Good opportunity for First Class Man. Ames Stationers, 
Ames, lowa. 





TYPEWRITER & ADDING MACHINE MECHANIC: Steady employment, 
liberal proposition. One with sales ability preferred but not necessary. 
Muncie Typewriter Exchange, Muncie, Indiana. 








SALES REPRESENTATIVES AVAILABLE 





WASHINGTON, D. C., REPRESENTATIVE Available; 15 years’ experi 
ence in selling to Federal Government Departments. Contracts, Specifi 
cations. Priorities and Financing. James F. Hardy, Barr Bidg., Washington 
6, D. C. 





SALESMAN WITH EXCELLENT BACKGROUND in office equipment and 
supplies is establishing himself as manufacturer’s representative covering 
Ohio, Indiana, Michigan. Interested in a few top quality lines. Box 
4-117, care Office Appliances, Chicago 6. 





NEW OFFICE SPECIALTY SALES ORGANIZATION being built, covering 
Tennessee and Kentucky business and government establishments inten- 
sively, both city and outlying. Concentrating on a few big volume lines: 
Want one more hot item. Box A-118, care Office Appliances, Chicago 6. 





JOBBER ITEMS WANTED: Smaller office supply items and supplies 
wanted to distribute along with the Print-O-Matic machines and supplies 
in Minnesota, Dakotas and surrounding territory. Donald F. Rossin Co., 
428 So. 5th St., Minneapolis 15, Minn. 





DESK TABLE LAMPS, SMOKERS: Manufacturers Agent with large 
following in Northwest amongst Hotel, Office Equipment, Furniture Com- 
panies, accepts lines. Box A-119, care Office Appliances, Chicago 6, 





MANUFACTURERS REPRESENTATIVE calling on Office equipment deal- 
ers in New Mexico, Colorado, Wyoming, Utah, Idaho, and Montana 
will increase your volume, too. Jim Ellertson, Ellertson & Son, 1111 Stout 
St., Denver 4, Colo. 





WANTS AND FOR SALE, Continued on Page 8 
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WANTS AND FOR SALE, Continued from Page 7 








SALES REPRESENTATIVES WANTED 





DIRECT FACTORY REPRESENTATIVE for PHONOMATIC for sales 
directly to user. Simplies dialing, holds the receiver, frees both hands, 
and automatically connects and disconnects phone Valuable exclusive 
sales franchises available Phonomati 159 New Montgomery St., San 


Francisco 5. 








MANUFACTURER WANTS SALESMEN to call on office furinture dealers 


and jobbers with amazing, new, patented, WHIRL-O-MATIC ashtray 
When plunger is pressed, revolving disk throws all ashes and butts into 
receptable, completely sealing in all smoke and odors. Available in floor 
and table models in 5 attractive finishes. Write fully in first letter. All 
replies confidential. tox N-98 care Office Appliances, 100 E. 42d St 


room 1023, New York 17 








SALES REPRESENTATIVE WANTED. All territories open for two lines 


of office or home steel equipment business machines. These are vol 
ume lines for chain, department, and office equipment stores. Write full 
details including territory, products now selling. Box No, N-87, Office 
Appliances, 100 E. 42nd St., New York 17 








MANUFACTURER OF NATIONALLY Advertised Post Card Duplicator 














has protected territories open for men calling on stationers and office 
machine dealers. Give territor ul lines now handled in first letter 
Box N-88, care Office Appliances, Chicago 6 

MANUFACTURERS REPRESENTATIVE calling on stationery and de 
partment stores in Texas, Oklahoma, Arkansas, Louisiana and Mississippi 
desires one additional line of leading manufacturer, preferably chairs and 
desks. Over 20 years’ successful background. Best of references avail 
able. Write Box N-89, care Office Appliances 1 East 42nd Street, New 
York 17. 

Large Mfr. (est. 43 years) of Loose-Leaf Products, desires Sales Repre 


sentatives. Commission basis Write stating territory de 


sired, etc. Box 951—Fall River, M 


experience, 








TERRITORY REALIGNMENT LEAVES CHOICE Territories open. Repu 


table New York Manufacturer f Leatl De Pads, Desk Sets, and 
Accessories, catering to Office Furniture Dealers, Stationers, and Depart 
ment Stores, will consider men illing on this trade with one or two 
other lines, on a commission basis Interested only in high calibre men 
willing to work. Write N-90, care Off Appliances, Chicago 6 








SALES REPRESENTATIVES WANTED by manufacturer of foam rubber 


office cushions. Calling on com: 


ial stationers and office equipment 
dealers. Attractive commissions Write particulars, territory covered 
etc. Box N-91, care Office Appliances, 100 East 42nd Street, New York 


17, New York. 








MANUFACTURER’S REPRESENTATIVE WANTED to sell well-known 


Foneholder—a fast moving nationa advertised item for all stationery 
office supply dealers and wholesaler Protected territory, high commis 
sions. Write giving complete deta to Reyam, Dept. A, 546 W. Wash 


ington St., Chicago 6. 








ESTABLISHED MANUFACTURER 
Furniture desires representation in New England States 
covered and lines handled. Box N-94, care Office 


Aluminum Office and Institutiona 
Write territories 
Appliances, Chicago 6 











RETAIL BUSINESS FOR SALE 











FOR SALE—THE OFFICE SUPPLY part of our business. Can’t handle 
both, office supplies and office furniture with limited experienced help 
Owner will retain Office Furniture part of business. Low rent will cover 
heat, light, large store space and basement stock room space. Inventory 
and fixtures about $7000.00. Contact Jack Karr, 1008 Lincoln Way, La 
Porte, Indiana. Phone 3645. Evenings preferred 





FOR SALE, WELL ESTABLISHED AND GROWING commercial sta 
tionery and office equipment business in Chicago commercial area out 
side of loop district. Great opportunity for man or men acquainted with 
industry. Inventory and equipment about $60,000. For particulars write 
N-92, care Office Appliances, Chicago 6 




















WILL SELL CHEAP list of 5 m commercial stationers and office appliance 
dealers. Also list of app. 5 m typewriter and adding machine dealers 
Names not duplicated. The Kra C 48-02 43rd St., Woodside, N. Y 








ADDING MACHINE PARTS, TYPE, ETC. 








LARGE STOCKS of new and used Adding and Calculating Machine Parts 
available. Quotations furnished on _ specif parts upon request. I \ 
( 


1¢ 
Dehn, Jr., 1643 101st Ave., Oakland alif 











FOR SALE AND WANTED TO BUY, USED EQUIPMENT 





ELLIOTT-FISHER, Burroughs, Moon Hopkins, Adding and Calculating 
Machines, Comptometers, Electromatic Typewriters, and fanfold machines, 
bought and sold. Chicago Office Appliance Cx 1930 West 2ist St., Chi 
cago 8. 


WANTED TO BUY: Late model Elliott-Fisher bookkeeping and billing 
machines. Must be over 270,000 serial number. J & T Office Machine Cx 
605 W. Washington St., Chicago 6. 





BURROUGHS BOOKKEEPING MACHINES, All Models, Bought and Sold 
Give serial number and model in request for quotation. Business Equi 
ment Co., 160 W. Larned, Detroit 26, Mich 





ELLIOTT-FISHER AND SUNDSTRAND machines. Comptometers, Bu 
roughs, Friden, Marchant, Monroe Calculators. Electromatic typewriter 
Adding machines and all office machines bought, sold, rented, rebuil 
leeter-Warsh Co., 849 N. 3rd St., Milwaukee 3, Wis. 





NATIONAL BOOKKEEPING MACHINES wanted, 3000 Class, 4 and ¢ 
total machines, with typewriter and front feed carriage, above 40,000 
serial number; also, 3100 Model, Adding Machines, Calculators, Comp- 
tometers Advise serial and model numbers. Office Machines Inc., 619 
Pine St., St. Louis 1, Missouri. 





BURROUGHS, MOON HOPKINS, ELLIOTT-FISHER Bookkeeping Ma 
chines, Comptometers, all makes calculators bought and sold. Dorrell 
Office Machines Co. (Inec.), 93 So. 11th, Minneapolis, Minn 





NATIONAL 2000 & 3000 Class, Burroughs Bookkeepers, Calculators, Av 
dressing Machines, Bot & sold. Send full description, Pan-American, 1225 
S. Olive, Los Angeles. 





State make 
Appliances, 


WANTED ALL MAKES calculators and adding machines 
model, serial number and adding capacity. International Office 
Inc., 326 Broadway, New York 7, N. ¥ 





WANTED TO BUY—Sundstrand bookkeeping machines, Models C and D 
Give complete model number, serial, size carriage and whether front 
feed or back feed. International Office Appliances, Inc., 326 Broadway 
New York 7, N. Y. 





* 
BURROUGHS, MOON HOPKINS, Elliott-Fisher, Remington Accounting 
Machines, and everything in the office machinery line. State model, serial 
number and we will quote highest cash prices. International Office Appli 
ances, Inc., 326 Broadway, New York 7, N ; 





WANTED: Burroughs or N.C.R. Bookkeeping and Billing Machines, Cal 
culators. Comptometers, Adding Machines, etc., any style, quote completes 
description and best price. AMERICAN BUSINESS MACHINES, Inc., 57! 
sroadway, New York 12, N. Y. 





machines, adding machines 
Crowley Company, 906-908 


ELLIOTT-FISHER machines, calculating 
all office equipment, bought and sold. W. J 
N. Water St., Milwaukee 2, Wis. 





BURROUGHS PRODUCTS our specialty, get our higher cash prices for 
calculators, bookkeepers, billers, comptometers. A. L. Steen, 547 So. Dear- 
born, Chicago 5, l 





WANTED TO BUY SWIFT 
State serial number, condition, and price 
Western, Los Angeles 5, Calif. 


adding machines regardless of condition 
wanted. Lee Kirk, 429 So 








BURROUGHS ACCOUNTING MACHINES Bearborn 


Equipment Company, Inc., 301 West Lake 


fjought and Sold 
Street, Chicago 6, 





VARITYPERS WITH TYPE WANTED: Serials above 415,000 preferred 
Rentals, trade, overhauling. ADAMM Company, 250 3rd Ave., New York 
0 Phone ORegon 7-8765-6. 





VARITYPERS, IBM’S, all kinds office machines sold, bought, wholesale, 
export. All-Languages Typewriter Co., 119 West 23rd Street, N. Y 
CH-3-8086 





CASH FOR NIAGARA BX2M and A 
model Underwood and Royal Typewriters 
Ridge, N J 


B. Dick 90 Mimeographs and late 
Housel, Box 13, Basking 








CASH PAID FOR MULTIGRAPH, MULTILITH, Varitypers, 
Addressographs, Typewriters, Presses. Also we trade and sell 
Dixie Service, King, North Carolina 


Mimeograph, 
Write 








KARDEX, ACME, all makes used visible filing equipment. Thousands 
of reconditioned cabinets, panels, books, always on hand. Special service 
and prices to dealers for purchase or sale. Get our quotations. Chas. 8S. 
Nathan, Inc., 548 Broadway, New York 12, N. Y 





VISIBLE EQUIPMENT bought, sold and exchanged. We specialize in 
rebuilt Kardex, Acme and International Visible Factograph cabinets, as 
well as other makes. Write and tell us what Visible Equipment you need 
or have for sale. Special prices to dealers. Heineman Office Equipment 
Co., Dept. OA, 4 N. 8th St., St. Louis 1, Mo. 





LARGE AMOUNT used visible cabinets. KARDEX, ACME, AND RAND. 
Variety of sizes and styles. A-1 condition, very reasonable. Eversteel 
Equipment Company, 69 Spring Street, New York 12. 





KARDEX, ACME, POST INDEX, ETC. 


SPECIALISTS IN VISIBLE Filing Equipment for 30 years. Full coopera- 
tion offered to dealers on sales or purchases. All equipment thoroughly 
rebuilt and guaranteed. Commercial Card System Co., 135 Grand St., 
New York 13, N a 
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® The Trend Is Upward. October was a month of 
teady gain for office supply and equipment deal- 
ers, the National Stationery & Office Equipment 
ssociation reports. Total sales were 2% above 
\ctober, 1951, and 4% above September's excellent 
yures 

Sales for the year to-date are pulling slowly 
thead of those for last year and if this trend con- 
tinues—plus a record Christmas—the total sales for 
yppreciably larger. 


ine year may De 


= “Corona Started It.” Recent remarks in this col- 
imn regarding the swing to dealer distribution 
1ave brought an interesting observation from L. J. 
Ted’ Conger, formerly prominently identified with 
the office machine industry. 

Now living in Batavia, Ill., Mr. Conger tells of 


brief reference to ‘the trend started some years ago 
with portable typewriters,’ he says: 

To be specific, active and successful dealer dis- 
tribution of portable typewriters started in 1908 
when my father organized the Standard Folding 
Typewriter Company at Groton, N. Y., the name 
having been changed to Corona Typewriter Com- 
pany in 1912. It was not until the early 1920's that 
sompetitive portables were introduced and, of ne- 
cessity, gradually swung to the dealer type of out- 
let. So—for a 
Corona was the only typewriter available to dealers 

and for nearly 45 years has maintained its posi- 
tion of leadership in the dealer field. 

Corona always based its dealer coverage philos- 
ophy on the fact that ‘exposure’ of product is a basic 
sales fundamental. It seems strange that it has 


on sO many manufacturers.” 


@ The “Real Figures.” The real story is not told 
each time when a statement, “The cost of living 
reaches a new high’ appears with regularity in 
the public press, points out the economic research 
department of the Chamber of Commerce of the 
United States. That division asserts that the Bureau 
of Labor Statistics should simultaneously announce 
both wage data and consumer price data for a true 
picture of personal economic position. 

It is amazing how the view persists that prices 
outpace incomes (except for many in the white- 
collared brackets). The Chamber of Commerce 
shows that from 1914 to 1952 the Consumers’ Price 
Index rose from 72 to 19] or by about 165%, but 
average hourly earnings in manufacturing jumped 
from $.22 to $.169, or 660%! Breaking down this 
long period it is established that from 1939 to the 
present, the Consumers’ Price index increased by 
92% while average hourly earnings increased by 
167%. 

OFFICE APPLIANCES, 
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State of the Industry - - 


® Prophets Can Be Wrong. Taking exception with 
economists who talk about “the next depression” 
is Henry H. Heimann, executive vice-president of 
the National Association of Credit Men. Reasons 
Mr. Heimann: 


“Let us assume and hope that we do finally 
catch up with our defense needs. . . . Doesn't that 
mean that the government will spend less unless 
the people are asieep and allow the bureaucrats 
a free range. ... If the government spends less won't 
it need less to operate? If it needs less to operate 
won't it tax less or can't we force it to tax less? 
If our tax burden is less won't all business and 
every taxable person have more to expend in all 
directions?” 





Good Reading This Month. .... 


Page 14. Here begins Office Appliances’ 28th annual Office 
Specialties section. It's a parade of profitable reading for the 
stationery and office equipment dealer who is seeking new 
methods for more sales. In pictures and factual articles are 
presented dozens of workable ideas, an invitation for others 
to follow trails blazed in this industry. Some typical articles 
are “Clever Display Ideas Spark Office Machine Interest,” 
“S-T-R-E-T-C-H Your Store Volume in Rubber Bands,” “Sell- 
ing Signs Build Volume,” and “Special Effort Brings Year 
‘Round Machine Rental Business.” 


Page 27. George J. Aigner who “makes gold impressions” 
is the subject for this month's Old Timers’ Party sketch. 
He's one of the grand figures of the industry, a man who 
built a thriving business from a humble beginning 


Page 28. Fred Merish explains that the use of group figures 
for comparative analysis can be tricky. Exceptions to the 
rule are discussed and the pitfalls are clearly traced. Read- 
ing this article can prevent dealers from being lured into a 
sense of false security. 


Page 31. “Your Business is What You Make It!” is the title 
of V.N. Vetromile’s thought-provoking article. He explains 
how a good location can't make up for lack of managerial 


ability 


Page 37. Irving Settel, Office Appliances’ expert adviser 
on advertising, has another top-notch article this month. He 
discusses the value of in-the-store advertising. Coupled 
with this discussion is another of his Ad Analyzer treatments 
of material submitted to him from this industry 


Page. 42. Baltimore office furniture dealers are carrying 
out a co-operative ad campaign. Read how this is done and 
what are the motives of the program. Typical illustrations 
of the advertisements used accompany the text. 











Wemorial 


Daniel Boone—Hidalgo Moya 


We doff a coon skin cap 


HE COONSKIN CAP with bushy 

tail attached, popularized for 
boys by Senator Kefauver of Ten- 
nessee in his campaign for presi- 
dential nomination and displayed 
by dealers as “Daniel Boone caps” 
certainly was the favorite head gear 
of a great number of back woods- 


men but Daniel Boone was not 
among them. From Rueben 
Thwaite’s “Daniel Boone,’* we 


learn—“The dress of a back woods- 
man like Daniel Boone was a com- 
bination of Indian and civilized 
culture; a long hunting shirt of 
coarse cloth or of dressed deer skin, 
sometimes with an ornamented col- 
lar, was his principal garment: 
drawers and leggings of like mate- 
rial were worn: the feet were en- 
cased in moccasins of deer skin, soft 
and pliant but cold in winter, even 
when stuffed with deer hair or dry 
leaves, and so spongy as to be no 
protection against wet feet, which 
made every hunter an early victim 
of rheumatism. 

“From the belt which girt the 
hunting shirt were hanging powder 
horn, bullet pouch, scalping knife 
and tomahawk; while the breast of 
the shirt served as a generous 
pocket for food when the hunter or 
warrior was on the trail. For head 
covering the favorite was a soft 
cap of coonskin with the bushy tail 
dangling behind, but Daniel Boone 





*“Daniel Boone” by Rueben Thwaite, 
was published and copyrighted in 1902 
by D. Appleton & Company. The author 
tells a fascinating tale. Anyone who 
picks up a copy of the book will find 
it dificult to resist reading through to 
the end. The quotations above are re 
printed with the permission of the 
copyright owners. 
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being a 
review of 
some events at 
the start and in 

the progress of the 
OFFICE EQUIPMENT IN- 
DUSTRY and its trade journal 


OFFICE APPLIANCES 








Conducted by 


EVAN JOHNSON 


For 34 years Editor of 
OFFICE APPLIANCES. Since 
1941, Contributing Editor 





for himself despised the gear and 
always wore a hat.” 

From the preface of the impres- 
sive story we quote: “Poets, his- 
torians and orators have for a 
hundred years sung the praises of 
Daniel Boone as the typical back 
woodsman of the trans-Alleghany 
region. Despite popular belief, he 
was not really the founder of Ken- 
tucky ... Boone’s picturesque career 
possesses a romantic and even pa- 
thetic interest that can never fail 
to charm the student of history. 

“He was great as a hunter, ex- 
plorer and land pilot—probably he 
found few equals as a rifleman. 
No man on the border knew In- 
dians more thoroughly or fought 
them more skilfully than he; his 
life was filled to the brim with 
perilous adventures. 

“From his birthplace in the 
Schuylkill valley in Pennsylvania, we 
may follow him with his parents, 
then with his own family to North 
Carolina and then with 100 North 
Carolinans in Braddock’s little 
army. Back to his family and the 
adventures of the years that lead 
him through North Carolina, Ken- 
tucky, West Virginia and Missouri 
and to a serene old age and to 
journeys end. In heart a simple 
hunter to the last although he had 


also served with credit as mag- 
istrate, soldier and legislator. At 
his death the Missouri constitu- 
tional convention went in mourn- 
ing, the members wearing crepe on 
their left arms for 20 days. A few 
years later Kentucky claimed his 
bones and erected over them a 
suitable monument.” 


MR. MOYA 
When his career in the office 
equipment industry led the late 


Hidalgo Moya to settle in Leicester, 
England he was in the land of 
ancestral rootage on the maternal 
side and just across the Bay of 
Biscay from ancestral rootage on 
the paternal side, in Spain. 

He was a great, great, great grand- 
son of Daniel Boone, whose grand- 
father was born in Devonshire in 
1666. 

Mr. Moya was the inventor of the 
Imperial typewriter manufactured 
in Leicester. (A story of the fiftieth 
anniversary of the Imperial Type- 
writer Company, Leicester, England, 
appears on another page in this 
issue.) He was born in Warren 
county, Mo., and died in England 
in 1928. Although charmed with 
England and residing there many 
years, we have the impression that 
he retained US. citizenship. He had 
great love for the country of his 
birth and delighted to visit the 
scenes of his childhood and places 
made famous by his distinguished 
ancestor. 

For some years the Moyas resided 
in an attractive old house having a 
thatched roof, in the outskirts of 
Leicester. A more modern roof cov- 
ered the thatch and in that inter- 
esting attic Mr. and Mrs. Moya 
found fascinating recreation and 


delightful employment in the 
manufacture of violins. 
OFFICE APPLIANCES, January, 1953 
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INCIDENT 


The late James L. Dalton, first 
president of the Dalton Adding Ma- 
chine Company, then at Poplar 
Bluffs, Mo., demonstrating the new 
10-key machine at a business show 
in New York. 

Much interest in the new prin- 
‘iple and in Mr. Dalton’s impressive 
demonstration. 

One evening five representatives 
of office machine companies, one 
being an adding machine specialist, 
were introduced to Mr. Dalton at 
their request by a staff member of 
the journal who had arranged for 
a special demonstration. 

Mr. Dalton at his best, putting the 
machine through all its tricks with 
eclat. High compliments from all 
members of the party. 

Question. The adding machine 


specialist: “And at what price will 
the machine be sold, Mr. Dalton?” 
“Mr. Miller, the price has been set 
at $300.00.” 
Inquirer: “Isn’t that a consider- 


able sum for what you say is such 
a simple mechanism?” 


“Mr. Miller,” replied the clever 
Missourian, “in a Dalton adding 
machine is $0.12 worth of as good 


felt as can be turned out by the 
American Felt Company. There is 
$1.20 worth of as fine plate glass 
as the Pittsburgh Glass Company 
manufactures. There is $2.12 worth 
of the best steel the market affords. 
These and all other parts in the 
structure are co-ordinated, articu- 
lated and rest upon a tubular stand 
of a quality I defy you to improve 
upon, costing $12.00, a total of 
$42.36.” A momentary pause, and a 
pleasant smile for the interested 
group and, “Which the Dalton Add- 
ing Machine Company presents to 
you with its compliments. It charges 
$300.00 for the machine because of 
the economies it will affect for you.” 

Then some compliments to Mr. 
Dalton and the visitors withdrew 
to make room for the gathering 
crowd. 

The next day two members of the 
group stopped at OrricE APPLIANCES’ 
booth to express their opinion of 


the 10-key machine and of Mr. 
Dalton’s cleverness. Said one of 
them, “When I rested up last night 
at the hotel before turning in I 
listed all items in the composition 
of our machines. When I get home 
I will learn the cost of each and 
furnish the information to every 
salesman on our staff. He will have 
the correct answer to—‘The ma- 
chine costs too much.’ The other, 
“TI did not undertake it last night 
but when I get home I'll do that 
very thing.” 

This incident was reported in 
OFFICE APPLIANCES long ago. For 
many it may prove to be as good 
now as it was then. 





“FOOT PRINTS” 


A stencil patent case in Chicago 
many years ago had no affect upon 
the office equipment industry, there 
being no industry so named at that 
time. Someone in the stationery 
business may have been concerned. 
The case was made memorable by 
a statement of an eminent New 
York attorney, Roscoe Conklin. At 
a point in the argument a young 
attorney interrupted the speaker 
with the statement several times 
repeated, “But we were not there.” 
Mr. Conklin curbed his impatience 
with the statement, “No Sir! You 
were not there. Nor were you pres- 
ent when the foundation of the 
earth was laid but it is recorded in 
Holy Writ that it was well done.” 

As Mr. Conklin lost his life in the 
great blizzard and snow storm of 
1887, the Chicago case must have 
been in stencil pioneer days. 

But Mr. Conklin had gained dis- 
tinction in several other ways. One 
by his speech nominating General 
Grant for the third term as presi- 
dent, another in being singled out 
by James G. Blaine, as “The strut- 
ting peacock of the Senate.” 

James G. Blaine ... “like a plumed 
knight, an ancient warrior, walked 
down the halls of the American 
Congress and threw his shining 
lance full and fair into the brazen 
faces of the defamers of their coun- 


try and the maligners of her honor.” 
Thus Robert Ingersoll, with one of 
his verbal charm strings, nomin- 
ated Mr. Blaine for the presidency 
he did not attain because of an- 
other speaker’s misrepresentation of 
the rival political party. 





“GONE AM DE DAYS” 


An occasional visitor in years 
gone by was a friend, manager of 
the Canadian branch of an out- 
standing company in the industry. 
Enroute to headquarters he stopped 
in Chicago to confer with the man- 
ager of the Chicago branch and 
would usually give us a call. 

One day on the way to the com- 
pany office, attracted by a window 
display of shoes he entered the store 
and made a purchase. Tendering 
Canadian bills for payment he was 
told the bills would be discounted 
a bit. Whereupon he restored the 
bills to his wallet, handed the box 
to the salesman, remarking, “You 
may keep the shoes.” 

The manager, observing the con- 
troversy, stepped over to the cash- 
ier’s desk for inquiry. Upon being 
informed he remarked, “Ah, we are 
complimented by a call of a Cana- 
dian neighbor. Take the gentle- 
man’s money at its face value.” 

When our old friend opened his 
wallet the manager, seeing several 
U. S. bills, smiled and observed, 
“Noticing the U. S. bills in your 
wallet I am a bit curious about 
your tender of the Canadian 
money?” “And I am glad to sat- 
isfy your curiosity,” replied our old 
friend. “My tender is because back 
of those bills is the Dominion of 
Canada, reaching from the Atlantic 
to the Pacific, back of them is the 
Bank of England and back of both 
bank and dominion is the great 
British Empire, making the money 
of face value throughout the world.” 

“Fine sir,” replied the manager. 
“We are indeed complimented by 
your call and hope you will come 
again.” 


—— AND NOW —— 





INSPIRATION 


In the Weis Manufacturing Com- 
pany’s first factory in Monroe, 
Mich., on a wall of the passway 
from the main entrance to the of- 
fices in the rear was a stimulating 
reminder in big flowing letters, the 
phrase—“A smile fits any face.” 


1953 
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Benjamin Franklin 


January 17, 1706—April 17, 1790 
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Franklin thought more, said more, wrote more 


of enduring value than any man yet born 
under the skies of America 


—James M. Beck 
(From an address on January 18, 1924) 


The Wisdom of Benjamin Franklin 


SELECTING gems from the wisdom of Benjamin Franklin, whose 


genius expressed itself in so many fields, is as difficult as choos- 
ing the facets of a diamond that flash with the greatest beauty 
Perhaps the times give special significance to the following: 
They that can give up essential liberty to obtain a little tem- 
porary safety deserve neither liberty nor safety 
'Idleness and pride tax with a heavier hand than kings and 
parliaments. 


If we can get rid of the former, we may easily 
bear the latter." 


There never was a good war nor a bad peace 
"Who is wise? He that learns from everyone 
"The doors of wisdom are never shut 


Calamity and prosperity are the touchstones of integrity 


Being ignorant is not so much a shame as being unwilling to 
learn.’ 


is the stuff life is made of." 


Dost thou love life? Then do not squander time, for that 
12 
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"REAL GOLD OF OUR BALANCE SHEET" 


A friend who remembers is the best friend of all. For those 
messages of holiday cheer, written or spoken, that came to us 
at Christmas time we bow in humble gratitude. The expres- 
sions of the season warmed our hearts. They were as cheerful 
as the crackling of the hearth, as refreshing as the pause be- 
Pe: tween shovels of snow. This journal of the industry treasures 
hore the personalities of the men who make and those who sell equip- 
ck ment and supplies for the office. They are the real gold of our 
balance sheet, untarnished by the exigencies of the times, which 
may be fruitful or meager. 
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LOOK IN THE MIRROR, TOO 


The new year is popularly depicted as an infant, noisy and lively. 
In the background is an old man with a scythe, reminder of time 
se retreating. Both figures are symbolic of prospect and retro- 
spect. Likewise, men in this industry are balancing their books, 








S- 
by. taking inventory and planning a new business approach. While 
doing so it might be wise to list some personal ''cash in the 
till’ such as genuine desire to serve their fellow men, strength 
m- of character, sense of humor . . . These qualities aren't written 
in black ink on the inventory but they are intangible assets 
nd which qualify as business as well as personal acumen. January 
ily |, 1953, is the proper time to look in the mirror of the soul as 
well as at the trial balance. 
OFFICE SPECIALTIES SECTION 
Once again enterprising dealers describe successful techniques 
in selling machines and systems. It's the 28th annual office 
specialties section of OFFICE APPLIANCES beginning on page 
to 14. This is not trial and error reading but instead is a recital of 
success, an invitation to ''go and do likewise.'' These articles 
at | should prove inspirational for new selling methods and new 


profit possibilities. 
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OFFICE SPECIALTIES 


28th Annual Feature Section 


i + +s oa + Ss os os 
For 27 years OFFICE APPLIANCES has advocated specialization as a 
goal to larger sales volumes and more satisfied customers. Each year 
at this time the specialties section is devoted to ideas and suggestions 
out of the experience of dealers in various parts of the country. In 
selling machines and systems they find the specialty selling techniques 
mandatory. Application of the same promotion methods to other 
products has met with equal success. Whatever the items, intelligent 
specialization is profitable. 

e 





Business Advance Through Specialization 


by PHIL LANCE 


special writer 


@ BY SPECIALIZING in office ap- 
pliances and making specialists of 
the salesmen representing the firm, 
Valentine’s Inc., Trenton, N. J., has 
made substantial strides in building 
up a large business. 

“We have always maintained that 
specialization is necessary in order 
to do a volume business in any line 
of merchandising,’ says Frank J. 
Valentine, president, “and because 
we have always felt that a large 
fertile field existed with office ma- 
chines we have remained strictly 


Off the Highway ... 
The Valentine’s, Inc., build- 
ing is set off the main- 
traveled highway so that 
it makes an_ excellent 
drive-in location. 
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within this sphere. Not only that, 
but we have classified the equip- 
ment that we stock in the appliance 
line and have appointed a salesman 
to handle each of the divisions in- 
dividually.” 

Mr. Valentine has broken down 
his merchandise into four classifi- 
cations. These consist of duplicat- 
ing and dictating equipment, add- 
ing and calculating machines and 
bookkeeping machines. A salesman 
handles each of the first three lines 
and Mr. Valentine himself takes 
charge of the bookkeeping equip- 
ment sales. 

All of the firm’s salesmen visit 
industrial and commercial accounts 
in and around Trenton, N. J. In 
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many cases all of the firm’s sales- 
men can call on one customer, yet 
the firm has not heard a single 
complaint by any one of these pros- 
pects. This proves that men who 
manage offices and are in charge 
of systems and procedures realize 
the importance of specializing in 
individual fields. 

“A new office manager may ask 
us sometime why we have different 
salesmen from the same firm con- 
tacting him, and we explain to him 
that each of our lines requires a 
specialist to understand his prob- 
lems,” says Mr. Valentine. “As we 
try to point out that our interest 
in him is not merely to sell him, 
but to give him service and as- 
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Serving the Customer .. 


sistance whenever possible, he is 
quick to realize that in having spe- 
cialists contact him he is getting 
expert consultation. We rarely have 
this same prospect bring out this 
question again as long as we see 
him.” 

The firm believes that personal 
presentation is its best sales factor. 
When salesmen can survey the re- 
quirements of a prospect, show him 
exactly what type of office equip- 
ment he needs for assistance and 
then recommend the proper ma- 
chine to him, the road towards sell- 
ing is paved. 

Each salesman must survey the 
office requirements of all its pros- 
pects. As a rule, this is done by 
talking over the office routine and 
getting down to details. By learning 
the type of operation carried on, it 
is easy to develop the line of equip- 
ment that can be used. 

Secondly, a check can be made 
on the type of equipment already 
in. Some of it may suggest replace- 
ment with larger and faster equip- 
ment, while other equipment may 
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. Two views of operations at Valentine’s, Inc. TOP— 
Frank J. Valentine demonstrates a voice recording machine to a prospective customer. 
BOTTOM—Mr. Valentine checks a mechanic's repair job. 


not be doing the exact job that is 
required. It has been definitely es- 
tablished that manpower is more 
costly than machine operation. 
Therefore, if a piece of office equip- 
ment can be recommended that will 
save the time and efforts of office 
personnel, it stands a_ definite 
chance of being purchased. 

“Salesmen can’t sell equipment by 
just telling the prospect that he 
should have an adding machine or 
a bookkeeping machine,” says Mr. 
Valentine. “They must tell the 
prospect why he should have that 
piece of equipment and what it can 
do for him. Thus, a knowledge of 
the prospect’s requirements are es- 
sential, and this can be done only 
by a survey of the office opera- 
tions.” 

Whenever possible, salesmen try 
to get the prospect to come to the 
firm’s headquarters for a demon- 
stration of the equipment in ques- 
tion. An actual demonstration goes 
much further in selling the prospect 
than a combination of literature 
and product explanation. If the 
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prospect can not visit the firm, 
the salesman attempts to get one 
of the office employees who will 
handle the equipment to come in. 
This is just as good as having the 
actual office manager gain a dem- 
onstration. 

“Many times, the office manager 
can’t come to our store for a dem- 
onstration,” says Mr. Valentine, 
“and we will ask him to send one 
of his employees. When this is done, 
we sell the employee on the equip- 
ment. This employee goes back to 
the office enthused with the accu- 
racy and time-saving energies of 
the appliances shown him and he 
promotes it to his boss, who is our 
customer.” 


Customers Appraised 


The firm sizes up all its customers 
so that it knows its sales possibili- 
ties. If a small firm or store has 
purchased an adding machine or 
calculator, the salesman analyzes 
the firm to know if it has further 
sales possibilities. Thus salesmen 
make the most of their calls and 
can always be on the lookout for 
new business. 

On the other hand, if a firm has 
purchased duplicating equipment 
or dictating instruments, salesmen 
know that a call back every other 
month is due because of need 
for supplies. Each salesman notes 
return and sales possibilities on his 
records and follows up whenever 
necessary for repeat business. 

“We don’t encourage store trade, 
even though we handle it when it 
comes in,” says Mr. Valentine. “Our 
efforts are bent on making con- 
tacts ourselves and we devote our 
entire efforts in this direction. We 
can contact a dozen prospects a day 
for our appliances and equipment, 
creating interest and finally sales. 
Compare this against the policy of 
waiting in the store for business 
to appear, and you can see the dif- 
ference.” 


Busy in Field 

These salesmen spend their time 
in the field. Constantly contacting, 
making demonstrations and pro- 
moting their products builds sales 
for them. In order to make a “live” 
presentation at a time when it ap- 
pears to be the answer to a sale, 
the salesmen carry representative 
pieces of equipment. One salesman 
may have a small adding machine, 
another a portable dictating ma- 
chine or a calculator. 

“These pieces of equipment do not 
necessarily have to be the ones that 
the salesmen is recommending for 
purchase,” explains Mr. Valentine, 
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“because some of them are too 
heavy and too large to carry 
around. But in order to get the 
attention needed to hold the pros- 
pect and to get certain points 
across, we bring a piece of equip- 
ment to the prospect. 

“As an illustration, the firm sold 
hundreds of dollars worth of du- 
plicating equipment when a Ssales- 
man showed a prospect a small 
hand-operated postcard size ma- 
chine. This small model served as a 
sample of the speed, efficiency and 
material that a large duplicating 
piece of equipment could turn out. 
Previous discussion and promotion 
of this equipment netted no re- 
sults. 


Avoids Trade-Ins 

The trade-in business only runs 
about 2% of this firm’s gross sales. 
Few adding machines or calculators 
are ever traded in, as owners always 
feel that they are worth the trade- 
in allowance to keep on hand as 
an auxiliary to a new one that they 
may have purchased. In fact, Mr. 
Valentine promotes this situation. 
Thereby, he avoids trade-in allow- 
ances on new equipment and also 
keeps his firm as clear of used mer- 
chandise as possible. All efforts can 
be concentrated on new merchan- 
dise sales. 

The equipment most often traded- 
in is duplicating and dictating. 
As newer models make their way 
on the market, and are faster and 
more efficient, replacement of the 
old is sought. As a rule, customers 
do not “double-up” on this type of 
equipment, which is the reason for 
trade-ins. 


Testing Sells 

“Many times, we have promoted 
dictating equipment to prospects 
only to have them say that they 
couldn’t dictate and that the ma- 
chine was hard to handle. But 
when we brought one into the office, 
let the prospect test it and left it 
with him for a few days, we did 
get sales results,” points out the 
firm owner. 

Valentine’s, Inc. does a very small 
rental business, averaging less than 
10% of its total sales income. 

“When we take in consideration 
the wear and tear of our equipment, 
its depreciated sales price because 
it has been used and our limited 
possibilities of making sales to other 
than regular customers of this 
equipment,” Mr. Valentine relates, 
“we find that it doesn’t pay to 
promote office equipment rentals. 
So, we only rent equipment when 
customers request it.” 
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The firm recently moved to a new 
location a few blocks from its for- 
mer one. Here, a large drive-in 
area has paid off. Formerly, few 
customers visited the firm because 
of mid-city parking difficulties. 
Now, they find it easy to drive in 
and go into the store for a demon- 
stration. 

“A mid-city location isn’t nec- 
essarily the best for a firm that 
goes out after its customers, rather 
than wait for them to come in,” 
says Mr. Valentine. “As long as we 


can be easily and conveniently 
reached by car, our customers can 
get to us. As it is, we are just sev- 
eral blocks away from the mid-city 
district.” 

In a move to perpetuate the firm 
and to make loyal employees of its 
salesmen, Mr. Valentine has sold 
49% of the firm’s stock to his three 
salesmen. While all firm members 
draw regular salaries, they partici- 
pate in its earnings, which is a 
strong incentive to promote and 
perpetuate the business. 


Clever Display Ideas Spark 
Office Machine Interest 


@ GETTING A SENSE of humor 
into office machine window display 
is a specialty of A. C. Moss, head of 
Biloxi Cash Register Company, of 
Biloxi, Miss. This policy has 
“stopped a lot of traffic” along the 
sidewalk. 

Mr. Moss shares the opinion of 
many office machine retailers that 
unless the passerby happens to be 
a businessman who actually needs a 
new typewriter, adding machine or 
dater, windows are likely to attract 
little or no attention. 


Stops Passersby 

If, however, there is a catchy slo- 
gan, a bit of humor involved, al- 
most everyone —including many 
people who may be future office 
machine purchasers—will stop. 

Typical of the stunt windows 
which have created much interest 
for the southern Mississippi firm 
was a “comparative display” which 
appeared during late June and 
early July of 1952. 

In one window, Mr. Moss placed 
three old business machines from 
his own personal collection, includ- 
ing one of the first upright model 
Underwood typewriters, an old 
Remington adding machine, and 
lastly, an old National cash register, 
of the ornately-scrolled brass type. 

A red ribbon led from each of 
these business machines to a small 
sign in the center of the window, 
on which was lettered in red, “The 
World’s Slowest!” 

Spaced by two window lengths on 
the opposite side of the store, was 
still another window display, which 
showed a high-speed new upright 
typewriter, a streamlined, electric 
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adding machine, and a similarly 
swift cash register. Here the ribbon 
design was repeated, with the small 
sign in the center reading simply, 
“The World’s Fastest!” 

Naturally, the attitude of most 
window visitors along the sidewalk 
was to examine minutely the old 
office machines shown in the “slow 
window,” then walk a few steps up 
the sidewalk to look over the “fast” 
machines contrasted. 

Refinements in all three types 
are, of course, readily recognizable, 
and in addition, small signs placed 
along each machine give salient 
facts about the time-saving or 
labor-saving proclivities of each. 

“We have had a lot of people walk 
into the store and want a closer 
look at either the old or the new 
machines,” it was pointed out. 


Time Goes Backward 

“The old adding machine oper- 
ated by a plunger in combination 
with keys, struck a nostalgic note 
with many businessmen who en- 
tered the bookkeeping field back at 
the turn of the century, and who 
had not seen such a machine for 
40 years or more. 

“This, of course, gave us an ex- 
cellent opportunity to demonstrate 
a new adding machine or a new 
typewriter, and to focus the vis- 
itor’s mind firmly on the strides 
which have been made in the busi- 
ness machine manufacturing in- 
dustry.” 

A lot of additional sales, and far 
more interest in his windows have 
been the results of such clever dis- 
play ideas, Mr. Moss summed up.— 
RAL 
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Some of the Many Modern Uses of Rubber Bands in Every-day Commerce and Tasks 


S-T-R-E-T-C-H Your Store Volume 
in Rubber Bands 


@ FOR WANT OF A NAIL the shoe 
was lost ... for want of a shoe the 
horse was lost ... for want of a 
horse the rider was lost. So goes 
the story about the owner of a 
horse who was so careless or so 
disinterested as to ignore the ab- 
sence of one nail in his horse’s shoe. 

So it is in the realm of business 

. in the day-to-day presentation 
of services and products. The failure 
of a dealer to drive home one spe- 
cific sales point frequently results 
in lost sales and profits. The sub- 
ject to which I would like to direct 
your attention in this connection is 
the humble rubber band—so little, 
yet so vital in so many roles. 

To some stationers, the rubber 
band is nondescript . . . devoid of 
character ... something that must 
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be carried on the shelf and brought 
to light only on command of Mr. 
Business Public. 

There was a time when one rub- 
ber band was like any other rubber 
band except for size. That fact stirs 
nostalgic memories in the way the 
band was adapted by junior to rig 
up a home-made sling shot... or 
in the essential role it played on 
Pop’s shirt sleeves to keep them 
from dragging all over the place 

. or in the engineering feat it 
accomplished by keeping Jack’s 
shirt front neatly in place when he 
was going out on a date. 

Maybe some of these memorable 
uses persist today but the signifi- 
cant thing to remember is that rub- 
ber bands play a mighty important 
role in everyday business. 
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by WILLIAM H. SPENCER 


Alliance Rubber Company, 
Alliance, Ohio 


Now ... an alert stationer asks 
his customer to describe the use or 
purpose to which the bands are to 
be put and then makes a specific 
recommendation based on his 
knowledge of what various types of 
rubber bands will do. The sales- 
minded dealer also employs the full 
range of colored bands now avail- 
able. He knows that color stimu- 
lates demand .. . he realizes that 
stepped-up eye appeal accompanied 
by functional value lifts rubber 


17 














bands out of the conventional 
groove. 

Business and industry are faced 
with a multitude of new packaging 
problems. This automatically cre- 
ates a golden opportunity for initia- 
tive and imagination on the part 
of the dealer and his outside sales 
staff. They will find that a survey 


of their community will reveal 
numerous businesses that can effi- 
ciently use rubber bands to sim- 


plify packaging problems. Such cre- 
ative selling is generously rewarded. 
The fresh produce industry rates 


Specialization? 





by WILLIAM B. GREGORY 


president, 
W. B. Gregory & Son, Inc., 
Detroit, Mich. 


m@ THERE HAS BEEN a good deal 
of discussion lately about special- 
ized selling in trade magazines con- 
cerned with the office equipment 
industry. What is specialty selling 
as it applies to our business? 

Uusually it boils down to the fact 
that someone in an organization 
likes a particular product, whether 
it be new or old, sufficiently well to 
investigate its possibilities, become 
enthusiastic about it and then offer 
it for a sale with some of that same 
enthusiasm. 

The results are usually very grati- 
fying and profitable. However, 
observation leads the writer to be- 
lieve, that sustained enthusiasm is 
difficult to maintain because of the 
nature of our business. Every day 
there are new products and im- 
provements in old products to divert 
our attention and compete for the 
salesman’s selling time. 

The results are easy to predict. 
A surge of sales on a particular 
item or line for a few weeks or 
months and then the curve drops 


high as a consumer of rubber bands. 
Florists find them a convenient and 
economical way of bunching cut 
flowers. Banks find rubber bands 
invaluable in countless ways. 

A rubber band used to secure the 


home-delivered newspaper keeps 
the paper intact and makes a friend 
of the reader. Owners of home 


freezers bless the rubber band be- 
cause it keeps plastic bags air-tight. 
Retail stores find rubber bands a 
quick, efficient method of wrapping 
small packages. There are endless 


usages for the rubber band... the 
best known probably being its daily 
application in the clerical depart- 
ment of every business office. 
Providing helpful, specialized 
service is one of the surest ways 
of gaining new customers and keep- 
ing old ones. Alert stationers have 
found that taking a sincere interest 
in the packaging problems of their 
clients and suggesting the best rub- 
ber band for a specific purpose has 
opened the door to increased sales 
. not only of rubber bands but 
also other office equipment as well 


It's Just Good Salesmanship 


down as other items are brought 
to our attention by travelers and 
manufacturers rightfully asking for 
some of our salesman’s efforts. 

Perhaps it is too much to ask of 
the average office supply salesman 
that he be an expert in all of the 
items that he has to sell. However, 
many of the salesmen could im- 
prove their earning power over- 
night by developing some curiosity 
about one or more of the products 
that surround them in every sta- 
tionery store. 

Too often, when we think of 
specialty selling, we automatically 
connect the term with some highly 
specialized machine, product or 
method that requires the full time 
of one or more salesmen and even 
a separate department. Naturally, 
there is nothing wrong with this 
type of merchandising. It can even 
be one of the most profitable oper- 
ations of our business. 


Investigate — Act 

But in this case, specialization is 
too restrictive. Almost every product 
in the stationery store can be sold 
as a specialty if its presentation is 
coupled with a little investigation, 
imagination and enthusiasm. It’s 
not easy to find that combination 
in a sheet of paper or a gem clip but 
even these basically simple items 
can be merchandised with a little 
emphasis on quality. 

However, there are innumerable 
other items in our lines that lend 
themselves easily and profitably to 
emphasized selling. Even the surges 
mentioned above are a good deal 
more desirable than a sales curve 
that never has any upward bulges. 

Which leads the writer back to his 
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original premise—specialization is 
just good salesmanship. 

Actually, when we point out a 
good salesman, don’t we usually 
recognize that he is a specialist? 
Perhaps he specializes in selling his 
personality so that almost everyone 
he contacts wants to give him an 
order even though they might rec- 
ognize that his knowledge of his 
product is not complete. 

Perhaps, on the other hand, he 
has a bump of curiosity and reads 
catalogs and discovers that a good 
many of the manufacturers actually 
describe their products quite thor- 
oughly and recommend their proper 
uses. He then becomes a specialist 
on information and is just as wel- 
come in the buyer’s office as the 
salesman who leans heavily upon 
his personality. 


Determination Pays 

Then, there is the salesman who 
specializes in hard work. Product 
knowledge doesn’t come easily to 
him, and perhaps he is not the 
“hail fellow-well met” type, but he 
makes more calls and specializes 
in getting more orders by sheer 
determination. 

Of course, our specialist could be 
a combination of all three of these 
salespeople—and then you have 
specialty selling at its best. The 
product is really not important be- 
cause such a man or woman would 
make it a specialty whenever they 
offered it for sale, be it pen, pencil, 
carbon paper, typewriter, adding 
machine, desk or printing job. 

Develop the salesman and then 
when some product comes along 
that he particularly likes the spe- 
cialty selling will take care of itself. 
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Window Ledge Display of Duplicating 


Equipment Makes Many Extra Sales 


On the Ledge ... 


m@ AN EFFECTIVE MEANS of stim- 
ulating the sale of duplicating ma- 
chines lies in “tying every machine 
displayed to a specific type of busi- 
ness,” according to Jack Henson, 
head of Henson’s. This is a large 
office furniture and office supply 
dealership in Waco, Tex. 

Mr. Henson completely remodeled 
his strategically-located downtown 
store back in 1947, to incorporate 
the highly effective “all-glass front” 
developed by much larger stores 
elsewhere. In the course of the re- 
modeling, he was faced with the 
problem of whether to extend the 
glass display surface all the way to 
the floor of the store, or whether 
to include a “window floor’ such 
as had been part of the store in its 
original design. 

Unable to decide effectively which 
design to use, the Texas stationer 
adopted a “compromise,” and ex- 
tended the windows from approxi- 
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Henson’s of Waco, Tex., displays duplicating machines on a 
narrow ledge along the window base. 


mately knee-height to the marquee, 
with a narrow ledge, some 18 inches 
wide, along the window base. 

Covered over with plain gray car- 
pet, this window ledge has proven 
ideal for a continuous promotion 
of duplicating machines, in which 
Mr. Henson has specialized during 
most of his business life. 

With some 20 feet of space avail- 
able at the side of the entrance, 
and parallel to the sidewalk along 
the front, Henson’s constantly dis- 
plays a “parade” of duplicating ma- 
chines. These are so well identified 
with specific businesses and types 
of users that many prospects, who 
might otherwise pay no attention 
to such displays, have been sold. 

Under the plan, every variety of 
proven mechanical duplicating ma- 
chine on the market is shown, rang- 
ing from mimeograph at the 
extreme left, down to simple, hand- 
operated printing devices for post- 
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by R. A. LATIMER 


stoff writer 


cards and small cards at the right. 

Included are transfer and hecto- 
graph types, other gelatin varieties, 
stencil types, and variations of 
these basic forms. Alongside each 
machine is shown a variety of sam- 
ples of the work which it produces. 

Most important, however, is a 
sign in front of each display, which 
ties it up to local Waco business. 
For example, in front of a large 
mimeograph unit, a sign points out 
“For the Petroleum Industry’s Gen- 
eral Offices, Insurance Company 
Headquarters, Direct-Mail Organi- 
zations and Mail-Order Houses.” 

Gelatine duplicators, on the 
other hand, are identified as “For 
the Real Estate Office, for the 
Church, for the Small Manufac- 
turer, for the Electrical Appliance 
Distributor and for the Wholesale 
Hardware Firm.” 


Show Simple Models 

Even more simple and inexpen- 
sive gelatine models are shown “For 
the Small Restaurant—Beauty Shop 
—Retail Store—.” Penny postcard 
duplicating equipment is urged by 
means of a similar sign for clubs, 
associations, charities, grocery 
stores, drug stores, and other “small 
business.” 

No matter what a businessman’s 
occupation may be, he is bound to 
find a duplicating machine sug- 
gested specifically for his interest, 
Mr. Henson indicated. A large sign, 
above the entire display, invites 
“Come in for a Demonstration” and 
dozens of sales have stemmed en- 
tirely from the quick impulse to re- 
spond to the invitation, which is 
often kindled. 

Eventually, Mr. Henson plans to 
set up “active displays” in the con- 
venient space behind his all-glass 
front, whereby a young lady or clerk 
will be “on display” turning out im- 
pressive duplicated work on each 
of the types of machine represented 
in the window display. 

Shortages of equipment, and of 
personnel, have made such opera- 
tions impossible to date, according 
to the Texas office appliance dealer. 
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How to Break Sales Records 


with Duplicating Machines 


by J. H. REED 


special writer 


@ IN OCTOBER, 1951, the office 
machines department of the Paul 
Anderson Company, San Antonio, 
Tex., broke all previous records in 
the sale of duplicating machines. 

Sales ran 25% above those for an 
average month and were 15% 
ahead of those for October, 1951. 
And the striking thing about it is 
that this sales record was made 
without special advertising, special 
pricing, or any sort of a “campaign”’ 
designed to push duplicators. 

Indeed, most of the machines sold 
during the month were not “sold” 
at all. They were “bought” by satis- 
fied customers and prospects for 
whom these customers had “paved 
the way” by word-of-mouth adver- 
tising. 


Need Concentration 

Almost any stationer can increase 
sales of office equipment by “con- 
centrating his fire’—increasing his 
advertising, giving his salesmen 
special premiums, using “pep talks’”’ 
and intensifying his ‘‘door-bell 
pushing.” Whether the gains made 
by such methods are worth going 
after is a debatable question. The 
game, in the end, may not be worth 
the candle. 

But when a record is broken with- 
out benefit of special campaign 
—that’s another story and a worth- 
while one. 

How did the Paul Anderson Com- 
pany do it? 

It is all a matter, says Joe Lucas, 
manager of the department, of 
setting up a few simple rules—and 
then religiously following them. 

1. Get a good line of machines. 

If you handle the best lines of 
duplicators on the market—‘“and 
we believe we do,” says Mr. Lucas 
—your salesmen can talk them up 
and the store can stand back of 
them with confidence. 

2. Inform your salesmen. 

The man who sells duplicating 
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machines must be able to speak 
with confidence — to answer ques- 
tions intelligently—tto settle any 
doubts that may come into the pur- 
chaser’s mind. 

When you get in a new line, go 
over it with the manufacturers’ 
representative. Take it up in detail. 
See that your salesmen know all 
about it. Make them, if necessary, 
“sell” it to you and put the final 
polish on their sales talk. 

Do not let a salesman “take the 
road” until you know that he has 
all the selling points at his finger 
tips and all of the answers on the 
tip of his tongue. 


Know Products 

More sales are lost through lack 
of information on the part of the 
salesman than in any other way. 

3. Back your salesmen up. 

If a machine “goes bad” on you 
—and, in the course of a year, some 
will, because of factory defects— 
don’t argue. And don’t try to repair 
it on the spot. 

Take it back to the office and re- 
place it. 

And if a machine does not turn 
out to be what the customer wanted 
or does not come up to his expecta- 
tions, take it back and see that he 
is properly “fitted” with a machine. 

4. Study your prospect’s needs. 

What a prospective customer 
wants in the way of a duplicating 
machine and what he actually 
needs may be two entirely different 
things. 

All too often the customer wants 
a machine that is too small to meet 
his requirements. Occasionally one 
demands too large a machine, so 
that he will not have enough work 





COURAGE NEEDED 


If we, as Americans, show the 
same courage and common 
sense that motivated the men 
who sat at Philadelphia and 
gave us the Declaration of 
Independence and later the 
Constitution of the United 
States, there is no domestic 
problem we cannot solve and 
there is no foreign foe we need 


ever fear. 
—William F. Knowland 
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to keep it in profitable operation. 


If you are a good salesman, you § 


will know what you have in stock 
that will best meet the requirements 
of every prospect. The main thing 
is to find out, first, what he wants 
it for—what he intends to do with 
it. 

Until you get the picture clearly 
in your mind, your selling—and his 
buying—are on a guesswork basis. 


Don’t guess; find out. 


Beware of Trap 

It is often easy—too easy—to sell 
what the customer believes he 
wants. 

But it is a trap. Sooner or later 
the customer who is not “fitted” to 
his machine, will become dissatis- 
fied with it. Then you not only lose 
him as a customer—you lose the list 
of other customers whom he might 
have sent in. 

5. Train the operator. 


When you have sold a duplicator, 
find out who is going to operate 
that machine and train him or her. 

It isn’t enough to be able to an- 
swer the boss’s questions—or those 
of the purchasing agent. He isn’t 
going to actually operate the ma- 
chine. Be sure that whoever will 
run the machine understands all 
about it. 


Don’t Be Impatient 

Some operators learn in a few 
lessons. Others take longer. But do 
not be impatient with these. Take 
as long as may be necessary to do 
the job right. 

Go back as often as the operator 
gets into trouble and straighten 
that person out. 

It will pay in the long run. 

4. And give service. 

Don’t sell a duplicating device— 
and then forget about it until it 
breaks down from old age—or over- 
work. 

And don’t wait for disgruntled 
customers to call in; see them first 
and they won’t get disgruntled. In 
fact, they will be, so pleased that 
they will send their friends to you. 

Often customers do not know 
what sort of paper to buy—particu- 
larly schools which have purchased 
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duplicating machines. Real service 
nsists on advice on what type of 
per to use for different jobs, 
10ng other things 
The salesman who gives service 
ten finds that he can make an- 
her sale, or sell a larger machine, 


when he would never have known 
the firm was in the market if he 
had not made a service call. 

And so— 

“Keep your service cars busy,” says 
Mr. Lucas. 

“Knowing your machines is im- 


portant. Fitting them to your cus- 
tomers is essential. Training oper- 
ators is a ‘must’ if your customers 
are to be satisfied. But—if you would 
break sales records give service. 
“That is the key to a successful 
duplicating machine business.” 





Easy to Remember .. 


Selling Signs Build Volume in 
Office Machines 


= RUNNING A CONSTANT “pa- 
rade” of “selling signs” through the 
two display windows, which are de- 
signed to make the office manager 
‘office machine conscious” at a 
glance, is a continual promotion 
which has considerably elevated 
sales of typewriters, calculators, 
adding machines, cash registers, 
and other office machines for J. S. 
Stahl Company in downtown Den- 
ver, Colo. 

The slogans, many of which are 
obtained from the national asso- 
ciation, are the work of Louis Sant- 
angelo, head of the firm, who finds 
that short, snappy sentences, which 
the passerby can easily remember 
invariably have a lasting effect. 

Therefore,. he has a selection of 
some 36 such “selling sentences” or 
Slogans which appear the year 
around on 3 x 2-foot signs in the 
extreme front corner of both dis- 
play windows. 

Typical slogan signs used by the 
53-year-old Denver firm include 
“Your old machine will never be 
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worth more than it is today.... 
Trade it now!” and “Let us analyze 
your office machine problems. . 
No obligation!” 

Others point out that slowly-op- 
erating, inefficient machines are 
costing the office money, while 
others indicate that trade-in values 
are at their best now, that many 
strides in office machine manufac- 
ture have been accomplished since 
the firm purchased its original 
equipment, and so forth. 


Attract Attention 

The signs are painted in brightly- 
colored letters on a white back- 
ground, or in white letters on a 
brilliant, primary color signboard. 
Because they appear at knee-level 
in Mr. Santangelo’s windows, they 
gain an extremely high degree of 
readership. 

The Stahl firm, which Mr. Sant- 
angelo took over after more than 
a decade of service for the original 
owners, carries complete lines of 
new and used office machines of all 
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. “Selling signs” in display window of J. S. Stahl Co., Denver, Colo. The dog “happened in.” 


types and maintains one of Den- 
ver’s largest repair departments. A 
huge rental service services the en- 
tire city and suburbs with any type 
of office machine on long-term con- 
tracts. 

With the selling signs function- 
ing to bring in “drop-in traffic” 
from the sidewalk, volume in sales, 
service and rentals hit an all-time 
high during 1949 and 1950, Mr. Sant- 
angelo indicated. 

The selling signs are both rotated 
and alternated, being put away, 
carefully wrapped, and used at 
varying seasons of the year, to at- 
tract attention. 

During the months of September 
and October, when many Denver 
business firms change office loca- 
tions, the signs have particularly 
good effect, according to the Denver 
office machine dealer—inasmuch as 
removal from one location to an- 
other often means the purchase of 
new furniture, and consequently 
addition of more efficient new ma- 
chines.—RAL 
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Special Effort Brings Year ‘Round 


Machine Rental Business 


@ TYPEWRITER RENTALS are a 
source of income for an office ap- 
pliances dealer who goes after this 
business on a year-round basis. Not 
only does rental provide a por- 
tion of the income, but the sales 
of office equipment are derived 
through these rental customers. 
Paper, ribbons and miscellaneous 
supplies are usually purchased at 
repeated intervals. 

An energetic dealer who finds 
profit in typewriter rental business 
is Michael Hardock of Hardock’s 
Office Equipment, Atlantic City, 
N. J. In just three years, this dealer 
has built up a file system that lists 
over 800 customers who have rented 
equipment from him. 


Did Repair Work 


“For the past 27 years, I have 
been a typewriter repair man,” says 
Mr. Hardock, “first working for 
other dealers and then finally serv- 
icing machines on my own. I 
worked out of my home and was 
always busy answering calls for 
service. It wasn’t until a few years 
ago, that I visualized the large field 
open for typewriter rentals. Almost 
every customer that I visited for 
service questioned me about addi- 
tional typewriters on a part-time 
basis, and I received many tele- 
phone calls from non-customers 
asking me if I knew the source of 
any for rental purposes. This led 
me to believe that a large field ex- 
isted for the rental business, so I 
decided to get into it myself.” 

Mr. Hardock rented a display 
room and combination shop on At- 
lantic Ave., which is this resort 
area’s main shopping street. He 
knew that location, plus other pro- 
motions, were needed to get his new 
business across to the public. The 
store was backed up with con- 
sistent newspaper advertising pro- 
moting rentals and typewriter sales. 
Direct mail was also used to a list 
of prospects that he developed. 


Potential Market 


Mr. Hardock felt that he had two 
large potential users of rented ma- 
chines. One group consisted of stu- 
dents who wanted to have a 
typewriter for home use and the 
other concerned itself with hotels, 
rooming houses and other dwellings 
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where vacationists, conventioneers 
and permanent tenants stayed on. 
With two graduation periods each 
year, Mr. Hardock acquired a list 
of the graduating students and 
mailed out letters promoting his 
rental service. Many would enter 
the business world, others would 
seek higher education and, in all 
cases, the use of a typewriter was 
evident. By promoting the rental 
of a typewriter, rather than the 
purchase of one, students came to 
Hardock’s to talk about it. 


Use Flat Rate 


“We rent our typewriters at a 
flat rate of $4.00 per month,” says 
Mrs. Hardock who handles the office 
details for her husband. “And when 
students see this rate, they are 
tempted to rent a typewriter. If we 
mailed them a letter promoting the 
purchase of one, at their prices, it 
is highly problematical if we would 
receive many responses at all.” 

In addition to these mailings the 
store sends out a letter to every 
student just starting a _ typing 
course in school. This supplements 
the original list and also presents 
a large rental potential. Thus the 
store gets the most from its student 
possibilities. 

As Atlantic City is a major resort 
town, it abounds in hotels, rooming 
houses, motels, parks and other 
housing. These institutions need 
more typewriters during the “sea- 
son” than any other time of the 
year to keep up with their man- 
agerial operations. In addition to 
the actual hotel use, many are 
available to guests. During conven- 
tion periods, many conventioneers 
need rental typewriters for personal 
use. All this presents a large rental 
market to Mr. Hardock, and it is 
taken advantage of. 


Mailings Help 

At the start of every season an 
“available rentals” mailing is made 
to every hotel, rooming house, con- 
vention bureau and other housing 
facility. As a rule, the firm’s entire 
stock is “soaked up” and this is 
done at a time when student 
rentals are low, as it is in early 
spring and summer when the school 
terms are coming to a close. Dur- 
ing the schoo] terms, the vacation 
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season is at an ebb, and the type- 
writers are available to students. 
The turn-over of typewriters is 
therefore consistent. 

“We have more than 800 type- 
writer rental customers on our 
books, and are adding more period- 
ically,” says Mrs. Hardock. “Year 
after year, we keep contacting them 
over again, and finally work many 
of them into sales.” 


Sell Service 


In addition to rentals, Mr. Har- 
dock handles service contracts. His 
main customers are large office or- 
ganizations, hotels and other places 
where several typewriters or more 
are constantly in use. He handles 
this business function himself hav- 
ing the aid of additional service- 
men when in need of them. When 
not out on service calls, they are 
always in the shop making repairs. 

Service contracts cost the cus- 
tomer $10 a year, entitling them to 
a quarterly typewriter inspection 
and minor adjustments. If an 
emergency occurs, a serviceman 
makes an immediate visit to place 
the typewriter back into use. The 
customer is charged for all parts, 
getting labor free as part of the 
contract. 


Maintain Contacts 


“Our service policies help us 
maintain contacts with customers 
who may trade in typewriters that 
are pretty well worn,” says Mrs. 
Hardock. “And while our service- 
men are on the job, they can check 
the customer’s paper inventory, ink, 
ribbon and other supplies for pos- 
sible replenishment. Now, many of 
our customers wait for the service- 
man to make his quarterly check 
of the typewriter as well as their 
stock of office supplies. And this 
naturally brings us added business 
volume.” 

Since starting typewriter rentals, 
Mr. Hardock has gone into the sale 
of typewriters and is adding other 
office equipment. He finds that du- 
plicating machines rent out well, 
as they are used in hotels for litera- 
ture distribution during “seasons,” 
and also during conventions. By 
promoting rentals and sales in all 
his advertising, his business is con- 
tinually growing.—PL 
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This is the special typewriter which Leon Flatt sold to the 
to produce a better looking label with more 


Boosts Typewriter Sales 


mally can be counted upon to in- 
vestigate every efficiency angle 
thoroughly before ordering office 
machines, may frequently turn out 
to be open to suggestions and later 
Sales. 

A typical example of what “inves- 
tigation” or exploitation of a wide 
knowledge of office machines can 
do in small business is the drug- 
store field, according to Mr. Flatt. 

All drugstores, of course, regu- 
larly make use of typewriters in 
the prescription department, and 
often, in other sections, such as vet- 
terinary supplies, cosmetics depart- 
ment, and certainly in the office. 

Nevertheless, even though the 
druggist must be as careful about 
typing a prescription label as in 
compounding the actual drugs 
themselves, many are getting by 
with antiquated, difficult-to-oper- 
ate portable typewriters, or ancient 
models, which should long ago have 
been consigned to the junk heap. 

Druggists being only human, 
however, it requires something out- 
of-the-ordinary in order to whet 
their interest in purchasing a new 
typewriter—particularly if the old 
one is giving good service. Special 
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type, distinctive, easily-read and 
designed with the label idea in 
mind, has provided just that sort of 
catalyst in making additional sales 
for the Flatt organization. 

A typical example is the modern 
White & Gillespie Drugstore, lo- 
cated only a block away from Flatt 


Office Supply Company in the 
Mexia community. A modern, 
streamlined drugstore, the organi- 


zation a year ago changed over 
from old-fashioned prescription 
packaging methods in favor of 
smaller bottles, phials, capsule and 
ampule containers, which wasted 
less space, and cost less per pre- 
scription. 

“This is a growing trend in all 
drugstores,” it was pointed out. 
“Most of us remember going to the 
pharmacist for a liquid, ointment, 
or powder type prescription, in 
which most of the package space 
was wasted. Druggists everywhere 
are attempting to cut down on this 
‘profit leak’ and in that connection, 
we found a wide-open market for a 
specially-designed typewriter.” 

The smaller-size of prescription 
package, of course, meant smaller 
labels—and the Texas druggists 
were having considerable difficulty 
in getting complete information on 
the face of the label, particularly 
where long names of either physi- 
cian or patient were involved. 


Found Solution 


Studying the problem, Mr. Flatt 
suggested the ideal solution in the 
form of an R.C. Allen typewriter 
which typed only elite capitals, 
easily readable, yet small enough to 
fit comfortably within the confines 
of the usual stick-on type label. 
After a quick demonstration, done 
on a standard machine, the drug- 
gist enthusiastically signed the or- 
der, and the result has been a 
neater, more attractive prescription 
package from every standpoint. 

The elite capital machine has 
been thoroughly described by the 
Mexia druggist to members of their 
local association, and the result has 
been additional orders. 

Carrying out similar investiga- 
tions in hardware stores, music 
stores and supermarkets has led 
to similar specially-designed type- 
writer sales for the Texas firm. 

In most instances, additional 
sales have come primarily from - 
finding that the businessman was 
using equipment not suited to his 
specific needs, and searching for a 
standard, but better-fitted model. 
There have been many adding ma- 
chine sales, as well as typewriter 
sales in this connection. 
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How 
Church & Stag 


Specialize 


J. M. Stagg 


wg J. M. STAGG, whose smiling face 
has graced recent advertisements 
of the Columbia Ribbon & Carbon 


Manufacturing Company, believes 
in specialization for his firm, 
Church & Stagg Office Supply Com- 
pany, Birmingham, Ala. 

He declares that he follows the 
practice “to the extent of securing 
exclusive representation of a line 
and studying this line and special- 
izing on its sale.” 

Explaining his theories, Mr. Stagg 
points out the type of work done on 
several of his company’s exclusive 
lines. 

In selling National Blank Book 
Company products, Church & Stagg 
sent one of its salesmen to the fac- 
tory for a week-long school and this 
individual specialized in ring visible. 








Upon his return, he held a sales 
meeting for the rest of the person- 
nel and passed along the benefits 
of this training. Then, says J. M. 
Stagg, “we carried sample installa- 
tions into the field and as a result 
have made several large installa- 
tions. This particular item de- 
manded a complete knowledge of 
the product inasmuch as it was 
replacing the card visible type of 
installation.” 

Columbia Ribbon & Carbon Man- 
ufacturing Company has featured 
Church & Stagg co-operation in ad- 
vertising and Mr. Stagg points out 
that “this is another of our exclu- 
sive lines that we have had good 
success with. In this line, we picked 
silk typewriter ribbons to specialize 
in our sales. We had the company 
representative hold a sales meeting 
for us on all phases of silk ribbons, 
and then accompany our salesmen 


National Featured .. . Window display of Church & Stagg Office Supply Co., Bir- 
mingham, Ala., in which prominence is given products of National Blank Book Co. 


on their calls. As a result, we are 
now selling more silk ribbons than 
all other types, and at a much 
higher price.” 

Selling Yawman and Erbe Manu- 
facturing Company products as an 
exclusive line, Church & Stagg spe- 
cializes on direct name filing sys- 
tems. “We feel that extra time and 
effort spent specializing on our own 
filing system is repaid by repeat 
orders for supplies that cannot be 
furnished by our competitors,” says 
Mr. Stagg. 

In conclusion he sums up his firm 
experiences in specialized selling, 
“We feel that it is a big advantage 
for any dealer to secure exclusive 
franchises on name brands, special- 
ize on their sales, installations, fol- 
low-up, advertising, and so forth. 
In this manner we feel that we 
alone will benefit from the effort 
spent in making a sale.” 


Mass Display of Reconditioned Typewriters 


Sets Sales Records in Texas 


@ SETTING UP a huge mass dis- 
play of reconditioned typewriters, 
ranging from 5 to 25 years of age, 
and giving it the benefit of the 
most heavily-traveled aisle in the 
‘store, set a record for typewriter 
sales during the past six months at 
Joske’s in San Antonio, Tex. 

The display fixture responsible is 
a huge counter, 20 feet long, ar- 
ranged in two tiers. The right end 
of the counter curves gracefully 
around in an arc, while the sides 
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resemble two steps. Typewriters are 
set a few inches apart down one 
Side, around the curved end, and 
all the way along the remaining 
side to the left end. Here, is located 
a desk, with sales slips, practice 
paper, helpful handbooks on typing, 
and similar information. 

The big display was an experi- 
ment in merchandising typewriters 
to San Antonio’s primarily lower- 
income populace, according to the 
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Joske management, and has worked 
out ideally. 

Completely rebuilt, guaranteed 
machines are offered at prices as 
low as $49, with the average some- 
where around $65 to $75. 

Noticeable in the stock shown 
during July, for example, were sev- 
eral 20-year-old Remingtons, Un- 
derwoods, Royals, and L. C. Smith 
varieties, which have seldom been 
seen in this area in a completely 
reconditioned state —RAL 
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gs A TWO-WEEK special sales cam- 
paign sold more desk lamps for 
Chas. G. Stott & Co., Inc., Wash- 
ington, D. C. than had been sold 
by the company during any pre- 
vious 12-month period. Opening the 
campaign the day after the ter- 
mination of daylight saving time 
when the hour’s difference would 
be noticeable at a business desk, 
the Stott organization used the 
theme of good lighting, illustrating 
with the Sight-Light lamp. 

One newspaper advertisement 
picturing the desk, floor and swivel 
arm models opened the promotion. 
At a sales meeting of the entire 
sales staff, outside, telephone and 
store salesmen from the five stores 
were schooled in the hows and whys 
of good lighting and what the 
Sight-Light lamp would do. M. G. 
Wheeler, supplier of the Sight-Light 








'S-O-S"—Specialties or Staples 


by C. M. LITTLEJOHN 


ondent 


@ WHILE FLASH of the three dots, 
three dashes, three dots can spell 
in Morse “Come to the Rescue,” or 
literally “Suspend Other Service,” 
it may also be an injunction for the 
stationer to consider another sort 
of S.0.'S.—the handling of special- 
ties or staples. 

Sometimes this is a perplexing 
question in the trade—particularly 
at the start of the year when the 
first new leaf is turned. 

Selling of specialties need not be 
so completely different from the 
selling of staples, since good sales- 
manship sells both kinds. To be 
sure, selling of a specialty, novelty 
or appealing gimmick for the office 
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Special Campaign Builds Desk Lamp Sales 


lamp, supplemented this with added 
features. 

A prize of a desk model lamp was 
to be given to each salesclerk sell- 
ing eight or more lamps; a floor 
model lamp went to clerks selling 15 
or more lamps, plus a bonus of $.75 
for every lamp sold. 

Outside salesmen took samples 
with them demonstrating lighting 
features under different conditions, 
leaving the lamp for 24 hours at 
business offices wherever an inter- 
est was shown. Every lamp that 
was left was purchased. 

“The campaign proved to us 
(though we had always known it) 
that salesmen can sell if they take 
samples with them,” said E. W. 
Land, commercial sales manager, 
as he pointed out that prizes of six 
floor lamps and four table lamps 
were awarded. 

Window displays in all five 
stores featured the Sight-Light 
lamp. Interior store displays 
grouped desk accessories about a 
lamp while company literature was 
on hand to detail its features. 
Daily meetings with the entire 


may be more exciting than the 
staple, run-of-the-mill stationery. 
There’s a place and a “play” on 
the part of every stationery selling 
for the new specialty for the office. 
That’s because there’s an everlast- 
ing attitude of the American people 
for keeping up with what is new 
and pace-setting. To be behind the 
times is to have cause for shame. 
Besides eagerness to put across a 
specialty, there is the belief in the 
salesman or man behind the coun- 
ter that he is going to actually help 
the office manager, the little steno 
or secretary by this item selected 
for its newnéss and usefulness. 
The office-to-office man may in- 
troduce the gadget with a bright 
smile on a “cold turkey” platter, 
without preamble or prologue. But 
the behind-the-counter sales clerk 
requires a different approach. 
The latter customarily fills a drab 
request for such a staple as a box 
of carbon paper or canary-colored 
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sales force kept enthusiasm run- 
ning high. Every telephone call that 
came in over the board was met 
with the question of whether good 
desk light was needed. One order 
clerk sold 14 lamps over the tele- 
phone. 

Nor is the end of good results in 
sight though the campaign was 
concluded two months ago. Custom- 
ers who purchased lamps are so 
pleased that they are coming back 
for more. 

A rise in sales in other depart- 
ments was noted as a by-product 
of the campaign with items such as 
desk pads, desk and telephone ac- 
cessories, and so forth showing a 
noticeable increase. Other types of 
lamps sold increasingly well. 

The Stott sales department runs 
24 such two-week sales campaigns 
throughout the year, featuring a 
different product each time. 

Including new or old standard 
items ranging from office supplies 
through office furniture, sales cam- 
paigns may carry bonuses or not, 
awards depending on the item pro- 
moted. 


second sheet, but may profit with 
this remark as the customer pre- 
pares to take off: “Just a moment, 
please .. . let me show you some- 
thing ‘very special’ that has just 
come in.” 

Thus the general salesman with a 
little different technique from the 
outside contact man can sell the 
newly-arrived articles by such cas- 
ual introduction. And many a spe- 
cialist in the field of selling among 
the rank and file of commercial 
stationers has found that whatever 
additional expense was involved in 
putting over these gadgets was 
more than repaid by good will as 
repeat business. 

There’s scarcely enough of good 
specialties .. . these excitingly new 
and adventurous-to-sell articles 
that are most appropriate for the 
bright New Year. They help to 
create that bright new office world 
we are all looking forward to living 
in. 
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Sidelights on Sales Training 


and Specialization 


by GEORGE M. DODSON 


stoff writer 


@ WHILE THE OFFICE equipment 
and supply dealer agrees that sales 
training deserves a more prominent 
place in his schedule, actually doing 
something about it may be another 
matter. But aside from the bene- 
fits one would normally expect from 
better-trained workers, there are 
several advantages which have been 
slighted in the past. 

Consideration of the following 
points—plus the obvious ones which 
we will not repeat here—should 
convince the dealer in office appli- 
ances and supplies that he loses 
money each week he postpones ac- 
tion. 

Sales training provides both the 

* program and background for 
store-wide specialization. When 
salesmen have been in the habit of 
following regular training in their 
work, they fall in line quite readily 
for any intensive study of a par- 
ticular appliance or product. The 
dealer who wants quick results by 


concentrating his effort will find 
his men accept in their stride the 
training aimed at that goal. But 
with “off again on again” policy in 
sales training, the opportunity may 
have passed before anything worth 
while has been accomplished. 
Although sales training should 
* be on a continuing basis, extra 
work ought to be done when volume 
is low because of seasonal fluctua- 
tions. The office appliances and 
supplies dealer pays his men for 
their full time. Therefore, when 
slow seasons come along, he has a 
perfect right to fill in with more 
extended sales training. This even- 
ing-up of effort aids in keeping men 
on their toes and ready for action 
when required. Otherwise, low spots 
in activity may bring on a com- 
fortable kind of laziness that some 
salesmen at least will find difficulty 
in overcoming later. 
Constantly looking forward to 
* another period of sales train- 
ing in the near future has an ex- 
cellent effect on the dealer himself. 
He, too, forms valuable habits such 
as jotting down ideas for discussion, 
marking his trade journals when 
he reads topics he wants to share 


with his salesmen, and preparing 
sales programs directed at some 
proposed specialization in the office 
appliances and supplies business. 
Sales training will usually be 
* built around specific products 
or lines. The dealer can more easily 
present his views in that way. And 
his men absorb information quickly 
when it’s tied in with some certain 
office equipment or group of sup- 
plies. However, regular sales train- 
ing also brings a chance for wider 
discussions in the theory of sales- 
manship based on the exchange of 
ideas between the men themselves. 
Such training on the broader as- 
pects of selling can be especially 
helpful to the younger men who 
lack sufficient personal experience 
to guide them in meeting new prob- 
lems. 
With his men efficiently organ- 
* ized at all times, the office ap- 
pliances and supplies dealer can 
direct their efforts in any direction 
with a minimum of lost motion. Op- 
portunities for specialization, which 
often come almost without advance 
notice, can be turned into added 
volume while slower competition is 
still trying to get set up for action. 
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Displayed in Hawaii. . 





. This display appeared in one of the windows of the 


Fisher Corp., office equipment dealers of Honolulu, Hawaii. Seven Burroughs adding ma- 
chines and two Burroughs cash registering machines attracted the attention of passersby. 
It is a typical example of the manner in which office equipment dealers are actively 
tieing in with the dealer program of the Burroughs Co. 
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George J. Aigner, 43-year 
veteran of graphic arts, 

n stamp of approval by 
is sterling qualities. 
usiness he started in 
903 became leader in 
the indexing field. 


s 


Co 


g& WHEN GEORGE J. AIGNER rises 
to introduce himself at meetings of 
the Central Lions Club in Chicago 
he remarks, “We make gold impres- 
sions.” 

The four words are symbolic of 
his early trede and his ascendancy 
to the presidency of the G. J. Aigner 
Company, a leader in indexing 
manufacture. 

They might also suggest the 
stamp of approval given him by 
his business associates and friends 
during a long career. 

For 43 years “G. J.” has been a 
man of industry, integrity and gen- 
erosity. When his intimates call him 
the “Chief” they unconsciously, per- 
haps, recognize these qualities. 

That term, however, became a 
‘tab” dating back to the time when, 
enroute to a regional convention in 
Cleveland, Ohio, he was instrumen- 
tal in saving the household effects 
ff a family whose home was 
burning. 


Modest Beginning 

When George John Aigner started 
his gold stamping business on April 
Fool’s Day in 1909 with $200 bor- 
rowed on his insurance, he little 
realized he was going into the in- 
dexing business. 

In fact, at that time he was actu- 
ally binding books in the beautiful 
leluxe style popular for classical 
home libraries of the period. He 
also did gold stamping and emboss- 
ing for the graphic arts trade. 

In a short while he found that 
stationers needed someone to pro- 
duce their specially-bound ledgers 
and to include the indexes. It was 
he development of a faster and 
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He Makes Gold Impressions 


better method of producing the tabs 
that got “G. J.” started as an index 
manufacturer. 

He found himself making them 
for loose leaf manufacturers and 
binderies, too, as well as making the 
complete index for stationers. 

Through the years he has built 
up the only company which special- 
izes in the production of indexes 
and tabs exclusively. His pioneering 
and patents in the field (he holds 
17 and has more coming) were in- 
strumental in popularizing the cel- 
lulose tabbed index and later devel- 
oped into the now popular insert- 
able tab. 


Set the Pace 

One of his patents revolutionized 
the insertable index tabbing field. 
This was the introduction of a tub- 
ular beaded edge for strength and 
easier insertion while keeping the 
tab straight. 

He has been a member of the Na- 
tional Stationery & Office Equip- 
ment Association since its begin- 
ning and has attended almost all 
national conventions where, in re- 
cent years, he has become asso- 
ciated with the furnishing of 
doughnuts and coffee. 

He is a pioneer member of the 
Employing Bookbinders Club, the 
Open Shop Printers Association, the 
Chicago Association of Commerce 
and Industry and the Illinois Man- 
ufacturers Association. 

However, he holds most dear, the 
memory of helping to organize the 
first club, and later Lions Interna- 
tional. In that organization he has 
held many offices and holds a Sen- 


George J. Aigner 


ior Masters Key. He has been a 
delegate to every international con- 
vention since the formation in 1916. 

His golf game has not improved 
too well through the years, and al- 
though he has good games, the old 
high scores still crop up too often. 
In bowling, he does better and is 
consistently among the leaders in 
the league. 

He likes fishing, but has been 
known to pay too high a price for 
the results. Mostly, his hobby is his 
grandchildren and he enjoys enter- 
taining all 10 of them often and 
enthusiastically. He’s in better 
health than most men because of it. 


Still Active 

As founder, chairman of the 
board and president of the G. J. 
Aigner Company, he is still active in 
the industry and visits with the 
trade frequently. 

He has built a sound organization 
around him, which enables him to 
spend more time looking for new 
products, customer contacts and 
conventions. 

After 43 years in the industry it 
is only recently that he has taken 
the time to spend a few winter 
months in the South. But ask the 
dealers where he’s been and you'll 
find he was really “on a busman’s 
holiday.” 





MAKE FLOOR SPACE PAY WAY 


How much “impulse buying” is done in your store? Is it as strong as it might be? 
One after another retailer has said that, when he put certain kinds of merchan- 
dise where it can be freely handled by customers, sales increased materially, not 
only in number but in size of the individual purchase. Yet, most stores continue 
to have a counter between customer and goods. This can be counteracted, to 
some extent, by use of point-of-purchase displays furnished by the manufac- 
turers. When such displays include items that can be picked up without waiting 
for a clerk's intervention, they work. Your space on the floor is valuable. Make 


it pay. 
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The Use of Group Figures 


for Comparative Analysis 


by FRED MERISH 


business analyst and 


financial counselor 


@ RESEARCH COMPANIES, trade 
associations and the government 
publish group figures covering 
many phases of business manage- 
ment, sales, margins, operating 
costs, net profit, inventory turn and 
investment, average collection pe- 
riod, working capital and cost of 
goods sold. We have found that 
many office appliance dealers ac- 
cept such figures as accurate yard- 
sticks with which to measure the 
results of their own operations, and 
in many instances, they penalize 
themselves for their implicit faith 
in these business surveys. 


“Average” Is Pitfall 


The dealer should know how to 
appraise business figures of this 
type because placing total depend- 
ence on them as guides to future 
operations may cause plenty of 
grief. The word, “average,” is one 
of the most abused in the English 
language. 

One hears talk of the “average 
man,” the “average income of fac- 
tory workers,” the “average Ameri- 
can” or the “average white collar 
worker,” and the debate goes on 
from there, but reflection should 
convince that no one knows what 
the “average man” or the “average”’ 
anything else is, including business 
figures. 

When checking your operating 
results against group figures, here 
are the things to consider: 


Operating costs differ, some- 

* times widely, according to the 
volume done, the size town or ter- 
ritory, the profitable operators and 
the unprofitable operators. Oper- 
ating ratios decrease as volume in- 
creases, the ratios for profitable 
businesses average lower than those 
for unprofitable businesses, and 
margins tend to increase with the 
size of the town or the territory. 
But so do operating costs, partic- 
ularly rent or ownership expense 
and wages. The net profit varies. 
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It follows no particular pattern, ex- 
cept that in the lower volume range 
the ratio of net to sales is higher 
in the bigger towns or territories. 
Considering these variables, if the 
figures in a business survey are 
lumped without classification, they 
should not be taken too seriously as 
managerial guides. 


The number of samplings has 

* much to do with the value of 
group averages. Many surveys are 
based upon a few small samplings 
and they do not provide average 
figures that are dependable for ap- 
plication nationwide because oper- 
ating costs and conditions vary in 
different sections. 

Some research organizations 
make surveys that are based on 
sizable samplings, but the averages 
are not grouped according to the 
groupings previously mentioned. 
The average figures will differ with 
these groupings as well as the vari- 
ances in functions performed. 


The figures should be current. 
* It takes time to make a com- 
prehensive survey and many group 


Beware of Small 
Samplings—Gain 
Full Bite of Data 


When business survey samplings are 
limited, they may get results like the 
Gallup poll in the 1948 presidential 
election and one untutored in the analy- 
sis of business figures may play havoc 
with his managerial efficiency if he 
follows them unreservedly. 

The Bureau of Census does an ex- 
pansive job of figure-gathering, but it 
gives no margins or net profit figures. 
lf this department tabulated these 
figures, one might arrive at a more 
definite percentage for the average 
margin and net earned by a group of 
dealers in this field, but it would be a 
figure only more accurate as an average 
mathematically. Its application to the 
individual business must be governed 
by a balanced mixture of caution and 
optimism. 

The dealer should have some idea of 
the size sampling that was made on a 
business survey he looks to for guidance. 
lf it is only a small sampling, it is 
unwise to accept the figures without 
some reservations. 
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figures are one or more years old 
when issued. The last survey pub- 
lished by the Bureau of Census 
covered 1948 and it was released 
to the public libraries in April 1951, 
three years later. Since 1948 many 
changes have come into the busi- 
ness picture, hence, these figures 
are too old to use as guides with- 
out making adjustments for the 
changes that have come to pass. 
Before putting much trust in group 
averages, find out how old they are, 
what period they cover. Remember 
that the passage of time affects the 
validity of comparisons. 


Need Monthly Figures 


Average figures are usually 
* compiled on a yearly basis, 
whereas, the reader should analyze 
his figures month to month, and his 
operating ratios will differ, some- 
times widely, from month to month, 
because of seasonal business, a shift 
of customers to or from a resort 
section, strikes, and so forth. Of 
what use are yearly figures based 
upon the year’s business when op- 
erating ratios are likely to show 
sizable month-to-month variances? 
Check your operating results 
monthly. 


The forms sent out on surveys 
* are standardized, but the re- 
searchers have no way to tell that 
the figures entered are correct, or 
how the reporting dealer runs his 
business. For example, if he owns 
his business property free and clear, 
if he bought it years ago when 
prices and costs were lower, his 
ownership expense will be much 
lower than a dealer who reports on 
a business property rented during 
the past few years. 


How do the dealers reviewed 
* keep their books? Many keep 
poor books and may “guestimate” 
the figures reported. There is no 
check on bad management either. 
If a large percentage of the deal- 
ers reviewed manage their affairs 
badly, the ratios will be high. 


7 The profit or, loss ratio is the 
£- logical starting point for com- 
parative study and it measures the 
net result of the management pol- 
icy. In interpreting this ratio it is 
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S figures show profit as a percentage 


sales volume, which is always 


f the average result shows that 
a group has obtained a small rate of 
profit it does not necessarily mean 
that the businesses reporting are 
unprofitable. A small rate of profit 
on sales may yield an attractive 
return on invested capital if the in- 
vestment turns over rapidly. Con- 
versely, an impressive rate of profit 
on sales may be a poor return on 
investment if a large investment 
has been made for each dollar of 
saies. 

Profits in business are seldom the 
reward of a single brilliant tactical 





DEBT LOST BY REPOSSESSION 


= THE PRICE of furniture sold in 
Florida had been secured by a 
conditional sale agreement regu- 
larly filed as required by the law. 

A few weeks before making 
this contract the purchaser had 
given a mortgage to a bank on 
not only the building to which this 
furniture was delivered but on 
“all the furniture, fixtures and fur- 
nishings which may be placed in 
the building or buildings.” 

A down payment had been 
made by the purchaser of the fur- 
niture and promissory notes given 
for the unpaid balance. Later, 
when the bank instituted a fore- 
closure of its mortgage on the 
building and the furniture, this 
dealer protested to the court that 
his lien for the unpaid balance 
due on this furniture he had sold 
was superior to the lien of the 
bank. 

Before this, however, the furni- 
ture dealer had sued to collect 
these unpaid notes given under 
the conditional sale agreement for 
the balance due on this account. 

The court in determining the re- 
spective rights of the bank and 
the furniture dealer followed as 
authority a previous decision of 
the Supreme Court of that state 
of a similar controversy. 

“Where property is sold on 
credit and the title thereto retained 
by the vendor, upon a breach of 
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maneuver unless it be the capture 
of an outstanding location at an 
exceptionally low rental or pur- 
chase price. Much more commonly, 
profits are the result of a steady 
campaign by management to main- 
tain a reasonable margin and to 
keep down expense ratios. 


Average figures are dependable 
* as a general frame of reference 
or to show trends from period to 
period. If one were to average up 
the margins earned by jewelers one 
would get a figure around 50%, 
much higher than the average 
margin earned by grocers, and the 
result would not be subject to 
doubt. 


the conditions of the sale the ven- 
dor may either treat the sale as 
absolute and sue for the price 
thereof or he may treat the sale as 
cancelled and recover the prop- 
erty. But the vendor cannot pur- 
sue both courses and the election 
to pursue either one of two in- 
consistent remedies may in law 
operate as an abandonment or a 
waiver of the other. The vendor 
may elect between inconsistent 
remedies but he may not pursue 
inconsistent remedies for the en- 
forcement of his property rights.” 

The court in the controversy be- 
tween the bank and the furniture 
dealer, refusing to sustain the 
claim of the furniture dealer, said: 

“Title passed to the mortgagee 
by operation of law when the fur- 
niture dealer elected to consider 
the result of the transaction a debt 
and filed suit at law on the ma- 
tured notes to enforce payment of 
that date.” 


Central Farmers Trust Co. v. McCampbell, 
174 So. 748, Florida. 


RETAKING WITHOUT CONSENT 


= THE RIGHT OF a dealer under 
an agreement that should the pur- 
chaser fail to pay as provided in 
the contract the seller may retake 
his goods, should be exercised 
with care, and with a thorough 
working knowledge of the laws of 
the state in which the goods are 
located. 
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If the dealer were to average his 
monthly expenses today with his 
monthly outlay in 1939, the result 
would be a higher current figure 
and this would not be questioned. 
But, these are merely mathematical 
calculations in which the average 
is used for simplification. When one 
desires a guide to business man- 
agement, one must have more than 
figures tapped out on a adding ma- 
chine, one must have a lot of data 
along statistical lines that group 
averages seldom provide. 

The most dependable average fig- 
ures are turned out for a limited 
section of the country, and the work 
can best be done by business asso- 
ciations covering these areas. 


What the Courts Say— 


(Case histories reported by Albert Woodruff Gray) 


A comment by the Louisiana 
Supreme Court has been the law 
in that state for many years: “No 
one appreciating the jealous care 
with which our law guards the 
sacredness of every man’s lawful 
possession of property against in- 
vasion or disturbance, otherwise 
than by proceedings taken under 
the sanction and through the 
agency of public justice, can ques- 
tion that unless removed from its 
general principles by the effect of 
the agreement set up in defense, 
the acts constituted gross outrage 
upon the rights and feelings of the 
purchaser for which courts of jus- 
tice may either grant redress or 
sanction the personal exaction of 
satisfaction by violence.” 

Recently the Court of Appeal in 
that state, affirming a judgment 
in favor of the buyer for approxi- 
mately three times the unpaid bal- 
ance of the account, for the force- 
able retaking of property without 
the buyer's consent, said: 

“There can be no doubt that the 
jurisprudence of this state is firmly 
established that the vendor who 
illegally invades the premises of 
the vendee and seizes the con- 
veyed property is responsible in 
damages.” 


Van Wren v. Hugh Fiynn, 34 La. App. 1158. 
Strahan v. Simmons, 15 So. 2d 164, Louisi- 
ana. 
29 
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Mail Promotion Wins Favor 


When It's Different 


Sales appeal can sparkle 
in the form of humorous 
or novel mailings. That's 
the policy used by 
Westwood Office Supply 
in the successful 
promotion of more 
business. Blotters prove 
one popular medium. 


@ BILL HAGEDORN, operating 
Westwood Office Supply, 10954 Santa 
Monica Blvd., Los Angeles, Calif., is 
aman who believes in making a 
sales appeal sparkle, especially if it 
is in the form of printed matter. 

This accounts for the sprightly 
direct mail used by Westwood Office 
Supply in building up an expanded 
business. Whether it is a blotter, a 
news bulletin, a want book, an in- 
sert or an envelope the potential 
customer is intrigued by the use of 
color, copy or cartoon. 


Novel Calling Card 

Typical of the different Hagedorn 
approach is the calling card. It is 
done in black and silver instead of 
the conventional black on white. 

The Westwood Office Supply series 
of 12 blotters, issued once a month, 
goes to a mailing list of 750. The 
cartoons are intriguing and so is 
the message from Bill Hagedorn. A 
typical sales appeal is, “You may 
not have a ‘hand-me-down’ desk in 
your Office, but do you have enough 
desks to properly take care of your 
office efficiency and appearance? 
We carry all sizes in modern stream- 
lined wood and steel office desks. 
Let me give you a quotation today. 
Call me, now.” 


A Double Purpose 

Another blotter bears this typical 
Hagedorn sales wisdom: “Yes, we 
certainly do specialize in individual 
rubber stamps to suit your partic- 
ular needs, and we carry a large 
variety of stock rubber stamps for 
most general uses. I would like to 
discuss your problem with you. Call 
me today for speedy service.” 
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Copy That Attracts and Sells . . . These are samples of the direct mail used by 
Westwood Office Supply, Los Angeles, Calif. Illustrated is the novel promotion of office 
clips and some of blotters in a series mailed monthly to 750 persons. Each of the direct 
mail pieces is planned to intrigue first of all and then carry a potent selling message. 


Because these blotters have an 
amusing cartoon as well as the sales 
message they have been effective in 
pulling in business for Hagedorn. 

Going to the same mailing list is 
the Speed-O-Gram news bulletin. 
It comprises jottings about the folks 
in the Westwood Office Supply sales 
area, news items such as this: 
“Forrest White, popular real estate 
broker, has opened his own offices.” 
Another paragraph reveals “Bob 
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Shanholtzer is the proud pappy of 
a dotter” or that “Carol Warren of 
Westline Electronics looks mighty 
Lana Turnerish with that new 
blonde hair-do. .. .” 

Bill Hagedorn has attracted at- 
tention with a mailing list pro- 
claiming “The biggest clip joint in 
town.” It helps Westwood Office 
Supply sell paper clips, too. 

Yes, there’s never a dull moment 
in this firm’s mailing. 
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Three Weapons for 
Financial Success: 

ne weapons necessary for victory in the 
battle for real financial success are the 
gun” of good merchandise, fairly priced; 
the “sword’’ of good service, and the 
cannon” of skillful advertising. 

Superior ability in the proper co-ordina- 
tion and intensive use of these three 
weapons would to be the only 
thing that can explain how one stationery 
outlet, established 10 to 15 years after its 
nearby competitors, eventually outdistances 


seem 


f them all. 


in view of the fact that prices and values 
are fairly well stabilized in any given 
territory at any given time, then (standard- 
price merchandising assumed) the sword of 
good service would seem to be the most 
powerful of the three. 





by V. N. VETROMILE 


toff writer 


g IN EVERY LINE OF TRADE, and 
in any locality where one chooses 
to test the observation, there are 
always a few outstanding distribu- 
tors who stand at the top. 

These merchants wield no magic 
wand. They continue properous, as 
differentiated from being merely 
solvent, by reason of their personal 
efficiency in profit-producing retail- 
ing. They excell their competitors 
in bed-rock merchandising knowl- 
edge and ability. 

There is no lodestone for attract- 
ing business, and profits can not be 
legislated for the relief of the out- 
of-date, inertly-managed establish- 
ment that has no selling points 
except the long tenure of its old 
location and the fact that transac- 
tions are handled honestly. Those 
points can not guarantee continued 
success today in a competitive in- 
dustry. 


Management Counts 

Observation has always supported 
the opinion that expert manage- 
ment and progressive merchandis- 
ing policies are more likely to bring 
success in a relatively “secondary” 
location than wrong methods and 
policies in an apparently better 
merchandising district. 

It is true that the stationer 
should establish his store in the 
zone of retail trade activities. Yet 
it is amply proved that he need not 
have the premier location in that 
zone in order to be successful, if 
he is a real merchandiser and a 
good advertiser who has the neces- 
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Your Business is What 
You Make It! 


Neither capital nor location can counterbalance 


the firm owner's lack of mercantile ability 


sary knack for individualizing his 
business. 

In retailing activities, as with hu- 
man nature generally, it is charac- 
teristic with most of us not to be 
satisfied with our progress. This 
determination to do better or to 
achieve more gain is really the 
leaven of ail progress. But instead 
of wishing for some magic meta- 
morphosis of commercial fortune, 
most business men would better ex- 
ert themselves more in developing 
to the fullest possibilities those ad- 
vantages and facilities for advance- 
ment which they already possess. 

One stationer, who was always 
lamenting his location, acknowl- 
eged that the location seemed to be 
much better after he took the 
initiative and installed new fixtures, 
applied better methods of sales- 
manship, modernized his storefront, 
and practiced more modern display 
principles. 


Location Not Everything 

Until all these requirements of a 
modern merchandising set-up have 
been met, it usually doesn’t make 
such a great deal of difference whe- 
ther the average retail business is 
situated in the public square, in the 
middle of the block, or on a corner 
site—nor how much the advertising 
appropriation is. 

But managerial ability is trans- 
cendent in any set-up, because 
profit has been well defined as “the 
margin of business efficiency.” This 
is peculiarly true of retailing, be- 
cause in the nature of the case so 
many dealers are constantly selling 
practically the same goods, bought 
from the same wholesale factors. 

Profits are the surplus of the 
efficient or intra-marginal stationer 
over the inefficient or marginal 
merchandiser. In every locality, 
most of the dealers own their mer- 
chandise at the same price, but 
their cost of doing business varies 
from store to store. This variation 
is usually small, but it is always 
magnified, plus or minus, according 
to the gross volume of transactions 
handled throughout the year. 
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Some dealers do have a better lo- 
cation than others, and perhaps, 
relatively lower rentals and lower 
delivery costs. Some manage to ob- 
tain more net-profit dollars from 
their sales-force than others seem 
able to obtain. 

In general, some men accomplish 
better results with the same in- 
vested capital, proving that they 
must be better business men in one 
or more specifications of manage- 
ment. I believe it is largely because 
they use their working capital more 
intensively and know how to whittle 
down expenses. 

No dealer can remain long in 
business if he operates at an actual 
loss, yet it is truly surprising how 
long some stores in various lines 
have survived on what was virtually 
a dollar-swapping basis without ac- 
tual profit above the fixed costs of 
operation. 

Some fellows want to stay in busi- 
ness with meager profit or no dem- 
onstrable profit—just for the thrill 
of “keeping the wheels turning.” In 
other words that is his “business,” 
but it is not the kind of business 
that ever acquires a very proud fi- 
nancial rating with the credit-re- 
porting agencies. 


Must Know Profit 

Successful management necessi- 
tates operating within one’s capital 
structure at all times and knowing 
how to sell at a definite profit. This 
truth precludes immediately, of 
course, any temptation to indulge 
in the fallacious practice of price 
manipulation or profit-paring on 
legitimate resale prices through the 
fatuous notion of hogging all the 
business of one’s trade radius. 

Most arguments about price-cut- 
ting would disappear if dealers 
would consider thoughtfully all the 
factors that enter into price-mak- 
ing. A “cut” price on a given item 
of merchandise is not necessarily 
a lower price—that is, in the sense 
of “a better buy” for the consumer. 
Comparison of values determines 
which it actually is. 

(Turn to page 211, please) 
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Getting the Office Utilities Business 


by W. B. STODDARD 


correspondent 


@ A VERY SUCCESSFUL method 
of getting office supplies business 
was use of a series of post cards de- 
signed by A. H. Collins, manager of 
the Rose City Press, Charleston, 
W. Va. 





ABOVE — Display at Rose City Press, 
Charleston, W. Va. RIGHT—Another view 
showing an office set-up in steel. BELOW 
Model office fitted with wood furniture. 


cececeaciat 


Six post cards were stapled to- 
gether, with a red cover on which 
was printed, “It’s easy to forget-— 
so we’re making it easy to remem- 
ber to order those small office sup- 
plies so necessary ... by using 
the return postal cards... no post- 
age required—just check off the 
items and quantities wanted—and 
mail to Rose City Press, 813 Virginia 
St., E., Charleston, W. Va.” 

The first card said “Gentlemen: 
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Please send me the following col- 
umnar ruled pads” with spaces for 
quantity, stock number, size, de- 
scription, and space at the bottom 

for name and address. : 

The second card called attention 
to mimeograph paper, stencils and 
mimeo ink; with spaces for de- 
scription and quantity. 

The third was based on file fold- 
ers, guides and index cards, with 
spaces for size and description. The 
fourth featured card index trays 
and box files; the fifth, ribbons and 
carbon papers; and the sixth, pen- 
cils, Scotch tape, and clips. 

Each outside salesmen left one 
of these booklets of cards at each 
office he visited—both new pros- 
pects and regular customers. The 
six cards gave full information re- 
garding the majority of small items 
needed in every office, and since 
all one had to do was to check the 
items wanted, size and quantity, 
tear out the card and mail it, scores 
of new accounts were opened and 
old ones revived. 


“We have a city salesman, and a 
corps of others who cover the entire 
state of West Virginia,” said Mr. 
Collins. “Each man receives a sal- 
ary, and a bonus on all sales ex- 
ceeding a certain specified amount. 
They note the condition of each 
office visited and suggest new and 
improved equipment. 

“We stress typewriters especially,’ 
both in window display and in di-f! 
rect mail advertising. 

A recent window showed a com- 
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pletely equipped office, with girl in 
sreen standing beSide a filing case. 
Metal office furniture included desk, 
ypewriter, chair, visitor’s chair and 
set of files. Several pictures on the 
wall and a leather desk set added 
to the attractiveness of the office. 
An open typewriter was shown at 
the left of the desk. 

t commencement time we fea- 
tured typewriters as a much appre- 
ciated gift for graduates. Our win- 
dow showed a graduate in cap and 
gown standing beside an open type- 
writer. Other typewriters in cases, 
desk sets, typewriter supplies and 
a number of rolled diplomas were 
scattered through the display. Inci- 
dentally, we have found that the 
introduction of figures attracts the 
greatest attention, as it adds hu- 
man interest to the merchandise. 

We trade in typewriters on new 
recondition and sell them, 
doing a good business in this class 
of machines. Sales of new type- 
writers have also been very heavy, 
as we disposed of 700 of them last 
year. We have a good service de- 
partment for the repair and recon- 
ditioning of all types of machines, 
including mimeographs and comp- 
tometers. 


Hold Typewriter Clinic 

“Early in the spring we hold a 
typewriter clinic, which we adver- 
tise extensively in the newspapers. 
We advise that we will put on a new 
ribbon, adjust type, and take care 
of any small defects for the small 
sum of $3.95. A special representa- 
tive from one of the typewriter 
companies is in charge of the clinic. 
We fitted up a small booth, and 
there he examined each machine, 
and whenever he advised that the 
machine was worth it, we made the 
repairs. In the few days he was 
here last spring we reconditioned 
100 machines and sold 20 new ones.” 

The company has been expanding 
rapidly and will soon have a com- 
pletely departmentalized stationery 
and office furniture store, 


“Our office furniture department 
on the second floor also carries a 
heavy stock. Some people prefer 
wood; others, metal office furniture, 
so on our office furniture floor we 
have two professional offices com- 
pletely fitted up; the first in Jasper 
furniture of sun-tanned oak, with 
leather upholstered chairs; and the 
other of steel, with leather uphol- 
stered chairs. We have found these 
very effective in securing orders for 
a complete office ensemble, as it 
insures a harmonious whole, which 
is seldom achieved when the furni- 
ture is bought a piece at a time.” 
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THE SALT LICK 


Monthly musings on salesmen 
and their problems 


by L. R. ADDINGTON, vice-president 
dealer sales, Art Metal Construction Co. 


= A KING, many years ago, 
when asked how he was going to 
build an army, stated ‘Get a tar- 
get, a bow and arrow, and a man. 
Train him to be a soldier and add 
to him 10,000 times.” 

Planning the day's work falls 
into the general requirements of 
building a king's army. We 
should plan tomorrow's work the 
day before, and in our planning, 
it is necessary to consider our 
target, ‘the ammunition we are 
going to use to hit the target, and 
the man or people whom we must 
sell. 

Our target for each call tomor- 
row should be certain companies 
with certain known needs, either 
because of what we know about 
the company, or because of the 
type of business in which they are 
engaged. 

Most important of all is to know 
the people who are responsible 
for the results in the particular 
company or department and who 
would be interested in the idea 
which we wish to present. 

Now we come to the ammuni- 
tion which we have at our dis- 
posal in the way of information, 
catalogs, photos, advertising — 
which we have available to use 
on the call and which we can 
leave with the interested prospect. 

We come to the meat of the 
planning for tomorrow's work, and 
the determining factors as to how 
strong and effective tomorrow's 
plans will be. We must bring into 
sharp focus at this point whether 
or not we have done a good job 
on past calls and in past years 
with our old customers, and if we 
have prepared the way with the 
new customers on whom we in- 
tend to call. 

The questions we should ask 
ourselves about tomorrow's call 
are: 

1. Can an appointment be 
made with the person we 
wish to see? 

2. If not, when would be the 
best time to call? 
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3. What definite subjects are 
we going to talk about? 

4. Are we qualified to talk on 
the subject in mind? 

5. Do we know the customer's 
work problem so that we are 
qualified to make a recom- 
mendation? 

When calls are planned, the 
salesman finds himself with a defi- 
nite purpose in mind and he 
should very carefully calculate 
how he is going to say what his 
purpose is when he is face to face 
with the customer or prospect. 
There are many ways in which a 
man can state his purpose, but we 
believe that when he walks into a 
businessman's office, he can in 
some way say, “Mr. Jones, the 
reason I called on you today is 
this.” 

You may make a planned call 
and still not have complete in- 
formation regarding the custom- 
er’s work problems. In this case, 
it is necessary that earnest in- 
quiry be made regarding work 
procedures in the customer's of- 
fice. This is with a view to find- 
ing out whether the customer has 
an actual need for the particular 
piece of equipment which you are 
pushing that particular day. 

In other words, you are deter- 
mining whether there is a target 
for you to shoot at. When the day’s 
work is planned, the salesman 
finds himself with many more 
prospects than he would have 
ordinarily. 

So, if the salesman wishes to 
keep plenty of targets in front of 
him each day, it is important that 
he make a note of his prospects, 
plan a follow-up on them, and 
when they come up again, he will 
have two of the important factors 
necessary to plan the day’s work, 
namely the target and the man. 
It then becomes necessary only 
to be sure that his bow and arrow, 
(that is his sales material) is ef- 
fective and to the point. 

Next Month—Discuss His Sales 
Problems With His Boss. 
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Versatile 


Background 


by GEORGE D. TAYLOR 


display specialist 


g@ IN THE STORE with a limited 
budget it is quite a problem to 
achieve displays that express va- 
riety. The artist by means of his 
artistic ability can use inexpensive 
papers and create those beautiful 
things which attract and stop traf- 
fic. But we cannot all be artists. 
This same store cannot afford to 
pay continually for the services of 
persons with such talent. These 
services come high and that artist 
is certainly no different from the 
laborer who “is worthy of his hire.” 

It becomes necessary, therefore, 
to plan the props which can be 
used over and over again but at the 
same time produce variety in dis- 
play. 


A Simple Prop 


Our photograph shows a simple 
prop which has been used over and 
over again by the writer in his 
work at Belcher & Schacht Com- 
pany, Long Beach, Calif. Its main 
asset is in the fact that it enables 
the trimmer to segregate various 
lines of merchandise carried in the 
average office supply store, pre- 
sented as a unit trim in a crowded 
window. This is hard to do with- 
out a planned display, but such 
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Simple Prop .. . How a small window set-up was adapted to display purposes at 


Belcher & Schacht Co., Long Beach, Calif. 


forethought becomes easy with the 
use of a versatile background. 

The photograph clearly shows 
one of its many uses. Breaking 
away from the shadow box idea 
which was achieved by a reversal 
of the position of the panels, a very 
pleasing effect was attained which 
made possible seven unit trims of 
merchandise each one featuring a 
different line of merchandise. 


Many Variations 


Careful study of the photograph 
will suggest many possibilities using 
this same set-up. In this partic- 
ular case drafting equipment, gen- 
eral stationery, fountain pens, type- 
writer supplies, and filing equipment 
were featured as individual units. 
This eliminated confusion in ar- 
rangement and made the display 
easy on the eyes. 

Where one small window has to 
be used for so many items, an ar- 
rangement of this kind is perfect. 
This background has been used: for 
over a year now by this popular 
West Coast store and with the ex- 
ception of shadow box set-up, no 
two arrangements have been alike. 
This is truly an asset in the small 
store and it can be used to great 
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advantage by the larger concerns 
as well. 

Merchandise cannot be hung in 
thin air. Many merchants fail to 
realize this and call upon their 
employees for impossible feats of 
window arrangements. The result 
of this shortsightedness is evident 
all over the country. The display 
in all too many cases, in spite of 
earnest effort, looks as though a 
shovel had been used to achieve 
the results. 

Belcher & Schacht Company has 
always been liberal in its window 
budget. The budget has been put 
to good use and the increase in 
sales that can be traced to the dis- 
play windows has been very notice- 
able through the years. 


Go and Do Likewise 


Any store can do likewise where 
advice is sought. The display sales- 
man is the logical man to give this 
aid. He comes to your town, or one 
of the nearby towns, every fall and 
spring and often makes three trips 
a year. If you are located away 
from the larger centers he can and 
will offer you valuable advice on 
your window arrangement. He has 
pictures and samples to show you. 
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The New Year Offers Opportunities 
to Display Men 


by GEORGE D. TAYLOR 


gs AS WE APPROACH the New 
Year and if we are wise, we will 
look over the failures of the past 
and make those moves in our busi- 
ness endeavors which will assure 
us that we will not again be the 
victims of our own inadequacy. 

There is an old saying that if 
you want to make an enemy of a 
man tell him he is wrong. It is 
not the purpose of this column to 
make enemies, in fact it is the 
studied opinion of the writer that 
the battle for existence has mini- 
mized any possibility for enmity as 
we search out the truth that will 
make us free. 


Not All Alike 


Neither is it our claim that every- 
thing written herein applies to 
every business, for truly no two 
businesses are alike. It is only by 
discussion such as this that we can 
get enough viewpoints upon which 
to base our action for the future 
and pep up our activities in the 
coming years. 

Those readers who have followed 
this column regularly will recognize 
some of the thoughts here recorded 
as having been emphasized again 
and again. We hope that the new 
reader will find some inspiration 
that will help him in his planned 
promotion for the coming year. 


Planning Pays 

Last month “Stick-to-itiveness” 
was suggested as the prime factor 
in successful promotion. On several 
occasions we have discussed the 
PLANNED PROGRAM as an essen- 
tial to the greatest success. This 
idea included advertising, interior 
display, and window presentation 
under a BUDGETED SETUP. If this 
program is carried out there is no 
danger of calamity. If it is planned 
wisely and carried out to the end 
in spite of discouragements it 
stands a very good chance to suc- 
ceed. 

In fact, it is almost certain to 
sueceed if determination is the spark 
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that ignites and maintains the per- 
petuation. That is all very well, you 
may say, but I have often put in an 
ad that brought no immediate re- 
sults. (Maybe you did not back it 
up with interior and exterior dis- 
play). I have set up a display from 
which I did not get any results. 
(Maybe you forgot to back up the 
display with an adequate ad and 
interior display). 


Pattern Varies 


Perhaps you are not aware of the 
way in which these three factors of 
successful publicity actually work. 
They do not always work with slot 
machine precision although there 
are times when everything seems to 
click with clock-like perfection and 
the sales from a certain effort are 
very noticeable. 

It does not follow, however, that a 
merchandising event which does 
not produce these same results is 
wasted publicity. Provided the pro- 
gram is perpetuated and repetition 
of publicity is an accomplished fact 
in your organization, the effect on 
the mind of the public is such that 
you are not forgotten and your 
store will benefit from sales to come. 


Stick-to-itiveness 


Stick-to-itiveness is certainly a 
desirable trait. No one likes a quit- 
ter and if you become too easily 
discouraged from seeming lack of 
results the end will be stagnation 
and you will be the loser. 

“How close are you to the golden 
crown. 

Success is failure turned inside out— 

The silver tint of the clouds of doubt. 

And you can never tell how close 
you are, 

It may be near when it seems afar; 

So stick to the fight WHEN YOU’RE 

HARDEST HIT— 

It’s when things seem worst that 
you mustn’t quit.” 

The boxer from somewhere (he 
wonders afterwards where) pro- 
duces the final productive blow that 
wins the fight for him. In business 
we can draw a simile. If we plan, 
and stick to the plan, we cannot 
fail. 

In the new year let us do some of 
the things we have neglected in 
the past. Let us try some things we 
have,never tried before. Above all, 
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let us not be discouraged. Let us be 
determined in every effort. Let us 
make the program clear to those in 
our employ and do everything in 
our power to back them up as they 
exert their effort on our behalf. 

If we encourage them, we shall 
overcome a great deal of our own 
discouragement. If they see that we 
are determined, and that our de- 
termination is based on an earnest 
desire to help them to get ahead, 
they in turn will develop an enthu- 
siasm that will surprise us. Then, 
all those things which seemed to 
trouble us will vanish into thin air 
and soon we shall achieve that 
smoothness of operation that has 
been our dream for years. 


Forget Arguments 


Let us remember to forget the 
petty arguments that take place 
usually behind closed doors or in 
the corner. Let us not encourage 
bickering between our employees. 
Let us rather discourage it by our 
indifference to it, but at the same 
time retain any constructive sug- 
gestions that may be offered for 
future use. 

Let us keep our promises and if 
we do not intend to keep them let 
us not make them. If our word is 
our bond we shall gain the respect 
of our employees and they will go 
that extra mile for us. 

The enthusiasm that will result 
from fair management will in turn 
result in better morale, better tem- 
peraments, better display, and 
(most of all) better profits which 
will be the result of our careful 
thinking. 


Hitch Upon a Star 


To close from the display angle: 
This year of 1953 will be a highly 
successful one if we hitch our dis- 
play wagon to the star of deter- 
mination. We will profit if we 
sketch the blueprint in our mind 
or on paper and, MOST IMPOR- 
TANT OF ALL, if we allow nothing 
to get in our way. We must boldly, 
and without fear carry this pro- 
gram to its conclusion. The over- 
all result will be more than pleas- 
ing and when the next year rolls 
around we will have a chance to 
appreciate the wisdom of our de- 
cision. 
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by GEORGE D. TAYLOR 


display specialist 


mw WE WOULD DO WELL to keep 
in mind the inestimable service we 
could do for our beloved country in 
February which, of course, features 
two important patriotic anniver- 
saries. Lincoln, the immortal, and 
George Washington, the Father of 
our Country, are remembered on 
the 12th and 22nd respectively. 

There are efforts which are far 
more desirable than subscribing to 
the type of thing rampart in Rus- 
sian government today. It is far 
better to educate and thereby per- 
petuate the democratic way of 
which all true Americans are so 
proud. 


Can Easily Forget 

Yet, in the long run, as it is at 
the polls, we are prone to forget 
the favorable conditions of this 
democracy of ours. Too many of 
us become indifferent to those 
things which should, and could 
make, a contribution to the favor- 
able publicity this America of ours 
so richly deserves. 

I forget whether this presentation 
ever appeared in this section or not. 
If it was used, however, it will bear 
repeating and will serve to suggest 
a way in which all of us may help 





Next Month for America 


to promote this glorious country 
and its glorious LIVING. Some 
store several years ago presented a 
patriotic window. The title of this 
presentation was taken from Isaiah 
and carried the caption: 

“They shall beat their swords 

into ploughshares, 

And their spears into pruning 

hooks. 

Nation shall not war against na- 

tion, 

Neither shall men learn war any 

more.” 

The display was exquisitely car- 
ried out and left an impression on 
my mind that will never be entirely 
erased. The message of peace was 
suggested by a mercantile estab- 
lishment whose proprietors had 
taken time out from their busy 
store hours. They expressed thanks 
and a wish for the future to those 
boys who had given their time, and 
in some cases their lives, for these 
same merchants indirectly through 
their love of country. 


Refreshing Scene 

It was refreshing to me to see this 
gesture of appreciation. The win- 
dow showed a boy leaning on a hoe 
in the fields and gazing into the 
sky in the center of which was de- 
picted a group of fine American lads 
charging into battle. The entire 
display was embellished by the use 
of asparagus fern which is so eco- 
nomical and so effective. 

My thought for each of us this 






coming month of February is that 
we take a stand for America in our 
windows and for once unselfishly 
donate a section of our display to a 
showing of a patriotic nature. 

Use a bust of Lincoln or Wash- 


ington, or both of them, on a 
pedestal and glorify this with red, 
white and blue bunting and some 
ferns. If busts are not available, 
then use pictures, framed attrac- 
tively, and treated in like manner. 
Of course, the American flag would 
be ideal embellishment but if you 
do use the flag you cannot use mer- 
chandise in the display. If you can 
afford the space without serious 
results to your business, this is the 
ideal way to treat it. 


Watch Message 

With or without merchandise be 
sure that a message—short and to 
the point—is shown close to the 
patriotic grouping. Be sure that 
the message expresses love of coun- 
try and liberty and that it origi-; 
nates with either Lincoln or Wash- 
ington. Couple these with one of 
your own if you feel inspired (and 
you should be). 

How good it is to get away 
from the every-day routine even if 
it means turning away from sell- 
ing account books to selling Amer- 
ica to the passerby. It might mean 
that some misguided youth would 
find the right track. It might mean 
that a misinformed prospective cus- 
tomer would awake to the fact that 
you too, Mr. Merchant, love Amer- 
ica. This may be a fact which, up 
to February of 1953, you had suc- 
cessfully hidden under your cloak 
of busy retail occupation. 





From Beginning to End... 
Mephisto looks over a display of 
the various stages in the manufac- 
ture of Koh-I-Noor pencils in the 
window of The Hoskins Co. of 
Philadelphia. The complete Koh-I- 
Noor line was shown. 
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by Irving Settel, authority on retail advertising 


28. In-Store Advertising Can Help 


m= THE PURPOSE of advertising is to get the 
potential customer into your store. Once ac- 
complished, it is then necessary to “sell” him 
your merchandise. 

However, advertising can play an important 
part inside as well as outside the store. Al- 
though often overlooked, “indoor” promotion 
can substantially assist sales people in the final 
act of selling both advertised and unadver- 
tised products. In larger stores, it encourages 
a visit to various departments which might 
otherwise be missed. 

It is well to remember that only a small 
portion of your merchandise can be advertised 
in newspapers, with direct mail or on the radio. 

For the office appliance merchant, who usu- 
ally carries several different items, it is essen- 
tial to promote merchandise within the store. 
Once in the store, a person is usually in a 
buying frame of mind. This makes for an 
excellent opportunity to sell. 

Consequently, “inside” store advertising is 
as important to the office appliance retailer 
as is “outside” advertising. It is interesting 
to note that every major outdoor media can 
be employed advantageously inside the store. 

Let us briefly review a few of these which 
can effectively increase sales: 


Newspaper Advertisements 

Many retailers make double use of their 
newspaper advertisements. For one, they serve 
to attract potential buyers into the store. Sec- 
ondly, they are displayed within the store in 
an attempt to remind the customer at point 
of sale. They have a double effect and sales 
resulting consequences. Either regular size or 
enlarged for display, the newspaper advertise- 
ment within the store has proven its worth. 


Manufacturers’ Promotion 

Many manufacturers supply retailers with a 
great deal of sales promotional material. For 
example, available are counter cards, window 
displays, store displays and reproductions of 
the manufacturers’ newspaper and magazine 
advertisements. These are yours for the asking, 
usually at no extra charge. 

The use of manufacturer material is highly 
recommended. It is usually top-notch adver- 
tising which will do a selling job by itself. In 
addition, displaying these signs will add pres- 
tige to your own merchandise and serve to 
back up your own statements of quality, value 
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and economy. It gives the customer greater 
confidence in your store. 


Leaflets 


The use of leaflets in retail stores is gaining 
popularity every day. Either in a self-service 
rack or distributed by hand to incoming cus- 
tomers, these promotional pieces are not only 
inexpensive but highly effective. Usually, un- 
advertised merchandise is displayed, with brief 
copy calling the shoppers’ attention to specials 
in the store. 

These leaflets can also be used as package 
inserts to remind the customer of your store 
name when the package is opened. New items 
of merchandise for mail order have been effec- 
tively promoted in this manner. 


Store Signs 


Most office appliance retailers recognize the 
need for store cards and posters. However, 
many fail to realize the full selling possibilities 
of this medium. Informative signs are very 
helpful in assisting the salesmen to emphasize 
certain facts about the merchandise. They can 
be used to push unadvertised merchandise by 
drawing the attention of the store traffic. 
Prices, while very important on all signs, are 
not usually sufficient to offer enough informa- 
tion to the customer. 


Photographs 

Enlarged photographs of merchandise or in- 
formation relating to the merchandise can 
attract a great deal of attention. An effective 
“selling” illustration has been to picture the 
merchandise in use, with large copy explaining 
its benefits or highlighting its merits. This has, 
in the past, greatly influenced the shopper. 
Public Address Systems 

Also getting more popular, is the public 
address system in retail stores. This is espe- 
cially useful in large stores. It is used to 
broadcast brief announcements about the spe- 
cials of the day and to remind shoppers of 
additional needs. 

Some stores broadcast music between 
announcements in order to entertain the cus- 
tomers. Either “live” or recorded announce- 
ments are possible and have been very effec- 
tive. In some towns, where the law permits, 
a loud speaker is placed so that it faces the 
street. In this way, passersby are attracted 
by the “specials” into the store. 

Remember, “outside” advertising does only 

(Turn to page 208, please) 
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At Ease... Robert W. Perdue photo- 
graphed at his desk during a rare 
moment of relaxation. 


by F. W. WAITE 


The author of this article 
was editor of Great South- 
ern Trucking Company's 
magazine ''Trucking.'’ His 
untimely death at the age 
of 56 was reported to us 
at press time. 


@ IT WAS DURING the morning 
of August 5 when I was reminded 
of an appointment that was to take 
me to No. 13 S. Laura St. in Jack- 
sonville, Fla. As I entered the 
beautifully-appointed and air-con- 
ditioned offices of Perdue Office 
Furniture Company, it suddenly oc- 
curred to me that it was a worth- 
while destiny that pursued the 
progress of this business. I was 
soon to learn that the business was 
started during stirring times and 
stirring thoughts .. . the year 1916, 
and that the role of the man who 
created it had always been one of 


integrity and achievement... the 
kind that calls for unbowed tri- 
umph. 


Robert W. Perdue is a man who 
puts you at ease immediately. He 
told of being born near Griffin, Ga., 
during the year 1883, and of having 
been engaged in the transportation 
business for several years. 

He spoke of interesting experi- 
ences while in the cigar business, 
and an air of profound proudness 
could be detected in the expressions 
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Perdue Stocks 


concerning his many friends and 
acquaintances. It was while dealing 
in cigars that he was offered an op- 
portunity to purchase a stock of 
surplus office furniture and equip- 
ment which started the Perdue 
Office Furniture Company on its 
way to continued success without 
interruption. 

Ever ready to please his cus- 
tomers and visitors, Mr. Perdue, 
with eyes twinkling in merriment, 
finally asked, “Want to look around 
a bit?” 

A few minutes later we stood to- 
gether in a large room specially 
equipped for the display of business 
machines, comprising all leading 
types of manufacture. 

A little further on, and much to 
my amazement, Mr. Perdue pointed 
out a huge stock of various types 
of adding machines, calculators, 
stencil machines, automatic tape 
dispensers and typewriters that 
were classed as “formerly used 
equipment.” They had all been 
worked over by experts in the Per- 
due business machine shop where 
the most modern mechanical de- 
vices and methods are employed to 


to Sell 












render these machines, in many in- 
stances, better than new. 

As we entered the shop where 
genius becomes the ability to do 
the hardest things the easiest way, 
Mr. Perdue made me acquainted 
with T. M. Bennett, in charge, and 
Eason Saunders, mechanic. They 
took pains to indoctrinate me in 
the working principles of precision- 
built business machines. Their work 
fascinated me, as I watched them 
devoting pains taking time in mas- 
tering intricate jobs... and turn- 
ing out equipment of perfection. 

Prior to continuing Mr. Perdue 
reminded me that his company 
handled business furniture and 
business machines of almost every 
description, commercial, industrial 
and professional. He further stated, 
“We handle all makes of new add- 
ing machines such as Remington, 
Victors, Underwood-Sundstrands, 
Allen Wales, R. C. Allen, L. C. 
Smith-Corona, Burroughs and also 
have an exclusive selling arrange- 
ment for Clary adding machines in 
this district . . . together with cash 
register arrangement.” 

Walking along briskly, we soon 





Inviting .. . View of Laura St. entrance to Perdue Office Furniture Co. 
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itered a huge office furniture dis- 
ay room located in Perdue Office 
irniture Company’s main floor. It 
as here that Mr. Perdue showed 
e handsomely finished and fabri- 


ited equipment that answered 
ractically every requirement of the 
1odern office and store business of 
day 

As we paused for an elevator to 
urry us on our journey that was 


yon to reveal more interesting un- 
iertakings transpiring on the upper 
floors of the Perdue establishment, 
Mr. Perdue exclaimed, “We have a 
izeable number of contract ac- 
ounts with home offices in Jack- 
onville, Fla., for whom we make 
many shipments in both new and 
rebuilt equipment throughout the 
tates of Florida, Georgia, North 
and South Carolina and Alabama.” 


We stepped out of the elevator on 
the second floor into a vast wood- 
working shop where many em- 
ployees were busy building special 
requirement office furniture and 
fixtures, while others were engaged 
in reconditioning chairs, tables, 
desks and a variety of miscellaneous 
standard classification office and 
store equipment 

Here was a spot where you could 
really hear the click, knock and 
humming progress of Perdue pro- 
duction. 

After showing me the most inter- 


esting stages of craftsmanship em- 
ployed in creating new and rebuild- 
ing huge quantities of business fur- 


niture that his company has long 
been famous for handling, Mr. 


Perdue directed me to another 
large room where I observed more 
business furniture and equipment 
stocked in orderly tiers. 

The extent of this business is 


wo 
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Well Displayed .. . Sectional view of Perdue’s display rooms. 


amazing! It is located in the very 
heart of the city of Jacksonville, 
Fla., less than two blocks from 
the three national banks, the Bar- 
nett, “Florida and Atlantic, and 
within one block of the Florida and 
Barnett National Banks! 

We finally entered another build- 
ing over an aerial passageway, from 
which Mr. Perdue pointed out and 
described a large area below as be- 
ing devoted to private parking 
space. As we entered this building 
Mr. Perdue reminded me, “This 
three-story building which fronts at 
No. 46 W. Bay St., together with the 
two-story building we occupy on 
Laura St., contains approximately 
47,000 square feet of floor space. We 
have been located in the same spot 
on Laura St. for the past 36 years.” 

Never before have I seen so much 
fine business furniture stocked un- 
der one roof. The difficult art of 
stacking piece upon piece many feet 
high naturally held my interest. 





Craftsmen ... Evel Womble, Homer Collins and J. M. Perdue at work. 
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No one is apt to shut his eyes 
against the true achievements of 
Robert W. Perdue. During the past 
36 years, through his leadership, he 
has breathed life into an ever-ex- 
panding volume of business. From 
every corner of the Perdue Office 
Furniture Company accomplish- 
ment seems to be underway. All of 
Mr. Perdue’s employees seem to be 
unswerving in loyalty and devotion 
to their jobs. He is a business leader 
in action as well as a cordial host. 

A business leader of long stand- 
ing in Jacksonville, Mr. Perdue lent 
logic and eloquence to his expres- 
sions concerning the future of this 
rapidly-expanding trade area. 

He spoke in admiration of the 
progressive growth and transporta- 
tion service rendered by Great 
Southern Trucking Company and 
emphasized the fact, “We use Great 
Southern Trucking Company wher- 
ever it is possible to do so, and in 
our many years of experience, we 
have never had but two claims for 
goods damaged in transit over the 
Great Southern system.” His words 
also denoted a pinnacle of com- 
mendation for his customers and 
friends everywhere. 

Back in the Perdue main office 
again, I could not help but observe 
the intellect radiated by personali- 
ties. It seemed as though efficiency 
presented itself at the turn of each 
transaction. Here was the focal 
point of all the interesting activi- 
ties that I had just been privileged 
to witness. 

As a result of this interesting 
visit, I feel equal to say, if your 
business be only half equal to your 
genius, I augur you will do well and 
become a source of admiration and 
honor to your fellowman. 


As I departed, Mr. Perdue nodded 
with a genuine smile. 
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. Stimpson’s looked like this. 


At Turn of Century .. 





50 Years Ago... 


these desks were in style. 





Today's Staff... 
bookkeeper, and Dorothy Shustak, billing clerk are seated from left 
to right. Behind them, in the same order are Edward A. Tattersall, 
Louis Baker, Chuck Krizik, Herbert Zarling, Lincoln D. Fish and 
John A. Corrigan. 


Emma Mercon, file clerk; Frances Magnan, 


Y esterday 


m@ STRANGE as it may seem, there 
are still items in the office supplies 
and equipment line being sold today 
just as they were more than 50 
years ago. Appearance and applica- 
tion remain unchanged. A close 
scrutiny of the picture at top left 
will reveal one of them—the old- 
fashioned, but still very useful letter 
file. This is the only item which was 
sold by G. E. Stimpson Company, 
Inc., of Worcester, Mass., at the 
turn of the century which is stocked 
today. 

Apart from this, however, changes 
have been great at Stimpson’s. The 
rows of high and low roll-top desks 
have given way to an elegant and 
spacious display of steel office fur- 
niture. The balcony, housing book- 
keepers’ desks of several decades 
ago, has vanished. Gas lights have 
been replaced by the latest style 
of fluorescent lighting and wooden 
floors by rubber tile. 

Last fall the company completed 
an extensive remodeling program 
to help make the store and service 
to customers more efficient and to 
make the work of the staff easier. 


One of the major changes was to 
make the basement into a sales- 
room for office supplies. Previously, 
some supplies had been on the 
ground floor, some in the basement. 
This meant constant trips between 
the two floors, sometimes several 
trips for just one customer. Now, 
with many rows of steel shelving, 
new fluorescent lighting and rubber 
base deck paint on the floor, the 
basement houses 16,000 items to 
take prompt care of customers’ re- 
quirements. 


New Offices 


On the ground floor, a new sound- 
proof, private office was built for 
Herbert Zarling, president of the 
firm. Air conditioned, it is finished 
with mahogany veneer walls and a 
Vinyl plastic floor. Custom built 
shelves and cupboards are designed 
to make his work easier, too. 

The bookkeeping department, at 
the rear of the store, is equipped 
with Art Metal stock counter units, 
eight three-drawer files and an open 
cupboard. The salesmen’s depart- 
ment adjoins. 

These offices, of course, utilize 
only a small part of the whole first 
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and Today ...at Stimpson’s 


floor. Most of the space is occupied 
by a showroom for steel furniture. 
The walls, tinted three shades of 

isty rose, together with the green 
eiling and mottled green and gray 
rubber tile floor, provide an elegant 
setting for the display of steel desks, 
hairs, files and other office equip- 
ment. 

The second floor is used as a dis- 
play room for wood furniture, while 
1 second building, connected to the 
rear of the main building, houses 
the furniture repair department, 
custom leather upholstery shop, off- 
set and printing department, and 
the shipping and receiving depart- 
ments. 


Business Show 


In order to properly introduce the 
newly remodeled facilities, the com- 
pany staged a two-day business fur- 
niture show, featuring the products 
of Art Metal Construction Com- 
pany. Plans were begun a month 
in advance when letters from Art 
Metal, over the signature of C. W. 
Stimpson, advertising and _ sales 
promotion director, were sent to top 
management of business firms in 
the Worcester trading area. These 
were followed by hand addressed, 
engraved invitations, including two 
tickets of admission. 

Guests arrived at nine o’clock on 
each morning of the show and there 
was a steady stream of visitors for 
more than 12 hours each day. In- 
dividual visitors spent an average 
of two hours viewing the exhibits 
and demonstrations. 

The main floor of the store was 
used to display Art Metal business 
equipment including secretarial 
desks and chairs. The desk drawers 
were organized to demonstrate cross 
trays for letter and card filing by 
the Wabash systems. 

There were also demonstrations 
of various pieces of equipment. A 
Speed File demonstrator was placed 
beside a file with standard follower 
blocks so that the advantages of 
file supports and drop back could 
be shown. Both contained the Wa- 
bash Alphamerical system of guides 
and folders with correspondence 
from the company’s current files. 
A lot of interest was created by this 
display of the Wabash Natural Sys- 
tem of card record files. 

Postindex was a show in itself 
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Soundproof Office . 


with its drawer units, book units 
and so forth, assembled into work- 
ing systems. Stimpson’s library of 
hundreds of stock Postindex forms 
are an important part of its Post- 
index sales tools. 

Not only were these systems dem- 
onstrated, but chairs too, came in 
for special attention. A cross sec- 
tion of a chair base and other com- 
ponents of the chair, including oil- 
ite bearings, the inverted cone for 
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. for today’s fine furniture. 


. . for President Herbert Zarling. 


correct weight distribution, plate 
mounted casters, tilt-action seat 
and live-action back were explained 
by the staff. 

Just to point out the differences 
and to help visitors appreciate what 
modern office furniture provides for 
them today, an Art Metal desk, pur- 
chased by a Worcester bank in 1904, 
and an ancient roll-top model, were 
shown alongside their beautiful and 
efficient present-day counterparts. 
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g A CO-OPERATIVE institutional 
advertising campaign by Baltimore 
office furniture dealers, impressing 
businessmen with the office plan- 
ning services they offer, is being 
watched with considerable interest 
by other dealer groups throughout 
the country. Affiliated units of 
NOFA have written for tear sheets 
and further information to the pro- 
fessional advertising agency in 
charge. Harrison-Pitt, Inc., 334 St. 
Paul St., Baltimore 2, Md., has glad- 
ly supplied this data. 

The campaign began in March, 
1951. Since then the same space 
has been taken once a month, on 
Tuesdays, on the financial page of 
the Baltimore Evening Sun. This 
measures 500 lineal lines or nine 
inches, four columns. Copy is 
changed frequently, although it may 
be repeated at times. 

The purpose of this advertising 
is to awaken businessmen to the 
realization that office furniture can 
be used as a tool, just like machin- 
ery, for the following objectives: 
(1). Increase efficiency in workers; 
(2). Give a better impression to 
customers and visitors; and (3). 
Provide a useful and pleasing en- 
vironment to the executive who 
spends more time there than he 
does in his home normally. 


Based on Idea 


“We are not directly trying to 
sell desks or chairs but to put over 
an idea,” explains Claude G. Wil- 
cox, Jr., president of the Baltimore 
Office Furniture Dealers Associa- 
tion. “That is, to teach the cus- 
tomer to think of offices as a 
planned unit rather than in terms 
of buying a piece at a time as the 
need arises. We point out the 
necessity of co-ordinating the en- 
tire office set-up in relation to the 
traffic flow, location of workers and 
other factors. Simultaneously, we 
emphasize that members of our 
group can offer this scientific plan- 
ning service without additional 
charge and that office management 
should take advantage of it.” 


The ads have been prepared with 
this institutional message in mind. 
A typical insertion is captioned, 
“Let’s Stop Buying ‘Desks’ and 
Start Buying a Plan.” Then the 
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Baltimore Furniture Dealers Profit 


by Co-operative Ad Campaign 


copy goes on to read that the boss 
realizes that an expansion plan is 
needed for the whole organization 
and included should be a plan to 
modernize and standardize the of- 
fice. 

All of these ads contain an illus- 
tration appropriate to the subject 
and a teaser headline, all of which 
is considered “stopper” copy. They 
are built around specific ideas and 
designed to appeal to the sense of 
pride of the reader. For example, 
one specific insertion contained a 
photograph of a $50,000 home of an 
executive in comparison to his 
$5,000 office, which is inconsistent 
since he spends most of his time at 
work. 

The signature lines contain the 
names and addresses of six mem- 
bers of the association who are pay- 
ing for the costs on a pro-rata 
basis, set up under an annual 
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Claude Wilcox, Jr. 


budget. Order of names is rotated 
from time to time. The copy is 
prepared by Merlin J. Pitt, presi- 
dent of the advertising agency, who 
submits it to a committee group 
for approval. 

Reaction among subscribing deal- 
ers is that the campaign has raised 
the standards of their business in 
that it has helped them to sell a 
service rather than mere pieces of 
equipment and office furniture. It 
has also convinced a good portion 
of the buying public that office 
planning functions can be fulfilled 
readily. 

One dealer declared that he can 
attribute sale of four office installa- 
tions to this type of advertising 
alone and that it has indirectly 
beneficially contributed to his en- 
tire promotion effort. 
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Pulling Together .. 
effectively for co-operative profit. 
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. How Baltimore office furniture dealers combine advertising 
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Business Builders 


Broadcast over Station S-A-L-E-S 
Operating on a wave length of:—- 
CONFIDENCE . . . COUR. 
AGE CO-OPERATION 


gw Leading off this January, 1953 
BUSINESS BUILDERS top of the 
column is a slight switch in De- 
partments for genial Mr. I. Will 
Pepper-Upper himself ... and here 
it comes to you clearly OA tele- 
vised: 


HERE’S AN IDEA FROM UNDER 
MY VERY OWN HAT:— 


“Are we telling our employ- 
ees regularly about our pres- 
ent and projected sales pro- 
motions, and letting them in 
enough on the long-range 
planning of same?” 


-_-swewoewoeoeoeeeroeereoeeweeeeorewreoreoweoreweweweS 
PPP BPPBRPRPPRPrRPrRPrABPrRABr Bra AL aL ea 








This important dispatch to us for 
your thought and action merits this 
lead-off spot, and the winner is 
from a progressive San Diego, Calif., 
stationer of years of experience and 
know-how. Let us all cash in on his 
self-starter question for the impor- 
tant 1953 and the successively im- 
portant 1954, 1955 and so on. HERE 
IS AN IDEA on which to build—SO 
BUILD with this direct from a Cali- 
fornia BUSINESS BUILDER! 


“What am |?’ 


I am a little thing with a big 
meaning ... I help everybody 
- I unlock doors, open Sat; | 
do away with prejudice . 
create friendship and good ‘will 
. L inspire respect and con- 
fidence .. . Everybody loves 
me...I bore no one... I 
violate no law . . . I cost noth- 
ing ... Many have praised ae, 
none have condemned me... 
I am pleasing to everybody .. 
I am 0% every moment of 
the day ... lam COURTESY.” 


—C. M. Thompson, Pres. 
Thompson College 
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MODERN EQUIPMENT 






I-D-E-A E-X-C-H-A-N-G-E 


Presented 
each month to 
give your dol- 
lars CENTS- 
INSURED 
plus SENSE- 
ASSURED! 
Remember 
the price— 
ONE IDEA FROM YOU FOR EACH 
IDEA ORDERED BY 
YOU!!! (Always men- 
tion idea number, and 
address the co-ordinator 
of this page, Care of Shaw and 
Borden Co., Box 2153, Spokane 10, 
Wash. Use this same address in 
sending in your thoughts for our 
Mr. I. Will Pepper-Upper, Here’s 
an Idea From Under My Very Own 
Hat, and Terse Trailer departments 
of BUSINESS BUILDERS’ monthly 
telecast. 





@ Yours for your idea-exchanging: 
Business Builder No. 1-53-1 from 
a Chicago manufacturer, who cap- 
tioned his generous treatise: “Let’s 
look again and recheck co-operative 
thoughts on better ways of handling 
such familiar points as INVEN- 
TORIES, SALES HELP, MODERN 
DISPLAY ASSISTANCE, NEW AND 
STAPLE ITEMS YOUR CUSTOMER 
NEEDS.” .. . and what an excellent 
plan is offered you—not with this 
particular manufacturer’s lines, but 
written in an altruistic manner to 
apply to all of your many items and 
the policies of better promoting 
them. 

mw Yours for your idea-exchanging: 
Business Builder No. 2-53-2: “Sales 
Goals” .. . Just a two-word caption 
but based on many, many years of 
experience from an Indiana sta- 
tioner who wants to share his 
thoughts with you. 

m Yours for your idea-exchanging: 
Business Builder No. 1-53-3: “Keep 
your pulse on IMPULSE in your 
sales promotion in the office equip- 
ment field.” This interesting and 
effective article is from an adver- 
tising director of a pen manufac- 
turer, who took the time to send 
it to us for YOU and YOU ard YOU. 
And incidentally, he profusely ap- 
preciated the BUSINESS BUILDER 
he requested in exchange. “I'll be 
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back for more with MORE,” was his 
enthusiastic post-script. 


“A person is 
very short- 


sighted if he 
can’t see the 
other fellow’s 
duty.”-—Banking. 


Pad 


ee eer OA 





As indicated, this thought-induc- 
ing Mr. I. Will Pepper-Upper state- 
ment held aloft by our up-and- 
coming little friend, is from a BUSI- 
NESS BUILDER reader, who 
gleaned it from a banking publi- 
cation and rushed it on its way to 
this department for your consid- 
eration. It bears re-reading ... and 
we know you did just that while it 
was on your television OA screen. 


Again we emphasize: 
“TERSE TRAILERS 
PRODUCE FOR YOU!” 
So send in your TERSE TRAILERS 
and there’s a prize for each one 
used. 


... and our TERSE TRAILER OF 
THE MONTH winner from Texas 
give credit-line to a C. B. Larrabee 
for this BUSINESS-WISE T. T.: 
“‘Why not try our product?’ has 
more real force and conviction than 
the loud demand, ‘Go out and buy 
it now.’” 


3 3b 2% 3 


Office-efficiently yours! 
RALPH B. ORTEL 


* * az * * + * 
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Installations 


Gunlocke Seating ... The W. H. Gun- 
locke Chair Co. provided the seating for 
one of 1952’s most interesting office jobs, 
equipping the executive offices and re- 
search laboratory of Springs Cotton Mills, 
Fort Mill, N. C. Here is an executive office 
in which the desk is made of crotch walnut 
and the table of paldao. The bookcase is 
made from an 1887 spinning frame once 
used in the plant and an old gear frame 
supports the table. 





Novel Swivel Chair ... A secretary's 
office of the Springs Cotton Mills where the 
revolving specially-built W. H. Gunlocke 
chair is mounted on a loom gear. The desk 
is supported by a rotary file, made of a 
card screen, four calender rolls and a 
lattice apron. 


Disappearing Desk .. . The direc- 
tors’ chairs shown here are special styles 
built by W. H. Gunlocke Chair Co. for 
this novel Springs Cotton Mills office. What 
appears to be a table is in effect a combi- 
nation desk and table. The table, when not 
in use, disappears into the floor and has 
a surface the same as the floor covering. 
From a control panel the company presi- 
dent regulates the desks as well as the 
television, radio and a sliding panel for 
charts and graphs. Incidentally, the com- 
pany executive wears a coat of the same 
plaid lined with a harem print to match the 
drapes in the office. 
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Installations 


Detroit Transformation ... An 
office scene at Jarson & Zerill, commission 
merchants in the Detroit Produce Terminal. 
The tranformation of a cluttered office was 
done by Geo. H. Thom, Jr., president of 
Ideas, Inc., Detroit. Note use of panelled 
walls and pictures. 





'Beauty in an Office ... Another 
view of the transformed offices of Jarson 
& Zerill. Here, Ideas, Inc., has provided 
an area of lightness with furniture ar- 
ranged in respect to the duties to be per- 
formed. Draperies provide an attractive 
background and the extra-large settee 
gives comfort and utility. 





Keeping Pace with Air Power ... 
The General Electric Co.'s aircraft gas 
turbine division at Evendale, Ohio, selected 
Globe-Wernicke steel Techniplan to help 
office operations keep pace with production 
for U. S. air power. Shown here is a 
typical set-up providing efficient work flow 
in a section of the general books account- 
ing office. Steel and translucent glass 
panels help form semi-private Techniplan 
work stations in the rear. Various drawer 
arrangements afford a wide variety of 
combinations to fill individual working 
needs. 
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Installations 


Imperial Desks... The American Na- 
tional Bank offices in St. Cloud, Minn., are 
equipped with imposing desks by the Im- 
perial Desk Co. Selected for this installa- 
tion by The Typewriter Shop in St. Cloud 
were Imperial Wiltshire Modern desks in 
walnut. 





Equipped by Stewart .. . Stewart 
Office Supply Co., Dallas, Tex., made this 
executive office installation for The Praetor- 
ians. Despite the small space an attractive 
setting was carried out by the Standard Fur- 
niture Co. desk of butt walnut veneers and 
a swivel Gunlocke executive posture chair 
in saddle leather. The decorator’s touch is 
added by three pine green upholstered 
Carlton-Surrey barrel-back chairs, a gray 
rug and drapes of gray, brown and pine 
green. 





Another Stewart Installation ... 
The Eastman Kodak Co. branch general 
office in Dallas, Tex., was equipped by 
Stewart Office Supply Co. with General 
Fireproofing Mode-Maker desks having 
mist green Velvoleum tops. Goodform 
aluminum seating is made with gray 
Plasco upholstery. The office utilizes a 
counterhigh battery of Super-filers. 


OFFICE APPLIANCES, January, 1953 





/nstallations 


aylor Chairs A new library at 
he University of Mississippi is equipped 
rith Taylor chairs. This installation was 
made by James A. Head & Co., Birming- 
mam Ala. 


For Higher Education .. . Another 
icture of the James A. Head & Co., instal- 
ication at the University of Mississippi. 
Seating from the Taylor Chair Co., was 
chosen in the interests of comfort and 


Butility 
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Stanley Equipped ... The Keeney 
Office Equipment Co., Dallas, Tex., made 
this installation in a restaurant lounge. 
The chairs are custom built by Stanley 
Mfg. Co. of Fort Worth, Tex. and are 
plastic upholstered, part in gray with 
maroon buttons and part in maroon with 
gray buttons. The settees are one standard 
two-place and one specially-built five- 
place, also by Stanley. 
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EDITORIAL 





Give the Boys New Faith 


@@ A NOTABLE address was given recently 
by H. E. Humphreys, Jr., president of the United 
States Rubber Company. Referring to the “next 
president of the United States,” as one father 
to another, Mr. Humphreys made these perti- 
nent observations: 

“Mr. President, when you were a boy, didn’t 
you look up to the President of the United States 
as the greatest living American? Didn’t you 
believe him to be the most capable, the most 
esteemed leader? Didn’t you trust him com- 
pletely to see that rightness prevailed in our 
land? 

“You haven’t forgotten . . 

“IT haven't. 

“But do you think it is the same today with 
your boy? And mine? 

“It is up to you to make that boyhood faith 
burn again. . 

“Mr. President, may your son—and my son 
—and all men, across the earth—catch their 
breath whenever you speak ... . and listen... 
and believe .. . and trust.” 

What about it, Dwight Eisenhower? Can you 
do this? 


. have you? 





The Citizen's Duty Continues 


@@ THE MERE FACT that he cast a vote in the 
national election just concluded, and perhaps for 
the winning party, is not sufficient for any citi- 
zen to rest contentedly during the next four 
years. 

Any voter is still a member of the team. He 
must pull together with his neighbors and fellow 
business and professional men to solve the prob- 
lems which are just as apparent now as they 
were prior to November 4. 

There’s nothing automatic about any election, 
unfortunately, and the casting of a ballot isn’t 
equivalent to the waving of a magic wand. In 
this respect the Chamber of Commerce of the 
United States points out, “Instead of indulging 
in a general let-down, the American people now 
have an opportunity to improve their govern- 
ment by directing their energies and using their 
influence to see that national problems are 
solved.” 

The men: who were elected to Congress and 
President-elect Eisenhower have many respon- 
sibilities. They will need direction in the mutual 
interests of all the peoples and these guideposts 
can come in the form of worthwhile suggestions 
of the people who are being governed. Similarly, 
these new guardians of a nation’s future can 
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function best if their constituents ask less from 
the federal government. They can do no better 
than their predecessors in reducing the national 
debt, in cutting taxes and thwarting a trend to 
national socialism if the individual citizens con- 
tinue a habit of insisting on more subsidies, on 
more “pork” in the barrel. 

To have better government by the people there 
must be more insistence on less government. 
That’s the situation after every election, putting 
the burden squarely up to the ranks of the gov- 
erned. 


As Others See Us 


@@ FEW AMERICANS have had, or taken ad- 
vantage of, the same opportunity as did Sir 
Oliver Franks. Speaking recently about his stay 
as British Ambassador to the United States, he 
said, “I have visited all 48 states of the Union.” 

But most important is the picture which reg- 
istered with Sir Oliver after his travels. It was 
one of the friendliness, strength and sincerity of 
the American people. He said in this beautiful 
wording of his impressions: 


“I shall always remember the America of the 
simple white meeting house and the skyscraper 
of the city: the light of the lonely ranch house 
glimpsed from the swift moving streamliner: the 
tall timbers: and the majestic rivers. I shall re- 
member the rich cornfields: the drifting cattle on 
the limitless range: the arched backs of the cotton 
pickers: the luminous roar of the blast furnace: 
and the tang of the sunburnt air of the Southwest. 
And through them all I shall remember the con- 
necting link cf people —warmhearted, friendly 
people who in their lives exemplify the word 
‘neighborly.’ ” 


If this is how others see us it should be the 
task of Americans humbly to live up to this re- 
flection in a friendly eye. 








Don't Let This Business Slip Away! 


@¢ A CONSIDERABLE number of commercial 
stationery and office equipment stores which 
stock and sell office furniture are failing to show 
any leather upholstered units on their floors, a 
survey reveals. They effect sales of such items 
only through manufacturers’ sample photo- 
graphs and these, of course, are produced only 
on request of prospective purchasers. 

Such a situation exists although leather up- 
holstered executive and desk chairs, davenports, 
and so forth, not only have definite eye appeal 
but. large profits per sale. Their salability is 
limited because the ultimate consumer sees 
them only in a photograph instead of being 
offered the opportunity to feel the luxury and 
comfort of real leather. 
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\s a result it is frankly admitted in some 
arters that much of the leather upholstered 
office furniture business is drifting away from 
stationers and office equipment 


to local household furniture and implement 
stores which almost invariably exhibit the mer- 
chandise itself on their display floors. 

What about it, Mr. Office Furniture Dealer? 
Are you neglecting your opportunity? 





here and there 


National Business Show 
Skill Wins Trip Abroad 





Sweden Bound ... Miss Eileen 
Dixon receives a bouquet of flowers 
from Erik A. Ohlsson, president of 
Facit, Inc., before boarding a plane for 
Sweden. 


A round trip to Sweden via Scandi- 
 navian Air Lines was awarded to Miss 











At your age! 


If you are over 21 (or under 
101) it’s none too soon for you 
to follow the example of our 


hero, Ed Parmalee (above) 
and face the life-saving facts 
about cancer, as presented in 


our new film “Man Alive!”. 
You and Ed will learn that 





cancer, like serious engine 
up- trouble, usually gives you a 
warning and can usually be 
orts, cured if treated early. 
ypeal For information on where 
— you can see this film, call us 
y is : - ~<- 
or write to “Cancer” in care of 
sees your local Post Office. 
eing 
andj American Cancer Society 
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Eileen Dixon, a calculator with The Mutual 
Life Insurance Company of New York. The 
21-year old Brooklynite boarded a Scandi- 
navian Air Lines plane at the New York 
International Airport on November 27. 

The Brooklyn Miss received the award 
for her speed in operating the Facit cal- 
culator, Swedish-made office machine now 
being distributed in this country, in a con- 
test held at the National Business Show. 

Miss Dixon was to spend one week in 
Sweden as a guest of Aktiebolaget Atvida- 
bergs Industrier, manufacturers of the Facit 
calculator, currently being distributed in 
102 countries. 

The Facit contest, which ran throughout 
the week of the Business Show, closed on 
the night of October 25. Contestants re- 
ceived a brief explanation of Facit’s 10-key 
keyboard, and were then given a typical 
problem in business mathematics to solve 
on the calculator. Miss Dixon’s speed was 
the best of more than 200 contestants. 





Sixty-Three Seasons 
On the Ball Diamond 

Thirty-five years of playing baseball 
must be something of a record, but Ralph 
Peel of Memphis, Tenn., has done it, and 
expects to be playing again next summer. 
Ralph has some close competition in Tom 
Nash, who has indulged in the sport for 
the past three decades, 28 years of which 
have been with the same league. Between 





Veterans ... of the ball diamond. 


them, they have had 63 seasons on the 
diamond. : 

Both men are associated with A. R. 
Taylor Company, of Memphis, Ralph having 
spent 26 years with it, and Tom, 19 years. 
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JOIN THE MARCH OF DIMES 





Dimes Can Help .. . Faced with 
the financial load resulting from his- 
tory’s worst polio epidemic year, the 
National Foundation for Infantile 
Paralysis appeals to this industry along 
with others. Cash is needed to make 
the 1953 March of Dimes the success it 
must be if all polio patients who need 
help are to get it. 





Both belong to the same hardball league, 
the Fountain of Youth League, although 
in comparison with Tom’s 28 years with it, 
Ralph has been a member for only 17 
years! 





Eugene A. Keller, Salesman 
Who Walked and Never Quit, 
Now in New Haven Hospital 

As 1952 drew to a close there was a 
salesman of this industry hoping to regain 
his health at New Haven Hospital, He 
wasn’t a young man—nearly 90, in fact— 
but what a salesman he had been, and 
on foot, too. 

We'll let Cal Cameron of Marlow, N. H., 
representative of the Oxford Filing Supply 
Company, Inc., tell about this salesman 
who once was an iron moulder but when 
quite a bit past middle age decided to 
take up selling. 

Says Cal: “I first got to know him 
(Eugene A. Keller) when he came with 
the old Tuttle, Morehouse and Taylor 
Company. He must have been about 60 
then, and soon as he got to know a little 
about the stationery business he took over 
the Naugatuck Valley territory. Everyone 
knows that to cover that territory you have 
to use a car—everyone except Keller, that 
is. He always used the busses and shanks 
mare and he COVERED the territory. 

“He worked harder and for longer hours 
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than any salesman | knew. He called on 
the big accounts and the small, and the 
old gentleman got business. | always 
thought he got a little more than his share 
but maybe that was because he always 
insisted that his customer was right. . . 


“I've sent Keller a birthday card for 
so many years that I’ve lost track of 
their number, but the old gentleman must 
be pushing 90 now. | remember very 
clearly that he was 86 quite a while back 
and | remember that because it was just 
before that when he decided that, lest he 
get a little stiff in the joints, he had better 
take up dancing. And from then on 
Keller was faithful in attendance at his 
weekly dancing lesson. 


“When Tuttle, Morehouse passed out 
of the picture Keller went with Joe Yates 
and he continued to get out in his ter- 
ritory every day, rain, snow or shine. He 
made the calls and he got the business. 


“I called on Joe the other day . . 
Keller wasn’t there . . . in the New Haven 
Hospital, seriously ill. If he wasn’t seriously 
ill they couldn’t keep him there for he 
has a lot of things that need doing up in 
the Valley .. .” 


That's the story of E. A. Keller. Those 
who knew him, and many who didn’t, are 
sending him “get well’’ cards c/o the New 
Haven Hospital, Howard Ave., New Haven, 
Conn. 





Ex-Typewriter Salesman 
Too Busy to “Wear Out” 

John M. Roberts, 76, of Crystal Lake, 
lll., retired three years ago from the Royal 
Typewriter Company. He had been a 
salesman for 37 years. 

But Mr. Roberts isn’t quitting or “fading 
away.” His philosophy is “We rust out 
faster than we wear out, and | don’t pro- 
pose to rust out.” 

The first two years in retirement he 
traveled to Panama, South America, Los 
Angeles and Hawaii. A year ago he de- 
cided to convert a barn on his eight acres 
into an attractive six-room house. Although 
Mr. Roberts didn’t do all the conversion 
work, he laid the brick, installed all insu- 
lation material, painted the interior and 
landscaped the ground. 

Lloyd, one of six Roberts’ sons, is a dis- 
trict manager for Royal in St. Louis, Mo. 





Collegians Again .. . Pictured fol- 
lowing the recent Dartmouth-Harvard 
football game won by Harvard 27-20 
at Cambridge, Mass., are two Under- 
wood Corp. officials. At right is L. C. 
Stowell, (Harvard 1914), president, and 
at left his assistant, Carl Ray, famed 
Dartmouth “bare-armed” All-American 
center of 1936. Office Appliances is in- 
debted to C. B. Horr, Associated Sta- 
tioners Supply Company, Chicago, for 
the use of this picture. Cort and Mr. 
Stowell were fellow officers during the 
first World War and have remained 
good friends. Each season they attend 
one Harvard football game together. 





Invincible Addition .. . This 55 x 105- 
foot plant addition has just been completed 
by the Invincible Metal Furniture Co. of 
Manitowoc, Wis. The three-story daylight 
building is the first unit completed in a 
comprehensive expansion program. It is 
complete with modern conveying and ele- 
vating equipment, designed to expedite 
production and shipping. 
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B. L. Marble Seating .. . The Ply- 
mouth Citrus Growers Assn., Orlando, Fla., 
selected B. L. Marble chairs in refurnishing 
executive offices in this attractive fashion. 
The installation was made by O'Neal 
Branch Co., Inc., of Orlando. 
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How 1953 Looks to the 
Office Machine Dealer 


3y HAROLD MANN, Executive Secretary, 
National Office Machine Dealers Association 


s 1953 SHOULD BE one of the most interesting years 
in the history of the office machine industry from the 
standpoint of the nation’s dealers. 

Next year the dealers of America will have on their 
shelves a greater variety of product than ever before. 
This will be the result of the breaking up of hard and 
fast sales policies by manufacturers who for many, 
many years did not include the independent dealers 
in their plans. 

More and more companies are courting the favor of 
the dealers of America than at any time previously. 
The dealer is emerging more and more as a man who 
has the know-how; a man of ability; a man respected 
in his community; a man able to sell millions upon 
millions of dollars worth of merchandise annually; a 
man who has become so well trusted by his clients that 
they take his judgment on product and make their 
purchases accordingly. 

Next year the dealer will be able to take care of his 
client’s needs in almost any direction. Plans now under 
consideration by various manufacturers will make 
available to the dealers machines that will place him 
in a position to compete in the more highly-specialized 
brackets of the industry. 

No longer will he be manacled in his sales efforts by 
not being able to provide from his own store the more 
intricate and greater capacity machines that are 
needed by his clients. Too, the availability of new 
product will greatly enlarge the scope of his sales 
potential. 

And there are more surprises in store for the dealer 
in 1953. Plans now taking shape on the drawing boards 
of the manufacturers should make available to the 
dealers of the country many other items that will en- 
hance their sales volume. 1953 should see the intro- 
duction of another electric typewriter. 1953 will see the 
introduction to the market of probably two more 10- 
key adding machines. 1953 will see the introduction of 
more low-priced adding machines now being planned. 

And so the march of progress in the office machine 
industry goes swiftly on. Things have happened with 
extraordinary speed in the recent past and 1953 will 
undoubtedly see even more happenings of a revolu- 
tionary nature. 

Yes, 1953 looks from here to be one of the most inter- 
esting and exciting years in the history of the office 
machine industry. 








C. W. McLane First to Pay ‘53 NOMDA Dues 


C. W. McLane of Elko, Nev., is the first member of 
the National Office Machine Dealers Association to pay 
his 1953 dues. They were received from him on Nov- 
ember 12 and it was strictly voluntary on his part. Mr. 
McLane is a member of the board of directors of 
NOMDA and comes from his home in the plains coun- 
try of the West to take part in the deliberations of the 
governing body. 
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President Weiner to Present Trophy 


To the NOMDA member who does not belong to a 
local association but who brings in the most members 
during NOMDA’s 1953 membership contest, will go a 
beautiful trophy that has been offered by president 
Jack Weiner. Last year’s winners of individual troph- 
ies were Wm. AA. Johnston of Knoxville Tenn., and 
Wilbur Walker of Wichita, Kans. 

The fellows who are members of the various locals 
are given plenty of needling and pepping up to bring 
in new members during our contest,” stated president 
Weiner, “but the fellow out in the territory where he 
does not have anyone after him to see that he gets out 
and works is entitled to some stimulus also. Therefore 
I have gladly donated a trophy to the man out of the 
locals who obtains the most new members for our great 
national association”. 

On every hand there is more interest in the national 
association than ever before. Many dealers have writ- 
ten to the office in recent weeks seeking informa- 
tion on the procedure of becoming members. These 
inquiries have been of the self-starting variety, show- 
ing much more active curiosity in the dealer on the 
outside than formerly. 





“Bring the Family,” Says Convention Committee 


“Bring the Family” is the plea of the members of the 
Penn-Jersey-Del Office Machine Dealers Association 
who will act as hosts to NOMDA’s 1953 convention at 
Atlantic City, N. J. Special plans for entertaining the 
young folks are being worked out under the direction 
of Mrs. Gertrude V. Headley, who has been named 
head of the Teen Agers’ committee. 

“Atlantic City is an ideal vacation spot for the whole 
family and we want as many members to bring their 
wives and children as possibly can,” declared Harold 
Steinke, general chairman. “There are an unlimited 
number of attractions for the young fry—especially 
surf bathing. The Ambassador Hotel makes it a hobby 
to see that children are well entertained during con- 
vention time and go to the extent of conducting a daily 
afternoon event on the sand in front of the hotel. This 
includes hot dogs and bathing and a lot of fun that the 
youngsters will be thrilled with,” stated chairman 
Steinke. 





Name NOMDA Yule Window Contest Judges 


Three veterans in judging National Office Machine 
Dealers Association’s annual Christmas Window Trim- 
ming Contest have accepted assignments to act in the 
same capacity this year. William Lambert of Barker 
Brothers and Paul Smith of the J. W. Robinson Com- 
pany of Los Angeles have agreed to serve their third 
year in this event while Henry Jampol of Haggerty’s, 
also of Los Angeles, will serve for his second time. 

All three judges have shown unusual interest in 
NOMDA’s contest as they strongly favor any activities 
that will tend to create a greater desire to install bet- 
ter windows. They have expressed the belief t our 
contest automatically stirs up an interest in better win- 
dows that would not exist otherwise. 

A total of $100.00 in prizes is divided into seven 
awards as follows: $50.00 first place; $25.00 second 

(Turn to page 144, please) 
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Reveldex File 
Diebold, Inc., 
Canton 2, Ohio. 


This portable, rotary file is designed for split- 
second reference operations. Forms are filed 
on horizontal rotors, one to five rotors being 
used. These provide housing for up to 8,100 
reference records. The independent action of 
the rotors means that records of different 
sizes and applications may be housed on the 
same unit for various reference functions. 
Both sides of the record may be exposed 
without removing the card from the file. 
Another feature claimed for the file is con- 
trol by exception, since signals noting un- 
usual conditions are fully exposed and may 
be readily seen. 








Partition-ettes 
Arnot & Company, Inc., 
922 Park Ave., Baltimore 1, Md. 


Partition-ettes provide functional office 
partitions that are movable or free 
standing and which may be assembled 
and re-assembled according to chang- 
ing needs. Designed to fit practically 
all office partition needs, they are avail- 
able in wood to match most popular 
styles and finishes of standard office 
furniture. They come in six stock lengths 








and three stock heights, with top paneis 
in a choice of matching wood, giass or 
Corrulux. 
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APSCO Staplers 
Automatic Pencil Sharpener Company, 
336 N. Foothill Rd., Beverly Hills, Calif. 


These Swedish-made staplers are to 
be distributed in the United States un- 
der the trade name of APSCO. Model 
2002 (top) loads 210 APSCO No. 2001 
staples or any standard No. 1 wire 
staples. A finger-tip drawer adds to 
ease in loading staples and the sliding 
anvil allows for either stapling or pin- 
ning. It may also be used as a tacker. 
The device is finished in forest green 
and highly polished chrome on a base 
of copper-nickel to resist corrosion and 
wear. Model 4004 provides a low-cost 
all-purpose stapler which also em- 
bodies the sliding anvil for stapling and 
pinning. Removal of the base makes it 
a stapler plier that may be carried in 
the pocket. This also loads any stand- 
ard No. 1 wire staple. 


Flo-Ball Pen 
Flo-Ball Pen Corporation, 
5356 Riverton Ave., 
North Hollywood, Calif. 


The latest Flo-Ball pen features a 
super-sensitive trigger touch clip 
which automatically retracts when 
clipped into the user's pocket, 
eliminating ink stained pockets. 
In addition to the retractable point, 
it has a king-size ink cartridge, 
claimed to be the longest in any 
ball point pen. The ink used is 
Mag-Ink which is permanent on 
paper but washes out of clothing 
with use of a detergent. The top 
of the pen is of polished stainless 
steel with lifetime finish. The bar- 
rel is made of Eastman tenite. 
A reinforced metal tip helps to 
prevent breakages and affords 
protection of the writing point. It 
is equipped with push button con- 
trol. 
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e 8e MANIFOLD SUPPLIES CO., 188 3rd Ave., Brooklyn 17, N. Y. 
MAGNE Quan’y Coast to Coast Distribution 
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Panel End Tables 
The Globe-Wernicke Co. 
Norwood, Cincinnati 12, Ohio 











These tables are produced in conference, executive and general office 
styles to complement the Streamliner group of steel desks and tables. 
They are made with either molded or square tops of linoleum, and are 
available in gray, green, grained walnut or grained mahogany. Work 
surface of the conference table measures 42x96 inches, with an over- 
hang of 18 inches at each end and 6% inches at front and back. Center 
panels extend 18 inches below the top. The executive table surface 
measures 72x30 inches, while the general office style is 30x60 inches. 
All three styles are 29 inches high, but are equipped with screw glides 
making them adjustable from 29 to 30% inches in height. The general 
office and executive tables feature center drawers and eight-inch over- 
hangs at each end. 








































$5 ' Geha Stencil Duplicator 
(em Milo Harding Company, 
432 W. Pico Blvd., Los Angeles 15, Calif. 


Made by the Geha-Werke Company, of Hanover, Germany, 
this machine is now being distributed in this country and 
in Canada by the Milo Harding Company. The duplicator 
which has been designed with special features for the 
American market, is available in a hand-operated model 
as well as four electric models, all with dual-cylinders 
and employing the use of paste inks. There are two 
electric double-folio models, accommodating paper sizes 
up to 14 x 17 inches in single sheets, or two sheets of 
standard width run simultaneously. Quick color change 
is also a feature of the machine. Matching metal cabinets 
and stands are available for the various models. These 
are made in the U.S.A. 


Walnut Side Chair 
W. H. Gunlocke Chair Company, 
Wayland, N. Y. 


This side chair is offered in wal- 
nut and quartered oak at what 
are said to be unusually low 
prices. Depth of seat is 16 inches; 
width, 17% inches; height of 
back 17 inches and overall 
depth, 19% inches. Catalog num- 
ber is 1949S. 





VNRETOUCHED 
EMLARGEMENT 


Pen Desk Sets 
Esterbrook Pen Company, 






Andal Stan-Pad Camden, N. J. 
Andrews-Alderfer Company—Foam Div., 
1169 Home Ave., Akron 10, Ohio. Three new fountgin pen desk 
sets, round, No. 2111; square, No. 
A combination of foamed latex rubber with woven, 2110, and oval, No. 2112, are 
plastic-coated material forms this new floor pad for made of jet glass, and feature a 
use by those who must stand for long periods of stainless swivel type assembly 
time. It is made by the Andal process which is including the trumpet. Standard 
claimed to embed the surface fabric into the foamed Esterbrook pens are used to com- 
latex. The mats lie flat and are said to be skidproof. plete ‘the sets. Each style retails 
Measuring 18 x 30 inches, the pads are available for $6.00, which includes a Mas- 
in green, brown and other colors, with leatherette- ter Renew-Point, and each set is 
bound edges. individually gift boxed, 
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The product 
of 50 years experience 


It is not by chance that the first L C Smith 
Typewriter, Model 1 Serial 1 (now in our 
museum of typewriters) is still a great type- 


writer 





capable of fine work and fast work 


and requiring little attention. 


And—it was no accident that this machine 
introduced so many features later adopted by 
all typewriters—segment shift, inbuilt tabulator, 


two-color ribbon, stencil cutout, interchange- 


Still another product of this pioneering and experi- 
ence is the Smith-Corona Portable Typewriter—the 
world’s first and fastest portable. Outstanding in 
design and appearance, it is known as “The finest 
precision writing instrument of its kind in the world.” 


able platens, the amazingly accurate paper feed. 
The present Smith-Corona Office Typewriter 
is the result of this pioneering—-and the crafts- 
manship plus precision engineering revealed 


then has continued. 


Today, naturally, there are many additional 
features in operation and design. One of the most 
outstanding of these is our own Page Gage,which 


takes the guesswork out of page-end typing. 





L C SMITH & CORONA TYPEWRITERS INC 
1903-----1953 
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Class 21 Register 
National Cash Register Company, 
Dayton 9, Ohio 





Said to be the first time an itemized 
receipt printing cash register has had 
a built-in adding machine feature, the 
Class 21 can be operated electrically 
or manually. Registering any amount 
from $0.01 to $999.99, the machine me- 
chanically adds the individual prices 
in a multiple item sale, adds the 
cmovunt of tax and prints the total on 
the receipt. Name of store, date, iden- 
tification of salesperson and depart- 
ment are shown. The adding machine 
may be used without disturbing the 
locked-in cash register total. Counters 
on the machine show number of cash 
sales, charge sales, received on ac- 
count, paid-out, tax and no-sale trans- 
actions, also total number of customers 
served and number of times cash total 
has been reset. The register is said 
to be low in price. 





Bookkeeping Mechanism 
Walter A. Brucker, 
342 SW 23rd Road, Miami, Fla. 





This bookkeeping device consists of two clips 
incorporated in one mechanism and used in 
conjunction with a clip-board. It is intended 
for the office where hand posting is used. 
Journal and carbon are inserted and held 
tightly in the innerclip, while the sub-ledger 
card is inserted in the outer clip. By this 
means original entries are reproduced on the 
journal sheet in one operation. The account 
card is moved upward or downward as neces- 





sary to align with free writing lines on the Ideal Scrapbook 
journal. A line finder may be used. When Victor Safe & Equipment Company, Inc., 
the last few lines of the journal are reached, North Tonawanda, N. Y. 


journal and carbon may be moved upward 

together, beyond the edge of the tablet, to This new scrapbook has a DuPont Fabricoid moisture re- 

eliminate creasing or damage to the paper. sistant binding, with buff paper filler of long fibred paper, 

Patents on the device are for sale. said to take ink without blurring. Various sizes are: avail- 
able to handle material from small photos to full news- 
paper pages. The album is inexpensively priced. 


Clix Punch 
New England Paper Punch Company, 
89 Washington Ave., Natick, Mass. 


Model No. 32 double duty Clix punch is 
made lightweight enough for hand use, 
but may also be used as a table model. 
It will punch 82x11 inch sheets for use 





Premier Pencil Sharpener in a three ring binder and, by snapping 
Automatic Pencil Sharpener Company, a button, it adjusts to a two-hole punch. 
336 N. Foothill Road, Beverly Hills, Calif. Holes are '4-inch diameter on 8'2 inch 

or 2% inch centers. The punch will take 
Here is a pencil sharpener which requires sheets from 6 to 12 inches long and is 
no installation since it is equipped with a gauge-marked in one-inch gradations. 
rubber base, and may be moved around as Constructed of steel, it measures 1%x 
needed. The company claims to be the 2x2% inches and weighs 27 ounces. 
originator of the portable pencil sharpener. Retail price is $5.50. 
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, LEFT — “Velvet Touch” 
6 NON ALES PAB SS Electric Model 410 
Monroe Adding Machine 


SVs 
Le 42 BELOW — World-famous 
Electric Model LA-5 
Monroe Adding-Calculator 
| a 


Cash in BIG with these two 
BIG aces of the business machine field 





Here’s a selling “hand” you won’t want 


to miss. 


The business machine field is expanding 
steadily and we're expanding our organization 
with it. 

So now —for the first time—we offer you an 
attractive dealer franchise. And with it 
two of the most popular, fastest-selling, 
profit-packed lines you can handle —the 
famous Monroe Adding Machine and that 
other universal business favorite, the 
Monroe Calculator; both with full 
keyboards, both in hand and electric models 
and in all capacities. 

A 3¢ stamp and the coupon below could be 
a real profitable investment for you. 








Fill it in and mail today. 


Dealer Sales Division 

555 Mitchell Street, Orange, N. J. 

I'd like to learn more about the profit-making opportunities 
in Monroe machines, 


| mommies ‘| — 




















i 

_ OmP i 
CALCULATING AND ADDING MACHINES CORRE ana neacennnnenneeeeenoenenovneneornnenovennnornenennnnennnenvnneees 
ER A Ae 15 OR ; 

MONROE CALCULATING MACHINE COMPANY, INC. i 

Dealer Sales Division, Orange, N. J. CITY..... ' 

i 
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Perfect Positioning Scale 
Remington Rand Inc., 
315 Fourth Ave., New York 10, N. Y. 


This device is said to eliminate one of the biggest problems 
facing a typist—that of centering paper in the typewriter, cen- 
tering headings and setting balanced margins. Instead of the 
scale running from 0-120, the zero point has been set at the 
center, with the scale running 50 (Pica) or 60 (Elite) to the 
right and left. A black signal on the margin scale indicates 
where the paper guide should be placed for centering letter 
heads of standard size. Margins stops are glided to the same 
number on each scale for perfect balance. 





| 


Wackit Pocket Seal 
American Seal & Stamp Company, 
32 S. Clark St., Chicago 3, Ill. 








Latest in pocket seals is Wackit which 
will emboss the heaviest paper. The seal 
is made by striking. Pocket watch size, 
2x22 inches, it is finished in polished 
chrome, and comes in a leather case. It 
is said to be ideal for engineers, notaries 
and others who carry their seals. 


Executive Group 
Frank Scerbo & Sons, Inc., 
536 Pearl St., New York 7, N. Y. 


The executive group featured here is part of the new No. 41 
series. The desk is made in walnut with a %-inch walnut veneer 
finish throughout, and with the interior made in oak. Drawer 
pulls are of solid brass. Frames of the chairs are made of 
solid walnut and the chairs are upholstered in top grain leather 
in a choice of five colors. The desk is available in two sizes: 
66x32x30 inches, listed at $422.22; 66x34x30 inches, listed at 
$466.66. The arm chair lists at $93.32, while the revolving chair 
lists at $120.00. The pieces may be purchased singly or as a 
group. 





Easy-Vision Lamp 4236 Sanford Ink Company, 
Bainbridge, Kimpton & Haupt, Inc., Bellwood, III, 

218 Greenwich St., New York 8, N. Y. WR 
A case holding six small bottles, which according to | 
the manufacturer contain the “necessary” to correct 
or repair many things in the average household, is 
offered by this company. The kit is named Carryette 
and contains these six items: an electric cord re 
insulator in liquid rubber form; a new type Polyviny! 
glue and renew cement; ink and fruit siain remover 


Lamp No. 4236 is a new addition to the line of 
Eazy-Vision lamps. It gives light below eye- 
level and is said to be very stable. It is triple 
electro-plated and equipped with a three-way 
socket for choice of light—50, 100 or 150 watt, 
standard incandescent bulb. Three finishes are 





at present available: satin chrome with satin 
chrome shade, No. 4236-13; satin brass with 
dubonnet shade, No. 4236-25; satin brass with 
tole green shade, No. 4236-26. Priced in the 
medium price range, the lamps are packed one 
te a carton, shipping weight 12 pounds. 





which may be used on paper or cloth; Sani-phone 
liquid for deodorizing telephone mouthpiece; house- 
hold oil; instant spot remover for grease, oil and 
chewing gum. The bottles are packaged in a carry: 
ing kit of gray and plaid design, with a separate tag 
of instructions. It retails at $1.50. 
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Your profit story begins when you sell a customer his 
first Victor Visible Equipment. It continues as he adds 





to his records as his business grows through the years 
... and each addition means another sale and another 
profit for you! Plan your success story now! Promote 
Victor Books and Sections for business today . . . and 
repeat business tomorrow! 





se. It 
taries 





| ) z 6 inna in ‘ : a ss | he ula ty | 
R () F | T The only truly “sectional” visible. Available in sizes for 
5x3", 6’x4" or 8"x5” cards. Show your customer how 


will be continued... 


, 







easy it is to start a visible system with Victor Sectional 
Visible . . . the system that grows with his records. Repeat 
business will be your plus profit in every sale! 


iF 











ss i 





RITE FOR THE FULL PROFIT STORY TODAY The book of 1000 uses. Handy and compact, it’s perfect 
for small records. Easily adapted to any record-keeping 





ling to 
sorrect 








old, is 
_ need through Victor card forms and signaling systems. 
yviny! The efficiency of Victor Book Visible will win repeat 





phone THE VICTOR SAFE & EQUIPMENT CO.. Inc. sales... and these time-saving Books will serve as your 
| and§North Tonawanda New York - salesmen for the entire line of Victor Visible Equipment! 
carry: 
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Smith-Corona Observes 50th Anniversary 


In the month of January, 1953, L. C. Smith & Corona 
Typewriters, Inc., celebrates the 50th anniversary of 
its founding. 

Incorporated in 1903 as L. C. Smith & Brothers Type- 
writer Company, and with the factory at Almond and 
Railroad Sts., in Syracuse, N. Y., the company first 
made typewriters in only two models. 

The first Model No. 1 typewriter made by the com- 
pany was sold to the New York Herald in 1905 and was 
used 24 hours a day for eight years. In 1933 this 
machine turned up in Minneapolis, still going strong. 
At the business show in New York in 1934, Norman 
Saksvig, champion typist, wrote a speed sentence on 
this same machine at the rate of 180 words per min- 
ute—an impressive record for “Model No. 1, Serial 
No. 1” of any product. 

A subsequent merger in 1926, with the Corona Type- 
writer Company, Groton, N. Y., who pioneered the 
portable typewriter, formed the present company. 
Smith-Corona is today one of the major American 
companies manufacturing office and portable type- 
writers, and in addition manufactures and sells adding 
machines, cash registering machines, hectograph du- 
plicators, and a wide range of inked ribbons, carbon 
papers, and other business machine supplies. 

In addition to its general offices and factory in Syra- 
cuse, the company has plants in Groton and Cort- 
land, N. Y., and in Toronto, Canada. Sales offices are 
maintained in 73 cities throughout the United States. 

During the history of the development of its modern 
streamlined office and portable typewriters Smith- 
Corona claims to have perfected many of the refine- 
ments taken for granted by today’s typists. These in- 
clude the segment shift, whereby, in shifting for capital 
letters, only the light type bar basket moves instead 
of the heavy carriage; inbuilt tabulator; two-color 
ribbon; stencil cut-out; inter-changeable platens; and 
extremely accurate paper feed. 


UAL 


H. B. Van Dorn, vice-president of Joseph Dixon 
Crucible Company, visited with the publisher of this 
journal by telephone December 3. He had been in Chi- 
cago most of the time since the recent NSOEA con- 
vention and hoped to get started on his way to Jersey 
City the next morning. 

Although a frequent visitor, Mr. Van Dorn never 
before had remained in the city long enough at one 
time to become acquainted with its vast industrial area. 
He found time to visit with two former Dixon men 
whose combined years of service with the company 
total well over the century mark—Billy Allen of Pent- 
water, Mich., and Charley Mueller of Elmhurst, II1., 
a Chicago suburb, formerly Chicago office manager. 


Gene X. Stoltz, manufacturers’ representative with 
headquarters in St. Louis, Mo., registered in the Guest 
Book by telephone on December 3. Mr. Stoltz was in 
Chicago attending the annual meeting and exhibit 
conducted by the National School Service Institute. 


Harry Tehan, Jr., Bethesda, Md., well known to 
dealers in most parts of the country and particularly 
in his sales territory of the Middle Atlantic and South- 
eastern states, signed the Guest Book on Thursday 
morning, December 4. While in Chicago, Mr. Tehan 
called on a number of friends among manufacturers 
and dealers and included a stop at our office for a 
pleasant chat. 
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March 2-5. Annual business show and seminar by the Office Management 
Associat of Chicago and Northwestern University. Conrad Hilton Hote 
Chicago, | Organization headquarters, 105 W. Madison St., Chicago, Ili, 


March 2-6. Wholesale Stationers Association annual convention and trade 
show, Hotel New Yorker, New York, N. Y. H. C. Whittemore, 
manager, 250 Fifth Ave., New York |, N. Y. 


March 19-21. District No. 13, NSOEA, Hote! New Yorker, New York, N.Y 
Richard E. Wahrman, district governor, R. E. Wahrman, Inc., 512 7th Ave 
New York 18 N. Y. 


March 26-27. District No. 6, NSOEA, Leland Hotel, Springfield, Ill. Jess 
A. Peck, district governor, Springfield Stationery Co., |r 302 E. Adams 
St., Springfield, III. 


April 9-10. District No. 4, NSOEA, Atlanta-Biltmore Hote Atlanta, Ga 
Allan B. Cammack, Sr., district goverr Cammack Office Supply, 208 W 
Front St., Burlington, N. C. 


April 16-17. District No. 9, NSOEA, The Plaza Hotel, San Antonio, Te: 
Dave N. Reed, district governor, Cathey Office Furniture & Supplies, Inc 
308 N. Akard St., Dallas, Tex. 


April 19-22. National Association of College Stores 

tion, Statler Hotel, New York, N. Y. Russe Reynolds, ex 
Box 58, 33 W. College St., Oberlin, Oh 

April 23-24. District No. 8, NSOEA, Muehlebach Hotel, Kansas City, Me 
Vaughan T. Williams, district governor, Schooley Ptg. & Staty. Co., 14x 
Walnut St., Kansas City 6, Mo. 


annual conver 
ecutive secretar 


April 26-29. National Office Furniture Association's 7th annual conventic 
and exhibit. Hotel Statler and Cleveland Public Auditorium, Cleveland 
Ohio. John R. Gray, executive director, 175 Fifth Ave., New York 10, N.Y 
May 4-5. District No. 14, NSOEA, Mission Inn, Riverside, Calif. Russell W 


Davis, district governor, Alhambra Office Supply, Inc., 112 W. Main S$ 
Alhambra, Calif. 


May 8-9. District No. 12, NSOEA, Ahwahnee Hotel, Yosemite Valley, Calif 
Tom McWhorter, district governor, McWhorter-Young, Inc., 240 S. First S$ 
San Jose !7, Calif. 


May 8-9. Canadian Office Machine Dealers Association, General Brock Hote 
Niagara Falls, Ontario. James W. McFayden, convention chairman, Fror 
tier Typewriter Co., 1936 Main St., Niagara Falls, Ont., Canada. 


May 13-16. Stationers’ Guild of Canada, Inc., annual convention. The 
Prince Edward Hotel, Windsor, Ontario. Fred R. Smart, secretary manager 
Suite 306, 19 Richmond St., W., Toronto, Ontario 


May 15-16. District No. 10, NSOEA, Broadmoor Hotel, Colorado Spring 
Colo. Elmer Pearce, district governor, Rocky Mountain Bank Note Co., 1!) 
W. Third St., Pueblo, Colo. 


May 17-22. New York Stationery Show, Hotel New Yorker, New York, N. Y 
George F. Little Management, 220 Fifth Ave., New York |, N. Y. 


May 21-22. District No. 11, NSOEA, New Washington Hotel, Seattle, Wash 
Lew Hilton, district governor, Ruggles, Inc., 115 Cherry St., Seattle 14, Wash 


May 25-26. District No. 7, NSOEA, Nicollet Hotel, Minneapolis, Minn. Cii# 
Halverson, district governor, Midwest-Beach Co., 222 S. Phillips Ave., Siow 
Falls, S. D. 


May 24-29. National Office Management Association's 34th internation: 
conference and exhibit, Hotel Statler and Sheraton-Plaza, Boston, Mas 
W. H. Evans, executive secretary, 132 W. Chelton Ave., Philadelphia 44, Pe 


June 4-5. District No. 1, NSOEA, Wentworth-by-the-Sea, Portsmouth, N. H 
Edward Granfield, district governor, Edward Granfield, Inc., 184 Crown St 
New Haven 10, Conn. 


June 8-9. District No. 5, NSOEA, Deshler-Wallick Hotel, Columbus, Oh 
Sidney Butterfield, district governor, Smith & Butterfield Co., 306 Main St 
Evansville 2, Ind. 


June 15-16. District No. 3, NSOEA, Galen Hall Hotel, Wernesville, Pe 
Samue! S. Rosendorf, Jr., Southern Stamp & Stationery Co., 00 Broad St 
Richmond, Va. 


June 17-19. District No. 2, NSOEA, Hotel Marcy, Lake Placid, N. Y. Vernor 
R. Evans, district governor, Vernon R. Evans Co., 28 Bank Place, Utica 2 
a. :¥. 


June 18-20. National Office Machine Dealers Association annual conventio 
and exhibit, Ambassador Hotel, Atlantic City, N. J. Harold W. Manr 
executive secretary, 1267 N. Wilton Pl., Los Angeles 38, Calif. 


September 26-30. National Stationery & Office Equipment Association's 47th 
annual convention. Conrad Hilton Hotel, Chicago, Ill. Paul Burbank, gen 
eral manager, 740 Investment Building, Washington 5, D. C. 


September 30-October 3. Marking Devices Association annual conventior 
Edgewater Beach Hotel, Chicago. 


October 19-24. The 1953 National Business Show, Grand Central Palace 
New York, N. Y. Rudolph Lang, managing director, 33 W. 42nd St., New 
York 18, N. Y. 


OFFICE APPLIANCES, January, 1953 















| 





Wh 


t; 
y 
| ;! é 


Liaw A UNE 
















Ply] d 


IIT) ed tT THT 


for industry ‘and business 


better 







' A 
¢ V Ain 
i Ai} p 
aP Lit Y J 
3 : = 4iil Al | 
i= Ai p | 
Te) } 
i 4 
36 
| 
! 
Ay } | 
—— , | 
~ i 
es 
Ada 
" 





7 The “DEBONAIR” 

level Spring Back Posture 
iin No. 272 
y, Ce The most luxurious office chair 
ever presented to office equipment 


dealers. Only thick, comfortable 
foam rubber is used in making all seats 





nanag and backs. Every Wells Chair is 
Sprin priced to beat competition! 
Co 
. $50.60 ca. tis: 
slightly higher in zones 2 & 3 
We above price for Elastic Nauvgahyde 


a PREPAID TO DESTINATION illustrated in Gros Point 
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Representatives of office equipment concerns abroad, visiting in the United States, are cordially 

invited to make the offices of this journal their headquarters. The staff at the main office, 600 W. 

Jackson Blvd., Chicago, and the staff at the branch in charge of G. C. Wheeler at 1023 Pershing 

Square Blidg., Pershing Square, 42nd St. and Park Ave., New York, will be happy to be of any 

possible service. While the facilities at New York are not so many as at Chicago, there will be 
found the same desire to serve. 





NOTES AND NEWS FROM THE BRITISH ISLES 
By S. E. Rhodes 


Lancashire Press Agency, 277 Corn Exchange Buildings 
Fennel Street, Manchester 4, England 


Manchester, December 4 


The question of productivity is one which is much 
spoken of in the textile industry of Britain. Indeed, 
teams have visited the U.S.A. to see if there is any- 
thing in textile mills there which can usefully be in- 
corporated in mills of Lancashire and other textile 
centers of Britain. 

Productivity, too, is a factor of which much is heard 
in engineering circles of Britain. Yet, curiously, com- 
paratively little seems to be heard about productivity 
in the manufacture of office equipment. 

With a view to seeing what I could find in this con- 
nection, I made enquiries of several large concerns, all 
engaged in the making of typewriters, and I was as- 
sured that this was a question which was constantly 
receiving attention. Streamlining of production, seem- 
ingly is a problem with which the industry is ever 
aware. 

I was particularly interested in the subject of pro- 
ductivity because of the effect which this has on the 
ultimate cost of the article. With a market so com- 
petitive as office equipment, it is clear that only by a 
reduction of costings (i. e. increased productivity per 
man hour) can an industry remain competitive and 
survive. 

Assembly of various components in the modern fac- 
tory is, of course, a process which is well-known. But 
one aspect of productivity and which may be over- 
looked in the general run of things, concerns the ulti- 
mate packaging of the article. 

. + * 

With these various points in mind, I attended a 
meeting organized by the Institute of Packaging, 
Northern Branch, at Liverpool, recently. Readers of 
this column will recall that I referred to the impor- 
tance of this question of packaging some little while 
ago, and the presentation of certain products in at- 
tractive and pleasing cartons. Let us, however, think 
of the packaging of, say larger articles, such as type- 
writers, accounting machines and the like for export. 

The meeting was addressed jointly by shipowners 
and their various representatives, as well as by manu- 
facturers of packaging equipment. 

The overall effect was that for the office equipment 
industry there appeared to be a tendency for carton 
packaging to spread. Now it should not be inferred 
that carton packaging was condemned. Far from it. 
But at the same time, it was emphasized that for 
manufacturers to try and put heavy office machinery 
equipment into carton-type packaging was wrong. 

Examples were given of equipment which goes 
astray through faulty packing. Normally, of course, 
office equipment going overseas is destined for ports 
which have fairly good unloading facilities. However, 
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it does happen that from time to time the facilitie; 
are poor, with unloading, say, a good distance off 
shore into lighters, owing to there being no natura 
harbors. 

This all adds to the sum total of the finished product 
because if a thing is received in damaged condition 
then agents have little choice but to return or, if they 
can effect repairs on the spot, then the time facto 
again reduces the efficiency of the undertaking con 
cerned. 

Attention, therefore, to packaging, from the point of 
adequate protection, is essential. Most office equipment 
people, naturally, will be aware of this aspect of things 
but nevertheless it is an important point. 


* * » 


Out of a record of more than £8 million of office 
machinery exported from Britain during the first 1 
months of the year, more than £114 million was for the 
U.S.A. and Canada, it is announced by the Office Appli- 
ance & Business Equipment Trades Association. 

The United States was the country’s best overseas 
customer, taking £1,128,641 worth and Australia next 
with £1,088,536. 

Exports of safes and steel cabinets during the ten 
months also increased from £1,273,664 in the corre- 
sponding period last year to £1,736,536. 

In October exports of accounting machinery rose 
from £294,154 in the same month of 1951, to £302,601, 
and those of safes and cabinets from £157,066 to 
£183,086. 

There is no doubt but that the office equipment 
industry is now once again going ahead on sales both 
to home and overseas following the general trade re- 
cession in the latter part of 1951. Another factor which 
will assist, is the easing of import restrictions by Aus- 
tralia. Sales of office equipment to Australia were 
responsible for the fact of that country being Britain's 
best overseas customer, prior to the serious situation 
which had developed over balance of payments. This 
easing of the situation is not only an indication that 
Australia is overcoming her problems, but an oppor- 
tunity for British exporters to develop their sales in 
the Commonwealth. 


* * * 


A factor: which comes to mind in reading the Inter- 
national situation, is the possible effect which the 
“freeing” of sterling may have on exports of office 
equipment, not only from Britain, but other countries, 
too. 

Many American companies, of course, have overcome 
the problem by establishing factories in Britain. And 
good luck to them. We in Britain are glad to have 
these firms with us and glad to think that Britain is 
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in a position to assist in servicing the soft-currency 
area. 

But if sterling is freed at all, and the dollar gap is 
closed (because freeing of sterling pre-supposes a 
greatly improved position in the balance of payments) 
what becomes of the position of American manufac- 
turers? One can visualize the imports of American 
office equipment once more into Britain, although, 
because of the growth of the industry in Britain since 
the end of the war, perhaps not in quite such a large 
measure as before the war. 

But the convertibility of sterling, if it comes about 
will certainly open up many new paths for the indus- 
try; paths which have been closed since the end of the 
last war. 

. x + 

An interesting sidelight on the state of trade is 
contained in the annual report of the chairman of 
Office Machinery, Ltd., (Bernard Lowthrop) who dur- 
ing the course of his remarks at the annual general 
meeting said that for the first time for many years, 
sales resistance had replaced quotas and shortages as 
the year progressed. In common with most other sup- 
pliers of office machinery and equipment, during 
rather more than half of the year, the company had a 
testing time with the new problems created by falling 
demand but these difficulties had been faced with 
determination and hard work. 

In the export field the company had continued to 
export to various parts of the world, but restrictions 
imposed by importing countries had somewhat ham- 
pered progress in that direction. 

* * * 

Remington Rand, Ltd., is now going ahead producing 
the Noiseless Model 10 at the Hillington factory, I am 
told. It seems, however, that some time will elapse 
before models reach the home market. 

I am also informed that Underwood Elliott Fisher, 
Ltd., is now changed to Underwood Business Ma- 
chines, Ltd. 

* + * 

It is with regret that we announce the death of J. A. 
Shearman, managing director of Dobell, Shearman 
Ltd., of Swindon, Wilts. He was an old timer in the 
typewriter business. With Remington for a time, he 
then opened his own business, representing L. C. Smith 
in the western counties. 

© * * 

The London branch of the Typewriter (and Allied) 
Trades Federation at a recent meeting, heard that the 
executive council was seeking a solution to the problem 
that the word “overhaul” brings about continually. 

Wood-Higgs, introducing the subject, said that five 
dictionaries which had been consulted each gave dif- 
ferent meanings—in all, some seven or eight. There 
was no doubt but the value the user put on the word 
was quite different from the value put on it by the 
dealer. Again, dealers’ values varied considerably! 

It was finally recommended that the use of the word 
“overhaul” should be discontinued and that the meet- 
ing recommend the executive council that the word 
“overhaul” should be restricted to work carried out to 
the specifications of Grade B, and that any class of 
repair should be termed “working order” or “minor 
repair.” 

* * a 

One member of the London branch of the T. T. F. is 
Sidney Sare, (Sare, Hyrons & Company, Ltd.). Like 
many others, Mr. Sare told me, he started in the type- 
writer trade at the bottom, and went through all the 
learning phases of cleaning machines in the workshop, 
repairs, overhauls and maintenance contracts. Shortly 
after the introduction of Imperial Model 50 he joined 
the Imperial Company. He started in business at Wem- 
bley in 1937 “and somehow found that I had to con- 
dense 36 hours into every 24,” he said. 

The firm started for the sale of service and type- 
writers but after the last war, the sale of office furni- 
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ture and stationery were added, and in 1948 a printing 
works at Acton was acquired, where a large variety of 
private and commercial stationery in popular use j 
produced. 

The business was formed into a limited company ; 
1951 and a director was made of P. H. Burns, who haj 
worked for Mr. Sare since the early days. 

The above history is quoted as an example of ; 
success story in office equipment, and indicative of thg 
fact that today it is still possible for people who wish 
to make a “go” of things, even in Britain. 

We say “even in Britain” because there seems { 
have grown up a belief that Britain is now a welfar 
state where private initiative and enterprise is stifle 
to a very great extent. 

In point of fact, nothing could be further from the 
truth. Today, there is a great uprising of spirit iy 
Britain and especially is this noticeable in the rank 
of the 20’s. The advent of H. M. the Queen to thg 
throne has, undoubtedly, had much to do with this 
for many see in Her Majesty a symbol of Britain’ 
emergence from the dark days of the Second Worl 
War. 





Imperial Typewriter Marks Golden Jubilee 
(See Along the Trail reference, page 10) 

The autumn of 1952 marked the 50th year—a spay 
beginning in 1902, for the Imperial Typewriter Com 
pany, Ltd., of Leicester, England. In keeping with the 
occasion the company issued an attractive booklet i 
which a little of the atmosphere of the early 1900 
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Hidalgo Moya J.G.Chattaway J. W. Goddard 


was captured and the reader was taken back to thé 
era of the hansom cab. 

It was a significant coincidence for Imperial tha 
1953 was approached with the realization that it would 
see the opening of the new Imperial factory at Hull, : 
fact that provides in itself evidence of the company’ 
desire for still further expansion and progress durin 
the next half century. 

About the beginning of the century a remarkabl 
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50 Years of Typewriter Making... At left is the Moy 
No. 1 which represents the very beginning of the typewrite 
industry in Leicester. At right is the Imperial 65 standard typ 
writer produced by Imperial Typewriter Company, Ltd., alon 
with the Good Companion portable. 


man came to Leicester, by the name of Hidalgo Moy: 
He was a Spanish American by birth, although on 
of his ancestors was the pioneer Daniel Boone. 
Moya had had experience with the typewriter 
the United States and he had designed a machir 
himself which he was convinced could be manufac 
(Turn to page 196, plea 
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Penney Warns OEA of Looking to Government 
For Benefits Which Are Individual’s 


Americans today are failing to do everything possible 
to make themselves secure in their own way of life, 
J. C. Penney, chairman of the board, J. C. Penney 
Company, warned at the November dinner meeting of 
the Office Executives Association of New York, held at 
the Statler Hotel on November 19. 

Citing personal responsibility as the “price paid for 
individual freedom,’ Mr. Penney said that too many 
Americans today look to government for benefits which 
they are unwilling to work for themselves, and, simul- 
taneously demand the freedoms associated with democ- 
racy and individual responsibility. 

If America is to remain a nation where the individual 
is of prime importance, the people must refuse to let 
others do their thinking or acting for them, he main- 
tained, in his talk on “Responsibility: the American 
Way.” 

“One of our major jobs as citizen is to concern our- 
selves with what is going on in Washington,” Mr. Pen- 
ney told the group. “We should protest when we do 
not agree with what our representatives are doing. But 
let’s not destroy ourselves by selling America short— 
and that includes the government.” 

The “Main Street Merchant” said he believed Amer- 
icans must concentrate on three major objectives to 
strengthen the nation in critical times: 

“We must improve the government that repre- 
sents us. 

“We must concern ourselves With the preservation 
of the American family. If the family unit is sound, we 
need have no fear for America. 

“There must be a return to fundamental religious 
values. We cannot do the task we have to do without 
God, without faith, without prayer.” 

The dinner meeting was preceded by small round- 
table discussions on salary rates, cost control in the 
office, and reproduction methods. 
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Philadelphia Stationers Hold Annual Banquet 


More than 350 members, their wives and guests, as- 
sembled for the 47th annual banquet, entertainment 
and dance of the Philadelphia Stationers Association 
on Thursday evening, November 20, in the grand ball- 
room of the Warwick Hotel, Philadelphia, Pa. 

Preceding the banquet a reception and cocktail party 
was held in the spacious foyer adjoining the ballroom. 
Old acquaintances were renewed and new ones made 
during this pleasant half hour devoted to sociability 
and good fellowship. 

Guests discovered at each place a Swingline staple 
Xtractor, compliments of Speed Products Company, 
Inc., also a Buddy handy memo booklet, compliments 
of Wilson Jones Company, and an envelope containing 
samples of writing paper and envelopes from the 
Whiting Paper Company. 

President Irving Roth, Roth Brothers, Philadelphia, 
extended a cordial welcome. After thanking Chairman 
Joseph O’Brien, William Mann Company, Philadelphia, 
and members of the banquet committee for doing a 
splendid job in arranging the evening’s festivities, Mr. 
Roth commented that the association’s past year had 
indeed been an eventful one. Many fine meetings with 
constructive programs had been held, membership had 
increased, and much had been accomplished. The year 
had had its dark days, too. The passing away of friends 
and colleagues—some of whom had attended meetings 
and banquets from their very inception,—brought sad- 
ness to many. 

Those who had passed on during the past year were: 
Ben S. Grayson, Ace Fastener Corporation; Walt Wil- 
son; Thomas Stagg, Hoskins Company, Philadelphia; 
George Wustner, Wm. F. Murphy’s Sons Company, 
Philadelphia; George A. Grosch, manufacturer’s rep- 
resentative; Joseph Young, Trussell Manufacturing 
Company; George Purvis, S. E. & M. Vernon, Inc., and 
George Leonard, L. E. Waterman Company. All present 
stood for a moment in silent tribute to their memory. 

After announcing that there would be no speech 


Annual Banquet of Philadelphia Stationers Assn. Held November 20, 1952 in Warwick Hotel 
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a customer. Or to give you special packing, or an imprint, or information 
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making, Mr. Roth introduced the following guests at 
the head table: Taylor B. Kellogg, C. Howard Hunt Pen 
Company; Mr. and Mrs. Francis A. Massing, Yeo & 
Lukens Company, Philadelphia; Mr. and Mrs. Charles 
A. Newcomet, The C. F. Heller Bindery, Reading, Pa.; 
Mr. and Mrs. Joseph O’Brien, William Mann Company, 
Philadelphia; Mrs. Irving Roth, Roth Bros., Phila- 
delphia; Mr. and Mrs. E. Robert Witesel, Brooks Com- 
pany, Philadelphia; and Mr. and Mrs. Ernst Abe, Jr., 
Wm. F. Murphy’s Sons Co., Philadelphia. 

He then introduced Arthur L. King, Ward’s Sta- 
tioners, Boston, Mass.; Samuel S. Rosendorf, Jr., South- 
ern Stamp & Stationery Company, Richmond, Va., 
Governor of the NSOEA Third Regional district; Philip 
G. Tagley, Consolidated Loose Leaf Inc., president of the 
Stationers 12:30 Club, New York, N. Y.; Harry Tehan, 
Jr., The Cooke & Cobb Company, president of the 
Penn-Mar-Va Travelers Club; and William Boilu, Roth 
Bros., Philadelphia, president of the Philadelphia Edu- 
cational Association. Also present were: W. W. But- 
terworth, Strawbridge & Clothier; Miss Bette Kilburn, 
Litt Bros.; James Sigman, Gimbler Bros.; Miss M. J. 
Steelman and Mrs. Mae Miller, John Wanamaker’s, 
all of Philadelphia. 

Mr. Roth remarked, “It is good to have the oppor- 
tunity to celebrate each year, to get together in a spirit 
of good fellowship and enjoy each others’ company. 
Having understanding and respect for each other— 
even though competitors—is the spirit and principal 
which the association has worked to promote through- 
out the years.” He then announced that this affair is 
dedicated to those members of the Philadelphia Sta- 
tioners Association who have been associated with 
the stationery industry for 50 years or more. 

He asked each one present to come forward as their 
names were called. They were: Chas. Decker and Wal- 
ter Abel, Sr., both of C. F. Decker, Inc.; Wm. Reinhart, 
A. Pomerantz & Company; Geo. A. Rhoades, Chas. S. 
MacKrell and Ralph Prickett, all of Wm. F. Murphy’s 
Sons Company; Richard B. Yeo and Frank Malick, 
both of Yeo & Lukens Company; A. W. Gill, A. W. Gill 
& Company, Trenton, N. J.; Tom Shanahan, Hoskins 
Company; Al Williams; Millard Jackson, Joseph Dixon 
Crucible Company; Edw. Moore, Dennison Manufactur- 
ing Company; George Harscheid, National Blank Book 
Company; Robert Gemmell, Binney & Smith; Arthur 
Peterson, Oxford Filing Supply Company; Edward 


Johnson, manufacturers’ representative; John Hamil- 
ton, A. Pomerantz & Company, and Gus Schaefer, The 
Todd Company. 

Each received a gift of a handsome case containing 
a set of gold cuff links and tie pin from the association 
as a memento of the occasion. 

The tables were then cleared and suitable space 
was provided for the excellent floor show that followed. 
Good music was provided for those who cared to dance 
between courses and for the remainder of the evening 

Much credit goes to the banquet committee for a 
job well done. Members of the committee were: Chair- 
man Joseph O’Brien, William Mann Company; Ernst 
Abe, Jr., and Joseph Dunn, both of Wm. F. Murphy’s 
Sons Company; Robert Whitesel, Brooks Company; 
Francis Massing, Yeo & Lukens Company; Fred Gallo, 
Roth Bros.; Jack Pinkerton, Hoskins Company; James 
Curran, American Pencil Company; Wm. D. McCully, 
S. E. & M. Vernon, Inc.; Thomas Crilley, Jr., Wilson 
Jones Company, and Paul Thorpe, Minnesota Mining 
& Manufacturing Company. 

Officers of the association are: President, Irving A. 
Roth, Roth Bros., Philadelphia; first vice-president, 
Chas. A. Newcomet, The C. F. Heller Bindery, Reading, 
Pa.; second vice-president, Robert Whitesel, Brooks 
Company, Philadelphia; third vice-president, Taylor 
Kellogg, C. Howard Hunt Pen Company; treasurer, 
Francis Massing, Yeo & Lukens Company, Philadel- 
phia; secretary, Ernst Abe, Jr.. Wm. F. Murphy’s Sons 
Company, Philadelphia. 





Wholesale Stationers Hold Eastern District 


Regional Meeting at Pocono Manor Inn 

Pocono Manor Inn, located at Mount Pocono, Pa., 
1800 feet high atop the Pocono mountains, was the 
scene of the annual eastern district regional meeting 
and weekend get-together of the Wholesale Stationers 
Association. The sessions were held Friday, October 
31, through Sunday, November 2. 

Warm, sunny weather prevailed and many members, 
their wives and guests arrived on Thursday, the day 
preceding the date of the meeting, in order to enjoy 
a long weekend and take advantage of the Manor’s 
recreational facilities. 

An elaborate program planned by the committee 
included such recreational activities as a golf tourna- 











The Globe-Wernicke Co. Holds Four-Day Sales Conference in Cincinnati, Ohio 


A. C. Howard, president of The Globe-Wernicke Co., highlighted the 
firm’s recent annual four-day sales conference in Cincinnati, Ohio, 
with a review of current operations and an outline of company plans 
for 1953. The conference—under the direction of Elmer G. Rahe, 
vice-president and director of sales—placed major emphasis on 
Globe-Wernicke’s Techniplan modular office equipment now available 
in both wood and steel. Attending the October 20-23 meeting were: 
FIRST ROW—P. H. Leonard; R. W. Sprott, assistant director of sales; 
C. W. Hoover; E. G. Rahe, vice-president and director of sales; A. C. 
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Howard, president; H. J. Warnock; H. B. Elmer; A. 
W. K. Downing, sales promotion manager. SECOND ROW—W. C 
Aylward, manager, systems division; B. Johnson; C. C. McWilliams; 
J. S. Radway; C. O. Rumph; R. E. Hansen; M. Geyer; C. C. Guion; 
A. Cassinera; W. G. Armstrong, and W. A. Taylor. THIRD ROW— 
W. L. Herndon; H. M. Fuller; J. Somol; R. C. Lawrenson; G. J. Han- 
dorf; Larry Rice, manager, contract division; E. J. Howard; R. P. 
Blackburn; B. Garlinghouse; L. Johnson; C. M. Derry; F. R. 
and K. S. Sutherland. 


S. Wright, and 


Austin, 
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ment, putting contest on an 18-hole green, croquet, 
shuffle board, bowling, horse racing and bingo games. 

Friday morning was devoted to registration, followed 
by a social get-together luncheon in the main dining 
room, after which the business conference was held in 
the spacious cocktail lounge on the lower floor. Chair- 
man H. C. Whittemore extended a cordial welcome 
and expressed his pleasure in noting the large regis- 
tration of over 100 guests. After a few announcements 
and a brief outline of events planned for the week- 
end, he opened the meeting which took the form of 
an informal round-table discussion of topics of im- 

















portance and interest to the wholesalers assembled. 
In sounding the keynote of the meeting, “How ito 
render good service and make a profit,” he pointed out 
that there is a diversified group of wholesale firms 
with various methods of operating their businesses. He 
called for opinions on the subject of establishing a 
uniform systematic method of operation for all sta- 
tionery wholesalers to reduce costs of operation. 
Mortimer H. Chute Jr., Bainbridge, Kimpton & 
Haupt, Inc., New York, N. Y., acted as moderator in 
the lengthy discussion that followed. Among the topics 
discussed were: Plant layout with orderly arrangement 
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OA Camerc Visits Whole Stationers Assn. Eastern District Regional Meeting 


p <4 


H. C. Whittemore, secretary, Wholesale Stationers Assn. 

Mr. & Mrs. H. C. Whittemore. 

Joseph Strauss, Speed Products Co., Inc.; Mrs. J. Strauss; Mrs. H. 
Schneider; Mrs. I. Tripp; Mrs. B. Tripp; Harold Schneider, All State 
Staty. Co., New. York, N. Y.; B. Tripp, American Crayon Co. 

- Mortimer H. Chute, Jr., Bainbridge, Kimpton & Haupt, Inc., New 
York, N. Y. 

Edward W. Blevins, Caldwell-Sites Co., Roanoke, Va. 
Cortland B. Horr, Associated Stationers Supply Co., Chicago. 

. Mrs. M. A. Goldstein; Mrs. Ethel Bell, Prudential Paper Products 
Co.; Mrs. R. T. Gemmell; Mrs. E. M. Berry; J. Howard Shoemaker, 
Eberhard Faber Pencil Co.; Max A. Goldstein, Rochester Staty. 
Co., Rochester, N. Y. 

. Charles W. Busk, Ezyindex Products Co.; William McNeill, Union 
Carbide & Carbon Corp.; R. J. Urmston, J. S. Staedtler, Inc.; Joseph 
Strauss, Speed Products Co., Inc. 

. Mrs. J. Wexelbaum; Edward F. Doolen, Wilson Jones Co.; Joseph 
Wexelbaum, The Cooke & Cobb Co. 

Front: Leo A. Behrendt, Joseph Dixon Crucible Co.; Steve Mori- 
arity, E. Morrison Paper Co., Washington, D. C.; Louis Oelwang, 
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Scrantom'’s Book & Staty. Co., Rochester, N. Y.; Rear—Valtin H. 

Lust, All-Rite Pen, Inc.; Cortland B. Horr, Associated Stationers 

Supply Co., Chicago; Arthur J. Lawless, manufacturers’ repre- 

sentative. 

Mr. & Mrs. Robert F. Shearman, Modern Stationer. 

Steve Moriarity, E. Morrison Paper Co., Washington, D. C.; Mrs. 

H. C. Whittemore; Mr. & Mrs. Edward W. Blevins, Caldwell-Sites 

Co., Roanoke, Va.; Edgar M. Berry, Loring Short & Harmon, Port- 

land, Me. 

Front: Mrs. J. J. McDonough; Mrs. H. S. Sanders; Rear—J. J. Mc- 

Donough, Plymouth Rubber Co., Inc.; Howard S. Sanders, Sta- 

tioners & Publishers Board of Trade, Inc. 

Robert E. Gooley, Cushman & Denison Mfg. Co.; Cortland B. Horr, 

Associated Stationers Supply Co., Chicago; J. H. Chipman, Brown 

Brothers, Ltd., Toronto, Canada. 

Robert T. Gemmell, Binney & Smith Co.; Harry Fensterheim, 

7 E. & M. Vernon, Inc.; Eleanor Hummel, Wholesale Stationers 
ssn. 

George F. Griffiths, Sr., Noesting Pin Ticket Co.; Henry Levy, 

Silver Staty. Co., New York, N. Y. 
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twigs Moves 


General Sales Offices 
To Chicago 


1 General Sales Office 


ae Sturgis Posture Chair Company 
Write it down or clip it out 154 E. Erie Street 
, CHICAGO 11, 


That Sturgis’ longtime emphasis on “engineering 
chairs for keeps” has meant a constantly increas- 
ing demand is a matter of record. That the two 
most recent developments—the fiber glass base 
and the new finish for metal parts, known as 
STURLON—have given that demand a decided 
upward push will not surprise the thousands of 
dealers who visited Sturgis’ exhibit at the Chicago 


NSOEA convention and show last October. 


In Charge of the Chicago General Sales Offices 


J. L. (Lou) MANN, President 
Assisted by 


Robert M. Matthews, Sales Manager 


and 
Howard Pfau, Director, Dealer Service 


J The Sturgis Posture Chair Company, Sturgis, Michigan 
| Plants in Sturgis, Michigan and Charleston, South Carolina 
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; Please send all orders and 






inquiries to this new address 


ILLINOIS 


The opening of sales offices in Chicago, distribu- 
tion and transportation center of America, will 
speed up the processing of orders and inquiries 
substantially. More than that, expanded produc- 
tion facilities already completed or under way in 
our plants in both Sturgis, Michigan and Charles- 
ton, South Carolina, will enable us to cope with 
the rising demand and render good service to 


our dealers in all sections of the country. 

















of stock according to lines of merchandise; ware- 
housing; packaging; labeling for identification; clear 
marking of kind, size and quantity using manufac- 
turers’ catalog numbers; operating time and cost of 
filling orders; labor costs of typers and billers; terri- 
tory distribution, freight costs and returned goods 
problems. Considerable interest was shown, with many 
of those present taking an active part in the discussion 
of each subject. 

President Edward W. Blevins, Caldwell-Sites Co., 
Roanoke, Va., then told the group of his travels about 
the country attending regional meetings and visiting 
wholesalers and of the information he has gathered 


. Herbert C. Hooks (at piano), Moore Push Pin Co.; Standing: Robert 
S. Meyers, Binney & Smith Co.; John G. Kolb, C. Howard Hunt Pen 
Co.; Joseph Wexelbaum, The Cooke & Cobb Co. 

. Mrs. M. H. Chute, Jr.; H. A. Cox, Thomas A. Cox & Son, Newark, 
N. J.; M. H. Chute, Jr., Bainbridge, Kimpton & Haupt, Inc., New 
York, N. Y.; Mrs. H. A. Cox. 

. John W. Henn, Joseph Dixon Crucible Co.; Mrs. L. A. Behrendt, 
Joseph Dixon Crucible Co.; Mrs. J. W. Henn, Joseph Dixon Crucible 


Co. 

. John G. Kolb, C. Howard Hunt Pen Co.; J. Howard Shoemaker, 
Eberhard Faber Pencil Co.; John W. Henn, Joseph Dixon Crucible 
Co.; Harry Fensterheim, S.E.4M. Vernon, Inc.; Harold C. Whitte- 
more, secretary, Wholesale Stationers Assn.; Robert T. Gemmell, 
Binney & Smith Co.; Herbert C. Hooks, Moore Push Pin Co. 


by so doing. Other speakers who addressed the meet- 
ing were: Cortland B. Horr, Associated Stationers Sup- 
ply Company, Chicago, Illinois; Harry A. Cox, Thomas 
A. Cox & Son, Newark, New Jersey, and Max A. Gold- 
stein, Rochester Stationery Company, Rochester, New 
York. 

After dinner in the main dining room, the evening 
was spent participating in the eastern district Harvest 
Festival, consisting of social pastimes which included 
dancing. 

On Saturday morning the outdoor contests were held 
with the golf tournament starting at 9:00 a.m. followed 
by croquet, putting, bowling and shuffleboard contests 
for ladies and shuffleboard, putting and bowling on the 
green for men. 

After luncheon a committee conference was held 
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under the leadership of H. C. Whittemore, during 
which plans were discussed for the 1953 annual con- 
vention and trade show of the Wholesaler Stationers 
Association, to be held March 2-6 at the Hotel New 
Yorker, New York, N. Y. 

At 5:45 p.m. a cocktail party was held in the lower 
floor card room at which time awards were made to 
winners of the golf tournament and other contests. 

After dinner all adjourned to the Manor Hall to 
attend the Pocono Manor Halloween party, consisting 
of entertainment, games and dancing with numerous 
awards for costumes. 

Sunday was devoted to relaxation, some departing 
early while others played golf, hiked through woods 
and trails, or participated in other outdoor sports. 

Committees responsible for one of the finest affairs 
ever held by the association included the group on 
arrangements which had the following members: Bob 
Gemmell, Binney & Smith Company; Herb Hooks, 
Moore Push-Pin Company; Harry Fensterheim, S. E. 
& M. Vernon Inc.; Howard Shoemaker, Eberhard Faber 
Pencil Company; John Henn, Joseph Dixon Crucible 
Company; John Kolb, C. Howard Pen Company; C. K. 
Coty, Eureka Specialty Printing Company; Fred Stein- 
hilber, Geyer’s Topics; Bob Shearman, Modern Sta- 
tioner; Joe Strauss, Speed Products Company, and 
John .Gallup, OFFICE APPLIANCES. 

Members of the golf committee were George F. 
Griffiths Sr., Noesting Pin Ticket Company, and Henry 
Levy, Silver Stationery Company. 

Serving on the ladies committee were Mrs. E. W. 
Blevins, Mrs. Henry Levy, Mrs. J. H. Shoemaker, Mrs. 
R. Gemmell, Mrs. George Griffiths and Mrs. H. C. 
Whittemore. 





Diebold Honors Quarter-Century Group 

“The name of Diebold is being spread wider and 
farther than ever and we will go the limit to make it 
a synonym for the best in quality and integrity.” 

With these words, Daniel Maggin of New York City, 
chairman of the board of Diebold, Inc., concluded his 
address at the recent meeting in Canton, Ohio, honor- 
ing members of the firm’s Quarter Century Club. 

George H. Bockius, chairman of the executive com- 
mittee, presented watches to each of the 75 members 
from the Canton offices and factory who attended the 
meeting. The 65 members of the club who are scattered 
throughout the nation with the direct sales force and 
were unable to attend the meeting will receive watches 
in individual presentations. 

The 140 employees with more than 25 years’ service 
represent more than 5,000 years of experience. They 
represent 13% of the company’s employees. 





Stationers Square Club Stages Party 


The Belmont Plaza Hotel was the scene of the an- 
nual Thanksgiving party of the Stationers Square 
Club of New York on Saturday, November 22. As is 
usual with this popular social event, the party was a 
sell-out with over 300 attending. 

President Edward Leventhal, Biddle Purchasing 
Company, and his hard-working committee were on 
hand as a welcoming party at the reception and hos- 
pitality hour which preceded the dinner. 

As the party assembled in the dining room, the 
stirring strains of our National Anthem brought all 
to attention. An invocation offered by Charles Shelly, 
Eberhard Faber Pencil Company, follewed. 

Then did Harry Lenon and Larry Foster and their 
orchestra set a lively pace for the evening with their 
rhythmic renditions which interspersed the dinner 
courses. Few, indeed, were the wall flowers who could 
resist the urge to dance. 

It was a sumptuous meal served leisurely to provide 
the group plenty of time for fraternization. Several 
excellent vaudeville acts were provided for the amuse- 
ment of all at this highly successful social event. 
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Saxon Introduces Rag Content Film 

A film, reputed to be the only rag content film in the 
world, was introduced at a special showing on Novem- 
ber 12, by the Saxon Paper Corporation. Titled, “The 
Paper Made for You,” the film was produced by the 
Gilbert Paper Mill. George Griffin of the Gilbert or- 
ganization presided at the exhibition and spoke of the 
firm’s new products and plans for the future. 





Golden State Travelers Enjoy Outing 
REPORTED BY BOB WESTOVER 

Aside from one dazed member who was “beaned” by 
a mis-directed golf ball, the Golden State Travlers 
Club members and guests enjoyed a successful golf 
and dinner party Friday, November 7, at the Los Ange- 
les Wilshire Country Club. 

Out of a total of 44 golfers, Jim Montgomery and 
Jerry Horton emerged victorious in a tie for the low 
gross awards and Carl Teele and Walt Waldvogel tied 
for the blind bogey. The casualty was Ernie Daniels, 
who had the misfortune to be hit on the head by an 
unintentional “slice” off a club wielded by Carl Grimes. 
No early apparent complications, other than a groggy 
condition, were noticeable and this status was shared 
by others later in the evening. 

Reinforcements arrived about 6 P.M. and an even 
100 met in the Wilshire private dining room for dinner. 
George Hatten, Golden State Travelers Club president, 
presided during the informal program. He reviewed 
club progress, giving special recognition to previous 
presidents: Willis Palmer, Russ Jones, Ernie Daniels, 
Hank Lyles, Bill Jenkins, Bob Heck and Reg Holliday. 
Russ Davis, District No. 14 NSOEA governor, announced 
the change in location for the forthcoming spring re- 
gional convention. 

Lady Luck seems to have missed the meeting, judg- 
ing by comments overheard when the dinner was 
adjourned into a poker session. However, a good time 
was had by all, even Ernie Daniels. 


New York Office Equipment Dealers 
Elect Dan Waldner President 


Some 65 members and guests attended the regular 
monthly meeting of the Office Equipment Dealers of 
New York on Thursday, November 13, in the Baroque 
Room of the Brass Rail Restaurant, New York, N. Y. 

Activities Chairman Seymour L. Nathan, Chas. §. 
Nathan Inc., New York, N. Y., announced the resigna- 
tion of President-elect William Sproul, formerly with 
Clark & Gibby Inc., New York, N. Y., and called upon 
First Vice-President Dan Waldner, D. Waldner Com- 
pany, Minneola, Long Island, N. Y., to assume the 
office of president for the present term. 

Mr. Waldner expressed his appreciation for the 
honor of serving as president of the O.E.D. He called 
for full co-operation of members and committees to 
promote the interests of the association and the in- 
dustry. Telling his listeners that plans are under way 
to provide interesting and informative meetings, he 
announced that the annual Christmas party would 
be held in December, and an interesting speaker will 
address the January meeting on the subject of window 
display. 

William J. Madden, Madden Office Equipment Com- 
pany, Inc., New York, N. Y., suggested that a Blue 
Book be compiled to give a uniform schedule of allow- 
ances to be made for used office furniture and equip- 
ment. The purpose of such a book was that it could 
be helpful to dealers solely as a guide. Because of a 
lack of sufficient time, the matter was tabled for dis- 
cussion at a future meeting. 

Ben Itkin, Itkin Bros. Inc., New York, N. Y., an- 
nounced that the annual Christmas Party would be 
held on Monday, December 15. 

In the absence of Treasurer James Glen, Manhattan 
Desk Company, New York, N. Y., who is recuperating 
from his recent illness, the treasurers’ report was read 
by Bernard H. Nemlich, Regan Furniture Corporation. 

John R. Gray, NOFA executive director, told briefly 


Golden State Travelers Club Enjoys Golf and Dinner Party at Los Angeles on November 7 


. Carl Teele, Bush’s Staty.; Paul Schmits, L. A. News Co.; Willis 
Palmer, Boorum & Pease Co.; Larry Garrity. 

. Ben Cohen, Jim Cahill and Bud Purdy, American Pencil Co., and 
Tony Nobile, Los Angeles Drug Co., ‘settling up.” 

‘ — Chapman, Stationers Corp.; Pete Masterson, Acco Products 
Co.; E. L. Chapman and A. DeWitt, Southwest Stationers. 

. Les Reynolds watches as George Hatten of Eaton Paper Corp 
club president, and Bill Jenkins, Jenkins Index Card, tally up golf 
scores. 

. Byron Thayer, Joseph Dixon Crucible Co.; Dick Kirkpatrick (prone), 
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Joseph Dixon Crucible Co., and Vern Vallett, Southern California 
Stationers Co. demonstrate “what you have to do to get along 
with your customers.” 

. John Smitts; Reg Holliday, Scripto, Inc.; Walt Waldvogel, National 
Blank Book Co.; Russ Davis, Alhambra Office Supply Co. and Dis 
trict 14 NSOEA governor. 

John Radovich, Eversharp, Inc.; Leo Rosen and Lee Scheaffer, Bert 
Morris Co.; Jim Montgomery, Higgins Ink Co. 

. Vic Hall, R. L. Smith Co., chairman of the party, at the golf tourna- 

ment registration table. 
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Here's why Invincible Modernaire desks mean 
more profits for you! 


As many as five big box channels lie underneath the top sur- You can’t twist, bend or deflect this desk slide — even un- 
face like strong sinews . . . combine with heavy channels and der heavy loads. There's extra reinforcement at key points, 
angle rims at sides and edges, reinforcing desk top and sides. assuring maximum strength and durability. 


[INVINCIBLE Modernaire desks combine smart, modern beauty 
with below-the-surface features to provide the utmost in com- 
fort, economy and durability. No other desk offers the strength, 
rigidity and freedom-from-trouble provided by Invincible’s unique 
method of reinforcing desk top and sides, Heavy box channels, 
welded throughout, prevent bending, bowing, twisting and 
weakening. 
Stock and display Invincible metal desks — and watch your OFFICE EQUIPMENT FOR BETTER BUSINESS LIVING 
ale . Write ils, 
aw one ee tice Seg Soeaem Invincible Metal Furniture Co. © Manitowoc, Wisconsin 
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of the activities of V. L. Caldwell, President of NOFA, 
and his travels around the country attending chapter 
meetings. He announced that in addition to two new 
NOFA chapters, one in San Francisco, Calif., and the 
other in Denver, Colo., a third chapter has been estab- 
lished in Cincinnati, Ohio, which will be known as the 
Southern Ohio Chapter and concluded by saying, 
“NOFA is on the march and growing steadily.” 

Activities Secretary Seymour L. Nathan then intro- 
duced the guest speaker of the evening, Paul Fletcher, 
management consultant, who as professor at City Col- 
lege of New York, conducted the original O.E.D. and 
NOFA sales training programs. He was gratified to see 
a goodly number present, of those who took the early 
courses of sales training under his guidance. He went 
on to tell of several scholars who have found that the 
selling course has contributed to their success. 

In solving complex selling situations, he said, the 
selling course establishes points of advantage and gives 
proven selling techniques. After taking the course, 
many feel they have learned enough when they find it 
works. Therein lies their weakness, he pointed out, for 
they tire of the established formula and look for new 
ideas and thus get away from the true fundamentals 
and techniques of selling. 

He advocated a continued program of training for 
the business of selling, saying that the art of selling 
consists of two things—conversation and demonstra- 
tion. In order to be successful, a salesman must perfect 
his selling story. In exploring the elements that enter 
into a sale, he went on to say, in the first place a sales- 
man must have a good reason for making the call. 
He must investigate the possibilities of his prospect, 
ascertain the correct buying authority, make a study 
of his needs, have a sound approach, sell performance 
of his product rather than the product alone, stress 
what it will do for him—such as saving time and/or 
money, give safety, protection, convenience or any 
other services. 

Other important considerations are the demonstra- 
tion, meeting of objections, and finally, the closing of 
the sale by asking for the order in the most effective 
way by contriving to make it difficult for the prospect 
to say no. Before concluding his talk, Mr. Fletcher 
gave several entertaining and enlightening examples 
of using correct selling techniques. 





Members of Horder 20-Year Club Dine 


Thirty-five of the 44 members of the old timers’ 
organization of Horder’s, Inc., Chicago, met for an 
annual evening of good fellowship and amusement at 
the club room of the Chicago Real Estate Board on 
October 18. 

Twenty years of continuous service with Horder’s is 
the magic formula admitting members to this organi- 
zation, but Art Philipp with 44 years, Carl Guthier and 
Bill Johnston with 42 and Sam Siedband and John 
Lyng with 41 were already 20-year veterans when 
many of the others joined Horder’s as “freshmen.” 

Of course, “Pop” Harry Shaffer tops them all with 
63 years in the business, for he joined George E. Cole 


Veterans All... Members of Horder’s, 
Inc., 20-Year Club dine at the Chicago 
Real Estate Board club room. Thirty-five 
were present October 18. 











and Company in 1889 on a “temporary” basis and came 
to Horder’s when Cole was absorbed by Horder’s in 
1926. We think he now plans to make office supplies 
his life work. 

Members of the Horder operating committee were 
guests of the old timers at this meeting. 


Illinois Booksellers to Join NSOEA Session 


The Illinois Book Sellers & Stationers Association 
will revert to its custom of a number of years’ standing 
in joining with District No. 6, NSOEA, for the conven- 
tion to be held in Springfield, Ill., on March 26-27. 

This was decided at a recent session of the IBSA, 
which is headed by Richard K. Corlett, Haines & Essicx, 
Decatur, Ill. Secretary-treasurer is Homer Jacquin, 
Jacquin & Company, Peoria. These men met with the 
other officers and members of the executive committee 
recently in Decatur, Ill. 

At this time the invitation of Jesse A. Peck, Spring- 
field Stationery Company, Springfield, Ill.; governor of 
the 6th District NSOEA, to convene with his group 
was accepted. Many of the Illinois dealers are members 
of both organizations and have common problems. 

The IBSA will help in arranging the program for 
the Springfield convention. 

With a special train carrying a large number of 
Chicago dealers and others in the industry, the help 
of the IBSA and the support of the Wisconsin dealers 
Governor Peck is hopeful of a large attendance for the 
District No. 6 convention. 








“Andy” Maish Guest of Boston Stationers 


Harley Lewis, secretary-treasurer of the Boston Sta- 
tioners Association, sends us the following report of 
the November meeting of the association. 

The Boston Stationers Association held its regular 
monthly meeting at the Hotel Shelton, Boston, on 
November 17. There were 78 people present, many of 
whom came especially to hear the talk “Ten Dimes 
Make a Dollar” by R. A. (Andy) Maish. 

Mr. Maish pointed out that many small sales in a 
retail store soon add up to a sizeable volume. Many 
of those present found it a very valuable talk. 

A film showing the manufacture of crepe paper 
at the Dennison Manufacturing Company was shown 
and proved very interesting. 

The next meeting of the group will be on January 
12. 





St. Louis OMDA Elects New Officers 

The St. Louis Office Machine Dealers Association at 
its November meeting elected J. D. Zollman as the new 
president. Serving with him are: 

First vice-president—Charles Taylor. 

Second vice-president—Walter E. Sarwin. 

Secretary—M. H. Klemsch. 

Treasurer—Roy Stephens. 

These officers were to be installed at the Christmas 


(Turn to page 151, please) 
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MODEL 20-LA 
SIDE CHAIR 


20" 


FULL PROFIT MARK-UP 


All Cosco chairs are designed 





by Seating Engineers ... to 
reduce fatigue — increase 
efficiency. 
Incomparably better value than any 
other office chair makes the Cosco 
line a fast-selling, confidence-build- 
customer-winning sales leader 


. for volume sales with full profit 
mark-up. Ask any Cosco dealer! ] 
Many dealers FEATURE Cosco | 
chairs for competitive advantage... 
to attract mew customers... to win 
appreciation and repeat sales. 

Thus... building store traffic that ' 
increases sales of ALL oifice equip- = 
ment. 

See that you are fully stocked to cash in on Cosco’s- ‘ Oe ee ais — Se a ee ree 
big national advertising and merchandising campaign. “Fabrilite” upholstery. Bonderized, baked-on enamel finishes in 4 colors. 

















*$28.50 in Florida, Texas and 11 Western States (Zone 2) 
BETTER SEATING means BETTER WORK 
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Carl P. Ray Appointed Underwood V.P. 

Carl P. Ray, assistant to the president of Underwood 
Corporation, has been appointed a vice-president of 
the company according to a recent announcement by 
Philip D. Wagoner, chairman. 

Starting as a serviceman with Underwood in Boston, 
Mass., in 1937, Mr. Ray advanced to typewriter sales- 
man in Baltimore, Md., and later became an adding 


Carl P. Ray 





machine salesman in New York. Prior to World War II, 
during which he served with the U. S. Navy and was 
separated as a lieutenant commander, he was assistant 
to the company’s executive vice-president. When he 
returned in 1945 he was made assistant to the presi- 
dent. 

Mr. Ray is a graduate of Deerfield Academy and 
Dartmouth College where he was named All-American 
center in 1936 in his senior year. In 1948 he attended 
the advanced management course at the Harvard 
School of Business Administration. 





Ashley Heads Mosler Dealer Division 


Promotion of Joseph M. Ashley to manager of the 
Mosler Safe Company’s nationwide dealer division was 
announced recently by Edwin H. Mosler, Jr., president. 

Mr. Ashley joined Mosler in 1943, and has been 


Joseph M. Ashley 





assistant manager of the dealer division since 1950. 
In this new capacity, he will continue to supervise the 
firm’s regional and factory sales training program for 
Mosler dealers. 

He succeeds the late George T. Breen who died in 
1050 after serving as manager of the dealer division 
for almost two decades. 





Olivetti Featured in Modern Art Bulletin 


A Museum of Modern Art, New York City, bulletin 
has been issued under the title, “Olivetti: Design in 
Industry.” This attractively-illustrated bulletin ap- 
pears in conjunction with the exhibition of the work 
of the Olivetti Company at the Museum of Modern 
Art from October 22 to November 30. 

The purpose of the exhibition and bulletin is ex- 
plained as the encouragement of industries in devel- 
opment of good integrated design. 
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Quinn Elected to Board of Royal 

Eugene T. Quinn, comptroller of Royal Typewriter 
Company, Inc., was elected a director of the company 
by the stockholders at an annual stockholders meeting 
held November 12. 

Mr. Quinn became associated with Royal in 1936 as 
accountant and tax assistant in the tax department. 
In 1947 he was advanced to the post of assistant tax 
executive and chief accountant. Mr. Quinn’s compe- 
tence and complete knowledge of the company’s finan- 


Eugene T. Quinn 





cial structure subsequently won him promotion to 
assistant comptroller in 1948,-and in 1951 he was ap- 
pointed comptroller. Previously, Mr. Quinn had been 
in the public accounting field for 12 years. For five 
years prior to joining Royal, he was associated with 
the H. E. Bacon Company, auditors for Royal. 

Mr. Quinn is an active member of the Controllers 
Institute of America. 





Comptometer Division Appointed Distributor 


Comptometer Division of Felt & Tarrant Mfg. Com- 
pany, Chicago, has been appointed exclusive sales 
distributors in the United States for the methods and 
systems division of Printing Service, Inc., Detroit. The 
announcement was made by A. N. Koch, Comptometer 
vice-president in charge of sales. 

Mr. Koch said that the Comptometer sales repre- 
sentatives, located in all principal cities, will concen- 
trate on sales of Printing Service standard writing 
board systems, in addition to the Comptometer line. 
The company manufactures and sells Comptometer 
adding-calculating machines. All its salesmen are 
trained in business and accounting forms and proce- 
dures, Mr. Koch said. 

This is a change in Comptometer sales policies, Koch 
pointed out, and is expected to result in increased sales 
of Comptometers and writing board systems. 

Printing Service, Inc., of which Martin J. Struhar is 
president, has been in business 14 years, specializing 
in business methods and systems from preliminary 
office survey to production of printed forms and the 
supplying of time-saving devices. 


Eininls Uh, P Lease 


An article “Making Phone Inquiries Into Sales,” ap- 
pearing in the November issue of OFFICE APPLIANCES, 
unfortunately gave an incorrect name for the president 
of Wallace Office Supply Company, Atlantic City, N. J. 
That individual is Lester J. Cheyne and not Lester 
Haines as Phil Lance’s article stated. The error is re- 
gretted. 
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“SPOTSEALD'' ADDING MACHINE ROLLS i & / 

MEMO PADS, RULED ""SPOTSEALD’’ TELETYPE ROLLS &, 
BLOTTERS PRINTED "COPY" SHEETS me 
CLIPBOARDS BOND & SULPHITE PAPERS : 

FILE FOLDERS MANIFOLD PAPERS .. 

MEMO FILLERS MIMEO PAPERS 
EASEL NOTEBOOKS DUPLICATING PAPERS 
MEMO PADS, PLAIN GROUNDWOOD PAPERS 

~ . . . . §-- 
Specialists to the Stationer Since 1903 
BEAR 2 est OT ae “inte, 


Rockwell-Barnes Company 
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We're looking back 


Remember 1903? Most folks know it best 
as the year history was made with the 
first airplane flight. We remember that 
year for another reason— Rockwell-Barnes 
Company was founded and served its first 
customer back in 1903. 

A lot of things have occurred since then 
... including two world wars, a great de- 


pression and the beginning of the atomic age. 
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But to us, none were more important than 
that first customer. Without him our busi- 
ness could never have grown and prospered. 

So now that we are 50 years old, we'd 
like to pause and say “thank you” to that 
driginal customer—and to the thousands 
more we have served during the past half 
century —for having made our fiftieth an- 


niversary possible. 














35 EAST WACKER DRIVE 
CHICAGO 1, ILLINOIS 
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Horne Desk & Fixture Company Opens New 
Executive Furniture Guild Galleries 


Horne Desk & Fixture Company, 40-year-old office 
furniture pioneer firm in Atlanta, Ga., recently held an 
open house in its new display offices and Executive 
Furniture Guild Galleries. 

The firm is located at 57 Pryor St., N.E., just across 
the street from its original location where it was 








founded by W. A. Horne, Sr., in 1912. In those days 
the firm merchandised the “heavy goods” needed to 
operate an office—desks, chairs, files and safes. 

In 1949, the company was elected to active member- 
ship in the Executive Furniture Guild dedicated to 
the purpose of producing balanced, harmonious offices 
for the executives of America. 

Now, Horne Desk & Fixture Company is ready to 
produce “fine offices in good taste.” This involves the 


Horne Desk & Fixture Company, Atlanta, Ga., Opens New Display Offices and Guild Galleries 


Main furniture display room (top), steel office furniture display 
(center left) and Executive Furniture Guild Galleries featuring 
wood. Here, in a series of newly-designed offices and conference 
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rooms, customers of Horne Desk & Fixture Co. may view the most 
advanced trends in traditional and contemporary office furniture, 
draperies, decor, floor coverings and accessories. 
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Exclusive “Television Indexing” makes 
your secretary’s transcription as effort- 
less as glancing into her compact. No irri- 
tating index strips. No straining to hear 

reception’s bell-clear. No hair-rum- 
pling headbands. And SoundScriber saves 
so much time for her and for you. You 


Only SoundScriber Offers You: 


1. Automatic On-the-Dise Indexing. 
2. Two Arm Flexibility. 


3. Mail-Chute Size Discs, 
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more and more secretaries prefer 
Casior to Use 
SoundScriber® 


DICTATING 


Winner of Fashion 
Academy Medal 
for beauty of design. 


4. “Television Indexing”. 


. .. and it’s the only dictation 
disc useable on long-playing 
phonographs—it’s 33/3 rpm. 


SEND r00Ay amma 






EQUIPMENT 


eS Sea —S 
ct: saci 


dictate when you’re ready, she transcribes 
to fit her schedule. Both of you get more 
done, faster, with less effort than ever! 


The coupon is your first step toward 
making your secretary even more efficient. 
Mail it today. 












New Haven 4, Conn. 
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SoundScriber Corp., Dept. OA-1, 


Please send me Motion Study Charts. 


























| = STACOR’S 4-DRAWER STAKMASTER | ¢. 


Ses Ss 


sracon MAKES MORE| 














5-drawer Ss 
section 

Holds drawings, tracings, blueprints, Li a q iM 9 7 EEL 

artwork, cuts and paper. Available in 

all standard sizes up to 38” x 50” d ; = i 

Heavy gauge steel welded to form mace in sizes 

Drawers roll smoothly on 

case-hardened ball bearing rollers 

Double hinged depressor and back 

hood on each drawer protects 

tracings, etc. from curling from list 

Drawers will not pull out accidentally 4-drawer Stakmaster available from $69.50 ‘ 

Handsome hardware—Precision built | 
DIVIDE AND RULE ANY h 

SaainEI extend FILING PROBLEM | 
The Stakmaster adjusts to every CLOSED BASE (extra) LEG BASE (extra) 

rype c business need. When partitioned the 

(partitions extra) drawers are ideal for storing (cloth Drawers 2 High @ Closed Top—No Cap Required 
swatches, small parts, costume jewelry 
and countless other items). All draw- *all Stacor file equipment available with locks. 


=) TYPE D 
(partitions extra) @FS are prepunched for dividers. 


po ficial Attractive dealer discounts 


(partitions extra) 





CCC CUO Ru er STACOR Bucei' Li 
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CAUSED A SALES-SENSATION! 








o—— 
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OOM FOR ADDED PROFIT 


STACOR 
STAKMASTER 



















STAKMASTER’S HIGH QUALITY, LOW-COST FEATURES! 
A Bigger Unit With Even Wider Sales Appeal! X-RAY FILING 
i CABINETS 
Here is every quality feature that made ae). ely 
Stakmaster a sell-out . . . only more so! The or a-ray fing 
. k t ffers greater space for oressive cradle 
S-Crawer Sickmastor GOs @ P arene bn “PLANMASTER” BLUE. 
low-cost efficiency in almost any business . . . PRINT FILING CABINETS 
for practically a lifetime. Be sure to feature Five-drawer sections, heavy 
2 : 3 gauge stee! welded to form, 
the new 5-drawer unit for sure-fire sales in smooth rolling, ball bearing 
‘ drowers. 3 and 5 drawer 
every direction! units; all standard sizes. All 
biveprint cabinets available 
with locks. 











THE LINE WITH THE MOST CONVINCING SALES TALK... 





SSS STACKS HIGH 
ts | FOR GREATER 
\ PROFITS! . 





TRACING BOARDS and 


The Stakmaster can be stacked TABORETS DRAFTING and TABLES in STEEL 


ddi , Heavy gauge steel DRAWING TABLES Portable fivorescent 
as additional units are needed, welded to form, two Four-post steel base, **Tracemaster,’’ scientifi- 
creatin t drawers, large cabinet kiln - dried soft wood cally designed reflector, 

" g a steady flow of repeat section with door. Re- top. 8 board sizes, modern streamlined de- 
profits! cessed base or casters. 24x30 to 42x84. sign. All sizes. 
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study and sale of accessory pieces, such as drapes, 
floor coverings, mural decorations and ceramics. 

The remodeling of the building has been completed. 
Involved are the 6,000 square feet on the first floor of 
the Horne family-owned building and the 2,500 square 
feet on the second floor, where model offices have been 
set up to form the Executive Furniture Guild Galleries. 

The display office sets are completely equipped by 
Horne designers and feature matched office suites by 
Stow & Davis. 

Mr. Horne, Sr., founder, believes that the firm he 
established is the oldest of its kind in Atlanta, still 
under the same name and management. 


The elder Horne, who observed his 75th birthday 
November 16, is still active as president. He says that 
during the 40 years of the office furniture concern’s 
life, it has been its policy to merchandise office furni- 
ture “from the cheapest that’s good to the finest that’s 
built.” 

He recalled that in 1912 steel filing cabinets were 
just replacing wood, roll-top desks were still highly 
acceptable and a safe with an underwriter’s laboratory 
label was not to be had. He said he was criticised by 
some desk manufacturers in the early 1900’s for pub- 
lishing a magazine article prophesying that the roll- 
top desk soon would be obsolete. 

W. A. Horne, Jr., since his graduation from Georgia 
Tech in 1932, has been active with the company as 
treasurer and general manager except for periods of 
war service during which he attained the rank of full 
colonel. 





Tom Whalen Opens New 
West Bend, Wis., Store 

The Tri-County Typewriter and Office Equipment 
Company was opened early in November at 109 S. Main 
St., West Bend, Wis., by Mr. and Mrs. Tom Whalen. The 
ceremony, apart from the presidential election, was 


the outstanding event at this season for the folks of 
West Bend. The two-day opening brought 1750 visitors 


West Bend’s Newest 
. . . Three views of the 
Tri-County Typewriter and 
Office Equipment Co., West 
Bend, Wis. Top left is a 
view of the store front, 
while at top right are seen 
the store’s personnel. They 
are, from left, Stanley Ma- 
kurat, Bernice Makurct, 
Mrs. Tom Whalen, Mary 
Faber and Rosalie Klumb. 
M. D. Hasty, manufactur- 
ers’ representative, and 
Tom Whalen, the owner, 
far right, complete the 
group. A general view of 
the store is shown in the 
lower photograph. 


to the store, which was decorated with many floral 
baskets sent by friends. 

Newest ideas in decor have been incorporated into 
the store, the front window of which slants back to 
a door at one end, giving a full view of the interior. 
Two walls are painted chartreuse, the other two, rose 
color, while the ceiling is off-white. The shelving is 
styled as blonde driftwood, a sand-blasted fir wood, the 
grain highlighted with blonde and brown. Overhead 
lighting provides the illumination. The floor is har- 
monizing tile. 

A show room for furniture and display, also a type- 
writer sales room and repair shop are located in the 
basement. 

Mr. and Mrs. Whalen were assisted at the opening 
by Stanley McKurat, Bernice McKurat, Mary Faber 
and Rosaline Klumb. The following travelers were also 
present: Jim Lewis and Ed Roozen of Invincible Metal 
Furniture; Ralph Nelson, Herring-Hall-Marvin Safe; 
Russ E. Ragan, American Pad; Norm Hanson, National 
Blank Book; Martin Manfield, Webster; Frank Hay- 
ward, Peerless Luggage; Roy Dahlstrom, American 
Pencil; Paul Sarno, Wilson Jones; Robert Henike, 
Western States Envelope; Fred Sengbusch, Tom Adams 
and Merril Hasty, Sengbusch Inkstand Co. 





Change Name to Waterman Pen Company, Inc. 

The directors of the L. E. Waterman Company have 
voted to change the company’s name to Waterman 
Pen Company, Inc., effective immediately, it was an- 
nounced November 28 by Frank D. Waterman, pres- 
ident. “We feel that the new name will be more de- 
scriptive of the company and its products,” Mr. Water- 
man said. 

The L. E. Waterman Company, founded by Lewis 
Edson Waterman, inventor of the first workable foun- 
tain pen, has pioneered in writing instruments since 
1884. The company recently introduced a revolutionary 
new jewel point pen—with a polished sapphire as a 
writing point. 
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A GOLD MINE FOR YOU 































IN ONLY 
19 INCHES 
OF SPACE! 








Inc. 
lave 
nan 


an- IT’S THE SWINGLINE 
res- | STAPLER DEPARTMENT! 
ter- § A history-making, profit-making 
first’! A unit to systematize, simplify 
ewis and speed your stapler selling opera- 





yun- tions! A unit that displays and sells 
ince § every stapler in your Swingline stock! 
lary A unit that invites customer selection 


is a and testing! A unit of flexible use, 
superb styling, fine construction! And 
—a unit that COSTS YOU NOTHING! 


STAPLER DEPARTMENT 


LIGHT—PLUS ACTION— 
MOVES MORE MERCHANDISE! 


An illuminated, continuous-action, 
full-color photograph in headpiece 
dramatizes famous Swingline open- 
channel. Lift-load-close action “comes 
to life’’ as customer moves before 
display. Shelves also illuminated. 
Effective with lights on or off. 








TEST-TABLE TOP GETS CUSTOMERS 
TO STOP—LOOK ... TRY—BUY! 


Test area on top eliminates counter 
crowding and clutter—a real customer 
convenience! Unit meets every store 
need... fits against wall, showcase, 
counter, on open floor or in window. 
Measures only 19” deep, 34” wide, 
44” high. Features 16 different items, 
with slots for price changes, pockets 
for “pick-up” literature. Solidly built 
of blonde wood, gleaming chrome, 


‘Swinghne STAPLER DEPARTMENT 


WRITE FOR DETAILS ....... speep propucts COMPANY, INC., 32-01 Queens Bivd., Long Island City 1, New York 





. 
Ty " 
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Transfer 


Sell G Products to 





FILING 
SUPPLIES 


In this highly competitive field, 
every GUSSCO dealer knows he 
need never fear direct competi- 
tion from the factory because 


The GUSSCO Line is sold 

through dealers only. And every e 13 SIZES 
Gussee — none tage _ 

ine is made right an 

priced right so he can meet all © 3 STYLES 
competition and still make a fair 

profit. This is a sales and profit 

combination you will find hard 


to beat... . The GUSSCO Line 
is comprehensive in scope per- 


mitting you to fill most of your Trademark 

customers’ needs direct from STEEL FRONT 

stock items. And if you need spe- f° 

cials, you will like our service, TRANSFER FILES 

too. Check over your stock and 

place your order, today. 
Hundreds of your customers are going to wrap their trans- 
ferred records into bundles and toss them into vaults or 
storage rooms where they can be found only after tedious, 
time-consuming search. They will, unless you show them 
the modern, economical way to store their semi-active and 
inactive records in TRANSFILE Files where they can 
keep everything at their finger tips. 


Made of fibre board, TRANSFILE Files are so reinforced 
that all the weight of the drawer and contents is solidly 
supported on steel. Even when stacked ceiling high, the 
lower drawer operates with the same ease as the top drawer. 


There is extra profit for you here for a reasonable selling 
effort. Be sure you have a good stock on hand. Check 
your stock and order, today. 





GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET NEW YORK 13, N. Y. 
WEST COAST REPS. — GUSSCO SALES INC., 337 WINSTON ST., LOS ANGELES 13, CAL. 
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‘| Time! 


Increase Your Pro fits ! 


Guide-O-File 
WITH SLID-O-MATIC 
DISAPPEARING TOP 


A personal file, desk high, where infor- 
mation may be kept instantly available. 
The Slid-O-Matic top completely dis- 
appears at a slight push of the finger. 
It slides back into place with equal 
ease. Gray or green finish. Sturdy all 
steel construction. Mounted on rollers, 
the Guide-O-file can be moved about 
as required. 

The Guide-O-file is ipped with 25 
Guide-O-folders conshite a adjust- 
able metal tabs and an assortment of 
inserts for tab headings. Guide-O-file is 
also available without the stand. 
















ler 


Pending 





Guide O.fp 


THE HANGING FOLDER WITH ADJUSTABLE METAL TABS 


Just get your customers to try Guide-O-folders in any of 
their files and you have made a sale. So easy, accurate and 
quick is filing and finding with Guide-O-folders that their 
value is quickly recognized and the sale consummated. 





Guide-O-folders fit right into every filing system. To make 
a conversion all you have to do is—1—Clear the file drawer 
—2—Adijust the metal Guide-O-frame in the drawer—3— 
Put the adjustable metal tabs in their proper positions as 
you put the Guide-O-folders in the drawer AND you are 
ready to file and find. The Guide-O-folders slide along with 
finger tip ease, thus eliminating all the backbreaking, ex- 
asperating tugging of ordinary folders in file drawers. 


Make a real sales drive on Guide-O-folders this Transfer 
Time to increase your profits. 






Guide-O-Tray 
STEEL DESK DRAWER UNIT 


Made to fit the lower er! drawer of 
all standard desks. Using this unit, the 
desk worker always has important and 
vital data at the finger tips—always in 
an upright position. Instantly available 
and instantly replaced. The unit con- 
sists of a metal tray and 25 Guide-O- 
folders complete with adjustable metal 
tabs and an assortment of inserts for 
tab headings. 



















GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET NEW YORK 13, N. Y. 
WEST COAST REPS. — GUSSCO SALES INC., 337 WINSTON ST., LOS ANGELES 13, CAL. 











OFFICE APPLIANCES, January, 1953 91 





953 














Monrobot Electronic Wizard He 


On Presidential election night, Nov. 4, Monrobot, the electronic 
“brain” developed by Monroe Calculating Machine Co., Inc., was 
busy devouring vote totals as fast as they came in and flashing 
trends long before the final vote was counted. The machine was 
operated by Marilyn Mason, who is seen at left, talking before 





How Monroe’s Electronic Wizard Aided Election 


Ever try to multiply 99 quintillion by 999 quadrillion 
—using pencil and paper? A preblem like that could 
wear out plenty of graphite. But to an electronic 
wizard named Monrobot, such a puzzle is mathematical 
duck soup compared to figuring election trends. 

Over NBC-TV on election night, November 4, Mon- 
robot whizzed through yards and yards of calculations 
at the rate of 600 figures per minute, and whipped out 
answers all the world was waiting to hear. 

Monrobot, an electronic brain developed by the 
Monroe Calculating Machine Company, was wheeled 
into NBC studios several days before election. One of 
the fastest—not the biggest — electronic computers, 
Monrobot resembles a desk with an adding machine 
and typewriter on top. Into the maze of wires, tubes 
and magnetic forces concealed within the desk, figure 
after figure was poured for several days. 

By the time November 4 rolled around, Monrobot had 
stowed away the hour-by-hour vote totals for every 
state and for every race—Presidential, gubernatorial 
and congressional—of the 1948 elections. 

On the big night, as if he didn’t have enough to 
chew on, Monrobot devoured vote totals as fast as they 
came in. In a flash he had the answers for TV com- 
mentator Morgan Beatty, who passed them on to an 
audience of millions. NBC was able to quote voting 
odds on each state and on the nation as a whole, and 
flash trends long before the final vote was counted. 

Perhaps one of the reasons Monrobot’s gray matter 
clicked so nicely was that beautiful Marilyn Mason 
was pushing the buttons. A mathematics major at 
Brown University, Marilyn is now an analyst in the 
methods department of the Prudential Insurance Com- 
pany and an expert at handling the magnetic brain. 
Marilyn and the Monrobot were backed up by a battery 
of calculators and bookkeeping machines to feed it 
data. 

Interviewed on NBC-TV’s “Advancing Human Fron- 
tiers” show, Howard Fleming, Jr., project engineer 
who designed the physical structure of the Monrobot, 
remarked that “unlike most electronic brains which 
are so huge they can barely be moved, Monrobot was 
designed to occupy only the space of a standard size 
office desk. It weighs about 1,000 pounds, has fewer 
than 1,000 vacuum tubes and consumes only 3,000 
watts.” 

So swift is the operation of Monrobot’s mechanical 
cranium that he has his own cooling system to keep 
from stewing in his own juice. He’ll take as many as 
100 instructions at a time without complaining, and in 
a sixtieth of a second can recall any bit of information 
stored in his electronic memory. 

This is the first time in election history that such 
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ips Out With Election Returns on November 4 
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NEC television cameras with commentator Morgan Beatty, and in 
the center picture, with the machine. At right, Edwin J. Quinby 
director of Monroe's electronic research and development, and 
Electronics Supervisor William H. Burkhart, together with Engi. 
neer Howard Fleming, check Monrobot's “innards.” 


















rapid analysis has been available. “Electronic com- 
puters,” say Monroe engineers, “promise to revolution- 
ize the method of bringing up-to-the-minute informa- 
tion into the American home.” 













Shipman-Ward Appoints C. LeRoy Jones 


Vice-President in Charge of Sales 
Shipman-Ward Manufacturing Company has an- 
nounced the appointment of C. LeRoy (Rocky) Jones 
as vice-president in charge of sales. 
Mr. Jones has been in the office machine industry 
for the past 30 years—first as sales manager for one 
of the typewriter manufacturers, and later as organ- 
















C. LeRoy (Rocky) Jones 







izer and director of O.A.M.I. He is the author of the 
Typewriter Mechanical Training Manuals and has re- 
cently completed the Electric Typewriter Tek-Manual 

“Rocky” has willingly given help and technical as- 
sistance to the typewriter dealers throughout the 
country. This experience and knowledge of dealers 
problems ideally fits him for his new position. Ship- 
man-Ward, aided by his experience, will be able to 
continue and expand a policy of helpfulness and serv- 
ice to the dealer. 

Shipman-Ward extends a warm invitation to 
Rocky’s friends to visit him at Chicago and those he 
does not know personally are cordially invited to come 
in and get acquainted. 
























Nu-Craft Products Company Expands 

The Nu-Craft Products Company has taken an 
additional loft of about 3,000 square feet which, in 
addition to its own building, gives the firm a total 
of about’ 8,000 square feet of floor space. The new 
loft will be used for stock and shipping room pur- 
poses. ' 

New, modern machinery has been installed in the 
plant for manufacture of “Champ” desk trays and 
line of bank equipment. The new arrangement permits 
assembly line production, making possible more prompt 
and efficient service to many dealer customers. Fluo- 
rescent lighting is used throughout the plant. 
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Borroughs Starts the NEW YEAR 
with another NEW FLEXI product 








LIBRARY SHELVING 


with sliding shelves and *4” vertical adjustment 





and in 





















Juinby 

it, and 

1 Engi 
: Gentlemen, may the New Year be a happy and 

tion. : prosperous one for you. We'll do all we can to 

yrma- : make it so, by supplying you with quality-built 
e 3 “Flexi” products. In less than one year, we have 
= = over 700 dealers, and we hope to make it 1,000 
S : or more this year. Write Joe Davis, sales manager, 
a. and line up with Borroughs. 

} an- < e ' 

Jones = & K 
= : ~eehere’s value plus 

justry = s 

r one = i 1 Sliding shelves—adjustable without bolting 

| ~~ 

ia = : ; 2 3 heights — 42’— 84”— 90”. . . shelves 9” 
Ss : deep . . . width of unit, 36” 
= e 3 Obtainable in single or double-faced units, 
= 3 . with open or closed backs 
: : z 4 All open back units have rear book stops 
= = 5 No unsightly cross-sway braces 1 
: 6 1-piece bottom 

f the 3 7 1-piece double-faced end panels 

is re- 4 4 : 

nual if 8 Cornice tops 

. ‘ae : 4 @ Packaged for easy, space-saving storage. 

alers 3 moe fi Easy to assemble 

may | 10. And they are quality built . . . let us tell 

pg you more 
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BORROUGHS MANUFACTURING COMPANY 


A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 








3002 NORTH BuRDICK All) KALAMAZOO, MICHIGAN 
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Out West Firm of Colorado Springs 
Opens New Building in 80th Year 

In its 80th year of existence the Out West Printing & 
Stationery Company, Colorado Springs, Colo., marked 
another major step in its history recently with the 
opening of its modern new quarter-million-dollar 
building. 

The structure was built specifically to house the 
office supply, commercial and social stationery store. 
Proud of its accomplishments, Out West Printing & 
Stationery Company planned special features for the 
grand opening under the direction of William Mason, 
Jr., president and general manager. 

The two-story masonry and brick store has one of 
the most original fronts in Colorado Springs. A huge 
25-foot-wide panel of solid glass on the front affords 
a full view of both floors from the exterior. 

Although there are only two main floors, the build- 
ing was constructed on four levels, including a base- 
ment and a spacious mezzanine. The structure has a 








ABOVE .. . The account- 
ing department maintains 
efficient operation by the 
use of modern office ma- 
chines. BELOW .. . One of 
the model office display 
rooms. 








Out West Officers .. . Left to right are William Mason, Jr, 
president and general manager; Herbert S. Riley, vice-president 
and sales manager; William C. Mason, secretary, and Leslie A, 
Goss, treasurer. These men are heads of the Out West Ptg. & 
Staty. Co., Colorado Springs, Colo. 


on \ SRS 





50-foot frontage on Pikes Peak Ave., and a depth of 
139 feet. 

“We are an office supply and stationery store and we 
have attempted to keep that character down through 
the years,” the firm’s president said. 

Decorated in cool harmonizing colors, the main floor 


WH hi hb, ~~» ew 








ABOVE ...A view from 
the mezzanine of the main 
retail floor —the commer- 
cial stationery department. 
BELOW ...A view of the 
second floor devoted to 
display of business furni- 
ture and equipment. 




















Exterior and Department Views of New Home of Out West Ptg. & Staty. Co., Colorado Springs 
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Gas SRE them all like a book... 








3 i <A or | ie but ... there’s one phase of virtually every business 
slie A . r which Lyon Steel Equipment Dealers know 
Ptg. & § 4 = = : “from cover to cover.”” That phase has to do with 
: I helping their customers make the most out of steel 
th of § 7 Hy equipment in terms of savings in time, labor and money. 


A highly diversified line of more than 1500 standard 
Lyon items enables Lyon Dealers to meet the varying 
MN . needs of business, industry and institutions— better. 
floor § Zima, © ae A very few typical products are shown below. 
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This and similar advertisements appear 

in Newsweek, Business Week, and leading trade 
publications, month after month. With so many 
products to sell to so many markets .. . 

and with this kind of advertising support 

—is it any wonder that Lyon Dealers sell 
thousands of dollars worth of steel equipment 
every month of the year? 





FACTORIES IN... AURORA, ILL., AND YORK, PA. 


LYON METAL PRODUCTS, INCORPORATED 


General Offices: 128 Monroe Avenue, Aurora, Illinois 
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Drawing Tables 
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of the building houses displays of office supplies. The 
main floor and entire building is brilliantly lighted. 
Attractively placed are the more than 80 separate sec- 
tions of lights on the high ceiling of the first floor. 

Located under the mezzanine on the first floor are 
offices for the printing department representative, the 
department floor manager and his assistant, the floor 
manager and the city order desk, cashier and receiv- 
ing department. 

Perhaps the most attractive portion of the modern- 
ized building is the area covered by the three model 
offices situated on the mezzanine. The models are 
completely furnished with the latest in wood and steel 
office furniture so the prospective buyer can see exactly 
how his office will appear before purchasing the furn- 
iture. 

Something new in building design is the kitchenette 
convenient for “coffee time” or for use by employees 
who bring their lunch. 

The second floor is devoted to displays of office 
furniture of all types and prices. At the rear of the 
second floor is a display room for office machines. The 
firm also has on display a huge assortment of office 
safes. 

All floor levels of the new building connect with the 
adjoining four-story printing department building. A 
penthouse on the roof houses the air-conditioning and 
elevator equipment. 

The latest methods for handling the firm’s incoming 
stock are embodied in the building. A chute smoothly 
conveys the merchandise from the outside loading dock 
to the huge basement where it is marked and separa- 
ted and stored in a specific place. 

The stationery store was first established, as such, 
in 1898 and the present president and general manager 
has been with that department since that time. Mr. 
Mason came out of high school to start with the com- 
pany as an errand boy. 

Gen. William J. Palmer is credited with the founding 
of both the business firm and the city of Colorado 
Springs. The company was established in 1872 a short 
while after the city had its beginning. The first issue 


of the Out West, a weekly newspaper marked the hum- 
ble start of the firm. Several changes of name followegq 
but the progressive nature of the firm did not cease. 





Monroe Makes Machines Available to Dealers 


For the first time in 40 years, the Monroe Calculating 
Machine Company is making available to office ma- 
chine dealers a line of adding and ‘calculating ma- 
chines. Through a new dealer sales program the 


Available . . . Monroe Models Sold by Dealers. 


company will offer four models of calculating ma- 
chines, retailing through dealers up to $450, and a 
line of 14 adding machines retailing up to $435. 

Monroe will sell on an unrestricted basis to all deal- 
ers, who will offer the machines at the same list price 
as Monroe salesmen. The company claims to be the 
only office machine manufacturer to offer both full 
keyboard adding machines and full keyboard rotary 
calculators. Its 230 sales offices will continue to sell 
a complete line of adding, calculating and accounting 
machines. 





Scribner Elected to New IBM Post 

Gilbert H. Scribner, a director of International Busi- 
ness Machines Corporation, has been elected to the 
company’s executive and finance committee. 











Lit-Ning Display ... This selec- 
tion of Lit-Ning products was shown 
recently in a window display by 
Schwabacher-Frey Co. in Los An- 
geles, Calif. 
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For: Office 
Home 
Students 
Teachers 


A LINE OF BETTER 
STAPLERS 


DEMONSTRATION BRINGS 
INSTANT PREFERENCE 


@itum) Staplers have met with a sensa- 
tional reception by the trade and by 
consumers. This line of Staplers is built 
around a new idea of simplicity in opera- 
tion, smoothness of action and depend- 
ability in performance. 





@atum) Staplers embody distinctive feat- 
ures in construction and design that gain 
immediate interest upon demonstration 
and produce easy, profitable sales. 


All models use standard size staples. 


For Full Information 


Ask for Circular D1274 Citim) Staples smooth operation, prevent jamming. 
Made of 100% round wire for extra penetrating power. 


WILSON JONES Co. 


NEW YORK CAMBRIDGE, MASS. CHICAGO KANSAS CITY, MO. SAN FRANCISCO 
122 East 23rd Street 26 Blackstone Street 209 So. Jefferson Street 1520 Cherry Street 246 First Street 


Main Plants at CHICAGO and ELIZABETH, N. J. 
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See Detou “< 


i in a 2 in Stote 
Cord to Telephone 
Standard Installation .. . Details of KE 
telephone equipment installation on desks |e 
as prescribed by American Standards Sones {1h 
Assn. Illustration at left is of left portion 

of desk and at right is shown the right | 
portion or pedestal. 


Set Standards for Desk Phone Installations 


Provisions for installation of telephone equipment on 
desks have been approved as American Standard 
(X2.1.2-1952), it was announced recently by the Amer- 
ican Standards Association. Recognition of the in- 
creased importance of concealing telephone wiring and 
apparatus in desks led to the development of the 
standard, says A. R. Hutchinson of Western Electric 
Company, chairman, of the ASA subcommittee con- 
cerned with the project. 

The standard sets up general specifications for wir- 
ing channels, mounting details for equipment, such as 
connecting blocks and bell boxes, and inconspicuous 
entrance holes for incoming wire or cable and for the 
telephone’cord terminating in the telephone set. Ac- 
cording to Mr. Hutchinson, facilities to accommodate 
concealed wiring can be readily incorporated during 
the manufacture of commercial desks at little addi- 
tional expense. 

Concealment arrangements suggested by the stand- 
ard and shown in drawings will be found adequate for 
90% of desk installations. For more complicated or 
larger installations, where large-sized cables, connect- 
ing blocks or relay equipment may be required, special 
arrangements will be necessary. 

Use of the standard should assure both that cables 
and wires will not be exposed on the desk, and that 
the desk will not be marred by screw holes upon re- 
moval of the wiring and apparatus. Desk manufac- 
turers are already providing arrangements for con- 
cealment, but adoption of the standard by the industry 
will bring about uniform installations. 

The standard was developed by the co-operative ef- 
fort of a committee representing the desk manufac- 
turers, the telephone industry and desk users. Sponsor 
of the project is the National Office Management As- 
sociation. 

Copies of the American Standard provisions of in- 
stallation of telephone equipment in desks (X2.1.2- 
1952) are available from the American Standards 
Association, 70 E. 45th St., New York 17, N. Y., at $.25 
per copy. 





Shaw-Walker Appoints Toledo Branch Manager 


The appointment of Frank R. Schober as manager 
of its Toledo, Ohio, branch has been announced by The 
Shaw-Walker Company. 

Mr. Schober, whose headquarters are at 124 Superior 
St. in Toledo, joined Shaw-Walker on February 2, 1948. 
After intensive work in the field of records manage- 
ment, he later went into sales of the general line. He 
served in World War II in the medical corps and after 
V-E day aided in the standardization of medical equip- 
ment and supplies for joint purchases by the Army- 
Navy Medical Procurement Department. 
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“Don't Keep Cash in a Safe”... For years, safe manu 
facturers have emphasized this point. The acompanying photc 
graphs were submitted by Diebold, Inc., to illustrate the difference 
in degree of money protection between a safe and a money chest 
Here’s the firm's story: The safe and Diebold Cashgard ches! 
illustrated were located in offices of the Amana Building i 
Amana, Iowa. Burglars attacking the record safe (top) were 
successful. The Cashgard chest (bottom) resisted entrance. 
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9° reasons why speed-file is today’s best filing cabinet value 


Speed-File is the finest value in filing today because it 
meets your customers’ demands for greater space- 
saving economies and faster filing and finding. 


Only Speed-File offers half a drawer extra of workable 
filing space in every cabinet by room ingeniously pro- 
vided outside the file drawer by automatic operation of 
an expansion back, 


And remember this! Only Speed-File offers complete 
simplicity and ease of operation: file contents lie back 
in normal filing position a-u-t-o-m-a-t-i-c-a-l-l-y, every 
guide and folder is seen at a glance, records are re- 
ferred to instantly without releasing compressors or 
removing folders. 

These are features that make Speed-File today’s most 
wanted filing cabinet — features that help your busi- 
ness as well as your customer's. Art Metal Construction 
Co., Jamestown, N. Y. 


There’s an Art to FILING efficiency 


. Guides in full visibility 


on opening drawer. 


. Rigid front — expansion 


drawer back. 


. Opens and closes like 


standard file. 


. Contents slope back- 


wards 3% inches — auto- 
matically! 


. Full-height drawers take 


standard file guides and 
folders. 


6. Speed-File Spacers di- 


vide contents of file for 
fast, easy filing. 


. Snap-out Guide Rod — 


just press down and pull 
out. 


. Time-tested, Art Metal 


ball-bearing roller, side- 
arm suspension. 


. Maximum usable filing 


space — full depth of 
drawer. 











F. G. Macllroy Appointed Western Manager 
Walter J. Niles, president of the SoundScriber Cor- 
poration, manufacturers of electronic dictating and 
recording equipment, has announced the appoint- 
ment of Frank G. MaclIlroy as western division man- 
ager, supervising the company’s distribution and sales 
in 11 western states, with offices in San Francisco. 
Mr. Macllroy, a native of Maine, began his career in 
the office equipment business as a salesman for filing 


F. Macllroy 





systems in Boston in 1924. Since that time, he has been 
branch manager, district manager, and Pacific coast 
manager for leading manufacturers of office equip- 
ment. 

He has a long list of important affiliations with pro- 
fessional and civic organizations. In Rochester, New 
York, where he spent 16 years, from 1925 to 1942, in 
office equipment sales, Mr. MaclIlroy was president of the 
Office Appliance Club, the Sales Managers Club, the 
local chapter of National Association of Cost Account- 
ants, and National Office Management Association, as 
well as president of the Rochester Rotary Club. 

In San Francisco, Mr. MaclIlroy was president of the 
Office Appliance Club and the National Office Man- 
agers Association in 1947. He has held national posts 
with the National Office Management Association, be- 
ing Director of Area 11 during 1947 and 1948, and 
chairman of the Chapter Materials Committee during 
1949. During that year, he received the Merit Award 
Key from NOMA. 

In 1951, he was national vice-president of the Office 
Managers group, and in 1952 General Chairman of 
their International Conference and Exhibit held in 
San Francisco. 

Mr. Macllroy’s military service includes two years 
during World War I in the Aviation Section of the 
U. S. Army Signal Corps, and two years in World War 
II in Air Corps Intelligence, serving in Africa and 
India. He holds the rank of Major in the Air Force 
Reserve. 

He makes his home in 
suburb of San Francisco. 


Burlingame, California, a 





Women’s Domain... Mrs. Anne Linn 
(left) and Mrs. Martha Burman appear in 
their flower-bedecked Linn Office Supply 
Co. store on the occasion of the grand 
opening. 
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J. A. Elwart Joins Rockwell-Barnes 

Jay A. Elwart, well-known to buyers of office equip- 
ment and supplies in the Chicago area, has joined the 
sales force of Rockwell-Barnes Company. Representing 
both the office equipment and office paper divisions 


Jay A. Elwart 





of his new employer, Mr. Elwart’s territory will include 
Kentucky, central and southern Indiana and Illinois, 
as well as Cincinnati, Hamilton and Middletown, Ohio. 

A veteran of World War II, Mr. Elwart enters his new 
assignment well qualified by reason of 23 years associa- 
tion with Stevens, Maloney Company, one of Chicago’s 
stationery and office equipment dealers. 





Women Demonstrate That Office Supply 
Business Is Not Entirely a Man‘’s World 


When the Linn Office Supply Company, commercial 
stationers, recently opened in a new and larger loca- 
tion at 324 W. Washington St., it was a happy day for 
Mrs. Anne Linn and Mrs. Martha Burman (better 
known to the trade as Martha Green.) 

The two women, who have adequately demonstrated 
that the office supply business is not entirely the do- 
main of men, greeted customers in a location which 
provides them with 5,000 feet of space including a large 
basement for stock. The former location at 131 S&S. 
Market St. did not offer such adequate accommoda- 
tions. 

Anne and Martha know the business and they oper- 
ate it successfully without a man “up in front.” The 
male help is entirely in the stockroom or in outside 
selling. 

Linn Office Supply carries complete lines of office 
supplies, furniture, printing and engraving, portable 
typewriters and adding machines. The greeting card 
selection is expansive. 

Located near the Civic Opera Building and other 
large office structures, the Linn Office Supply Com- 
pany is in an ideal spot for both drop-in trade and 
outside selling. 





OFFICE APPLIANCES, January, 1953 





_. ar. 





VFF 






















yuip- 


1 the questions= 


sk the and you make 


We 
U. 
Tomer jn mi 
Nute 
.. 





*lude 
nols 
Dhio 

nev 
ocia- 
aAgO’s 


PEERLESS-IMPERIAL 


KLEEN-KLEEN 
biicél EC ahie 


oes your pencil carbon smudge, Miss Jones? 





It does, Miss Jones? You don’t appreciate getting your fingers soiled? Your boss 
is sick of discolored payroll and office records? Then you must really switch to KLEEN KLEEN 
—the pencil carbon that reduces smudge to a mere minimum. 


oes your pencil carbon “'tree'’ or curl? 





Our improved formula minimizes this nuisance, reduces slipping, gives you better manifolding. ) 


Let’s face it. The market is wide open for KLEEN KLEEN. Our Dealers report excellent sales and a happy 
reception for this superior pencil carbon, Just ask the right questions—give an on-the-spot demonstration 





and you have added a valuable customer in minutes. 


Would you like samples and prices? Write today. 


PEERLESS-IMPERIAL CO., INC. 


28 Peerless Place Newark 5 New Jersey 


Pore 99 
66 - 
S . ( 4 r eal JV ame itu fe: - 4 Ribbons, carbons, spirit and gelatin duplicating 


carbons, master units, carbon ribbons, carbon rolls for every business need. 
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Returns by Victor .. . LEFT—H. V. 
Kaltenborn (right) gets the latest totals from 
a Victor adding machine at NBC radio-TV 
headquarters. Looking on approvingly in 
the background are Eddie Ulfik and Sam 
Huska of Victor's New York branch office. 
RIGHT—Jinx Falkenberg of the movies and 
an ardent Ike booster likes what she sees 
on the tape of a Victor adding machine. 


Victor Adding Machines Help Count Vote 

To add a postscript to the great, successful effort of 
American business in the pre-election “get-out-the- 
vote” campaign, the Victor Adding Machine Company 
reasoned that there would be a great need by radio 
and TV stations, newspapers and election boards to 
add up the vote. 

Setting the wheels in motion back in early October, 
Jim Beam, Victor public relations manager, wrote to 
all dealers and branches to contact local stations, news- 
papers and boards, offering electric Victor adding ma- 
chines for the big job of counting the November 4 vote. 

While the local situations were being handled, Mr. 
Beam along with Norm Evans, New York branch man- 
ager, contacted ABC and NBC radio and television 
networks in New York, headquarters for national elec- 
tion coverage. Both of these networks graciously ac- 
cepted Victor’s offer to provide not only machines but 
competent speed operators for the big job. 

A battery of electric adding machines was provided 
for both networks and, when the polls closed and the 
results started to come in, it was Victor who helped 
provide up-to-the-minute results for the big radio-TV 
audience throughout the nation. 

High words of praise were heaped upon the tireless 
workers and Victor for providing so completely for the 
accurate and fast results of the record vote. 

Throughout the nation, at local TV and radio sta- 
tions, Victor dealers and branches were met with warm 
welcome. In Los Angeles, the Victor branch manager 
provided machines and operators for five different 
radio-TV stations. And in Minneapolis, Cleveland, 
Pittsburgh, Akron and Dayton, Victor was on the job, 
adding up the vote for leading radio and TV stations 
in their cities. 

Scores of Victor dealers from New Bedford, Mass., 
to Salinas, Calif., unselfishly offered their time and 
equipment to help bring in results of local elections. 

“The many, many letters from our dealers,” Mr. 
Beam said, “indicate there were hundreds of Victor 
adding machines on the job on election night.” Dealers 
sent in letters—flattering letters full of thanks and 
praise—that they had received from radio and TV sta- 
tion directors. 

A. F. Bakewell, vice-president and general sales 
manager, said, “We are very flattered that Victor was 
able to be a part of the biggest news event of 1952. 
The high words of praise we have received about our 
product and its performance are most gratifying.” 





Typewriter Firm Changes Name 

The Alpha Office Supply Company, Inc., has filed 
articles with the office of the secretary of state of New 
York, to change its name to Alpha Typewriter & Add- 
ing Machine Corporation. Murray Zeiger, 16 Court St., 
Brooklyn, is the attorney filling the papers.—EEG. 
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Mosler Giant Safe to Protect Documents 


Three of Uncle Sam’s most priceless documents will 
soon be put gently to bed every night in the world’s 
largest safe, it was revealed in November by Mosler 
Safe Company. 

Containing the most advanced safety features known 
to science, the unique safe will safeguard the irre- 
placeable original copies of the Bill of Rights, Declara- 
tion of Independence, and the Constitution of the 
United States. 

The giant safe will have a built-in elevator which 
will raise the documents every morning and lower them 








Safe Which Will Protect Precious Documents 


into the safe every night. To make this possible, the 
unit’s massive doors will be located on the top. 

It will be bomb, fire, burglary, and water-resistant 
according to Mosler engineers who have been working 
night and day for months on the unusual project. The 

(Turn to page 110, please/iims 
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The “MERCHANTS” File 
SAVES TIME... 


All your records at your finger tips 


SAVES MONEY... 


Prevents pilfering of supplies and tools 


REALLY PRIVATE... 


Concealed vault safeguards your valuables 


A heavy guage steel cabinet containing two 
ball bearing letter files, index drawer for 


3x5 or 4x 6 cards (3200 cap.); 2 adjustable 


compartments under lock and key; steel safety 
vault with large vault size dial lock (only YOU 
know the combination). 

32” high, 30%” wide, 172” deep. 

Olive green or Cole gray, baked enamel. 


aia ow¥Y 4 


With plunger lock which automatically locks 
all drawers. No. 1370PL $57.45 


Index drawer can also be Grained wainut, mahogany or knotty pine finish $12.50 additional. 
used for cancelled checks. 





e Rockies 





fe) a: STEEL EQUIPMENT COMPANY 
285 Madison Avenue, New York 17, New York ] 
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“COMBO” UNIT Letter Size 


No. 700 consists of two letter size 
files on sanitary base. 1434" wide, 


30%” high, 16” deep. $30.25 


“COMBO” UNIT Legal size 


No. 701 consists of two legal size 
files on sanitary base. 1834" wide, 


3012” high, 16” deep. $34.65 


All cabinets available ir 


eo} & = 





CARD and LETTER FILE 


COLE'S IML 1/ga ae 


The cabinets illustrated on this and the opposite pages represent 
only a few of the combinations made to meet your own particular 
needs. They can be interlocked with standard 3x5, 4x6 or 5x8 
card cabinets. Cole’s ‘Interlock’ units are small enough to fit into 
any closet or corner, yet large enough to house any filing system. 


ONE DRAWER CABINET 


A smooth gliding, roller bearing drawer file for personal use in 
home or office. Made of heavy gauge steel. Equipped with spring 
compressor for record protection. Can be interlocked with other 
units of Cole’s ‘Interlock’ system. Build them higher as your 
business grows. Olive green or Cole gray. 


NO. WIDE HIGH DEEP PRICE 
11] Letter Size 14%" 122" 16” $12.50 
222 Legal Size 1834" 12%" 16” 14.50 


PRIVATE SAFETY CABINET 
A heavy gauge steel safety cabinet protected by lock and key 
for housing private papers and other office records. Olive green 
or Cole gray finish. 


NO. WIDE HIGH DEEP PRICE 
121 14%" 1212" 16” $12.50 
151 18%" 12%" 16” 14.50 


LETTER FILE & SAFE UNIT “COMBO” UNIT No. 706 








No. 702 has two letter files plus 
two 4 x 6 card drawers (3200 cap.) 
on sanitary base. 143%" wide, x 


36%” high, x 16” deep. $37.45 
CARD and LEGAL FILE 


No. 703 has two legal files plus 
two 5 x 8 card drawers (3200 cap.) 
on sanitary base. 1834” wide, x 


3712" high, x 16” deep. $44.25 


le gray finist 


Breel 


285 Madison Avenue, 


No. 704 has a letter file plus a 
private safety cabinet with lock 
and key. 14%” wide, x 30%” high, 


x 16” deep. $30.25 
LEGAL FILE & SAFE UNIT 


No. 705 has a legal file plus an 
extra large private safety cabinet 
with lock and key. 1834" wide, x 


30%" high, x 16” deep. $34.65 


Has a letter file, a private safety 
cabinet with lock and key plus two 
4 x 6 card drawers (3200 cap). 
14%" wide, x 36%" high, x 16” 


deep. $37.45 
“COMBO” UNIT No. 707 


Has a legal file, an extra large 
private safety cabinet with lock 
and key plus two 5 x 8 card draw 
ers (3200 cap.). 1834" wide, x 3712" 
high, x 16” deep. $44.25 


LOCKS for all units on these pages $2.10 per drawef 


eR US eee Oe a ee 
New York 17, N. Y. 
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Above contains removable 
center drawer steel partition. 


ADD-A-SECTION 


Cole’s popular interlocking units will save you 




















© | “LEGAL BLANK” CABINETS 


Used for electros, engravings, legal forms, letterheads and 

ther office forms. Heavy steel, full length drawers equipped 

y with rear hood for protection of contents. Nickled drawer 

pulls and card holders. Rubber feet prevent marring of furni- 
Can be interlocked with other units illustrated. 


time and valuable space. Designed so that you 
can build your own filing system to suit your par- 


ticular needs. These are all 16° deep, 14% wide 











CABINET SIZE INSIDE DRAWER (lett Sno) 
N Wide Hig! Deep Wide High Deep PRICE ener Teer. 
0 C166 14%" 12%" 16” 13%" 2” 15%” $12.50 
0 C26¢ 1834‘ 2%2"" 16” wea toe 19.95 
CABINET for 4x6 CARDS 
No.C3462 $7.20 
CABINET for 6x4 CARDS 
No.C3364 $20.00 
| 
CABINET for 9x 6 FORMS 
No. C3962 $19.20 
‘LEGAL BLANK’ Cabinet 
also used for stationery 
“and office forms 
No.C166 $12.50 
LETTER SIZE FILE 
; No.111 $12.50 
sé ’ -— 
COMBO” UNIT No. 708 “COMBO” UNIT No. 710 ae 
A letter size file plus five “legal Used for X-Ray films, photographs, => 
blank’’ drawers (inside dimensions electros, legal blanks or other 
— 344" wide,x 2” high, x 15%” deep) printed forms. Has a large size 
dee n a sanitary base. 1434" wide, x private safety cabinet protected by 
ory 302" high, x 16” deep. $31.50 lock and key. Five double size sn Eg pi 
“legal blank” drawers (inside No.121 2.50 
j ‘ , a 
45 ‘COMBO’ UNIT No. 709 drawer dimensions 17%" wide, x 8 
4 legal size file plus five double 2” high, x 15%” deep) plus three ‘ 
arge legal blank” drawers (inside di- drawers for 3 x 5 cards (8400 cap.) 
lock nensions 17%" wide, x 2” high, x on a sanitary base. 18%" wide, x SANITARY BASE 
raw 5%" deep), on a sanitary base. 35%" high, x 16” deep. $54.95 
el ise cae cia tao No.111B $6.25 
“954 deep $42.95 
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Prices slightly higher in Texas, Colorado and West of the Rockies. 


CUTS 


OR PHOTOGRAPHS OF A 
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L COLE PRODUCTS AVAILABLE ON REQUEST. 




















COMPANY 


New York 17, N. Y 





wrong way right way transfer to pronto 


Records thrown on shelves are Records in Prontos can be located Save money, transfer into low cost Prontos 
hard to find, collect dust and in a jiffy...stay neat and orderly and use your expensive cabinets over again. 
take up 50% more room. Doubles your filing space. 


SANITARY BASES 
for all size files $36® 


-..- for less active files 


There is a size made for every office record. These Pronto files 
are sturdily built of 275-lb. test fibre board, reinforced with 
FOLLOW steel on the shell and the four corners of the drawers as well. 
BLOCKS They cost no more than ordinary files! Can be interlocked into 
90s mens solid units and stacked to the ceiling. Beautiful in appearance, 
finished in olive green to match your regular office files. Will 


LETTER SIZE $355 last a lifetime. 


me yr 9 Hn tT €> 
CHECK size $240 
Prices slightly higher in Texas sto RAG E Fi LE & 


Colorado and West of the Rockies 














PRONTO FILE CORPORATION 285 Madison Ave., N. Y. 17, N. Y. 



















The year ahead 


looks good 





During the coming year, Burroughs will continue its 
aggressive advertising and merchandising program. 
The millions of people who are reached by its 
messages will know that the local Burroughs dealer 
can supply them with speedy, efficient Burroughs 
adding machines and cash registering machines— 
the basic tools of every business—known the 
world over for dependability. 





If you are not a Burroughs dealer, why not We wish you every success for 1953! 
find out how you, too, can profit by “ . 
becoming one? The Burroughs factory 
branch office nearest you can give you all 
the facts. Write or call today. 


Burroughs Adding Machine,Company, Detroit 32, Michigan. 





4 
WHEREVER THERE’S BUSINESS THERE’S Burroug te 





OFFICE APPLIANCES, January, 1953 107 


Luall-Beaving Casters 
rreom NATIONAL LOCK... 


FOR BOTH WOOD AND METAL FURNITURE 


NATIONAL LOCK manufactures an extensive line 
of ruggedly constructed, ball bearing casters for 
both wood and metal chairs and other office 
Wheels are of molded Phenolic self- 


furniture. 


lubricating, high impact material for use on car- 
pets, and molded Rubber wheels, having hard 
core and soft tread, fitted with oil impregnated 
bearings, are designed for use on hard floors. 


If you are an original equipment manufacturer or jobber, write us. 
if you are a dealer, see your jobber. 


CASTERS FOR WOOD CHAIRS 


PLATE TYPE 


Plate type casters offer threaded axle with nut (stand- 


ard) or riveted type. Have full devbte*ball race con- 
struction for free swiveling action and troublefree 
FURNITURE GLIDE 
LEG EQUALIZERS 


( 


( mteyensunenannnl 


es meenomen 


fy 


Here are leg glides and leg equalizers designed for 
most any piece of office furniture. Let us figure on your 
requirements. Take advantage of 1-Source buying. 


GRIP NECK TYPE 


service. Grip neck type provides same double race 
ball bearings. Selection of sockets, depending on speci- 


fic application. National Lock has whatever you need. 


CASTERS FOR METAL CHAIRS 


wv 
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golMmUt- mel Mil-ticlmeanleliamelaleMil-ticlme)aile-Mitieniite-Mml-tt- 
NATIONAL LOCK double race ball bearing casters 
have top bearing point, which centers caster in grip 
socket for easy swiveling. Standard bolt and nut re- 
movable axle or riveted type... whichever you prefer. 


i) 


DISTINCTIVE HARDWARE... ALL FROM ] SOURCE 


HANDLES, LOCKS, LABEL HOLDERS, CASTERS, LOCKER HOOKS, HINGES, LIFT 
HANDLES... EVERYTHING FOR OFFICE APPLIANCES 


NATIONAL LOCK COMPANY 
|| ROCKFORD © ILLINOIS 
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the hardest_.& customer to please... 


is the easiest customer to sell... 
when you offer him the 
STEEL AGE line of 
Quality Files 


CORRY-JAMESTOWN MFG. CORP., C.ORRY, PA. 
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world’s largest safe, it will weigh 50 tons. 

Built in Mosler’s Hamilton, Ohio plant, it is now be- 
ing installed far beneath a remodeled display shrine 
in the National Archives building in Washington, D. C. 

During the day, visitors will be able to inspect the 
three priceless original documents which will be dis- 
played in a large glass show-case on the shrine. 

After visiting hours, the entire show-case with its 
contents will be lowered by a scissor-like elevator deep 
into the hidden safe. The safe’s huge five-ton steel 
doors will automatically swing shut and lock as soon as 
the descending documents enter. 

“The Bill of Rights, Declaration of Independence, 
and the Constitution of the United States are America’s 
three most precious documents,” said Edwin H. Mosler, 
Jr., president of the world’s largest builders of safes 
and bank vaults. 

“Although our firm built the gold storage vaults that 
safeguard the nation’s wealth at Fort Knox, Ky., the 
construction of this unique safe is without a doubt one 
of the most important engineering responsibilities 
Mosler has been honored with in its 104-year history.” 





Royal Typewriter Men Observe Anniversaries 

Royal Typewriter Company, Inc., has again honored 
veteran employees who have reached long-service an- 
niversaries with the company. 

Paul W. Jones, central sales manager, completes 30 
years with the company on December 20. 

Starting with Royal as a branch manager in Toledo 
in 1922, Mr. Jones transferred to Kansas City the fol- 
lowing year. In 1926 he came to New York City where 
he served as assistant sales manager. 

Returning to the Kansas City managerial post for 
six years, Mr. Jones was, in 1933, named to head 





E. G. Dodge 


P. W. Jones 


Royal’s important Chicago office. It was five years 
after this, in 1938, that he was named to the post in 
which he celebrates the completion of 30 years of 
Royal service, that of central sales manager. 

On November 14, E. G. Dodge, District Manager at 
Pittsburgh, Pa., rounded out his 25 years of Royal 
service. 

Opening this record in 1927 as assistant sales man- 
ager at Royal’s home office, Mr. Dodge was named to 
manage Baltimore operations in 1928. Two years later, 
in 1930, he received the appointment to his present 
post, district manager at Pittsburgh. 


In Philadelphia, District Manager L. W. Siemerine 
marked his 25th anniversary on November 21. 

Mr. Siemering joined Royal as a junior salesman in 
New York in 1927, became a full-fledged Royal sales- 
man in 1930, and a national accounts salesman in 
1940. In 1948 he was named as a group sales manager 
in New York. A year later his appointment as Brook- 





L.W.Siemering Eugene Mogensen 


lyn district manager was announced by the company, 
and his appointment to his present post came to him 
in June of this year. 

Eugene Mogensen, assistant Metropolitan portable 
sales manager, completed a quarter century of service 
with the company on December 6. 

Mr. Mogensen’s Royal career started in 1927 in the 
New York cash‘er’s department. In 1938, he trans- 
ferred to the rental department, and, in 1939, he was 
advanced to the position of assistant in the portable 
division. His appointment as portable district repre- 
sentative was announced in 1945. After advancing to 
the post of assistant to the portable sales manager in 
1948, 1951 saw him named assistant Metropolitan 
portable sales manager, the post in which he com- 
pletes 25 years of Royal service. 

These three quarter-century celebrants, on the occa- 
sion of their anniversaries, were presented with the 
company’s traditional gift—an inscribed gold watch 
which is given as a symbol of appreciation and rec- 
ognition. 





Stationers Bulletin Makes Debut 


“? Bulletin ?” the as yet unnamed organ of the 
Stationers Association of New York, Inc., made its 
debut on November 13. It consists of seven mimeo- 
graphed pages, edited by the Publicity Committee, 
comprising Bob Reichman, Sam Libien and Milton 
Peretz. 

In introducing the publication, the editors ask for 
news contributions in these fields: 1. news of a person- 
al nature, such as anniversaries, weddings, birthdays, 
vacation trips and so on. 2. Association news. 3. trade 
news. 4. stories, jokes and anecdotes. 5. lists of mer- 
chandise readers are seeking to acquire or dispose of. 

President of the association, Milton Goldhair, in a 
message asks for co-operation in these aims. 

A prize is offered to the person submitting the best 
name for the magazine. 





Seventh Utility Store .. . Thousands of 
Chicagoans turned out for the first day of 
grand opening week of the city’s seventh 
Utility Stationery Stores. M. E. Wolfe, presi- 
dent of the chain, seen here about to cut the 
ceremonial ribbon, was given an official wel- 
come by George W. Swanson, (far right), 
executive secretary of the Wabash Ave. Busi- 
ness Men’s Association. Also in the picture 
are (from left) Harry Hecktman, secretary and 
treasurer of the stores; Danny O'Neil, Bill 
Snary, and Dorsey Connors. More than 50,000 
roses, along with other merchandise, were 
given to the public during opening week. 
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"Drop everything...get this coupon off to Mosler...fast !" 





the 

its It’s a once-in-a-lifetime opportunity every Mosler dealer will want to be in 

e0- 

- on ...cash in on. Mail the coupon below for full details about the terrific 2-page 

for Mosler spread in The Saturday Evening Post that will rock the industry. 

on- 

wn Find out how to make this great announcement your own. . . how to get a 

er- | 
of. complete display kit, unique ‘‘demonstrator”’ unit, and sales-powered direct 
la 

est mail material. Don’t wait ... time is short . . . mail the coupon, now! 

ne. 
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IF IT'S MOSLER ... IT'S SAFE 


Th. Z 2 
4% Mosler Safe “7 


1848 











World's Largest Builders of Safes and Bank Vaults. 
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New York Leather Upholstered Furniture 
Manufacturers to Participate in Show 


Because of the popular demand on the part of furni- 
ture dealers and buyers of leather upholstered units 
throughout the nation, the New York Upholstered 
Furniture Manufacturers Association has announced 
plans for a second upholstered furniture exhibit during 
the week of the New York Market January 19-24 at 
the McAlpin Hotel, 6th Ave. and 34th St., New York, 
ie, ee 

According to Harvey Bright, president of Bright 
Chair Company and member of the special planning 
committee, the forthcoming show will surpass the rec- 
ord of the group’s first presentation at which there are 








Upholstered Furniture Manufacturers Confer ... 
A special committee of the Upholstered Furniture Manufacturers 
Assn. meets to discuss plans for the New York Upholstered Fur- 
niture Exhibition to be held at the McAlpin Hotel January 19-24. 
In foreground (left to right) are Walter Jaffee, chairman of the 
special committee and head of the Stephen Furniture Co.; Harold 
Fredel, Valley Upholstery Corp.; Harvey Bright, Bright Chair Co. 
Standing are Alan Goldsamt, Mansfield Furniture Co. and William 
Shuff, Shuff Furniture Co. 


displayed more leather upholstered pieces in one cen- 
tral location than at any other time or place previously. 
Genuine leather units featured at the show will be 
displayed in actual home or office settings in the 
McAlpin Hotel’s mezzanine rooms. 
Special plans recently announced by the association 


sponsoring the exhibit include the reservation of a 
block of more than 250 hotel rooms for the convenience 
of visiting dealers and buyers attending the New York 
Market and upholstered show. These accommodations 
are now available through the courtesy of the Uphol- 
stered Frniture Manufacturers Association, 276 Fifth 
Ave., New York, N. Y. 

A special upholstered furniture show committee has 
been named by the association to execute plans for 
the exhibition. Headed by Walter Jaffee of Stephen 
Furniture Company, the committee includes Harvey 
Bright, Bright Chair Company; Harold Fredel, Valley 
Upholstery Corporation; Allan Goldsamt, Mansfield 
Furniture Company, and William Shuff, Shuff Furni- 
ture Company. 

Leather upholstery manufacturers who have an- 
nounced their intention to be represented at the show 
include Bright Chair Company, Berkey Leather Furni- 
ture Corporation, Beaver Furniture Corporation and 
Imperial Leather Furniture Company. 

Full information may be obtained from Walter Jaf- 
fee, chairman of the committee, or from Harold Fredel, 
in charge of publicity. 





Ronald Freeman Returns From Service, 
Active Partner Again in Father’s Business 


The “& Son” partner of Harvey Freeman & Son, of 
Long Beach, Calif., is now active again with the firm. 
Ronald Freeman, reports father Harvey, has just re- 


Ronald Freeman 





turned from a two-year term of duty with the U. S. 
Army and will take over a new duplicating department 
in the business. 

Ronald was assigned to the headquarters of the 
Commanding General’s Office in Honolulu, where he 
was in the Personnel Branch. Upon his separation 
from the service, his commanding officer wrote to him, 
expressing his appreciation for the excellent service 
Ronald had rendered. 





Steelmaster Featured ... The 
Krol Office Equipment & Supply Co., 
1106 S. Wabash Ave., Chicago, dis- 
plays the new Art Steel Sales Corp. 
Steelmaster All-in-One Miracle desk 
office system. This eye-catching set- 
up attracts passersby. 
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An Amfile adaptation of an old timer. Stands upright or lays flat. 
Has dozens of uses on desk or work table. Each file equipped 
with index. Strong suitcase latch keeps out dirt. Pull tab at 
8 back. Finished with marble paper, orange back. 
the Stock Size Index Carton Pack Ship. Wt. 
he No. en 
ion 890 Letter A-Z, 16 div. 12 25 Ibs. 
im, 891 Letter 1-31, 31 div. 12 28 Ibs. 
ice 895 Letter Months, 12 div. 12 25 Ibs. 
892 Cap A-Z, 16 div. 6 32 Ibs. 
— 893 Letter-Jumbo (Double thick) A-Z, 24 div. 6 40 Ibs. 
896 Letter-Jumbo (Double thick) Months, 12 div. 6 40 Ibs. 
894 Cap-Jumbo (Double thick) A-Z, 24 div. 4 45 Ibs. 
Gross lots 
Each Per Dozen Per dozen 
PRICES no. 890 $2.25 $22.50 $20.50 
No. 895 2.25 22.50 20.50 
No. 891 2.70 27.30 24.80 
No. 892 2.75 27.60 25.10 
No. 893 3.55 35.50 32.30 
No. 896 3.55 35.50 32.30 
No. 894 4.15 41.40 37.60 
DEALER On orders for gross or more of a number, dealer's name and 
IMPRI NTS address can be imprinted without charge on the orange front 
and the index fly leaf of each file. 














Write for Catalog of complete Amfile line 
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AMBERG FILE & INDEX CO. 


Filing Specialists since 1868 
1608 DUANE BLVD., KANKAKEE, ILL. 





LETTER 
and 
LEGAL 
SIZES 





LEATHERETTE FILE 


No. 95—Letter size. For home, 
executive and professional uses. 
Covered with attractive leather- 
ette material, decorated in silver. 
A-Z index, 16 division. Choice of 
red, green or tan. 

$2.80 each. $28.00 per dozen, 
Gross lots $25.50 per dozen. 
Packed 12 of a color to carton. 
Shipping weight 25 Ibs. per car- 
ton. 
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Attractive for Selling .. . The new retail office supplies 
showroom of Bone-Crow Co., Waco, Tex. 


Bone-Crow Company Re-enters Office Supplies 
Retailing Field After 19-Year “‘Lay-Off”’ 


An important new entry in central Texas office sup- 
ply retailing is the Bone-Crow Company, which for- 
mally opened its large new retail showroom at 6th and 
Austin Aves., in Waco, Tex., during late September. 

The Bone-Crow Company, headed by President L. M. 
Crow, has now been active in the office supply field 
twice against a background of long printing service to 
the central Texas community. 

Now in its 40th year, Bone-Crow has been an active 
printing organization, offering complete letterpress 
and lithographing service since 1912, and through the 
years, developed specialty services, such as color work, 
advertising folders and letterheads to the point that 
the organization owns its own building, directly across 
the street from Waco county courthouse, and employs 
41 persons. 


An Excellent Location 

It was this excellent location, a step away from the 
downtown business district, and facing heavily-trav- 
eled 6th St., which brought about the decision to re- 
enter the retail field, according to Robert Crow, son 
of the founder. 

“We had realized for years that we were wasting 
much potential due to the fact that our 60-foot fron- 
tage on one of Waco’s busiest corners, was painted 
over, with printing equipment operating immediately 
behind the glass,” he smiled. 

“Until 1933, we had carried complete lines of office 
furniture and office supplies, with better-than-average 
success. Due to the combination of an increase in 
printing demand and a general slow-down on office 
equipment purchases in 1933, we eliminated the retail 
department at that time. Now, the future looks excep- 
tionally bright, and we have been able to capitalize to 
the full on the location.” 

In order to re-enter the retail field, Bone-Crow made 
an extremely complete survey of Waco business, rang- 
ing all the way from large oil firms’ central offices, 
down to “one-man businesses” in the office buildings 
surrounding. 

In each case, the future prospect was interrogated 
as to what materials he bought most often, what items 
he found difficult to locate, and so forth. On this basis, 
the inventory was made up, and since the opening of 
the new retail store, its breadth has been ample to 
accommodate what would otherwise seem unusual 
requests. 





Move Printing Equipment 

All printing equipment which was formerly located 
immediately behind the front of the store has been 
removed to the rear of the building. This left clear a 
space of 30 x 60 feet, which has been remodeled into 
the impressive showroom shown herewith. 

Following modern trends, and anxious to get away 
from the drabness often associated with office supply 
stores, President Crow arranged for a zig-zag and 
parallel-line floor, custom-built blonde hardwood fix- 
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In Waco, Tex. .. . Exterior of Bone-Crow Co. Store 


tures to “provide a place for everything”; a brilliant 
slim-line fluorescent lighting system, and towering 
shelves which may be easily seen from across the street. 

Setting off the display fixtures, all of which are done 
in blonde hardwood, are brilliant pastel blue walls, 
with all other color contributed to the picture provided 
by merchandise itself. The combination of blondewood 
and bright blue pastel, plus powerful lighting, makes 
the interior a natural “eye-catcher” during the even- 
ing hours. 

The new showroom, with its 30 x 60 feet of space, 
will be adequate for complete lines of complete office 
supplies and office furniture, it was pointed out. Office 
machines will not be carried. Outstanding facilities 
include hot-shot delivery, a service desk in the center 
of the showroom, equipped for swift filling of telephone 
orders, and odd spaces throughout the showroom will 
be used for desks, chairs, and tables. 


Trained for Salesmen 


Two outside salesmen will cover the Waco and 
surrounding county area, Mr. Crow reported, and are 
currently undergoing “re-training” for entering the 
retail sales field. 

To announce the formal opening, Bone-Crow sent 
out some 5,000 copies of a French folder, done in 
offset in the company’s own plant, headed with the 
announcement “Bone-Crow Company—announcing ad- 
dition of a complete line of office supplies and business 
stationery.” 

The firm’s trademark of a smartly-dressed crow is 
featured throughout the folder pointing out “Now, 
everything your office needs, just ask for it, we’ve got 
it!” 

Volume during the early stages of this unique “re- 
entry” into the retail field has been well beyond ex~ 
pectations, according to Robert Crow.—RAL 





Develop Method to Speed Nurses’ Paper Work 


No problem facing the country’s hospitals is more 
urgent than the shortage of nursing help, yet time 
studies indicate that 90% of a hospital’s paperwork is 
being performed by the nursing department, and only 
4% by the accounting and business offices. 

This conclusion, after nearly three years of research, 
was expressed by James F. Gates, director of the Hos- 
pital Methods Research Council of Cleveland, Ohio, 
at the recent American Hospital Association convention 
in Philadelphia, Pa. 

Mr. Gates recommends installation by hospitals of 
procedures to save more than 60 hours of nursing time 
annually per bed. 

These procedures involve installation of the recently- 
developed Addressograph Nursing Station Imprinter, 
produced by Addressograph-Multigraph Corporation. 
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Cramer POSTURE CHAIR CO., INC. 
1205 Charlotte Kansas City 6, Mo. 








NAME 





ADDRESS 





# city STATE 


ll steteienanenenmentnindamienenaiaeidaimeaianee 


x 
®910 SERIES 











We've packed all the famous Cramer 920 Series Qual- 
ity into these four chairs (side and swivel) in the new 
910 Series, and we've modified certain details to put 
them into a price class that YOU WILL LOVE. Model 
913, for example, we believe to be the lowest price 
per QUALITY in aluminum executive seating today! 













. al 
Me 7, “ 
“Es Siac 4 seine 


ao © KEEP YOUR FEET 


on the GROUND 


The arrow points to the revolutionary Cramer “Roll- 
Tilt” mechanism which keeps chair occupants feet flat 
on the floor while he tilts backward. Perfect poise for 
the executive while he relaxes. Model 923 illustrated. 


@ OUTSTANDING FEATURES 
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Sinisgalli Heads Washington, D.C., Corporation 


Charles V. Sinisgalli, treasurer of NSOEA, has be- 
come president of Andrews Office Supply & Equipment 
Company, Washington, D. C. The company was for- 
merly a division of R. P. Andrews Paper Company, 
whose president, William N. Schaefer, is now vice- 
president of the new firm. 

Mr. Sinisgalli has been manager of the Andrews 
Paper firm’s stationery division for 14 years. Other 


eee Fi | 


C. V. Sinisgalli W.N. Schaefer 


officers of the new company include John Werres, 
treasurer, and Chauncey P. Warfield, secretary. 

R. P. Andrews & Company, successors to J. C. Addi- 
son, Paper Warehouse, opened for business on April 1, 
1896. By 1900 the store had enlarged its space con- 
siderably and on its 10th anniversary was hailed as a 
concern that “handles everything in the line of paper 
and stationery, carrying the largest and most com- 
plete stock of papers of all kinds in the city... .” 

Following a disastrous fire of 1912 which completely 
gutted the Andrews establishment on Louisiana Ave., 
the firm moved into a new, modern five-story building 
on 13th St. 

Other location changes followed until in 1946, on the 
occasion of the 50th anniversary, it was noted that 
“today, with the addition of outstanding lines of office 
furniture and filing equipment, this store is one of the 
city’s most complete stationery and office equipment 
establishments.” 

R. P. Andrews was hailed as representing “that type 
of progressiveness and unselfish civic pride which is 
molding a powerful lever for the rise of Washington 
commercially and industrially.” Upon his death in 
1939 he was succeeded in the presidency of the firm 
by William N. Schaefer who had joined the organiza- 
tion in 1922 in the capacity of assistant sales manager. 

Charles V. Sinisgalli became manager of the com- 
mercial stationery division of the R. P. Andrews Paper 
Company in 1938. He secured exclusive agencies for 
leading manufacturers of office furniture and supplies 
and has been identified with the division’s progress, 
which has now culminated in the organization of a 
new corporation. 


Heads Dealer Sales ... The ma. 
ager of the newly-created dealer sales 
department of the sales division, Burroughs 
Adding Machine Co., is Robert J. Sanders. 
He had joined the company in Grand 
Rapids, Mich., in 1937 as a sales represen. 
tative. (Story appeared in OFFICE APP). 
ANCES, page 112, December issue). 





No. 11 Marks Big Day for Napp Firm 

No. 11 had special significance Tuesday, November 
11, at the Napp Office & School Supply firm in Manito- 
woc, Wis. It marked the 11th anniversary of the found- 
ing of this business by President Ed A. Napp, retiring 
governor of NSOEA Sixth District. 

On this date the organization observed the 11th an- 
niversary on the 11th day of the 11th month of the 


Serving the Trade at Napp’s ... The 11-member staff o/ 
Napp Office & School Supply, Manitowoc, Wis. Front row—John 
Seidl, Isabel Fehrman, E. A. Napp, Mary Ann Roberts and Mrs. 
Herman Carl; Rear row—Bernard Broeckert, Joseph Dhein, Don 
Fictum, Ervin Mehlberg, Robert Stelzer and Godfrey D. Kunz. 


year. The staff of the store totals 11 persons. 

To complete the significance of No. 11, the store 
gave out 11 gifts to those registering during the an- 
niversary. 





Rochester Company Opens New Showrooms 

Latest styles in fully-equipped offices, arranged ac- 
cording to professions, were on display at a three-day 
open house at the newly opened showrooms of the 
Rochester Stationery Company, 8 Jay St., Rochester, 
N., 3. 

More than 1,500 executives and representatives of 
Rochester industry and professional men were invited 
to the formal opening. George W. Reinoehl, co-ordi- 
nator for the Executive Furniture Guild of America 
and co-designer of the showrooms, was on hand. 

The stationery company has a 25% increase in floor 
space in its remodeled home, according to Hy Gold- 
stein, secretary and treasurer—GET 





Wilson Jones Products Featured 
. - « Marshall-Jackson Co., Chicago, used 
this window to feature Wilson Jones Co. 
Neolite ring books, Zippits, portfolios and 
brief bags with highly satisfactory results. 
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Sell BATES and you sell the best 





BATES 
MODEL C STAPLER 


Makes its own staples from a roll 
of rust-proof brass wire. One loading... 
5000 staples. Can't jam or clog. 


, 


Bates 

Perforator 

Easiest action, large waste 
container. Compact, 
economical. 


Bates List 
Finders 
Press... 
presto! 
There’s the 


Bates 
Automatic 
Eyeleter 


address, . “EP SEN Bates Feeds, inserts and 
crimps eyelets 


phone number, . M N > 
: ercury Staplers umbering - : 
, etc.... . . : tomatic 
Vi aahan a wtelia Bates Refill : Wide range of models for achines po D ea 

5000 rustless Brass every requirement. The world’s , 

staples each loading. standard for excellence. 


Samson 

Hand Punch 
Silent Stamp Pads Powerful, easy to vse 
Reversible, renewable filler orates up to 
for long life, clear V4'' of paper. 
impressions. 


Bates Staple 

Remover and Punch 
Instantly removes any staple. 
Punches a hole up to 

a thickness of 

eight pieces of paper. 
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@ There’s nothing like repeat business to make your cash ‘ 
register ring up real sales. Many of our 90,000 users have r 
purchased LIBERTY STORAGE BOXES again and again... i 
continuously for over 30 years—proof of economy and 


satisfaction. Made of moisture-resistant high test cor- 
rugated fibre-board . .. with secure closures for dust- 
proof protection. 

Liberty advertising, a potent dealer sales help, reaches 
over 1,000,000 business executives who influence buy- 
ing every month. Add these factors to the reputation of 
quality and low cost and the sum total is more sales for you. 


BANKERS 


Write for catalog on all Liberty 
Record Storage Products, prices and 
discounts. Plan with Liberty and you 
plan for bigger profits. 
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: BOOST 
| ‘PROFITS 


with FREE_Zez% 


DEALER HELPS! 


®@ Point-of-purchase three color display for 
counters or windows. 


@ Two color circulars with your imprint to 
mail to customers and prospects. 


@ Miniature demonstrator box. Easy to carry 
—helps close sales. 


© Newspaper ad mats. 


® Consumer Booklet—"Manual of Record 
Storage Practice” containing valuable in- 
formation and record retention chart. 


® Prepared ads for your catalogs or direct 
mail pieces. 


These FREE dealer helps and ovr powerful national 
advertising will help you sell Liberty Products. 


720 South Dearborn Street 
Chicago 5, Illinois 


OFFICE APPLIANCES, January, 








BOX COMPANY | 


Record Retention— Our Business Since 1918 
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Frank Davis Opens New Store in Madison, Wis. 

Frank Davis announces the opening of Frank Davis 
Company in Madison, Wis., for an office machines and 
office equipment business. The firm is located midway 
between the state capitol and the University of Wis- 
consin at 521 State St. 

The store openings follows a third year of successful 
selling of the Victor adding machine which the Davis 
firm represents as authorized distributor. Victor will 


Frank Davis 





‘ontinue to be the primary machine line. Recently, two 
new salesmen were added and improved service facil- 
ities are available in the new daylight shop. 

Rebuilt and portable typewriter lines are well dis- 
played in a new type of open-face shelving. In the 
‘fice equipment field, desks, chairs, files, safes and 
file systems are carried. Other lines of machines and 
equipment are still to be added. 

Many old friends in the office equipment and ma- 
chines industry have welcomed Mr. Davis in his return 
to the field. His background and heritage within the 
industry is outstanding. He was literally born into the 
business, son of William E. Davis, who lived in Sioux 
City, Iowa. Frank served many years in the store 
ywned by his father, who began a career way back in 
1884 selling typewriters. A brother, William P. Davis, 
still operates that old William E. Davis Company. 

Frank moved to Decatur, IIl., in 1936 where he op- 
erated the Decatur Office Equipment Company, a firm 
which became a leader in that territory. This concern 
presented lines including Smith-Corona typewriters, 
Shaw-Walker furniture, A. B. Dick mimeographs and 
Victor adding machines. The war brought with it the 
necessity to sell that business and enter the Army. 

Thus, broad knowledge and experience are possessed 
by Frank Davis which he is using to advantage in his 
new store. 





Walker Named McGill-Warner-Bigelow Head 

Arthur J. Walker has been elected president of the 
McGill-Warner-Bigelow Company, Minneapolis, Minn., 
to fill the vacancy caused by the recent death of 
Thomas M. McGill, who was also president of the 
Quality Park Envelope Company. 

Likewise, Mr. McGill was president of several other 
organizations, among them the McGill - Warner - 





Bigelow Company, which is the parent or holding com- 
pany of the Farnham Stationery & School Supply 
Company, the McGill Company, the Syndicate Printing 
Company, and the McGill-Warner Company. 

Mr. Walker, president of the Farnham Stationery & 
School Supply Company, Minneapolis, Minn., has 
erved NSOEA and its NSA predecessor as president 
and member of the executive committee. He has been 
president of the Rotary Club and the Minneapolis 
Better Business Bureau. 
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B192E Electric Printing Calculator 


barrett 


TEN-KEY PRINTING CALCULATORS 





ADDING AND LISTING 
DIRECT SUBTRACTION 
MULTIPLICATION 
DIRECT DIVISION 


The two models shown here, the Barrett Electric B1g2E and 
the Barrett Hand Model B1g2, are designed to save machine 
hours continuously—/or years to come. Both have many 


exclusive features, precisioned by Monotype. 


Dials visible at all times and all calculations are shown on 
printed proof. Special Multiply Key, as easy 
and simple as adding. Transparent paper 
cutter for complete visibility. Items and totals 


up to 9,999,999.99. 


BARRETT ADDING MACHINE DIVISION 


———=._ Lanston Monotype Machine Company 


Twenty-fourth at Locust St., Philadelphia 3, Pa. 


B192 Hand-Operated Printing Calculator 



























BASSICK DIAMOND- 
ARROW CASTERS 


.. the most efficient. Smooth- 
rolling, easy-swiveling. Types 
for all wood and metal chairs, 


typewriter stands, etc. 
ake prmitace 
Mate | 
b, bile any 
BASSICK RUBBER- 
CUSHION GLIDES 


... broad, flat, polished, hardened steel 
base. Inexpensive. Easy to attach. 











NOMAR Cups 
AND SHOES 


... Bassick-made, glove fit- 
ting, square rubber shoes or 
round and square composi- 
tion cups. 











Three profitable answers to 





three typical office problems! 


As you can see, there’s a common denominator 
to all three. It’s Bassick. You always have the an- 
swer to any caster or floor protection problem when 
you carry the world’s largest line. Nationally adver- 
tised. THE BASSICK COMPANY, Bridgeport 2, 
Conn. In Canada: Belleville, Ont. 


Bassick 


A DIVISION OF 





MAKING MORE KINDS OF CASTERS 
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MAKING CASTERS DO MORE 








Smith-Corona Appoints Graydon 

J. B. McCormick, vice-president of L. C. Smith & 
Corona Typewriters, Inc., has announced the appoint- 
ment of James A. Graydon as home office field repre- 
sentative. 

Mr. Graydon joined Smith-Corona in 1949 as a retail 
salesman in the Chicago branch and in 1951 was pro- 
moted to the portable wholesale department of that 


James A. Graydon 





office. He will make his headquarters in St. Louis, Mo., 
and will assist dealers in the St. Louis and Kansas City 
area. 

In his new position Mr. Graydon succeeds James 
Liebe, who has been appointed acting manager of 
the Smith-Corona branch office in Houston, Tex. 





Peerless Purchases Industrial Building 

The Peerless Steel Equipment Company, manufac- 
turers of steel office furniture, has recently purchased 
a new industrial building situated on a 2% acre plot 
in the northeast section of Philadelphia. It contains 
every facility for rapid distribution of the company’s 
products. 

The building, comprising some 31,000 square feet, 
with high ceilings and many other advantages, lends 
itself ideally to the fabrication of assembly of steel 
filing cabinets and desks. 

This company started in the year 1929 with a modern 
but modest plant of about 10,000 square feet. After 
years of steady expansion it has well over 100,000 
square feet of manufacturing space located on about 
15 acres of industrial property. 

The acquisition of this additional space will answer 
the immediate and pressing need for greater facilities 
required by the company’s fast-growing business. 

Plans are now being drawn for a new and much 
larger building to be erected alongside present plants 
at Unruh and Hasbrook Sts. in the city of Philadelphia. 





Victor Makes Three Appointments 

Three new appointments have been announced by 
A. C. Buehler, president of the Victor Adding Machine 
Company. They are Charles Strong, chief industrial 
engineer; George Uhlig, quality and inspection direc- 
tor and Robert Hoffman, foreman of defense contract 
work. 

Mr. Strong’s promotion created a new division in the 
company. He will direct the activities of the plant 
engineering, process planning, maintenance and the 
methods and standards sections. 





Texas Workmen’s Compensation Increased 

An increase of 17.8% in Texas workmen’s compensa- 
tion rates has been ordered by the State Insurance 
Board, effective December 1, 1952. It will increase the 
cost to employers between $10,000,000 and $12,000,000 
a year—JHR. 





Bill Scheffler to Represent Indiana Firms 


John Robertson of Guardsman Safe Company and 
Valentine Safe Company, La Porte, Ind., has announced 
that C. C. (Bill) Scheffler will represent both com- 
panies in the following territory: Texas, Tennessee, 
Louisiana, Mississippi, Arkansas and Oklahoma. 
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The Reward 


Experience proves that there are great 
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the world’s most wanted office chair 


a é 


EXECUTIVE POSTURE CHAIR 


Proudest office possession of top management 
throughout American business...the 
MILWAUKEE Executive Posture Chair... 

a triumph in custom-quality, healthful 
posture seating, unsurpassed for luxury and 
distinction ...a gilt-edge investment 

in lifetime, fatigue-proof, individualized 
comfort and wéll-being. 


For a full description of the 
Executive Posture Choir and for 


hundreds of other distinguished 
wood chairs, see the complete 
MILWAUKEE Catalog: 





THE MILWAUKEE CHAIR COMPANY, Milwaukee, Wisconsin 
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Carlton-Surrey to Equip Flying Offices; 
Factory Addition Near Airport Planned 


Flying right up to the door will be usual procedure 
in the near future for many customers of Carlton- 
Surrey, Inc., of Grand Rapids, Mich. This firm is build- 
ing a new and additional factory close to the local air- 
port in order that customers may conveniently 
bring their aircraft to be fitted out as flying offices, 
A ramp, 357 feet long, will lead directly from the field 
into the factory. 

The company has already fitted out the aircraft of 
a Texas oil producer at the cost of nearly $35,000. The 
firm was responsible for all the details from drapes 


Interior of Plane Equipped by Carlton-Surrey. 


to desks to wall upholstery. The walls of the cabin 
are covered with top grain light tan leather, hand- 
tufted on the end wall and door, pleated on the side 
walls. The sofa, some chairs and the pilots seat in the 
cockpit are also hand-tufted. The ceiling is finished 
with soft light tan-gray broadcloth, while the window 
molding is hand-grained to simulate mahogany. Green 
metallic draperies put the finishing touch to the 
windows. 

Individual seats are upholstered in sand colored 
needlepoint fabric, while the lounge seat is in a choc- 
late brown. All seats have heavy hair-filled cushions. 
This part of the plane is completed by two ivory colored 
desks with tooled leather tops which match the re- 
freshment bar in the galley. All weights are in accord- 
ance with Federal laws. 





Wholesale Stationers Plan 37th Convention 


Two floors of the Hotel New Yorker, New York City, 
will be occupied by exhibits when the Wholesale 
Stationers Association holds its 37th annual convention 
there in 1953. 

The various committees are now engaged in plan- 
ning the convention and trade show, which will be 
opened officially on Monday noon, March 2 and will 
close Friday noon, March 6. Convention sessions will 
be held on the mornings of March 3, 4 and 5. Several 
nationally known speakers will be featured at this 
time. The annual banquet will be held on Thursday 
night in the Grand Ballroom of the hotel. 

The trade show will occupy 140 exhibit rooms, two- 
thirds of which are already sold. 
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OMATIC ¢ GNAL 


There's no doubt about your ma- 
chine being cleared. The clear sig- 


nal tells you — automatically. 
Y y 


FEATHER-LIGHT KEYBOARD 


Fingers fly faster with less effort 
and fatigue—and time is savedl 


@ WRITE TODAY FOR COMPLETE INFORMATION. 


VISIBLE DIALS 


You know totals every instant 
with eye-level dials that give 
you fuil visibility. 


nad ~ 


RED SUBTRACTIONS 


Subtracted items print in red 
and stand out prominently, mak- 
ing the checking of finished 
work simple and fast. 


680 
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FW as tomorrow! 


with amazing 


MODERN AUTO-TOTALER! 





More Automatic Features — More Visibility 


AUTOMATIC CIPHERS 


Saves approximately one third 
of all key depressions because 
all ciphers print automatically. 


ed P33 


26780 
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SPACE-UP TOTAL 


Tape is spaced to correct tear 
off position when printing totals, 
Saves paper — speeds up work. 


usiness Machines, Inc.7~" > 


Here is a superior new machine 
that should make adding ma- 
chine history. R. C. ALLEN 
unveils the VisOmatic electric 
adding machine incorporating 
seven improved time-saving, 
money-saving features for easier 
operation PLUS the NEW 
AUTO-TOTALER. 


AUTOMATIC TOTALS 
AND SUB-TOTALS 


SAVES thousands of manual 
operations 

SPEEDS up figure work 
PREVENTS errors 

CUTS operating costs 


“ADD SPEED" KEYBOARD 


Entire amounts can be entered in 
one operation — Saves many key 
depressions every time machine is 
used. 
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Dependability is the basis of confi- 
dence. It is on this dependability 
that R. C. Allen Typewriter Dealers 
rely when selling the new R. C. 
Allen ‘Standard’. THEY KNOW 
that dollar for dollar, feature for 
feature the new R. C. Allen is the 
greatest typewriter value on the mar- 
ket. And once they have tried it, 
THEIR CUSTOMERS KNOW IT 
TOO! Treat YOURSELF to a gen- 
erous portion of this confidence by 
inquiring how YOU can become an 
R. C. Allen Typewriter Dealer. IT 
WILL PAY YOU TO KNOW! 


Look at these PLUS features of 
the new R. C. Allen typewriter. 


60 
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Instant Sight-Set Margin 

The exclusive WONDER WIN- 
DOW lets you KNOW instantly 
that your margin is correctly set. 





Now is te time 
Now is the time 


Now isthe time 
Now is the time 














Retyping Is Unnecessary 
“Error correction control" per- 
mits deletion of characters typed 
by mistake or insertion of 
omitted characters. 


Less Time — More Lines 
The R. C. Allen “Speed Lever" 
lets you set new line in a frac- 
tion of the time needed by other 
standard machines. 





. . . OTHER R. C. ALLEN FEATURES 


Beautiful design 


Long life construction 

© Automatic and manual ribbon reverse 
® Ribbon feeds only when typing 

® Tensionized card holder 


® Individual “Key-Action” tuning 








Cleaning Problems Ended! 
There's no dirt, no mess in 
changing ribbons and cleaning 
type on the R. C. Allen... 
ribbons, type are fully exposed. 





Real Control Typing! 

The personalized key control 
lever lets you enjoy typing free- 
dom. You'll find the R. C. Allen 
touch-tailored for you. 


MODEL 611 


(Six carriage 
widths available 





Perfect Type Alignment 
Your typing looks like fine print- 
ing on an R. C. Allen. Type is 
automatically aligned by the 
newly-designed segment ring. 





Less Effort — Less Fatigue 
There's no “reaching” for the 
properly positioned R. C. Allen 
carriage. Paper handles easier, 
there's less eye-strain. 


R.C.Allen Business Machines, Inc. 


680 Front Avenue, N.W., Grand Rapids, Michigan 
























Diebold Appoints Dealer Supervisors 
Diebold, Inc., recently announced the appointment 











: jae 
if R. J. FitzMorris and D. L. Bellamy as Diebold dealer AiG ott 
pervisors. the 
R. J. FitzMorris will represent Diebold in Northern ous COMFORT 


Michigan, and D. L. Bellamy will cover the state of FABUL 


Washington 
Mr. FitzMorris is a native of Buffalo, N.Y., where 
eraduated from Canisius College. During World 


incomparable 
posture chair 


value 


CUSH-O-JUST BACK REST 
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R. Fitzmorris D. L. Bellamy GIRDER-BUILT SEA 


War II he served as a staff sergeant with the U. S. 
Marines Corps. He joined Diebold in 1946 and has held 
the post of branch manager in both the Diebold branch 
offices in Buffalo and Detroit. His home address is 
17397 Roxbury Drive, Detroit, Mich. 

D. L. Bellamy, of 324 Bellevue Avenue, N. Seattle, 
Wash., is a native of Arapahoe, Neb. He attended U. S. 
Military Academy, West Point, N. Y., Grand Island 
College and McCook College. He also joined Diebold x COMFO-CU 
in 1946. He has held the positions of Milwaukee branch LATE 
manager, assistant systems sales manager in the Die- 
bold general offices in Canton, and as branch manager 
in Seattle. 

In their new positions these men will be primarily 
concerned with the training and building of dealer 
outlets. Their wide sales experience with Diebold 
equipment and systems makes them ideally suited for 
their new posts 


Shelton Looms Distributing Corporation FINGERTIP ADJUSTMENTS 
to Handle New Nylonized Boltaflex 
Nylonized Boltaflex, the tough new backed plastic 3 CASTER? 
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upholstery, has been added to the line of furniture 
‘aie fabrics distributed by The Shelton Looms Distributing 
Pra Corporation. The first plastic upholstery ever to be 
im handled by the firm, Nylonized Boltafiex is being 
stocked and distributed through offices of The Shelton 
Looms Distributing Corporation in Boston, Washington, 
D. C., Seattle, San Francisco and Los Angeles. 

The new material represents a completely new de- 
velopment in plastic upholstery and was developed 
after intensive research and experimentation by Bolta 
of Lawrence, Mass. After 31 months of laboratory METAL-LUX 
work and 1878 different tests and formulations, Nylon- : : 
ized Boltaflex was perfected. Several patents are pend- Clerical Posture Chairs 
ing on the material 

In announeing the addition of Nylonized Boltaflex 
to its line, Val Harper, upholstery sales manager of 
The Shelton Looms Distributing Corporation, stated, : 
As plastic upholstery assumed an ever-increasing features and price add up to 
percentage of upholstery sales, we often felt the urge easy selling. If you haven’t yet 
to distribute a plastic—but we wanted something dra- shared in METAL-LUXx profits, 
matic, new and distinctive. Nylonized Boltaflex fills get the full details now 
that bill.” 


“The material has tremendous stitch-tear resistance,” 
Mr. Harper continued. “It sets new standards of The complete 


trength and durability, yet it is soft, pliable and easy METAL-LUX Chair 
. o work with.” line is described 
in Catalog M-101 
Write for it 


°% 


Here is the new standard 
by which posture chair value 
is measured. METAL-LUX 





» | Frank R. Walker Promoted by Bill Shaw Co. 


Frank R. Walker, sales manager since 1946 for the 
Bill Shaw Company, office furniture and supply firm 
f Charlotte, N. C., has been promoted to vice-president MILWAUKEE METAL FURNITURE COMPANY 








if the company. This announcement was made by 
Bill Shaw, president of the firm.—EEG 
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f as tf PLUS EXCISE TAX 
accurate 


Mechanical Features... 


. Front Paper Stop assures accurate registration. 
. Automatic Roller Release eliminates smudged sheets. 


. Automatic Counter counts only printed sheets. 


Open Drum—self-contained, internal brush inking. 


. Automatic Feed — positive action. 
. Selective inking by means of our ink dispenser. 


. Paper Pusher is automatically lifted and carried back 


to feeding position. Eliminates lint on the stencil. 





TECHNYGRAPH CO. 


TECHNY, ILLINOIS 
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Royal Announces Managerial Changes 


J. D. Farr, office machine sales manager for Roya] 
Typewriter Company, Inc., has announced three man- 
agerial appointments in the company’s southern sales 
division. 

Alvin Wingfield, Jr., formerly district manager in 
Raleigh, has been named to head Royal’s operations 
in Charlotte. 

Mr. Wingfield started his career with the company 
in 1941 as a typewriter salesman for the Birmingham 





A. Wingfield Jr. H. N. Swift S. N. Etheridge 


office. In 1948 he was advanced to the managerial posi- 
tion in Raleigh from which he steps into his new post 
in Charlotte. 

To succeed Mr. Wingfield in Raleigh, the company 
has called upon H. N. Swift, formerly district manager 
in Montgomery. 

Mr. Swift entered Royal’s employ as typewriter sales- 
man in Raleigh in 1948 and was named to manage 
the company’s Montgomery office in 1951, the post he 
held until his current appointment. 

The vacancy in Montgomery created by the appoint- 
ment of Mr. Swift to Raleigh is being filled by S. N. 
Ethridge, formerly typewriter salesman in Atlanta. 

Mr. Ethridge has been with the company since 1945 
when he joined it as a supplies salesman. He trans- 
ferred to typewriter sales in 1947 where he served the 
company until his current promotion. 





Dixon Contest Response Exceeds Hopes 


The recent Joseph Dixon Crucible Company Ticon- 
deroga pencil jingle contest, in which $25,000 in cash 
prizes were offered for the last line of a jingle, has 
proven an outstanding success, the company reports. 

Now that the thousands of entries have been judged 
and cash prizes have been awarded, it can be told how 
a daring and novel advertising idea has paid off in in- 
creased sales, greater store traffic and public recog- 
nition and acceptance of the Dixon name. 

What made the contest novel was that, in order to 
enter, the contestant had to send in a box top on 
an item that cost him at least $.72. Most contests of 
this nature require no more than a $.25 purchase and 
involve such items as soap, tooth paste, candy bars, 
bread or other articles that are generally on the weekly 
shopping list. 

Even with this in mind it was felt that the adver- 
tising value of the publication space (Saturday Evening 
Post and Collier’s) would justify the expenditure. Each 
contest ad told of the product features and displayed 
the Ticonderoga pencil and its name prominently. 

The replies rolled in by the thousands. It was sig- 
nificant that replies came from every state of the 
union, following closely the distribution pattern of 
Ticonderoga pencils. 

Naturally, some contestants may have used box tops 
obtained in their offices, classrooms or stores, but the 
majority bought Ticonderogas for the express purpose 
of entering the contest. Whatever the source, the name 
of Ticonderoga was impressed firmly in the minds of 
contestants and assured repeat business in stationer 
stores. 

The ads were given favorable and unsolicited com- 
ment in the press for their professional quality as well 
as for the strategy of the whole idea. Many stationers 
put up window displays and thus attracted further 
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“Here’s how “Y and E”’s line 
helped me to a $4,500 sale!” 


Vaughn W. Dieterle, of the Lowman & Hanford Co., 
exclusive “Y and E” agents in Seattle, Washington 
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It was a chance comment—and a complete line of desks—that gave me one of the best 
sales I’ve had. 

One of my regular customers for office supplies was a growing firm in Seattle. The 
purchasing agent knew his business, but he liked to needle salesmen occasionally. 

I'd just taken his order for regular replacement of file folders. He said, “We're putting 
in a machine bookkeeping department . . . too bad you don’t make specialized desks, 
Vaughn.” 

“What do you mean we don’t!” I said, “ ““Y and E” happens to make the most complete 
line of desks going!” 

And without waiting to see how serious he was, I showed him our all-purpose machine 
desks, fixed-bed typewriter desks, and the rest of the 4 complete lines. 

He was amazed, and serious. When I left an hour later, I had an initial order for 6 
all-purpose machine desks! And since then this sale has reached $4,500 because he was 
so pleased with the way those 6 desks performed that he has standardized on “Y and E” 
steel office equipment. 

Experiences like that make me glad “Y and E” carries desks for every purpose... 
it’s business for me. 

The wide scope of “Y and E” 's line is just one reason the “Y and E” franchise means 


more business. A modern merchandising plan and sales help at the local level . . . pro- 
tected franchise .. . and tough equipment built to satisfy the most discriminating cus- 
tomer, all go to making “Y and E” the line that means business . . . for you! 


The franchise that means quality merchandise may 
be open in your community .. . Inquiries invited. 


rT YAWMAN 4»? FRBE MFG.(. - 1015 Jay Street, Rochester 3, N. Y., U.S.A. 


er ALSO MAKERS OF QUALITY FILING SYSTEMS AND SUPPLIES 
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HOLYOKE, MASSACHUSETTS 


Established Dealers wanted in the 
South, Southwest and Mid-West. 
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store traffic and sales. Others used counter cards to 
good effect. 

The contest idea was conceived by E. M. Cabaniss, 
Dixon president, as a way of celebrating Dixon’s 125th 
anniversary. It was thought that such an idea would 
benefit salesmen, distributors and stationers as wel] 
as the public. 

“This 125th anniversary contest,” said Mr. Cabaniss, 
“could not have been a success had we not had the 
backing and willing co-operation of our thousands of 
friends in the stationery business—and to them we are 
indeed grateful.” 


Donald L. Barnard Appointed By Diebold 


Donald L. Barnard of Des Moines, Iowa, has been ap- 
pointed to the newly-created post of assistant dealer 
sales manager for Diebold, Inc. 

Although Mr. Barnard is only 35 years of age, he 
came to Diebold with more than 15 years of dealer ex- 
perience behind him. His knowledge of business from 





Donald L. Barnard 





a dealer’s viewpoint was first gained as a salesman and 
later as secretary and general manager of Zaiser’s, Inc., 
Des Moines. Immediately upon discharge from the 
Army he was associated with the Des Moines Régister 
and Tribune as national representative and for two 
years he traveled for the W. A. Sheaffer Pen Company 
in Iowa and Minnesota. Also at one time he operated 
a small manufacturing plant. 

Residing in Canton, Ohio, Mr. Barnard will work in 
close co-operation with Diebold dealer supervisors in 
furthering dealer assistance programs and in develop- 
ing new dealer sales. He will spend considerable time 
in visiting dealers throughout the country. 





Nerrie Heads New Audograph Division 

Ralph A. Nerrie has been appointed director of the 
national sales division of The Gray Manufacturing 
Company, makers of Audograph Electronic Sound- 
writing equipment, Walter E. Ditmars, president, has 
announced. He was formerly general sales manager 
of the Audograph Company of New York, distributors 
of Audograph products in New York State and sec- 
tions of adjoining states. He will maintain offices at 
521 Fifth Ave., New York City. 

James K. Byrd has been named to take over Mr. 
Nerrie’s former position. Mr. Byrd has been associated 
with the Lanier Company, distributors of Audograph 
equipment in the South and Southwest, as manager 
of Audograph sales in Florida. He will also maintain 
headquarters in New York City. 

Mr. Ditmars stated that increasing sales of Audo- 
graph equipment necessitated the establishment of 
the new national sales division, which will handle 
co-ordination of national sales accounts. 





Gift Craft Leather Company Moves 

Due to increased business and the need for expan- 
sion, the Gift Craft Leather Company which was for- 
merly located in Brooklyn, N. Y., has moved to new 
and larger quarters. 

The new home of the firm is at 101 Spring St., New 
York 12, N. Y. Facing on two streets, the corner loft 
affords plenty of light and cross ventilation for better 
working conditions. 

The firm makes a complete line of desk pads, desk 
sets and accessories of top-grain cowhide leather to 
match upholstered furniture. 
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‘Quprene of Maspeth a 


FREE! New price list and catalogue of complete SUPREME line. 


Write today. 


SUPREME STEEL PRODUCTS, INC. 
52-85 74th Street, Maspeth 78, Long Island, N. Y. 
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SUPREME’S *150 


36° WIDE—18 DEEP—78 HIGH 


MTEL CLL) 4 
Cabinet Value Today 





STURDY CONSTRUCTION —Heavy Gauge Welded Door and Frame Assembly 
with Incorporated Dust Check and a Sanitary Base! 3-point locking device, Die-cast, 
Polished Chrome Door Handles with Built-in YALE Paracentric Lock! 


AMPLE STORAGE ROOM —Four shelves easily adjustable on 2” centers. 
TRIM SMART STYLING —In green or grey baked on an enamel finish. 


KNOCK DOWN SHIPMENTS —Properly packed in safety-guarded cartons. Saves 
you transportation and warehousing costs. 


















EASY TO ASSEMBLE—Unusual design features permit assembly without visible 
bolt heads on fronts, sides and tops of cabinets. 


PROMPT DELIVERY — You'll appreciate Supreme’s delivery made possible by our 
large inventory backed by the facilities of our vast, modern manufacturing plant. 


Also made in 24” depth and as wardrobe and combination type units. 


THE MOST COMPLETE LINE TO MEET EVERY REQUIREMENT 
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DARNELL 
CASTERS 


The longer your cus- 
tomers use cheap casters 
the MORE they pay for 
them ... Damaged floors 
and floor coverings due 
to poorly made casters 
can be quite costly. 
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60 Walker Street, New York 13,N.Y. 
36 North Clinton, Chicago 6, Illinois 
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profitable sales 






Charlie Shropshire Grand Prize Winner 
in Ivan Allen Company Art Metal Sales 


Charlie Shropshire, a newcomer in the Ivan Adlen 
Company ranks in Atlanta, Ga., surpassed his older 
(by length of service) teammates to claim the coveted 
Group No. 1 grand prize in a recent Art Metal sales 
contest. To Charlie went a $675 console television- 
radio-phonograph and $25.00 in phonograph records. 

First prize in Group No. 2 for highest dollar volume 
of sales went to John Carnes, an electric refrigerator, 
complete with $50.00 in groceries. 

Second prize in group No. 2 went to Jack Williams, 
dean of Ivan Allen salesmen. He received a home 
freezer and $50.00 in groceries. 

Other winners in Group No. 1—highest percentage 
increases over quotas—were: second prize, electric 
range, Ott Shell of Athens, Tenn., store; third prize, 
trip for two to the Sugar Bowl game, Ian Stalker; 
fourth prize, 52-piece sterling silver dinner set, James 
Patrick; fifth prize, $195.00 wardrobe, Charles Moring 
of Rome, Ga., store; sixth prize, power mower, Tom 
Fishback; seventh prize, set of tires or complete auto 
servicing for four months, Bill Blair; eighth prize, 
portable radio, Cecil Floyd. 

The products of the Art Metal Construction Com- 
pany were so enthusiastically sold by the Ivan Allen 
Company personnel that the grand total was more 
than 10 carloads of desks, files and chairs in 35 working 
days. The average percentage of sales over quota for 
all contestants was 227% and the gross sales over 
$104,000 in contest items only. 

The prize awards were presented by Hayden Jones, 
furniture department manager, and Ivan Allen, Jr., 
president. 


Pittsfield, Mass., Firm Sold 


S. Lester Balmer has purchased the controlling in- 
terest in the Shire City Typewriter Company at 236 
Tyler St., Pittsfield, Mass., from Robert Winter of 
Springfield, Mass. Mr. Balmer has assumed charge as 
president and general manager. Charles Beaulieu will 
continue as vice-president. 

The company handles Royal typewriters and adding 
machines, calculators and other office equipment. 

Mr. Balmer, who was formerly a salesman for Rem- 
ington Rand Inc. in the Boston area, resigned his 
position as procedure analyst at the General Electric 
Company, with which he had been for two years. He is 
a graduate of Syracuse University. 








Harold Leach Retires from Graff Company 

George B. Graff Company, of Cambridge, Mass., 
announces the retirement of Harold D. Leach, presi- 
dent, on December 31, 1952. In furtherance of a long 
range plan “Hal” is leaving the office supply industry 
after 42 years of continuous activity in it, and plans 
to live in Vermont. 

He is succeeded by Roger B. Thurber, vice-president 
since 1945, who will serve the company as president 
and treasurer. John R. Sanders has been elected assist- 
ant treasurer. 





Des Moines, lowa, Firm Relocates 


The Ahern-Pershing Office Supply & Equipment 
Company, Des Moines, Iowa, has moved to a new loca- 
tion at 905-07 Locust St. This provides five times the 
floor space of the former store. Lines of office equip- 
ment and supplies will be expanded by the firm, which 
is owned by James Ahern and William Pershing. 





La Salle Products Appoints Fred Brouwer 

The La Salle Products Company recently appointed 
a new representative, Fred P. Brouwer, for Pennsyl- 
vania, New York and the New England states. 

Fred is well-known to the trade and is representing 
La Salle Products in addition to his other lines. 
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1899 


50 YEARS SERVICE TO AMERICAN BUSINESS 





“Built Like a i 





i VISIBLE DESKS 


CARD DESKS 
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CARD FILES 
For All Sizes 













INSERTS 


DEALERS HAVING THE SHAW-WALKER FRANCHISE | 
can supply fire protection for business records of 
every size. J'oday, there are twenty-six Shaw-Walker 
Fire-File items which provide 24-hour protection for 
records, in convenient, compact, point-of-use models. 


, Built Like a 
4%» Skyscraper” 


Fire-Files are sold only to and by exclusive Shaw- 
Walker dealers.... Fire-Files represent only a few 
of the many time-savers and space-savers available 
from no one other than the Dealer having the enor- 


GHAW-WALKER mous Shaw-Walker Apeom 


The Shaw-Walker 4,000-item franchise is the 
Home Office... Muskegon, Mich. trade’s most valuable asset. /t’s worth asking for. 





LARGEST EXCLUSIVE MAKERS OF OFFICE FURNITURE AND FILING EQUIPMENT IN THE WORLD 
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Grand Ballroom 


of Hotel 
Roosevelt, ready for a meet- 
ing with Rest-All Mode! 550 
chairs. Rest-All Dealer com- 
pleting this large chair 
transaction was the contract 
division of Marshall Field & 
Co., New York City. 


Volume purchase of Modi 


Rest-All Aluminum Straic 
proves both quality and 
of this handsome new con 













HE BACKBONE of the Ohio Chair Company and its 


dealers’ chair business is today, and always will be, 


consistent, smaller sales than that recently completed with the Hotel 
Roosevelt in New York City. Nonetheless, the purchase by the 
Roosevelt of 800 of the Rest-All Model 550’s is proof of many things 
of interest to Rest-All Chair Dealers the nation over. 

It is convincing testimony to sound chair design and construction 
. . . definite proof that Rest-All’s latest bid for volume institutional 
as well as office equipment sales is destined for success wherever 
dealers show the Model 550. It is evidence that the entire Rest-All 
line, built with the same attention to fine chair requirements, has 
arrived at a position of leadership in the field within the span of a few 
short years. Why not write for full details on Rest-All Aluminum 


Posture Swivels and Straight Chairs? 


REST-ALL CHAIRS SELECTED AFTER CAREFUL TESTING 


For eight months before final selection, this leading Manhattan 
hotel examined sample chairs submitted by leading manufacturers. 
Principal concerns were seating comfort for long duration and attrac- 
tiveness. Serviceability and maintenance factors were also carefully 
checked by testing and by putting the samples into actual use. Hotel 
employees rated the chairs for stacking and portability. Nothing was 


overlooked in this typical demonstration of hotel management 


efficiency. 


28 W. MADISON AVE., YOUNGSTOWN, OHIO 


_ 





- 2 p2 
— parts have natural —, 


OFFICE APPLIANCES, 








noun 
head 





ich 




















FEATURES 
(OF MODEL 550 — 


Combines simplified, moder. 
design with sturdiness and 
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Convoy Adds Representatives, 25 Dealers 

Convoy, Inc., manufacturer of storage files, has an- 
pounced an enlarged territory for Ed S. Hadden, who 
headquarters in Columbus, Ohio. Joining Convoy in 
april, 1952, he will now represent the firm in Ohio, 
fichigan, Indiana, and Kentucky, with parts of Penn- 












LL R. Ricketts Ed S. Hadden 

ylvania and West Virginia on his agenda. Mr. Had- 
fen also represents Chicago Saddiery, General Lamps, 
skenco Rulers and Riteform Chairs organizations. 

L. R. Ricketts of Oak Park, IIll., was recently ap- 
pinted Convoy representative for the North Central 
H und Northwest states. 

To a growing dealer organization the following out- 
ets have recently been added: 

Arkansas—Shofner’s, Rogers; Home School Supply, 
Harrison. 

Washington, D. C.—Stockett-Fiske. 

Illinois—E-Bee Business Systems, Belleville. 

Iowa—Latta’s, Inc., Cedar Falls. 

Kentucky—O’Conner & Raque, Louisville. 

Louisiana—Lake Charles Office, Lake Charles; Reine 
Stationery, Baton Rouge. 

Michigan—General Printing & Office, Pontiac. 
Missouri—American Loose Leaf, St. Louis; Gallup 
ap & Stationery, Kansas City. 

New York—Lerman Brothers, New York City. 
Ohio—Newell B. Newton, Toledo; Chillicothe Type- 
yriter, Chillicothe; Lee’s Book Store, Delaware; Office 
Supply Company, Fostoria; S. A. Barnes, Warren. 

Oklahoma—Burtis Press & Office, Clinton; Ratcliffe 
Book Store, Weatherford; East Tulsa Office, Tulsa. 

Oregon—Kilham Stationery, Portland. 

Texas—Gresham’s, Temple: Greenwood Office, 
Brownwood. 
Tennessee 

















Standard Forms, Johnson City. 





Weber Addressing Names New Officers 


The appointment of Leslie J. Christiansen as sales 
manager of the addressing machine division of Weber 
Addressing Machine Company, Mount Prospect, IIl., 
was recently announced by Joseph Weber, owner. 

Mr. Christiansen will assume the responsibility of 
managing the sales activities of the firm’s spirit type 
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L. J. Christiansen 





FS. S343 







direct mail addressing machine. His appointment also 
marks the start of an extensive sales program for the 
firm’s newest addressing machine, the Model A-3. 
Mr. Christiansen was formerly sales manager of Rex- 
=0-Graph, Inc., Milwaukee. Prior to World War II he 
Beawas with Remington Rand Inc., but left the office 
equipment field during the war for advertising and 
wePUblic relations work. 
C. E. Ritter, formerly in charge of sales of all Weber 
products, will remain as general manager of the firm 
and, in addition, will direct the sales activities of the 
new label and marking systems division. 
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Halt Aa 


SMARTLY STYLED 
POST BINDERS 


... Mean Faster Sales 





FOUR OF 16 KINDS TO MEET EVERY ACCOUNTING NEED 





Why Dealers Like to Sell 


Master-Craft Post Binders 


dealers. It may be available in your city. 





MASTER-CRAFT 
CORPORATION 


LOOSE-LEAF DIVISION OF SHAW-WALKER 


DISTINCTIVELY STYLED 
SUPERLATIVELY MADE 
COMPETITIVELY PRICED 
100% REORDER PROTECTION 


Master-Craft products are available through 


no one other than our exclusive franchised 


Write today for free catalog. 


KALAMAZOO, MICHIGAN 
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Factories at Ennis, Texas @ Chatham, Va. 


SALES COUP 


WHEN YOU STOCK UP 


STOCK ITEMS 


SALESBOOKS 
GUEST CHECKS 
SHIPPING TAGS 


Add to your 
volume... add 
to your profits 
... by adding 
Te) your line 

of fast-selling 
ENNIS stock 
Tare) 
printed-to-order 


nil taaalehalel hte 














E. B. HAYES MACHINERY COMPANY 
MILL. MOUSTRIAL AND PLUMBING SUPPLIES 
V BELT AWD DRIVES. ELECTRIC MOTORS 


MARSHALL. TEXAS 


Index Cards © File Folders @ Ring Book Sheets 
Figure Pads © Stenographers’ Note Books © Legal! 


Ruled Pads «© Adding Machine Tape ® Teller Tickets 


Ennis 


TAG & 
SALESBOOK CO. 


nt “— 


Victor Starts Delivery on Government Contracts 

The Victor Adding Machine Company began deliy- 
ery in November on a 16-million-dollar prime contragt 
for the U. S. Navy. The contract involves the many- 
facture of a control gunfire unit to be used on naval 
combat vessels. 

While the work is classified restricted, George . 
Turner, vice-president assigned to the defense con- 
tract work, stated that the unit “is a complex and high- 
ly technical instrument involving electronics, mech- 
anical and electrical equipment including radar and 
gyroscopes.” 

Work began many months ago when a handful of 
engineers were assigned to study the plans and pre- 
pare for the tooling and processing of the assembly and 
manufacture. Thousands of man-hours went into the 
initial stages and it was practically an “around-the- 
clock” schedule as Victor met the deadline for delivery. 

“As soon as our two-million-dollar building program 
is completed, we will have more room to get in to as- 
sembly-line production,” Mr. Turner pointed out. The 
new addition, which more than doubles the piant area, 
will be used both for adding machine production and 
defense contract work. 





New York City Firm Chartered 


The Empire State Pen Shop, Inc., desk sets, fountain 
pens, mechanical pencils and so forth, has been char- 
tered as a corporation, listing capital stock of 200 
shares no par value. The directors are given as Mar- 
garet J. Fratano, 68 Brooksdale Gardens, Bloomfield 
N. J.; Esther B. Kottler, 44 W. 77th St., New York City; 
and Walter J. Keeley, 147-35 38th Ave., Flushing, N. Y 

EEG 





J. L. May Installs Automatic Envelope Machines 


The J. L. May Company, Inc., reported that it has 
installed new and entirely automatic machines for 
manufacturing social security pay envelopes with a 
duplicate carbonized printed receipt. 

Special sizes and grades are also manufactured. 


CALCULATG 





car!” 
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Legless Vet Finds Niche .. . Gen. MacArthur congratulates 
Edward Eglowitz, legless 24-year-old Brooklynite for the youthful 
veteran’s courage in making a place in the business world fo 
himself. The meeting took place at the recent National Business 
Show when the general, now board chairman of Remington Rané 
Inc., visited the booth of Facit, Inc. A feature of the Facit exhibil 
was an appeal to executives attending the show to hire hand 
capped people. The Facit firm has volunteered to train handi 
capped people in operating machines through its national dealer 


Branch Offices and Warehouses at Hous- ENNIS for 
ton, Dallas, Birmingham, New Orleans, Quicker © 
Leos Angeles, Denver, St. Lovis. Turnovers! 


organization for Facit and Odhner office machines. Facit's project 
ended on a happy note when Erik A. Ohlsson, president, hired 
the young veteran here pictured to work in the firm's headquarter 
at 500 Fifth Ave., New York, N. Y. 
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43 eee FOR HARDWARE MUTUAL 
Mar- 
field p ee " 
City: Ilarger staff more comfortable, efficient in “outgrown” office ! 
N. Y 

TECHNIPLAN Pays 25% Annually in Saved Rentals 
ines 
: _ TECHNIPLAN ENABLED an expanding Branch Office of *Hardware Mutual 
th ,§ Insurance Company of Minnesota to escape these costly measures—leasing 

















THE LOCAL G/W DEALER showed how 
steel Techniplan would accommodate 
Sa additional personnel and equipment 
within the present space with in- 
creased employee comfort and effi- 
ciency, and pay for itself in four years 
through savings in rent alone! 


PHONE OR WRITE your local G/W Dealer 
today. He'll gle idly demonstrate these 
and other Technipl: in advantages. 
You'll find him listed 
under “Office Equipment” 
in the classified phone 
directory. 












xhibit —-_ 
and) eee 
Land! 4 “er 
lealer 
rojec! 
hired 


Engineering Specialists in 
orters 


Office Equipment, Systems 
and Visible Records 








additional office space and operating on two floors. 





PRIVATE OR SEMI-PRIVATE 
work areas easily, quickly 
provided with Techniplan’s 
modular partition units. 


WRITE TODAY to Globe-Wernicke, 
Dept. 13-OA, for this complete, 
informative Techniplan Catalog. 
Helps you plan your office more 
efficiently. 


Cincinnati 12, Ohio 
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YOU CAN SELL THIS 
CONVINCING 25% SAVING! 


The advertisement on this page 
describes how Hardware Mutual 
Insurance Co. of Minnesota avoided 
additional office rental expense for 
an expanding staff; it is just one of 
a growing number of Techniplan 
success stories. These case-histories 
are convincing evidence that every 
G/W Dealer can use in selling the 
efficiency and space-saving advan- 
tages of Techniplan. In every city 
and town there are companies faced 
with expansion problems similar to 
those faced by this branch office of 
Hardware Mutual—companies that 
present alert G/W Dealers with a 
bonanza in sales potentials. 


G/W advertising appearing in 
Business Week, Newsweek, For- 
tune and other business papers 
is helping to discover these 
companies with “growing 
pains’—exposing them to the 
convincing Techniplan story. 
The high reader response these 
G/W ads are receiving indicates 
a powerful customer-interest 
in Techniplan—a fast-develop- 
ing interest that means more 
sales opportunities, larger sales 
for you—but, only if you con- 
vert this customer-interest to 
action. 


Tie-in your local promotional activ- 
ities with this Techniplan adver- 
tising—get your Techniplan units 
into your window where customers 
can see them—use your local news- 
papers to tell your customers that 
this modern efficiency-increasing, 
space-saving Techniplan equipment 
is available—through you! 







Cordially, 


Elmer G. Rahe 
Vice-President- 
Sales 
Globe-Wernicke 


135 













Why successful buyers THE JASPER DESK CO., JASPER, IND. 
prefer Jasper Desks 








Worthy of the finest exec- 





utive office. A_ beautiful 






George III reproduction in 






matched American Walnut. 
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Created by master crafts- 
men for executives who de- 
mand the best. A fine chip- 
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* pendale Reproduction. 
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FINE CONSTRUCTION 


Joseg 
Her 
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Printi 
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Designed for modern in- 
teriors and functional effi- 
ciency. Available in Walnut 
or Softone Oak. 
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PRICED RIGHT 


An early American style in 
genuine Walnut. A popu- 


lar choice for professional 
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and general office use. 





For further information and liter- 
ature, write to Department A-153, 
Jasper Desk Co., Jasper, Indiana, 
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Announce Underwood Supply Division Changes 
Two announcements were made recently in regard 

ersonnel for the supply division of Underwood 
rporation 
Appointed general manager of this division with 
quarters in Burlington, N. J., is E. T. Waters. He 
vill supervise all divisional activities including manu- 
acturing, engineering and development and sales of 
he company’s carbon papers and ribbons and cther 
fice machine supplies. He joined Underwood in 1930 








E. T. Waters 


¢.A. Donaldson 
3 sales manager of the Waters & Waters branch sell- 
ing the Old Dutch line of supplies, became sales man- 
wer of the company’s supply division in 1948 and 
ntinued in this position until his present assignment. 
George A. Donaldson has been named sales manager 
f the supply division. He became associated with Un- 
erwood supply activities in 1918. He was a salesman 
nd supervisor from 1937 to 1948 when he was ap- 
ninted district supply manager of the company’s 
estern district with headquarters at Chicago. 





Harry E. Hoffman Now with Dixon 

Harry E. Hoffman, a member of the Great Lakes 
Travelers Club, has been appointed senior salesman in 
he Chicago area for the Joseph Dixon Crucible Com- 
any. After serving in the army throughout World 
War II, Mr. Hoffman entered the stationery field and 
for five-and-a-half years sold for Industrial Tape Cor- 
ration. He is well known by dealers and travelers 
like in the Chicago area. 





Joseph A. Snitzer Joins Hoskins Company 
Herbert G. Stagg, vice-president, has announced 
hat Joseph A. Snitzer, formerly with the Automatic 
Printing Corporation, is now associated with the Hos- 
kins Company, Philadelphia, Pa. 

Mr. Snitzer has been affiliated with the stationery 
isiness in Philadelphia for the past 35 years and is a 
ast president of the Philadelphia Stationers Associa- 
ion 





Marchant Opens Office in Burbank 


The opening of a new modern sales and service office 
for Marchant Calculators, Inc., in Burbank, Calif., was 


the company. 

According to Mr. Jessup, the opening of the new 
ffice was made necessary by the rapid growth of busi- 
hess and industrial activity in the Burbank area, re- 
iting in an increased demand for Marchant service. 
Carl F. Brand has been appointed agency manager, 
nd Robert P. Scholten has been named as service 
manager. The new Marchant office is located at 617 N. 
an Fernando Blvd., Burbank. 


OF Doc Stork ws 


Mr. and Mrs. John G. Kolb, C. Howard Hunt Pen 
-ompany, are the proud parents of a son, John Mi- 
hael, born on November 15. He weighed in at 6% 
unds. His dad was seen recently giving out cigars 
in celebration of the event. 
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AROUND 


DATING STAMPS 


MAKE FOR MORE EFFICIENT BUSI- 
NESS OPERATION 


SUPPLY THE DEMAND 


HAVE A GOOD ASSORTMENT ON 
HAND FOR IMMEDIATE DELIVERY 
WHEN WANTED. 


SALES — PROFITS 
ORDER YOUR SUPPLY TODAY! 


for Our 


Handsomely 


and 


Write today! 
NEW 


Illustrated 


CATALOG No. 


Price List 
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80 DUANE ST.NEW YORK7,N.Y. 
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RED BORDERED 


GUMMED LABELS 


30 POPULAR SIZES 
%& BEST QUALITY WHITE PAPER 
%& FINE, SMOOTH WRITING SURFACE 
%& STICK QUICKLY AND PERMANENTLY 
*& BOXES * BULK 











THE REYBURN MANUFACTURING CO., INC. 
PHILADELPHIA 32, PA. 


4048 W. POLK ST., CHICAGO 24, ILL, 


WAREHOUSES sr E. SECOND ST., FT. WORTH, TEXAS 
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Ditto Names Scott Head of Supplies 
H. M. Scott has been appointed manager of the sup- 
ply division of Ditto, Inc., Chicago. In this newly- 
created position he will head up chemical development 
and supply production for the entire organization. 
The move has been made to further co-ordinate 
operations of the sales and manufacturing divisions 


H. M. Scott 






























and to effect compact and uniform manufacturing 
methods so that Ditto users everywhere may be served 
in the best manner with the best products possible, 


Mr. Scott is a graduate chemical engineer from th 
University of Toronto. He started with the compan 
as a salesman in its Toronto branch office and just 
prior to this appointment served for two years 2 
assistant general manager of Ditto of Canada, Ltd. He 
brings to his new position a well-rounded background, 
including experience in sales, research and manufac- 
turing activities. 





Codo Announces Several Promotions 


Expanding sales have accounted for several impor- 
tant promotions at Codo Manufacturing Corporation, 
Coraopolis, Pa. At the annual meeting held recently 
by company president, Frank S. Cooper, and the vice- 
president, Wilbur W. Lenz, Wilbert F. Smith was ad- 
vanced to the position of vice-president in charge of 
sales while F. J. Price became sales manager. 


In addition, the company announces that William 
J. Menihan will occupy the newly-created position of 
vice-president in charge of products, T. M. Kramer 
will be the new superintendent and Thomas W. Lenz 
the new assistant superintendent and purchasing 
agent. Raymond F. Williamson will now fill the posi- 
tion of secretary and treasurer. 

This new personnel alignment will enable the com- 
pany to handle its increasing volume in the same effi- 
cient manner as before, states President Cooper. 


Whdding Bells 


Miss Patsy Elaine Bartlett became the bride of Lieut. 
Andrew West Reid in a double-ring ceremony Thurs- 
day evening, November 27, in Oklahoma City, Okla. 
The bride is the daughter of Mr. and Mrs. G. H. Bart- 
lett, Jr. (Bartlett Desk Company, Oklahoma City) and 
her husband is the son of Dr. and Mrs. Henry Reid, 
Athens, Ga. Miss Bartlett prior to her marriage was 
an air lines hostess. Her husband is a jet instructor 
with the U.S. Air Force. 











Business Opportunities | 


Price Lists and Catalogs Wanted—Stack Office Supply Company, 308 W 
Water St., Decorah, lowa, requests that manufacturers of office equipmen' 
and supplies send catalogs and price lists. They should be addressed SI 
to L. G. Stack. 


Price Lists and Catalogs Requested—Lester Nackenson, who has recently 
acquired the Criterion Stationery Company, at 19 W. 44th St., New York 18 
N. YA. requests that manufacturers send him their latest price lists anc 


catalogs. TI 
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WHY .. . A SMEAD’S TWO-PLI-TOP FOLDER? 





: Sup- 


es. SAVES SPACE Twowtiop SAVES MONEY 


inate 
S1ons 


The top edge and tab of Smead’s TWO- 
PLI-TOP folders are reinforced by turning 
over and glueing an extra inch of stock— 
this gives a smooth, rolled non-cutting edge 


of double strength at the points of greatest 
wear. Made of rigid, close knit manila fibre. 
A medium weight TWO-PLI-TOP folder of 
9-2 point* thickness actually provides 23 
points thickness at the tab—more than twice 
that of a standard single top heavy weight 
11-point folder. 





SAVE FIRST COST 


Smeads TWO-PLI-TOP folders, 
medium-heavy-weight 9% point 
2/5 cut tabs (illustrated) cost 
$28.35 per thousand*—enough to 




















fill a standard four drawer file. 
Standard single top heavy-weight 
11-point folders 2/5 cut tabs cost 
$29.25 per thousand—A SAVING 





























OF 90c. 
Smead's TWO-PLI-TOP folder 
ion with its rounded corners is a bet- 
me ter folder than the standard single 
= top. It will wear longer, and will not 
cut or scratch fingers of the file clerk. 
iam 
1 of THIS ILLUSTRATION BASED ON CURRENT PRICES 4 
mer = 
eNZ j wo.Pl ‘ ; 
, ~~ § QM 
; ~ pi 
OSl- 7 »\ | p rit 2 
> ; SR ‘Nt ut ; ng 
»m- ] F - _ uy . aa £ 
7 - | i 4 
| SPACE 
| WORTH 
| | 
| | $2.20 





SAVE \ 
SPACE \\ ~ | 


One thousand 11-point standard 
single top folders will take up 22 
inches of filing space. One thousand 
9 Y%2-point TWO-PLI-TOP folders will 

















take up only 19 inches of space. 
‘ ‘73a eee ee, tebe SAVING ON FOLDERS...............$ .90 
sag of ling space, each inch is worth SAVING ON SPACE................. $2.20 
. folder thus SAVE SPACE WORTH A TOTAL SAVING OF .. . $3-10 
S| SEO For |_$20 GREATER strength fat the pols of recto | 


wear) than the standard single top heavy weight 


|THE Swed MANUFACTURING CO.,INC.- HASTINGS, MINNESOTA 


¥. 10-24-52 


ATED IN U.S. A. 






































SMEAD’S TELL-1-VISION SYSTEM 


EG. VU. S. PAT FFICE 








READS LIKE A 800K 

‘ LEFT TO RIGHT- 

SR GRows AS NEEDED 
_, 








By using Smead’s Tell-I-Vision filing system, you can = 


reduce filing time. The alphabetical-color signal 


system for finding — and the numerical-color signal with 
system for replacing — make filing easy, fast, and , ye!) te A 
accurate. Cole “yet wf 


LET US DISCUSS YOUR FILING PROBLEMS WITH YOU 


THE Ginccacl MANUFACTURING CO.,INC.-HASTINGS, MINNESOTA 
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just ahead lies the answer 
to office efficiency... 





Take the steps now that lead to any of the 
modern QUEEN plants in Chicago, Atlanta 

or Garden City where the nation’s most wanted 
and finest duplicating supplies are manufactured 
with care and understanding for the needs 

of today’s business firm. 


The most cordial of invitations is extended to 
you to visit any QUEEN plant. By doing so, 
you're headed in the right direction for 
streamlined office operation and, of course, 
streamlined profits. 


= 


dizi:fe). Paley Voi:le], Belem LTS 


1055 Stewart Ave., Garden City, N. Y. 








Manufacturers of: 


e INKED RIBBONS @ CARBONIZED ROLLS @ MASTER UNITS (PLAIN & PRINTED) 
@ CARBON PAPERS e@ SPIRIT & GELATIN CARBONS 


FACTORIES: GARDEN CITY, N. Y. *« CHICAGO, ILL. »« ATLANTA, GA. 
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NEW seautyY & DISTINCTION IN OFFICE SPACE DIVISION 








FOR 

> Gag! 
Ship- 
Shape 
EFFICIENCY 


—* 


In An Executive Suite 
sily Changed As Needs Require 


= y 
Beautiful Sub “Si baiGns Boost Pride 4s. y 
‘Extra Privacy Reduces Waste gnd Improves Production 


Perfect for Salesmen 
Self-seller In The Showroom 
Installed in Less Than Ya Hr. Per Worker 
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STOCK 
HEIGHTS 


STOCK 
LENGTHS 


24" 30" 36" 42" 60" 66 


NEW CATALOG GIVES FULL DETAILS 
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| Arnel ci 


offer extra ship-shape efficiency in low cost packaged private offices. . . 
Traditionally, the world’s finest functional furniture may be found on shipboard. Arnot’s major 
contributions over many years, in the design, manufacture and installation of shipboard 
furniture (as exemplified aboard the S. S. United States and many of the world’s most modern 
ships) provide an important asset in the office furniture field. Broad experience in creating 
space-saving efficiency at sea was combined with the similar experience of office 
furniture experts to produce Arnot's new PARTITION-ettes. 


AN AMAZING NEW MARINE-TYPE LOCKING DEVICE DEVELOPED 
EXCLUSIVELY BY ARNOT MAKES THIS NEW OFFICE PARTITION 
CONSTRUCTION POSSIBLE FOR THE FIRST TIME! 


This device consists of a cross-type retaining nut concealed in post, a case hardened 
steel stud and a hidden, tempered spring device built into the panel. These lock under 
tremendous pressure assuring a firm, fool-proof, positive yet shock-proof lock between panels and posts. 
Like ship's furniture, PARTITION-ettes are rugged and beautiful throughout, painstakingly designed to 
provide maximum utility in the least amount of space. 


SO SIMPLE ANYONE IN THE OFFICE CAN 













constantly screening out routine interferences. Arnot's 
new PARTITION-ettes not only facilitate planning more 


953 
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EASILY AND QUICKLY SET THEM UP! 


No special skill or tools needed. PARTITION-ettes provide 
handsome, functional office partitions that are movable 
or free standing. They add flexibility to office arrange- 
ments, since they may be assembled or reassembled in 
accordance with changing needs. 


PROVIDE NEW SPACE-SAVING OFFICES 
WITHOUT MUSS OR FUSS... 


No bolting to walls or floor required. They create office 
improvements without changing basic lighting or ventila- 
tion and without work interruption. 


IMPROVE PERSONNEL CO-ORDINATION, 
SPEED, ACCURACY AND MORALE... 


+ Interruptions, clutter and traffic 
confusion are reduced by 









ARNOT and COMPANY, Inc. 
922 Park Avenue 
Baltimore 1, Md. 


[_] Please send me the new PARTITION-ette catalog. 
[] We are distributors 


efficient utilization of office space, but give the space an 
appearance of dignity and distinction with continuing 
benefits to users. 


VARIETY OF SIZES, TYPES AND FINISHES 
TO FIT ANY OFFICE NEED... 


Always ddjustable to any degree of privacy, they are. 


available in select walnut and oak to match most popular 
styles and finishes of standard office furniture, with top 
panels in a choice of matching wood, glass or Corrulux. 
Accoustical PARTITION-ettes—designed for special sound 
deadening qualities—also available. 


In addition to the new patented shock-proof locking 
devices, construction features include leveling devices 
that won't mar floors, brackets, end posts, access open- 
ings and extending panels. 


[_] Dealer 








DEALER FRANCHISES -- Limited Number Available. Inquire. 
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Look to 


ONGHORN 


CARBONS...RIBBONS 


fora 
LONG 
profit 


Leaders in 
AMCO's complete 
line of carbons 
folate Male) olelals 

for the office— 
leaders in sales 


and profits for you! 


Send for Illustrated 


AMCO Catalog 


xm AL, 


AMERICAN CARBON PAPER MFG. CO. 


Warehouses and Offices at Houston, Dallas, New Orleans, 
Birmingham, St. Louis, Denver, Los Angeles. 


| f t é 1t Ennis, Texas—Chatham, Virginia 
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NOMDA News 


(Continued from page 51) 


place and $5.00 for each of the next five places. Pro- 
fessionally trimmed windows are not eligible. 

Each entry must be accompanied by a photograp 
together with a full description of the color schemes 
and materials used. They must reach the office b 
January 10, 1953, in order to be eligible for judging. 

First prize last year went to the Sherwood Type 
writer Exchange of Twin Falls, Ida., the window trim 
ming idea of which was submitted by one of the men in 
the shop. George N. Hammond Typewriter Company of 
Sacramento came in second. Other winners were 
Harold Steinke, Upper Darby, Pa.; Aubry & Taendler of 
Chicago; Idaho Typewriter Exchange, Boise; Southern 
California Adding Machine Company, and Guaranteed 
Typewriter Company, both of Los Angeles. 


Elect Michigan OMDA New Officers 


Secretary Stanley Wojick, Alstan Office Equipment 
Detroit, Mich., has reported the election of new office 
for the Michigan Office Machine Dealers Association 
Those chosen are: 

Fred Baldrich, president; Lawrence Phelps, vic 
president; Stanley Wojick, secretary; John Stifter, 
treasurer; George Knapp, sergeant-at-arms; board 6 
directors: Jim Ayres, Norman Dodge, Dave Gilson, Cla 
Flick, Edward Goleski, Gale Mead, Aaron Merzein 
Leon Walling and Bert Swanger. 

Meetings beginning in January and continuing 
throughout the year will be on the third Tuesday of 
each month at the Park-Sheiton Hotel, formerly known 
as the Wardell-Sheraton. 








Taylor Chair Appoints Eastern Representative 
Robert M. Docking was recently chosen by the Tay- 
lor Chair Company as its representative in the Metro- 
politan New York and Middle East territory. 
Mr. Docking has been connected with International 


Robert M. Docking 


Business Machines Corporation in various executive 
capacities since 1938. From 1948 to the time of his re- 
cent assignment he has been in the office of the sales 
manager of the time recording division. 

An authority on modern sales methods, Mr. Docking 
has planned and written various sales manuals and 
programs for IBM and has participated in marketing 
area meetings throughout the United States. 





Victor Names Credit Manager 

The appointment of Fred J. Hohmann as credit and 
collection manager for the Victor Adding Machine 
Company was announced by A. F. Bakewell, vice-presi- 
dent and general sales manager. 

Mr. Hohmann attended Duquesne University while 
serving as assistant credit manager for Boggs and 
Buhl, a famous old department store in Pittsburgh. In 
1940, he jained Firestone Tire and Rubber Company as 
a district credit manager. He served with the U. &. 
Army Quartermaster Corps during the last war. 





Remington Appoints Branch Manager 

J. S. Williams, manager of Remington Rand In 
branch office in Memphis, Tenn., has announced th 
appointment of J. H. Basford as assistant manager 6 
the same branch.—EEG 
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IDEALERS CHOICE. 


SAME PRICE 














ENLARGED SLIGHTLY 
FOR DETAILS 


CTION Ca 5 


AGains 


STEELMAS 


. tremendous promotion. 
SPECIFY — meets and beats all 


Steclmasin os All Sfeclmaser units are pre 
! quality, and represent you: 
FOR YOUR FILING x J value and buy in office eq 


EQUIPMENT Compare and convince you 


NEEDS! " << teclnasleris tremendous pi 

7 ers choice — now brings you t 
units at an amazing price 
volume sales for you. Get 
wagon now. 


we Sreclmasye 


























The original CB Series. Every unit made 
according to Steelmaster’s high precision 
engineering and fabrication. 


Grey or green. Indicate color required. 












Outside Dimensions Shir 
Item No. ] Description H. w. D. We PRICE 
cB! Letter 34”| 27” | 16" | 83 Ibs. | $45.95 
/ CBIC Legal 34”} 30” | 16’ 89 Ibs. 49.95 










CB2 
CB2c 
CB3 


Letter 40” | 27” 116 93 Ibs 49.95 
“Legal 40” | 30” | 16 100 Ibs. 52.95 
40” | 27” | 16” 98 Ibs. 55.95 
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Plunger Lock 7.50 extra (Higher on West Coast) 





art steel co., inc. 


Nhs S%chnasvers 170 w. 233rd street 


new york 63, n. y. 


MEETS and BEATS 
ALL COMPETITION 


ACTUAL SIZE 
OF LOCK 


ASTER’S 


otion-dealers choice 
fs all competition. 


are precision made, top 
ont your greatest dollar 
ffice equipment. 

















ce yourself. 


dous promotion — deal- 
gs you these Steelmaster 

price that guarantees 
u. Get in on the band- 


maser ss 

The dealer’s choice — Every unit made 
according to Steelmaster’s high precision 
engineering and fabrication. 


This series indicated by X. Note catalog 


numbers when ordering. 
Grey or green. Indicate color required. 

















art steel co., ince. 


Vee Srecbnasers @ 170 w. 233rd street 


new york 63, n. y. 








PROTECTION 






ENLARGED SLIGHTLY 
FOR DETAILS 


ACTUAL SIZE 
OF LOCK 


* Double-duty personalized combination locks made by National 
Lock Co., America’s largest precision lock manufacturers. 





° CB series 


? CBI @ CB2 e oo 
Beas evar CBIX © CB2 


art steel co., inc. 
170 w. 233rd street 
new york 63, n. y. 














Ye 


YORK USA 


EXCLUSIVE! 


new! modern! unusual! 


The hit of the N.S. A. Convention 
Show — tremendous interest — or- 
ders rolling in — instant success — 
because it’s unusual, modern, 
priced right. 


Get in on the STEELMASTER band 
wagon—your floor display will get 
you your share of volume sales. 





It’s yours for the ordering —litera- 
ture available — direct mailers — 
envelope stuffers. 





A heavyweight wonderful business 
unit (good for the home too) in 
many applications — completely 
functional. Prompt immediate 


© = = delivery. Grey or green finish. 
Patented ’ i | 
#166860 : | | Outside Dimensions All Units 























art steel co., inc. 


y/ YT TOUEE, @ 170 w. 233rd street 


new york 63, n. y. 

































IN 
PURPLE, 

RED, GREEN, BLUE 
OR BLACK 


and reproduce any combination of 








colors (or all of them) at once. 





LIQUID DUPLICATORS 


A. UP all the Copy-rite features—its simplicity, rugged- 









ness, better work and lack of service problems—and you 
come up with this answer: COPY-RITE IS EASY TO SELL 
—STAYS SOLD—HELPS YOUR BUSINESS GROW THRU 
SATISFIED, REPEAT CUSTOMERS. 


On this, or any other logical basis, Copy-rite is the profitable 
line for you to handle. WRITE FOR FACTS! 


WOLBE 4 ot) ale Vie) a. s.) 0] 118 ae em 
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Win Friend 
dj i d No. 1666-86F4 No. 1663-76F4 conv 


86 x 45 76 x 42 . on r 


Miltyive: Sales 4 Drawer Executive Conference Top Offic 
Available in Genuine Walnut or Dist! 

Softone on Rift Oak day, 

Atla 

“N 
am 








It’s New! It’s Right!—the Conference Top 4 Drawer Executive Desk in 
Genuine Walnut. It’s an important companion piece in the new 1600 Standardizer 
Series, designed to provide a new concept of beauty, utility and value. 

It’s in production now and shipments will soon be rolling to dealers 


who are on the alert. Mail your order today! 


No. 1666-F4 No. 1663-F4 
66 x 36 60 x 34 
4 Drawer Executive 
Available in Genuine Walnut 
or Softone on Rift Oak 
Authorized to Ca 
Genuine Walnut 


The American Walnut 
facturers Association 
Back Vi  1666-F , thorized use of their 
: y. yes fal nollie yes sesstag the Alma Standardizer 
showing new streamlining and ine Walnut Series. 


spacious convenience slide. 


Densified knee space post 
standard on all 1600 desk 
amount of abuse can harm 
silky smooth surface—provid 
manent protection to ho 
clothing. 


BETTER DESKS ARE MADE OF WOOD 


HIGH POINT, NORTH CAROLINA 


ALMA DESK COMPANY ay m 








Meetings, Dinners, Conventions 
Continued from page 80 


jinner dance, December 6, at the Edgewater Club, 5500 
S. Broadway. 

The November meeting was conducted by Orson Lee, 
chairman; Charles Mueller, secretary, and Howard 
Robb, editor of News & Views. The St. Louis associa- 
tion unanimously passed a resolution to assume the 
jJuty of annually decorating the grave of the grandson 
f Jim Ward, James P. Ward Cpl., airman of World 
War II who is buried at St. Louis’ Jefferson Barracks 
National Cemetery. Jim Graydon, the new portable 
man for L. C. Smith & Corona Typewriters, Inc., was 
, friend of this boy in Chicago and he has accepted 
he responsibility of carrying out this plan annually 
Memorial Day 








Plans Progress for District No. 4 Session 
April 10-11 to be Held in Atlanta, Ga. 


Plans are in progress to make the 1953 regional 

nvention of NSOEA’s District Four one of the finest 
n record. Governor Allen B. Cammack of Cammack 
fice Supply, Burlington, N. C., has announced the 
District No. 4 regional will he held Friday and Satur- 
lay, April 10-11, at the Atlanta Biltmore Hotel] in 
Atlanta, Ga 

‘Many of our dealer members have been asking for 
1 more centrally-located convention site,” said Gov- 





Allen Cammack 


ernor Cammack 4nd we anticipate a larger dealer 
attendance at the 1953 regional since Atlanta was 
chosen as the host city.” 

Aiding the district governor in spearheading con- 
vention activities are Joe T. Kilpatrick of Carithers- 
Wallace-Courtenay, Atlanta, who is general chairman 
of the convention, and Glen D. Moak, Charlotte, N. C., 
representing The Carter’s Ink Company, who is presi- 
dent of the Southern Travelers Club. These leaders ex- 
pect to announce their convention committees shortly. 
In a joint statement they said: 

“We can depend upon our committees to come up 
with a topflight program for business sessions and 
attractive entertainment features.” 

Tentative plans call for business sessions Friday 
morning and afternoon and Saturday morning. A 
























7 business luncheon is scheduled Friday noon with the 
ip @ Southern Travelers’ part Friday night. The banquet 
ser @ Will be held Saturday night. 

Business sessions of the 1953 regional will be built 
around the theme, “Planning for Profits,” Governor 
Cammack said 
Plans Shape Up for NOFA Convention 

The program for the seventh annual convention and 

pos™ exhibit of the National Office Furniture Association to 
lesksi be held April 26-29 in Cleveland, Ohio, is rapidly taking 
ae shape according to Gilbert Sternberg, general chair- 
: man 

ho 


The convention committee has devoted considerable 
time to the program, sending a questionnaire to all 
exhibitors, asking them to list their suggestions. 

The convention headquarters will be at the Hotel 
Statler but four other additional leading hotels will be 
available for the convention delegates. 

The exhibition will take place in the Cleveland Public 








OFFICE APPLIANCES, January, 1953 





















more.. 
than 2 
filing 
cabinet... 
















RECORD FILE 


| WITH UNDERWRITERS’ LABORATORIES LABEL 


Ordinary filing cabinets don't provide proper pro- 
tection for valuable records. Here's the modern 
solution—a safe and a filing cabinet all in one— 
each drawer as effectively insulated as a standard 
office safe. 


Three-drawer and four-drawer cabinets—letter and 
legal sizes—key or combination locks. Caster base 
at small extra cost. Choice of gray, walnut, oak and 
mahogany finishes. 


certified protection The Class "C” (one-hour with 


impact test) label of the final authority—the famous 
Underwriters’ Laboratories—is your assurance of 
dependable protection. 


Catalogue and prices 
on request. 


rue HALL 


SAFE CO. inc, = 


1642-A Cleveland Ave., N. W. 
CANTON 3, OHIO 


Successor to The Hall’s Safe Co., Cincinnati 


HALLS 
SAFE CO. 
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CARBON 
PAPERS 


SEN ee eS: ORT 


TYPEWRITER e@ BILLING 
FAN-FOLD @ PENCIL 
CARBON JACKETS @ REGISTER ROLLS 


INKED RIBBONS 


TYPEWRITER @ TABULATING 
ADDRESSOGRAPH e@ TIME STAMP 
BOOKKEEPING MACH. @ ADDING MACH. 


HECTOGRAPH SUPPLIES 


CARBONS @ MASTER UNITS 
RIBBONS @ DUPLICATING FLUID 
- HAND-CLEAN CREAM @ CORRECTION PENCILS 


CODO CARBON GRIPPER BACKING SHEET 
A patented Codo feature included in each Box of “Super- 
Treated” — “Super-Kote” — “Keen-Rite” (not for sale 


Codlo-MkG. core. © 


Factory: Coraopolis, Pa. 


270 Lafayette Si 
New York 12, N_Y 


564 W. Monroe St. 
Chicago 6, Ul. 


401 Wood St. 
Pittsburgh 22, Pa. 


Auditorium where 170 booths will house the latest in 
styling for the office furniture and equipment industry. 
To-date, more than 150 booths have been reserved and 
tentative reservations have been listed for many of 
those remaining. 

Convention registration is expected to top 2,200. 
Office furniture dealers and manufacturers from the 
13 NOFA chapter cities, the six Area Conferences, and 
many cities throughout the United States, Canada and 
Mexico have indicated that they plan to attend. 

The NOFA officers’ conference will be held in the 
Hotel Statler on Saturday, April 25, at 12:15 p.m. 

Many reservations are being received at the Statler. 





Past-president to Lead COMDA in ‘53 


At the November 11 meeting of the Chicago Office 
Machine Dealers Association, held in the Maryland 
Hotel following dinner, the members present accepted 
the suggestion of National President Jack Weiner, Bel- 
mont Typewriter Sales & Service, Chicago, and nom- 
inated the following slate of 1953 officers composed of 
past-presidents: 

President—Bruce Browne, Bruce Browne, Inc., Chi- 
cago. 

Vice-president—Lawrence Walter, Peter Paul Me- 
chanical Service, Chicago. 

Secretary—Harvey Miner, Miner Business Machine 
Company, Kankakee, Il. 

Treasurer—Charles Creevy, Creevy Office Machine 
Sales & Service, Chicago. 

Earlier in the evening, W. W. Pennels, district sales 
manager, Royal Typewriter Company, gave a very 
interesting talk on “16 Ways to Close a Sale.” His 
comments made such a good impression that a number 
of those present suggested that the full text of the 
address be mimeographed and distributed to the mem- 
bership of COMDA. 

Asserting that the five steps in any sale are sell 
self, sell company represented, sell product, sell the 
need, and close, Mr. Pennels referred to a number of 
obstacles that prevent a successful close. Of the 16 
ways to close a sale, he said that four of them account 
for 80% of sales. Those four are the decision close, the 
automatic close, the trial close and the question close. 

The 12 other closes named by the speaker are the 
double question close, the subtle close, suggested own- 
ership, instruction, name spelling, action, inquiry, con- 
test, new angle, telephone, item, and pre-written order. 
Mr. Pennels illustrated each of the closes with specific 
examples. 

National President Jack Weiner spoke about the 
NOMDA group insurance plan, stating that 55 more 
subscribers were needed to make the plan operative. 
Mr. Weiner also announced that the 1955 national 
convention will be held in Washington, D. C. 

Just before the election of officers, all present stood 
for a moment of silence in memory of J. G. Coumbe 
of the Shipman-Ward Manufacturing Company, who 
passed away late in October. 

The meeting was adjourned after C. L. (Rocky) Jones 
was introduced as the new sales manager of the Ship- 
man-Ward Manufacturing Company. 

At the meeting held on December 9, the slate of 
officers listed above was elected unanimously. 





Meilink Sales Clinics in Chicago 

Under the direction of C. C. Penske, assistant sales 
manager, Meilink Safe Company, and Hal Johnsen, 
Gunvir Industries, Chicago, eight sales clinics on safes 
were held in Chicago the week of November 17. The 
first session was held om Monday evening, then one 
each afternoon and evening through Thursday, and a 
final clinic on Friday afternoon. Colored movies of 
laboratory tests of Meilink safes were followed by ex- 
tended discussion periods. In attendance were dealers 
and their salesmen from Chicago and adjacent terri- 
tory, totalling for all sessions about 200. 
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and 


=> 
for extra strength—heavy stretchers to 
reinforce legs; and all joints are double 





DETAILS 








doweled. 





f easy movement—case hardened steel 


glides, with cushions of resilient rubber, 
ore applied to the bottom of each leg. 











or a hard wearing surface—the finish is 
hand rubbed with pumice and oil. 





For easy back support—spindles are 
curved to fit the small of your back; back 
posts are steam bent, 





vs Back Again ay 


\pettet than ever /— 








No. 1949S 


"UTILI-CHAIR” 


In Genuine Walnut and Quartered Oak 


Remember the famous Utili-Chair—the side chair made of genuine wal- 
nut and quartered oak—that sold at a surprisingly low price? 

Now this old favorite is back again. It’s been streamlined, comfortwise 
and stylewise ... large enough for comfort, yet small enough to save 
space and permit easy movement. And once again it’s offered at a sales- 


producing price. 

From the seasoned walnut and quar- 
tered oak to the hand rubbed finish . . . it’s 
a Gunlocke chair! You can offer it for a 
hundred uses... with a substantial profit 
for every sale. 

And for extra comfort ... and extra 
profit... order it with the Ventilair Seat, 
1949SV. 


.H.GUNLOCKE CHAIR COMPANY 


WAYLAND, NEW YORK 



















‘ SP EP EP OW UP oo 
POV VFN 


It’s Guaranteed 
Sa 


The W: H. Gunlocke 
Chair Company will re- 
pair or replace, at its 
option, any Utili-Chair 
(1949S) judged to be de- 
fective in either work- 
manship or material. 


CP W.W.GUNLOCKE CHAIR COMPANY [IF 
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Maybe you wouldn't c 

believe it but there’s an eight-inch 

difference in the heights of these girls. *The 

girl on the left is 5 feet-1 inch tall; the others range all -. 

the way to 5 feet-9 inches. Yet they are all seated comfortably ne 

and correctly in Harter E-Line posture chairs. Simple handwheel a 

adjustments fit the chairs to the individual. And in the Harter line me 

you always have exactly the right chair for every worker. You te = 

have the E-32R that’s especially suited for the smaller girl. In the ers 

é; ; to 

E-15R you offer the comfort of extra deep foam rubber cushions Lj D — ran Do 

and a new form-fitting metal back. And there also are E-Line the 

) 3 : minim i & im | « 

high base posture chairs in three popular heights. er, 

STURGIS, MICHIGAN ma 

You can get E-Line chairs in several finishes and in many up- POSTURE CHAIRS ha 

holsteries with a wide range of colors to harmonize with other 

Harter models. It all adds up to this, you build your profit amd your sel, 

reputation for quality when you sell Harter chairs. Write for liter- - 

ature on the complete Harter line. the 

for 

goc 

HARTER CORPORATION, 125 Prairie, STURGIS, MICHIGAN to 
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GLTC Puts NSOEA Trophy on Display 


The NSOEA trophy presented to Great Lakes Trav- 
elers Club at the 1952 national convention went on 
isplay at the noon luncheon of the GLTC Friday, 
November 28 

Suitably engraved, the beautiful traveling trophy, 
as turned over by President Don Sharpe, Reyburn 
fanufacturing Company, to the Club’s board of di- 
ectors. Ken Henderson, The Carter’s Ink Company, 
as named custodian. It is necessary for a traveler’s 
lub to win three times to gain permanent possession 





To Have and to Hold... 
Mig. Co., president of Great Lakes Travelers Club, presents 
the NSOEA trophy won by GLTC, to custodian Ken Hender- 
son, The Carter's Ink Co. 


Don Sharpe (left), Reyburn 


and that is the aim of the GLTC. The trophy will 
grace the windows of several retail establishments 
and will also be displayed at the Sixth Regional con- 
vention in Springfield, Ill., March 26-27. 

Engraved on the face of the trophy is this inscrip- 
tion: 

“In recognition of the outstanding work of the 
Travelers Club to whom this trophy is presented 
the members of the distributors’ division express 
their abiding gratitude in this great industry. The 
leadership and the accomplishments of the travel- 
ers are of inestimable value to its welfare and the 
appreciation of all of its dealers accompany this 
award.” 

Great Lakes Travelers Club 
Don W. Sharpe, President 
1952 


At this business meeting Leonard J. Halen, Jr., 
Henkel-Clauss Shears Company, was accepted as a 
new member 

Art Olsen, Olsen’s Office Supplies, Forest Park, II1., 
as president of the Stationers Club of Chicago, invited 
members of GLTC to participate in his organization’s 
Christmas party December 12 at the Erie Cafe. 

At the luncheon meeting of the Great Lakes Travel- 
ers Club on Friday, November 14, members were treated 
to an informative presentation on selling. President 
Don Sharpe, Reyburn Manufacturing Company, called 
the meeting to order and asked Earl Hanson, manu- 
facturers’ representative, to introduce the guest speak- 
er, Robert Stein, public relations manager, Schinder- 
man Management Corporation. Mr. Stein, whose firm 
handles resort hotels, discussed the following three 
factors in successful selling: 1. Creating a want in- 
stead of merely revealing a need. 2. Dramatizing all 
selling points. 3. Safeguarding a sale by follow 
through. Each factor was emphasized by the speaker 
through references to specific appreciations. Among 
the interesting ideas offered was a sales letter in the 
form of a seven-inch phonograph record. Results were 
good because recipients could not resist the inclination 
to take the records home to play them. 
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Surveys show that 
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will buy a SWIFT 
because 
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PORTABILITY 
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STROKE for high speed, 
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EASY 
ROLLING “i 
CONSTRUCTION =F 


C, vitae a 


STEEL ea 


Safely Holds Stacks 


TRANSFER or any eten 





CASES 


*& Built For Long Lasting Service 


%e Rugged Construction Of Heavy Gauge Steel 
%e Welded Throughout, With Safety Angle Drawer Stop 
sk Drawers Move With Ease On Four Ball Bearing Rollers 


sk Unusual Rigidity and Interlocking Feature For Stability 








%* Drawer Handle Welded, With Label Holder Embossed 


*& Durable Olive Green Baked On Enamel Finish To Last 


SOLE DISTRIBUTOR 





5631 W. MADISON STREET... CHICAGO 44, ILLINOIS 
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News Notes From NSOEA District No. 4 


R. E. HILBURN, CORRESPONDENT 
P.O. BOX 2835, GREENSBORO, N. C. 

Don’t know what is going on here in the Piedmon! 
region of North and South Carolina but if the rest 
of the Fourth District is jumpin’ like this section the 
office supply business is really on the upgrade. 

I say the “rest of the district” because from all the 
news I’ve received from “outside” it may just as well 
not exist. Will Rogers said “all he knew was what he 
read in the papers,” and I’m almost in the same boat. 
The only news of the Fourth District I have outside 
of the two Carolinas is what others send me and this 
month it ain’t. However, back to the two lovely Caro- 
linas. 

oe * ” 

New firms are still coming into being, one of which 
is Hood Book Store, 110 E. Gordon St., Kinston, N. C. 
J. C. Hood, proprietor, and Mrs. Marcom running the 
show when Mr. Hood is out beatin’ the bushes. Hood’s 
specializes in cards, books, art supplies and office sup- 
plies. 

* ~ * 

Next is Allard A. Allston Company, 822 S. Main St., 
Darlington, S. C. Allard has been in business for about 
six years selling typewriters and business machines 
but has recently enlarged his activities to include safes, 
furniture and equipment, cash registers and school 
and church specialties. On top of this he has just 
moved to a brand new combination home and office 
supply store smack on the main drag just south of 
town. 

The new store has a large display area spot lighted 
by a large plate glass window and is of the latest, 
modern architecture. 


ok * * 


Another “new one” is Service Office Supply Company, 
212 Franklin St., Rockingham, N. C. L. E. Monroe, 
manager. This new firm is going in for the “works”— 
printing, stationery, office supplies and equipment, 
business machines and stamp making. It is located 
right across from the post office, one door from the 
Western Union office. Mr. Monroe is an old Burroughs 
man and his associate, Mr. Martin, runs the newspaper 
in Hamlet, a short hop down the road. 

* * * 


Then comes some expansions and redecorating jobs. 
Arscott Office Machine Company, Troy, N. C., is adding 
to the present store by building an addition next door. 
The old lay-out was busting out at the seams so the 
new job should relieve the strain 


* ” * 


Fowler’s, Charlotte, N. C., has completely done over 
the store in soft tones of yellow, burnt orange and gray, 
and moved the partition back several feet. Some new 
fixtures and new spot lighting go to make up a very 
pleasing effect and just in time for the coming Christ- 
mas rush. 

* * * 

Then Bill Shaw, same town, got busy on his second 
floor with paint brush, hammer and saw. The job was 
in its infancy when I saw it but the impression of 
“things to ‘come” was there and the outcome should 
stack right up with the best of ’em. 


* x * 


Haven’t seen this one but understand that the 
News Reporter, Whiteville, S. C., is moving to a brand 
new store next door on, or about November 15. 


*” * * 


Not to be left out of the “Carolina boom” Bill Arthur, 
skipper of News & Views, Inc., Jacksonville, N. C., is 
now building a new store diagonally across the street 
and expects to greatly expand his present output. The 
new store will measure 20 x 100 feet and will house 
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FULL 
SUSPENSION 
FILES 


-25%” depth 
- 28” depth 


Featuring 
1--Full progressive ball bear- 
ing cradle suspension. 

2--Thumb latch. 
3--"A” grade hardware. 









4--Six reinforcing uprights. 
5--Choice of finish: Olive 


green or modern gray. 


6--Letter and legal sizes. 








7. 











CATALOG AND PRICE LIST 
UPON REQUEST DEPT. A-! 











KEYSTONE STEEL EQUIPMENT COMPANY, INC. 
1914 S. WATER ST., PHILA. 48, PA. 
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ooks, art supplies, equipment and office supplies. 
acksonville itself is booming and Billy, wide awake 
s the town, boomed with it. The old, and new location 
; on Count St 
+ * ~ 
Charlotte must have the fever because Kale-Lawing 
‘ompany has gone all out with the second floor furni- 
ure show rooms. The proprietors are using the indi- 
idual room theme with different colors and arrange- 
nents. New lighting and new floor covering complete 
very nice job. It should go far in increasing equip- 
nent sales 
* * * 
I understand that Mr. Selph, former manager of 
Warren Supply Company, Nashville, is now buyer at 
P, K. Smith’s in St. Pete. 


” * * 


This one almost got away: Kinney-Keesee Office 
Supply Company, Greensboro, N. C., is in the expansion 
group, too. The firm knocked out the old partition 
it the rear and installed a very modern and pleasing 
furniture display room. The office is now upstairs. 

This is the newest concern in Greensboro and the 


expansion is a sure sign of a progressive firm on the 
move. Carlton and Charlie are two hard working boys 
and are to be congratulated on a good job well done. 

+ oo * 


Thanky, Joe, for that plug last month re my pushing 
my brief case up the valley in Virginia. Wonder if 
my boss saw that? If I ever catch you when you ain’t 
headed for the “corral,” I’ll treat you. 


* * * 


Dick Penegar, O. G. Penegar Company, Gastonia, 
N. C., is to go into the service soon. That man with 
the whiskers really plays hob with a lot of well-made 
plans these days. Best of luck, Dick. 


* * * 


That loose man with the leaf, Ted Myers, Wilson 
Jones’ leg man, bumped into me a few days ago and 
knocked me down with the news that he and Louise 
were gonna make it three come early summer. Louise 
was along to verify it, so it must be a fact, folks. 


* * * 


I see by an announcement that Maurice S. Brody has 
purchased from Foster & Reynolds Company, New 
York, N. Y., the Miami store known as Mr. Foster’s 
Store, the name to be continued. 


* * * 


George Drane sent this one in a month or so ago 
and as it was, to say the least, unusual, I saved it for 
an appropriate time. George has actually found an 
honest garage that will stand back of its work. 

He stopped at the Miller Tire Service Company, 1518 
Sumpter St., Columbia, S. C., for a wheel alignment 
and balance job in June. This was a “rush” job (George 
should know better) and after getting a few hundred 
miles from Columbia the front end started giving him 
the “business.” He took the car back to them on his 
next trip in September and despite the long lapse of 
time they cheerfully did the job over, to his entire 
satisfaction, NO CHARGE. Sho’ is a good recom- 


mendation. 
7 - * 


“Huncan Dines Again” 


Primarily for you connysewers of Italian food we 
will go this month to Nashville, Tenn. Corsini’s Restau- 
rant, located on 7th Ave., N., just above the Sam Davis 
Hotel, is unbeatable for real Italian spaghetti or pizza 
pie. For a well-cooked and well-balanced meal, com- 
plete from soup to nuts, you will go a long way before 
you will do better AND the price is right. Corsini’s 
(not to be confused with another restaurant with a 
similar name) is the place to go for that “easy-on-the- 
pocket-book” dinner. 
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has been added to the Flo-master 
National Advertising Campaign* 


to help you sell more 


FLO- MASTERS 


Business Week, reaching more than 250,000 key 
men in Industry, now carries Flo-master advertising 
every other week. This brings. the total up to 16 
magazines on the Flo-master schedule (see list at 
the bottom)— making it, by far, the most widely 
advertised Felt-Tip Pen in America! 


















Get your share of this business. Stock and sell 
both sizes—POCKET SIZE for general use; KING SIZE 
for big, BOLD, heavy-duty marking. Used with 
Flo-master Inks—Transparent and Semi-Opaque— 
instant-drying, waterproof, smudge-proof! 


Write for new Catalog No. 52 to Cushman & 
Denison Mfg. Co., Dept. H-11,153 West 23rd St., 
New York 11, N.Y. 


*FLO-MASTER ADVERTISING — more than 5,600,000 
individual messages in 1952 in these magazines: Grade Teacher 
The Instructor ¢ Junior Arts & Activities ¢ School Arts Magazine 
American Artist © Office « Flow © Production Engineering & Manage- 
ment ¢ Steel * American Machinist « Shipping Monogement 
industrial Equipment News © Design * New Equipment Digest 
Industrial Maintenance Business Week. 












Flo-master 


FELT-TIP PEN 
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@ Colson’s attractive new counter display 
peps up your caster sales, brings you extra 
business — extra profits by displaying re- 
placement casters for all types of office fur- 
niture and equipment. 


Requiring a minimum of counter space, the 
Colson display shows hard and soft wheel 
casters for wood or metal office equipment 
—also two sizes of glides. Millions of these 
products are sold and the Colson “Silent 
Salesman” merchandising plan can help 
you get your share of this sales volume. 


Mail Coupon Today 


THE COLSON CORPORATION 

ELYRIA, OHIO 

Please send data on Colson Casters for office furniture 
—also information on Colson’s new “Silent-Salesman” 
merchandising plan. 





Company ania nalts 
Address______ ; 4 ee 
ES a _State 





| 
| 
| 
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“SERVING THE 
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News Notes from District No. 5 


FLOYD E. ZINKHON, CORRESPONDENT 
6740 ELWYNNE DR., CINCINNATI 36, OHIO 


After all these years, Art Frey of Cincinnati has 
come up with a daughter. His son, Lt. Arthur Frey, 
was married to the lovely Rose O’Donnell of Norwood 
They were childhood. sweethearts and are now living 
in Washington, D.C., where he is stationed at Bolling 
Field. 

OK * * 

Good luck to the Hanover boys, Don and Bob, with 
their new chair line. Couldn’t happen to nicer fellows. 
om ” _ 

Al Sietz of Dayton, Ohio, has moved into his new 
home. When is the big brawl, Al? 


* * x 

Eddie Printz of the Printz Office Equipment Com- 
pany, Akron, Ohio, is still on the mend after a serious 
operation. ... Nate Thul of Armstrong Stationery Com- 
pany, Cincinnati, is at home after a siege in the hos- 
pital. Take it easy, Nate. 

*~ ” * 

W. E. (Uncle Mack) McDonald of Central Ohio Paper 
Company is on the mend after his accident and is at 
home, 2516 Brentwood Ave., Columbus, Ohio. Get well, 
Mack. You will he needed at the Wholesalers’ session 
in New York City. 

+ x ” 

Thirty-three friends of Mark Hanley and Bob Blakely 
were feted Thursday evening, November 11, in Detroit 
with a going-away party. Mark is headed to sunny 
California to become associated with E. Smith & Com- 
pany and Bob is going to Cleveland where he will do 
the buying for Sterling-Linden-Davis Company. 

” ” a” 

We extend our sympathy to the family of Earl E. 
Eriksen who passed away November 1. Earl was asso- 
ciated with the W. A. Schaeffer Pen Company. 

* * ” 

H. G. Grover of the Pickwick Company in Mt. Pleas- 
ant, Mich., has purchased the Graphic Shop in Big 
Rapids. It will be known as the Jerry Brown Office 
Supply and will be managed by his son-in-law, Jerold 
Brown. 

* - * 

The Cleveland Chapter’s Christmas party for needy 
children was set for Saturday, December 13 with the 
inimitable—and I quote him—Pat Patterson of Speed 
Products Company in the role of Santa Claus. Who- 
ever heard of a Santa with an accent? 

~ +” ~ 

Jim Herb, formerly of Central Ohio Paper, is now 

with Bob Wolfe of Fremont, Ohio. 
* * * 

Jerry Inwood of Office Outfitters Inc., Middletown, 
Ohio, is back home after another serious operation. 
We are all pulling for this courageous fellow. 

~ + * 

Have you made your reservations for the regional 
in Columbus? Don’t forget to talk this up so we will 
have a real turnout. The dates, again, are June 8 and 9. 
I wonder if there will be a golf game? How about 
somebody starting the movement? 

* * * 

What are your New Year’s resolutions? How about 
each of us getting a new member for the Fifth District 
Travelers Club and the NSOEA? We would be sure to 
win the trophy if we all did that. 
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ie 
for wide-awake dealers 
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od rom coast to coast! 
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ng ~ —_ 
| PENDAFLEX—the fair-traded, high volume 
ith product that has turned filing upside down— 
NS it hangs folders from the top instead of sup- 
porting them at the bottom. A tremendous 
ev value to the user—a tremendous sales suc- 
cess to the dealer. 
m- 
us FIBERBOARD FILES—the three-model line 
n- with exclusive features that make each file 
~“J outstanding in its price range. Standard 
7 Series for utmost economy, Steel-Clad model 
for low-cost heavy-duty service, and the 
handsome Steel Front for front-office use. 
er 
at 
all, 
on MANILA and KRAFT FOLDERS—here are 
} filing folders made the way your customers 
want them—in a great variety of tab styles, 
sly weights, materials and prices. It’s a hard 
ety customer that you can’t completely satisfy 
ait from the wide range of Oxford filing folders. 
ny 
n- 
do 
INDEX CARDS and GUIDES—the name 
Oxford on the band of a deck of index cards 
means plenty! The buyer knows from ex- 
E. iii perience that it guarantees a card made up 
0- to a standard, as well as fitted to a price. 
And where else can you choose from nine 
varieties of 3 x 5 A-Z guides? 
S- 
ig 
ce FILE POCKETS and ENVELOPES—Here’s 
Id real quality—ask for a sample of Oxford 
file pocket No. 1514C and compare it with 
any! And Oxford boxes-of-ten will boost 
dy your unit sales. 
he 
ed 
- ROL-LABELS—the fastest selling label be- 
cause it is the original and the best. Many 
ma a full-line Oxford dealer started with just 
Ww this item—and expanded to this complete 
Oxford line-up that is building volume and 
profit for wide-awake dealers from coast 
” to coast. : 
n. 
al 
ill (1) 
9. of “> ay Reg. U. 8., @ Pat. Of. 
ut 
FILING SUPPLY COMPANY, INC. 
Garden City, N. Y. St. Lovis 2, Mo. 
u 
ct 
to 
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& Plain envelopes . . . clasp envelopes... S) 

special purpose envelopes . . . file folders, pockets and — 
jackets . . . flat wallets or expanding wallets . . . you'll | ene 
have in stock exactly what your customers have in BE 
mind when you depend on Quality Park’s quality aa 
products, quality packaging and quality service. Nearly a 
400 styles, sizes, stocks and weights of envelopes that om 
guarantee customer satisfaction and repeat business. inde 

‘ity 

B. § 





QUANG IPARIK BNWIELOPIS CO. a 


General Office and Factory, Quality Park, St. Paul 4, Minnesota * Chicago Office and Warehouse, 564 W. Monroe St., Chicago 6, Illinois Dan 
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In and Around Eighth Region 
With Midwest Travelers 


BY E. J. MITCHELL, CORRESPONDENT 
329 BELT AVE., ST. LOUIS 12, MO. 


The Stationers Association of Greater St. Louis held 

monthly dinner meeting on November 17 in the 
York Hotel with Vice-President Louis Biair of Blair 
Office Supply Company presiding. Louis substituted 
for President Alex J. Bartens of Shallcross Printing & 
Stationery Company, who was vacationing in Florida 
and expected to remain there with Mrs. Bartens for 
several weks. 

No featured entertainment having been scheduled 
for this meeting, matters of association business occu- 
pied the full time 

The entertainment committee requested an extension 
\f time to make its report on plans for the Christmas 
party to be held in December. 

7 a * 


Messrs. Blair and C. A. Kennedy, secretary of the 
association, reported on their attendance at the meet- 
ing of the Eighth Region convention committees held 
in Kansas City, Mo., on November 14 and 15 at the 
Muehlebach Hotel 

Some 31 Region 8 dealers and Midwest Travelers 
uttended this convention planning session called by 
Governor Vaughan Williams. 

Governor Williams made several committee appoint- 
ments ‘ncluding: Chairman of general arrangements, 
John E. Brain, Jr., Brain’s Stationery Company, Omaha, 
Nebr., and the co-chairman, Ray Baldwin, Gallup Map 
& Stationery Company, Kansas City, Mo. 

Named chairman of hotel reservations and arrange- 
ments is Paul Baird, Geo. E. Baird & Son, Kansas City, 
Mo. 

The program committee will be headed by Vic Agee, 
Midland Stationery & Supply Company, Jefferson 
City, Mo 

The convention is scheduled for the Muehlebach 
Hotel in Kansas City on April 23 and 24 opening at 
noon on Thursday, the 23rd. 

The reception committee will be headed by Bill 
Shockley, son of the late Irving Shockley, former pres- 
ident of Samuel Dodsworth Company, Kansas City, Mo. 
It was announced that a second and final arrange- 
ments’ meeting will be held at this same hotel on 
February 27 and 28. 





Pre-Planning Meeting .. . In attendance at the District 
No. 8 NSOEA session November 15 in Hotel Muehlebach, Kansas 
city, Mo., to plan the 1953 convention. Names in accompanying 
column. 


Shown in the accompanying picture, left to right, 
ire: 

rOP ROW—Scott Purv Joseph Dixon 

tabby” Gamel, Bats Manufacturing Co.; James E. Lang, Jr., 

inction City Office Supply Co., Junction City, Kans.; John D. Lath- 

F. S. Webster ‘ W. F. Cromwell, Eaton Paper Corp.; Fred 

I District 8, Omaha Printing Co., Omaha, 

idier’s, Inc., Kansas City, Kans.; Barrett 

e Metal Furniture Co.; Lou Blair, Blair Office 

M Glen Evans, Columbia Ribbon & Carbon 


Crucible Co.; W. Lee 


Pfaff past go. ' 
Nebr laybelle Bishoy EF 
K. Mitchell, Invir 
Supply Co St. Louis 
lanufacturing Co 

MIDDLE ROW—I ‘ 
Sansas City Mo res 


Neuhaus, manufacturers’ representative, 
; ent of Midwest Travelers Club; Richard J. 
Dick Fuller, 8S Manufacturing Co. Vie Agee, lieutenant 
overnor of NSOEA Missouri, Midland Stationery & Supply Co., 
lefferson City, M Fred D. Pitt, manufacturers’ representative, 
ndependence, M« Security Stationery Co., Kansas City, 
Mo Harry Middles Gallup Map & Stationery Co., Kansas 
ity, Mo Wm. | sil Bohart, Eberhard Faber Pencil Co.; John 
$ Brain, Jr., ger hairman, Brains, Omaha, Nebr.; John B. 
,oW, Minnesota Mining & ! ; Ray A. Baldwin, Gallup Map & 
stationery Co., Kansas City, Mo 
BOTTOM ROW t Smith, A. W. Faber-Castell Pencil Co., Inc.; 
lan A MacDougal etary-treasurer, Midwest Travelers Club, 


i line 
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. THE MOST VERSATILE 
DUPLICATOR EVER DESIGNED. Efficient, 
fast and automatic, it delivers clear, 
sharp copies in any quantity desired — 
cuts running costs to the bone. 


I like RONEO’S AUTOMATIC 
INKING .. . prevents 
ink-stained hands, 


I like RONEO'S 25 SECOND 
COLOR CHANGE ... 
it’s sure, fast and oh, so easy. 


I like RONEO’S AUTOMATIC 
COUNTER AND SHUT-OFF 

. . what a convenience — 
saves time all around. 









I like RONEO... 

because now, for the 

first time, I can actually 
MIMEOGRAPH 

WITHOUT STENCIL- 
CUTTING. Thanks to 

the RONEO-TRONIC 
process, fine quality 
reproductions of halftones 

— pictures or 
photographs — are now 
possible on a stencil 
duplicator. Write for 
complete details. 






its low price 


only 1690 


* Model 500 shown with 
FULL REAM FEED 


ye, a 






DEALERS NOTE! 
Choice franchises still available. 
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NO ONE 


can match this chair for 


VALUE! 


YOUR CHOICE OF 
4 LONG WEARING 


COVERINGS ——__y 


MOLDED HARD-RUBBER 
ARM RESTS 


Ss 


a 


i FOAM RUBBER 
= CUSHIONS 


NEW 
STREAMLINED 


BASE 
— 


NEW RUBBER 
SCUFF GUARDS 


ae 


NEW SHU 
GUARDS 


Ss tt 27 INCH SPREAD WIDEST 
Lo ANY METAL-BASE CHAIR 


Only the new SHEPHERD “800” 
series gives you all the features your 
customers want most. 





Here is the most beautiful, most comfortable line 
of chairs on the market today. Your choice of cover- 
ings . . . Dupont Fabrilite, Claremont, Gros-point 
or top grain leather . . . in a fine selection of colors. 
The “800” series is finished to match desks and 
files of most popular lines. It’s bound to be a sales 
leader ... so WRITE NOW for complete informa- 
tion including prices. 


Model illustrated: No. 830 — Executive swivel arm 
chair. Also available in side chairs and side-arm chairs. 


CHAIR /COM PANY 


OFFICE AND FACTORY 
1916 MAIN STREET, MELROSE PARK, 
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Stationers Loose Leaf Co.; Vaughan T. Williams, Governor Distr ct 
No. 8, NSOEA, Schooley Printing & Stationery Co., Kansas Civy, 
Mo.; Leonard B. Wilcox, vice-chairman distributors’ division NSOEA, 
Roberts Printing & Stationery Co., Hutchinson, Kans.; J. D. Landes 
Schooley Printing & Stationery Co., Kansas City, Mo.; R. 8S. More. 
land (now deceased), Schooley Printing & Stationery Co., Kansas 
City, Mo., past governor District No. 8, NSOEA; R. W. “Bob” Vater, 
Joseph Dixon Crucible Co, 
* ~ * 


Early the Monday morning following the close of 
this meeting, word was flashed throughout the region 
of the sudden passing of Roy S. Moreland, vice-pres- 
ident of Schooley Printing & Stationery Company, 
Kansas City, Mo. Many of those who had been at the 
meeting with Roy on Friday and Saturday returned 
to Kansas City for the funeral services on Wednesday, 
November 19. 

More complete details appear in the Passed Away 
Column of this edition. 

Our deep sympathies to the bereaved family and to 
the Schooley organization. A great, great guy who 
will long be remembered by us all. 

+ * + 

A telephone call received from Herb Johnson of Wil- 
son Jones Company informs us that he and his family 
are soon to become welcomed citizens of our commu- 
nity. 

Herb stated that he had just purchased a home in 
Kirkwood, Mo., a suburb of St. Louls, and plans to 
move his family about December 10. He anticipates 
no change in his present territory which includes 
St. Louis and parts of adjoining states, but feels he can 
cover his territory more conveniently and efficiently 
from here than from his present home in Oak Park, 
Ill. We welcome you, Herb, and hope to see you more 


often. 
* ~ a 


At a recent sales conference held by the sales mana- 
ger’s bureau of the St. Louis Chamber of Commerce, 
addresses were heard by several prominent speakers 
from varied industries and parts of the United States. 
Included, as shown in the accompanying photograph 





Address Sales Managers... Present to address the con- 
ference held by the Sales Managers Bureau of the St. Louis 
Chamber of Commerce were Paul E. Burbank (third from left), 
general manager of NSOEA, and to his left William H. Gove, 
sales development manager of the Minnesota Mining & Mfg. Co. 


taken by a staff photographer of the St. Louis Globe- 
Democrat, was Paul E. Burbank, general manager of 
NSOEA, and William H. Gove, sales development man- 
ager, Minnesota Mining & Manufacturing Company. 
Both are well known to our industry as enthusiastic 
speakers and successful salesman. 

* * + 

John Ford, Jr., secretary of Peterson Lithograph & 

Printing Company, Omaha, Nebr., received congratu- 
lations in:November on the occasion of the passing of 
another milestone in his life span. John in growing 
younger each year and accomplishes more than anyone 
half his age—if there should be anyone that young. 

oe * ” 


Whenever thinking of Omaha, that young “Scanda- 
hoovian squirt,” Rudy Johnson, always comes to mind. 
Rudy’s office at Omaha Stationery Company has long 
been the meeting place of visiting travelers, to learn 
who is who and who is in town. 

In almost every city there in at least one stationer 
to whom the travelers look for a friendly welcome 
where they can usually meet other travelers and learn 
what is in the air, locally. Rudy has long been the 
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In every business 


This knowledge can m 


As A DIEBOLD DEALER your sales prospects are 
virtually unlimited in numbers and types. 

Multiply the number of businesses in your area 
times the departments in each business and you’l] get 
an idea of the profits within your grasp. The Diebold 
line of record systems and protection equipment is so 


Export 





Shipping 


CARDINEER ROTARY FILES 
a Today's fastest 
> ese method of hand- 
ling inventory, per- 
sonnel and many 
other records. 


9 





V-LINE POSTING TRAYS 
Speed up machine 


Personnel 


Sc billing. Ideally 
\W suited wherever 
f, large accounting 
— forms are handled. 
FLEX-SITE RING BINDERS 
; Compact record 
, ~ ™a keeping with the 
WZ added conven- 
Sa ience of visible 
margins. 
Accounting 
TRADEX FILES 
aaa Vertical visible 


control at a glance 
for inventory and 
production records. 





Payroll 


Canton 2. 






serving business for 


Production 


OFFICE APPLIANCES, January, 1953 





Diebold 





every department keeps records 


ean profits for you 


comprehensive that it is applicable to every business 
and every business function. 

Departmentalized selling will build big profits 
for you and your entire organization. 

There are still valuable territory franchises open 
—write today for complete information. 





Purchasing 


SAFE-T-STAK STORAGE FILES 
Finest low cost 
storage of inactive 
records for all de- 

NL partments. 
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DIEBOLD LABELED SAFES 
f 1 Protect vital rec- 
| © ords of every de- 


partment against 
VES 


fire and theft. 
DIEBOLD CHESTS 


Protect money 
Oxy 
VS< 





against burglary 
and holdup where- 
ever bulk cash 
must be handled. 


DIEBOLD VAULT ROOM DOORS 

> | Fire and theft pro- 

] tection for all gen- 

eral business 

records stored in 
central vault. 
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that mean business! en 
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For a prosperous 1953 .. . for more W 
sales and quicker turnover . . . for a 
a complete line of fine chairs 

at attractive prices . . . investigate ™ 
the Murphy-Miller dealership. tows 
Send for catalog No. 530. Com 
‘ Ww 
Do it TODAY! pn 
It's a means to a char 
that 
Happy New Year! man 
they 

Outstanding value in fine 
oak posture chair with Plas 
complete adjustments. Choice Tt 
of four finishes. Wide bigg 
selection of coverings. vear 
Alfre 
Royé 
Four-way adjustable Tt 
stenographer’s chair, in oak ing 
or genuine walnut, available moti 

in four finishes, with wide : 

choice of coverings. Designed Six | 
to match Mur-Mill swivel used 
chairs 521, 523 and 528 H. 
(see Catalog No. 530). and 





Send right away for your 


free copy of 
Catalog No. 530 


Wing nut controls 
height of back 
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depth 


Large hand wheel 
controls height 
of seat 


All 
gene! 
in ch 


INCORPORATED 


OWENSBORO, KENTUCKY 





OFF: 


OFFICE APPLIANCES, 1953 


166 January, 











1953 





travelers’ ideal as a friend and confidant and is usually 
cood for a morning coffee to start off the day right. 
Ve can name others in other parts who are of equal 
standing and soon we shall set them forth for general 
edification. 
+ + A 


Don’t forget to mark your 1953 calender pad, now, 
with the dates of April 23 and 24, the 8th Region con- 
vention at the Muehlebach Hotel in Kansas City, Mo. 
Make your room reservations early because there will 
be a big crowd there and the medium-priced rooms 
will be in big demand. 

Write to Paul S. Baird, % Geo. E. Baird & Son, 934 
Wyandotte St., Kansas City 6, Mo., for hotel reserva- 
tions, whether for suites or single rooms. 


* * * 


We are glad to report continued good progress 
toward recovery of Walter C. Weihe of S. G. Adams 
Company, St. Louis, who has been ill for many months. 


Walter’s son, Jack Weihe, is assistant manager of 
Adams’ office furniture department and has been in 
charge while his father was away. It might be added 
that Jack is a very capable furniture man and sales- 
man, and cordially welcomes all travelers who think 
they have something of interest for his firm. 





Plan Promotional Boost for Royal Metal 

The Royal line of metal furniture will receive a 
bigger promotional push in 1953 than in any previous 
year in the history of the company, it is announced by 
Alfred E. Siegel, general merchandise manager of the 
Royal Metal Manufacturing Company. 

The company will spend $325,000 in space advertis- 
ing, direct mail, convention, displays, and other pro- 
motions, an increase of 27% over last year. Twenty- 
six publications including OFrricE APPLIANCES will be 
used on the new advertising list. 

H. A. Green is president of Royal Metal. Kuttner 
and Kuttner, Chicago, is the advertising agency. 





International Cash Register & Parts 
Takes Location in Mt. Prospect, Ill. 


Customers and suppliers of International Cash 
Register & Parts Company have been advised that the 
firm is moving to a new location at 207 E. Evergreen 
Ave., Mt. Prospect, Ill. The Chicago telephone number 
will be NEwcastle 1-2900. 

Former address of the company was 2810 Addison St., 
Chicago. 

In Mt. Prospect, the office and plant contains 15,000 
square feet of space plus 9,000 square feet for future 
expansion. G. W. Edmunds, manager, states, “We will 
now be able to consolidate our production in one cen- 
tral location along with having adequate modern office 
and warehouse facilities.” 

It was expected that the moving operations would 
be completed by December 8, entailing the transfer of 
thousands of stock bins containing tens of thousands 
of parts. 





Northern States Envelope Opens Southern Plant 


Northern States Envelope Company has announced 
that Justrite envelopes will be manufactured in At- 
lanta, Ga., for distribution throughout adjoining terri- 
tory. The new factory will operate as the Justrite En- 
velope Manufacturing Company, 58-60 Gilmer St., S.E., 
in Atlanta. 


All sales and promotion will be co-ordinated at the 
general office in St. Paul, Minn. Ray Sammons will be 
in charge of operations. 
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A Famous Man 
Once Said: 


“ANYONE CAN MAKE 
A FRIEND, THE TRICK 
IS TO KEEP HIM’ 


We at GRAND FILING SUPPLY feel the 


same way about those who deal with us. 


We feel that FAST SERVICE of QUAL- 
ITY PRODUCTS at REASONABLE PRICES 


enable us to keep our Dealers. 


Manufacturers of 


@ Kraft and Manila Folders, Letter, Legal and Special Sizes 

@ Alphabet and Blank Guides, Plain and Metal Tabbed 

@ Form Cards and Guides, Ruled, Printed and Tabbed 

@ Pressboard Expansion Folders, Letter, Legal and Special Sizes 


@ Transfer Cases, Black Tarboard, 3 x 5—4 x 6—5 x 8 


ALSO 


FILING SYSTEM SUPPLIES 


A Quality Name in the Paper Conversion Industry for 
over 68 years 


We Specialize in “MADE TO ORDER” Guides and Folders 


Quotations given same day request received. 








FILING SUPPLY CO. 


Grand Haven, Michigan Phone 499 
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Golden Nuggets from the Rockies 


EDWARD L. ROBINSON, CORRESPONDENT 
4272 KING ST., DENVER, COLO. 

After an absence of two months, I will try to get 
back on the job and keep you posted with the news 
and happenings in the Rocky Mountain region. 

A number of things have made it impossible to get 
much done—moving and several out-of-state meetings 
leaving no time for news gathering. 


* * * 


I had a letter from “Doc” Sanford Evans of Calif- 
ornia way last week and he says things are much bet- 
ter on the coast this fall and from all indications will 
continue for some time. He sends regards to all in the 
region. 

* a * 

Remodeling is completed at the Utah Idaho School 
Supply Company, Salt Lake City. I know that everyone 
is glad that the job is finished and attractive. The en- 
tire sales floor of the store has been changed and con- 
gratulations are due Frank on the job and the plan- 
ning of the store. 

- * « 

At this time a number of the Denver travelers are 
still out or going into their territories for a last trip 
before the holidays—Don Koss, Eberhard Faber Pencil 
Company; “Boots” Booth, Associated Stationers Supply 
Company; Jim Haynes, American Pencil Company; 
E. L. Michaels, Joseph Dixon Crucible Company, and 
others. A number of the boys will go back to their 
factories during the month for annual sales meetings. 


* * * 


Howard Livingston and his son, “Doc,” of New Mexico 
School Supply Company, Albuquerque, have purchased 
an interest in the Mex Tex School Supply Company 
in Amarillo. “Doc” has moved to Amarillo and Howard 
will stay at Albuquerque, where he still maintains an 
interest in the New Mexico School Supply Company. 


* * * 


The annual dinner dance of the Rocky Mountain 
Travelers, their wives and guests, was held November 
28 at the Aviation Country Club in Denver. Forty 
persons were at the club for an evening of fun, dancing 
and a good steak. 


* * * 


The writer walked into the office of Gus Lipp at 
Kistler’s the other day and was almost snagged by a 
line on a fishing pole wielded by Gus. He was demon- 
strating a new casting reel and rod to a number of 
silent admirers, including Byron McGarvin, Eagle Pen- 
cil Company; Jim Haynes, American Pencil Company, 
and the entire office force. 

Gus was demonstrating how to land the big ones 


this coming season. 
+ . oo 


Old man stork has been busy among the Denver 
Travelers recently. The John Stuarts (manufacturers 
representative) tell us that a boy arrived at their home, 
the first. The Dan Koss’ (Eberhard Faber) announce 
the arrival of a girl, No. 2. Congratulations from all of 
us to the proud mothers and fathers. 


* * ” 


Joe Davis of the Borroughs Manufacturing Company, 
Kalamazoo, Mich., was an unexpected guest at the 
November 28 meeting of the travelers, a luncheon 
here in Denver. Joe brought along his son, David, to 
meet all the boys. 

7” * 

The Rocky Mountain region can point with pride to 
a new store at the same location of the Outwest Print- 
ing & Stationery Company, Colorado Springs, Colo 
A description appears elsewhere in this issue. 


* * * 


Keith Gordon of Boorum & Pease Company will 
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‘orty When you've seen us... you’ve seen the entire Repair and Service Department 


cing of The Esterbrook Pen Company. 





“Most people are amazed to learn that a department as small as ours can service all 
> at the products of a company as large as Esterbrook—particularly when you know 


by a of the millions and millions of Esterbrook Pens, Pencils, and Desk Sets in use. 
n0n- 
r of “But, at Esterbrook, we have the idea that our products should be so good they’ll 


> .. . . 
doe never need to be sent back for repairs .. . and we take every precaution 
: to eliminate the causes of repairs. 









— ““Of course, we can’t stop customers from dropping their pens, chewing the barrels, 
or losing the caps. But, by precision manufacture and constant inspection, 
aver we manage to make Esterbrooks so good that returns for repairs 


rers are less than 1/10th of 1 percent! 
yme j 1 
ince “For you, who sell Esterbrook products, this means 99.9% customer satisfaction. 
il of It means 99.9% freedom from customer complaints and repair annoyances. 


There aren’t many items at your pen counter with so good a record.” 
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willl’ The Esterbrook Pen Company, Camden 1, New Jersey « The Esterbrook Pen Company of Canada, Ltd.,92 Fleet St., East ; Toronto, Ontario 
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Keener CHAIR Competition 
Calls For SUPERIOR ACTION and a 


SUPERIOR CHAIR Line! 


You Get Both in 
JASPER CHAIR CO. CHAIRS so 


Quality wise . . . Value wise . . . Price wise 





. . . the Jasper Chair Co. chair line, in wood or 
upholstered numbers, gives you a competitive 
advantage that means greater Sales and BIGGER 
PROFITS. 


To meet tougher competition start showing 
and SELLING this quality line of Better Chairs. 
You'll win... in year round Sales and customer 


satisfaction. 


“These quality chairs offer an opportunity for 
a Small Dealer to get Bigger and a Big Dealer to 


get Busier.” 


They’re.....“The 
RIGHT CHAIR 

at the 
RIGHT PRICE” 


-dasp er Chair 


iSpe INDIANA 


REPRESENTATIVES: Geo. A. Litchfield, Sales Mer. 












Fred Deutsch, (Southwest) W. H. Brown, (Chicago-Midwest) R. J. Freeman, (Eastern) 
3525 Southwestern Blvd. 666 Lake Shore Dr. 385 Madison Ave. 
Dallas 5, Texas Chicago. Ill. Space 844 New York, N. Y. 
James S. Fowls, (Southern) R. A. Browne, (West) Jack S. Doran, (Northwest) 
327 Sunset Drive, North 2925 Revere Ave. 538 E. 9lst St. 
St. Petersburg, Florida Oakland, Calif. Seattle 5, Wash. 
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shake off the snows and nice weather of the Rocky 
uuntain region late this December. He goes to 
Chicago to take over the Midwest salesmanagership 
for B. & P. Keith and Mary will be missed by their 


= 


many friends here in Denver and throughout the 
Rockies 
+. a + 
Present at the weekly luncheon November 28 were 


the following members: Carvell “Gold” McWilliams, 
The Globe-Wernicke Co.; Earl Zuhlke and George 
Feeley, Dennison Manufacturing Company; Byron 
McGarvin, Eagle Pencil Company; Glenn Barclay, 
W. H. Kistler Stationery Company; Joe Davis and son, 
Borroughs Manufacturing Company; a new member, 
Bill Griffey, Eversharp; John Stewart, manufacturers’ 
representative, who passed out cigars for that new 
arrival; Jim Haynes, American Pencil Company, and 
Ed Robinson, Weber-Costello Company. 

We were told by Jim Haynes, president, that the 
lub is now incorporated and has adequate insurance 
“overage 

Herb Johnson, Kendrick & Bellamy, was a latecomer 

the luncheon and from the service given him we 
find he rates, and how. 

* * * 

I would like to pause here and look back for a mo- 
ment over the past year, thanking the many dealers 
throughout the region and the travelers for their help 
ind co-operation in telling me of the many events and 
items for this column. May you have good cheer for 
the holidays. 





Marchant Names a Number of Managers 


Edgar B. Jessup, president of Marchant Calculators, 
Inc., has announced the appointment of the following 
managers: 

T. S. Dailey has been promoted to the position of 
agency manager with the Gadsden, Ala., office ex- 
panded to full district status. James W. Farrar is in 
sharge of service activities. 

Cyril Roxburgh has become agency manager of the 
Flint, Mich., district office. Bertrand A. Leveque will 
-ontinue as service manager. 

Billie O. Patterson was named agency manager of 
the Beaumont, Tex., district office, succeeding Lee A. 
Williams, recently promoted in the Marchant organiza- 
tion. Claude M. Carruth remains as service manager. 

George A. Nelson, Jr., was appointed agency manager 
at the Birmingham, Ala., district office, succeeding 
Carl F. Brand, who has been promoted. Service contin- 
ues under the direction of Sam R. Steele, Jr. 

L. W. Hill has become agency manager of the Minne- 
apolis, Minn., district office, where Walter L. Sjoberg 
is service manager 

Ward J. Koepenick was named agency manager of 
the Nashville, Tenn., district office. Service is still under 
the direction of Virgil L. Bishop. 

R. B. Pollock was promoted to agency. managership 
f the Greenville, S. C., district office to succeed Ward 
J. Koepenick. Joel A. Simms continues as service man- 
ager. . 

With the Florence, Ala., office expanded to full dis- 
trict status, Edd Battles will serve as agency manager 
and Arlie N. Robinson will direct service activities. 

Lee A. Williams has been named agency manager of 
the Little Rock, Ark., district office where James H. 
Hicks is service manager. 





Charlotte, N.C., Firm Holds Open House 


Fowler’s Office Supply Company held an open house 
in November in its enlarged and redecorated quarters 
it 112 S. Church St., Charlotte, N. C. W. M. Fowler, 
vho organized the company in 1946, is president and 
J. W. Hutchison, who joined the firm a year later, is 
ice-president. The firm carries a complete line of 
‘ffice equipment and accessories.—EEG 
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WORDEN 


Secra- Type Desks 


OF 
HOLLAND. MICH. 





for 
EFFICIENCY 


SPACE SAVERS 


SALES BUILDERS 





No. 252 ST—52” x 32” 
Patent No. 2133807 


Worden desks are available in many sizes 
and styles, and in beautiful finishes. Secra- 
Type desks are a combination flat top and 
typewriter desk all in one. The last word in 
labor 


convenience, saving and 


fatigue reduction. 


She 


economy, 





Worden Company 


200 East 17th Street © Holland, Michigan 
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Shipment gy 


Air Foam 
at a Price 


Put dollars in your till 

with this leader priced to 

satisfy the shopper. . . beats 

all wood price competition. 

Give the office girls a break 

... comfort of luxury soft air 

foam rubber... scuff plates at 

no extra cost... choice of up- 

holstery, leather, Goodall’s Clare- 
mont fabric, or Fabrilite. 


Write today 
for catalogue 
and dealer 
proposition 
wee. 
aire 


a 


<tr) 


The*Iaylor Chair Company 


Bedford, Ohio, U.S. A. 


Penn-Mar-Va Travelers News Notes 


JOE WARDMAN, CORRESPONDENT 
5713—25TH AVE., S.E., WASHINGTON 20, D. C. 

The West Virginia Stationers Association members 
did themselves proud October 25 with a real bang-up 
state-wide meeting. The association held a quality 
meeting for all members of the organization, conven- 
ing in Clarksburg, W. Va. The annual election of 
officers took precedent over all other new business, the 
following being named: 

President—Fred Belt, McGhee & Company, Wheeling, 
W. Va. 

Vice-president—Gene Hall, May Office Services, 
Beckley, W. Va. 

Secretary-treasurer—Paul “Runt” Foster, Standard 
Printing and Publishing Company, Huntington, W. Va. 

Directors—Forrest Thompson, Morgantown Printing 
and Binding Company, Morgantown, W. Va.; John 
Hanley, Quality Press, Inc., Charleston, W. Va. 

The meeting was called to order by Retiring Pres- 
ident Seott of Rose City Press, Charleston, W. Va. The 
group was introduced to Arch M. Cantrall, tax attorney 
of Clarksburg, W. Va., who presented a number of 
helpful sales hints in selling office machines and equip- 
ment. All dealers present absorbed with great interest 
the message presented. 

W. K. Wilson, vice-president of Diebold, Inc., showed 
the group how to sell business systems and where to 
look for the applications of same. Mr. Wilson used a 
bulletin board to illustrate “Steps to a Sale” and the 
places to look for a system application. 

Before the banquet the association held a friendly 
hour, during which all present enjoyed a wonderful 
period of fellowship. This was followed by the banquet. 


* ” * 


It is with profound sorrow that we announce the 
death of Enrick B. Thistel, formerly associated with 
the Julious M. Stark & Company, Baltimore, Md. Mr. 
Thistel had been in the industry in Baltimore since 
1908. A terrific record and one we all hated to see 
broken. 

. * a 

Something new has been added. All you guys and 
dolls when making up your itinerary for the new year 
be sure to be in Richmond, Va., January 29, 1953, where 
the Richmond Stationers Association is holding its 
annual banquet. The meeting will be called to order 
January 29 at 6:00 p.m. in the Commonwealth club and 
the banquet will be preceded by a friendly hour, during 
which all present will enjoy good old southern hos- 
pitality. 

The Commonwealth club will serve a “buffet supper” 
and just to start the taste buds of you gourmets to wa- 
tering, the following will be on the tables: raw oysters, 
fried oysters, sliced turkey, Smithfield ham, shrimp and 
lobster salad, tossed salad, fruit salad, pies and ice 
cream. Enough you say! Well that is not all, as there 
will be more. 

The guest speakers will be Paul Burbank of NSOEA 
and Bill Gove of Minnesota Minifig & Manufacturing 
Company. Both men are capable of presenting a 
powerful and interesting message and you may be as- 
sured no ‘one will leave without absorbing the major 
part of both talks. 

All stationers: of the State of Virginia will receive 
invitations and all travelers who read this article can 
consider it as a formal invitation from the association 
to attend. Please advise J. D. Martin, secretary, c/o 
Everett-Waddey, 1105 E. Main St., Richmond, Va., 
before January 15, 1953. How about a large Penn-Mar- 
Va turnout? 

- * « 

The National Stationery Company of Baltimore, 
Md., recently moved from 308 W. Redwood to 103 W. 
Redwood. Hal Sharrow states that his firm now has 
8,000 square feet in the new building. The first floor 
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Cash Register which y 
has taken Europe and §f pa; 
other parts of the Ij cia 
world by storm, is now § ary 
to be introduced on the ,' 
American market. cal 
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Regna 53, with its ultra- § fr 
modern, streamlined exterior § ¥ 





takes its place easily and ele- 4 
gantly in every modern shop in- 
terior. With its thoroughly-tested J, 


and clear key board system it is un- que 
usually easily and quickly operated. § y,, 
The register is fitted with ticket print- J ten 
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that tickets of varying width can be 
employed. 
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Regna is produced by very rational and time-saving series produc- pe 
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will be used for general stationery display; the second 
will house the printing plant; third and fifth floors will 
provide an adequate warehouse and on the fourth the 
firm will present a unique furniture display. All floors 
may be reached by an elevator. The walls are done 
in a pastel green and lighting is accomplished with 
fluorescent tubes. Lots of luck, “Hal,” sure hope you 
continue to grow. 

A hearty welcome to two new members of Penn- 
Mar-Va Travelers Club—Leon Jaffe, Sainberg and Com- 
pany, and Harris W. Baker, Random House. Nice to 
have you aboard, fellows. 


* * * 


Tom Stagg, “The Old Pro,” left this world on Tuesday, 
October 21, 1952. One actually had to know Tom to 
appreciate the over-all qualities he possessed—a shrewd 


The Late 
Thomas Stagg 





business man, a great scholar, and an outstanding 
teacher of the stationery business in which he spent 
most of his life. 

As a past governor of the Third Region, NSOEA, and 
past president of the Philadelphia Stationers Asso- 
ciation, he distinguished himself. Tom was an honor- 
ary life member of Penn-Mar-Va. 

Yes, “The Old Pro,” or Uncle Tom, as many of us 
called him, has gone to other and perhaps more im- 
portant fields. His memory and deeds will be with us 
for a long while. We, the members of Penn-Mar-Va., 
wish to extend our heartfelt sympathy to his bereaved 
family. (Correspondent’s note—Thanks to Ben Wach- 
tel for these notes). 

* * * 

The Philadelphia stationers held their annual ban- 
quet on Thursday, November 20, at the Warwick Hotel. 
Your correspondent did not have the pleasure of at- 
tending, but I hear 350 others did. Honors were be- 
stowed on long time members of the industry. 


* * * 


Pocket Memos: Paul “Runt” Foster of Standard 
Printing & Publishing Company, Huntington, W. Va., 
was recently seen wearing a medicated patch on his 
pate. Paul says he heard the word “Fore” on the third 
tee, but failed to duck. Incidentally, the chap that 
drove the ball got a par 5 on the hole. . .. The Ankeney 
Company of Cumberland, Md., has recently completed 
a redecorating job. The ceiling is now white and the 
walls a pastel green. New fluorescent lights were in- 
stalled. One almost needs sun glasses when walking in. 
Paul Dignan of the same firm is now a proud papa. 
Mama and baby, Virginia, are both doing fine... . Mc- 
Ghee & Company of Wheeling, W. Va., will hold a 
formal opening in January, 1953, at the new location, 
1416 Market St. The store has been completely reno- 
vated. ... Ed and Jeane Whittemore of Wilson Jones 
are now the proud parents of a bouncing “redhead” 
boy. . . . Charlie Gee, Virginia Stationery Company, 
Richmond, Va., celebrated his 80th birthday November 
19. . . . Bishop Abbott, Automatic Pencil Company, is 
now a mighty proud granddad. 


* * * 


The Penn-Mar-Va Travelers Club is quite proud to 
announce a dual Christmas party this year. On Decem- 
ber 19 the first get-together was to be held at the Ken- 
wood Golf and Country Club, Kenwood, Md. 

The second party will be held December 29 at 
Schmidt’s Brewery Tavern between First and Second 
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PROFIT-MAKERS FOR 1953 


MASTER ADDRESSER products help you cash-in 
on year ’round REPEAT business. 





Here is the ad that will appear in these national 
magazines during January and February. 


SATURDAY EVENING POST > NATION’S BUSINESS 
DUN’S REVIEW e POPULAR MECHANICS e CHRISTIAN LIFE 
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New ad mats now available for use in your local 
newspaper. Ask us TODAY to send these mats 
without charge! Tie-in your local advertising with 
this peak sales effort! 


DISPLAY ° ADVERTISE ° SELL 
MASTER ADDRESSER PRODUCTS 
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6500-D West Lake Street, Minneapolis 16, Minnesota 
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THE FASTEST 
SELLING LINE 
OF ADDING 
MACHINES 

ON THE 
MARKET TODAY! 








REMINGTON RAND 


TOP fight 


That’s because in TOPflight you have a 
balanced line of models . . . hand and 


electric . . . some with direct subtrac- 
tion and credit balance ... in a range of 
listing and totaling capacities to satisfy 
your customers’ demands. Remember 
... fill the need with Remington Rand 
TOPflight and you make the sale! 


DEALER SALES DIVISION 
315 Fourth Avenue, New York 10, N.Y. 
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on Girard Ave., Philadelphia, Pa. Brewing time 7:0) 
P.M. This will be followed by an excellent dinner and 
dancing. From all reports the food served at the taver 
will put one of “Duncan Hines” No. 1 chow houses to 
shame. 

* * ” 

On October 30 the Richmond Stationers Association 
held its monthly meeting at the Hotel Raleigh with 
Roe Jarman of Jarman’s, Charlotteville, Va., presiding. 
Plans were completed for January 29 banquet. 

The annual election of officers was held: 

President—Dick Wight, Richmond Stationery Com- 
pany. 

Vice-president—P. K. “Val” Valentine, Virginia Sta- 
tionery Company. 

Secretary-treasurer—J. D. Martin, Everett-Waddey 
Company. 

A fine panel is this to represent a wonderful group of 
stationers. 

* ” * 

Mr. Hanson of Hampton Roads Paper Company, Nor- 
folk, Va., is a proud grandfather for a second time! 
Understand little Robert was born on April Fools’ day, 
but no one was fooled. Warren now has competition. 


* % * 


Mr. & Mrs. James D. Carter of Norfolk Stationery 
Company, Norfolk, Va., recently spent two wonderful 
weeks touring the state of Florida—down the East 
Coast to Miami and up the West Coast. I hear they both 
are displaying that Sunkist look. A much needed trip 
for a swell couple. 

” * On 

James E. Brady and Al Harris both of Hayes Office 
Equipment, Norfolk, Va., will soon be proud fathers. 
Next time I am in town I expect you boys to break out 
the cigars. The same firm recently had an addition 
to their growing family. Luther H. Watkins, formerly 
associated with Norfolk Stationery Company, accepted 
the position of sales manager. 





Little Rock School Supply Firms Merge 

Plans for a merger of the Ralph B. Jones Company 
at 1223 W. Capitol Ave., Little Rock, Ark., with the 
All-State Supply Corporation at 1401 W. Capitol Ave., 
in the same city were recently announced by Paul H. 
Power, All-State president. 

The concern will continue to be known as the All- 
State Supply Corporation, with headquarters at the 
All-State’s present address. 

Mr. Power said that Ralph B. Jones would join the 
corporation as vice-president. Before forming his 
company four years ago, Mr. Jones had been state 
commissioner of education. 

The All-State Supply Corporation sells school, church 
and office supplies. 





Eureka Specialty Appoints Spencer 

The Eureka Specialty Printing Company of Scran- 
ton, Pa., and Danville, Ill. has announced the ap- 
pointment of Howard B. Spencer as advertising man- 
ager. 

Mr. Spencer is a graduate of Yale University, class 
of 1941. During World War II he was a captain in 
the Corps of Engineers in the European Theatre of 
Operations. He comes to Eureka with a fine experi- 
ence in the advertising field. Mr. Spencer was formerly 
an account executive with Radio Station WARM in 
Scranton, Pa. 





Texas Newspaper Enlarges Supplies Section 


Now that The Rockport Pilot, weekly newspaper of 
Rockport, Tex., has moved into its new pbuilding at 
the corner of Wharf and Magnolia Sts., a larger and 
more complete line of office supplies is being carried 
by the firm.—EEG 
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the new 








No. 1516 Executive Chair 


Here's an’ entirely new pattern . . . designed especially for 
your customer with the new modern office furniture and the 
highly modernistic scheme of interior decoration. 


The ‘‘Modern” Group offers every one of the fine seating 
characteristics found in all Johnson Chairs, plus styling 
that will win the approval of all your customers. 

These new chairs are made of genuine walnut and have 
full spring seats, padded backs, deep foam rubber arms 
and rich luxurious leather upholstering. 


With a growing interest in “modernistic” styling for offices, 
you'll find the new “MODERN” group one of the most 
popular and fastest selling chairs you can offer 

to your customers. 


OFFICE EQUIPMENT DEALERS: The 
"Modern" Group is just one of the 
many outstanding patterns in the big 
line of Johnson Chairs. Get the full 
story of Johnson Chairs and how they 





can mean profitable business for you. 
1515 Side Chair Write today. 


JOHNSON CHAIR COMPANY 


4401 West North Avenue Chicago 39, Illinois 
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Star Sellers 
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3x5 CARD FILES 



























4 





hy 


A | 







= 
. i ie | 





A | 










The smartly styled exteriors and distinc- 
tive hardware attract buyers instantly. 
Show the many Peerless construction 
features designed to make card filing 
easy and rapid . . . and they are sold. 







































That is typical of all Peerless filing 
cabinets. All are built to an established ¥ 
standard of high quality, lifetime i 
strength and rigidity, and up-to-the- Sou 
minute functional features. 7 
) 
. For steady profits ... sell Peerless. for 
5. tur 
° oes Ful 
eat: ~ 1 
With these Distinctive Features \ 7 9° 
Sturdy ball bearing suspen- 
sion slides permit easy op- i J 
eration, provide full support. A 
pas 
j set’ 
| F 
For greatest rigidity, of 
] torque plates cre welded Exclusive hardware designs. his 
to upper corners of drawer Drawer latches integral with iob 
openings. handles. . 
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* Z oi 
four letter-drawer cabinet height. Design Peibell Applied For. n ; 
tFive letter-drawer cabinet height. i g 
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lig] 
6604 Hasbrook Avenue, Philadelphia 11, Pa. New York Chicago Dallas Los Angeles § ™” 
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KEN DICKENSHEET, CORRESPONDENT 
1020 Y STREET, VANCOUVER, WASH. 


To the cynic, I suppose, January 1 is just another 
day or at best, another holiday. But to most of us 
there is something wonderful about starting a new 
year. We say to ourselves we're going to do better 
this year, correct our faults, work harder—and wheth- 
er we change much or not—we are better for this 
brief self-analysis of mind and soul. So here’s wish- 
ing every one of you a Happy New Year and may 1953 
be very good to you 

is * ae 

Here is an item we are very pleased to report. This 
year, Portland, Ore., like many other cities, grouped 
their various charity drives into one—The United Fund. 
George Halling, the general manager of J. K. Gill 
Company, and long active in civic affairs, was ap- 
pointed head of the Stationers Division. George re- 
ported that the stationers in Portland supported the 
drive to a man with the result that his division went 
over its quota. George was very proud of this showing 
and so are we. Congratulations! 

a + * 

“Pill” Pillsbury was a Portland visitor over the 
Thanksgiving Holidays, having turkey with Bob and 
Levey Davis then moving to the Dick Zeisler’s on 
on Friday for the balance of his stay. Wayne Journi- 
gan, Golden State Traveler a long way from home on 
such a holiday, was also a guest of the Davises. 

Lovey Davis has long been noted for her culinary 
ability, (after all, look at her well-fed husband) but 
she now has a new claim to fame. She recently de- 
cided to learn to drive and after taking a course from 
a driving school, passed her license test on the first 
try and at the head of her class!! (Long Prairie, Minn. 
papers please copy). 

* * * 

Woody Cline, formerly associated with Harold Dahl 
in Tacoma, has now opened his new store, The Puget 
Sound Office Equipment Company, located at 12th & 
A Streets in Tacoma, Wash. Woody and his wife, 
Lorraine, recently held a very successful open house 
for their friends and customers and took this oppor- 
tunity to announce their membership in the Executive 
Furniture Guild. 

This new dealer will feature the following lines: 
Steelcase, Mosler, Jasper, Stow-Davis and Sikes. Best 
wishes from the travelers for your success. 

* * * 

John V. “Pat” Spellman, who has represented the 
A. B. Dick Company in the Pacific Northwest for the 
past 20 years, has put his traveling bags away and 
settled down. 

Pat is now the manager of the mimeograph division 
of the J. K. Gill Company. He has a lot of plans for 
his department and we predict he’ll do an outstanding 
job. However, just a word of warning to Mark Gill. 
Better arrange a little trip for Pat about once a month 
or so. After traveling 20 years a fellow just has to get 
out once in a while to see what’s happening in the 
next town. 

Speaking of J. K. Gill Company, it has just com- 
pleted the remodeling job in the basement of the 
Portland store. The company has doubled the space 
formerly used here and, according to Mark Gill, now 
has the largest art and engineering department of any 
stationery store in the country. The new displays and 
lighting are very effective and show the results of 
much planning and investment. This is the most 
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automatic pencil sharpener t0. 


336 no. foothill rd. beverly hills, california a | P sco 


>k “APSCO SHARP.” 














Stationery dealers 


insist 





that their over-the-counter personnel, 
as well as their outside salesmen, be 


They're fully aware that by featuring 
the APSCO line the customer is 3 
receiving the finest pencil i 





sharpener made today. es 
In addition, the steady consumer Bia 
demand for APSCO Sharpeners ioe 
means big profits. ute 


For constant rugged usage 

they recommend the Dexter Model +3. 
It features an all steel frame with 

the selector type dial 

and the APSCO adjustable point stop, 
which guarantees 

a perfect point every time. 










Look for the APSCO Trade Mark, 
it’s your assurance of quality. 










Take advantage of the 
APSCO school promotion. 

Have your salesmen contact your 
school executives today! 









rockford, illinois 
toronto, canada 
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Model 308 —1134 D x 30H x 342W sliding glass doors $3 930 











The ready acceptance of this 
neat Home-O-Nize Bookcase 
delights dealers 


+ 


So now 4 models are available in two 
sizes to meet demand « low price and 


good design sell * you can profit, too. 
+ 


It’s easier to sell people what they want. And ac- 
cording to dealers orders since the introduction of 
this Home-O-Nize Bookcase, this compact attractive 
unit is just what many customers want. 


You can prove the demand among your own cus- 
‘tomers by having these units displayed on your floor. 
Home-O-Nize products, made on modern machinery 
by satisfied workmen, are guaranteed to please you 
and your customers. 


Why not place an order with us, today? The 
Home-O-Nize Company, Muscatine, lowa. 


od 


Order yours to get sales in season 








MODEL 30A—Same as illustrated above, without 
glass doors 


MODEL 30B—illustrated above, with sliding glass 


MODEL 30E—Same as illustrated but 16”D, 
out glass doors : 

MODEL 30F—Same as illustrated but 16’D, 
glass doors 


MODEL 30D—Duplicator cabinet, same as i 
trated above with addition of 
leaf tray, opaque doors, 16D 


All available in grey or green. Prices shown are list. 
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modern department of its kind we have ever seen and 
recommend that everyone interested in the Sale of 
these items see it at the first opportunity. 


* * * 


Paul Burbank can welcome a new arrival to the 
Washington, D. C., stationers group after the new 
administration takes over. Tom Pelly, president of 
Lowman Hanford, in Seattle, was elected to the House 
of Representatives as congressman from the First 
District of Washington State. Our congratulations to 
Mr. Pelly and to the Seattle voters. You have sent 
a good representative to Washington. 


oF * * 


The NOMDA organization will have a convention in 
Albany, Ore., starting January 1953. Harry Pitts of 
the Albany Typewriter Exchange is chairman of this 
show and has lined up a very interesting program. 
Contact Harry for any details and/or reservations. 
Since Albany is known as “The Timber Capital of The 
World,” perhaps some of you wood case pencil men 
should exhibit here. 

+ « > 

Our good friend and co-worker, Walter Kane, has 
been hospitalized in Denver because of ill health and 
we think he would appreciate a card or letter from 
some of his old friends and customers up here. Walt 
was an Oregon Trail Traveler when he represented 
the Eberhard Faber Company in the Northwest. 

Now operating out of Kansas City he belongs to the 
Midwest Travelers and the Rocky Mountain Travelers 
Clubs. He is at present in the General Rose Memorial 
Hospital in Denver or can be reached in care of the 
National Blank Book Company, 4500 W. Dickens Ave., 
Chicago 39, Illinois. Here’s hoping you can hit the trail 
soon, Brother Kane. 


* * * 


George Ruggles, President of Ruggles, Inc., held the 
annual footbal! party for his employees in November, 
taking them to see the Washington-California game. 
After the game, the party adjourned to the home of 
Governor Lew Hilton for cocktails, dinner and enter- 
tainment. Your reporter was a guest and violated 
all the rules of etiquette by winning the football pool 
three out of four quarters. 

Much to our surprise we were greeted at Lew’s home 
by a butler, named with a great deal of originality, 
“Rastus”. It certainly is wonderful what being Gov- 
ernor will do for a man. “Rastus” served us with all 
of the hospitality of the Old South and later served 
the dinner. 

In the middle of a wonderful turkey dinner all hell 
broke loose. A fire truck came screaming up to the 
door, firemen poured in and began attacking a wall 
with axes and crowbars until the room was a shambles. 
Lew saw our startled faces and began to laugh. Then 
it developed that the whole thing was a gigantic hoax. 

Lew happens to be a member of the Richmond Beach 
Fire Department, all volunteers from the neighbor- 
hood, and they were having a drill. The wall was 
destined to come out anyway as part of the remod- 
eling program so Lew played it for laughs. 

Oh yes—one thing more, “Rastus” turned out to be 
Lew’s son-in-law with a very skillful makeup job. It 
was a hilarious evening and a very good party. Now 
you can see that anything—and I mean literally any- 
thing, might happen at the regional in Seattle next 
May. Better get your reservations in early. 


* * ok 


Brewster Towne, western division manager of Na- 
tional Blank Book Company, recently spent 10 days 
with your reporter in Washington and Oregon. Not 
having spent much time in the Pacific Northwest be- 
fore, Brew was very anxious to-see the country. How- 
ever, I’m afraid that he’ll just have to come agail 
sometime. 

The 10 days that he was out here will probably go 
down in history as the time of The Great Fog. Fog 
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The Scerbo line of exclusive wood furniture 
is used in leading offices, banks and insti- 
everywhere where better fur- 


Proved versatility by 


tutions and 
niture is required. 
the jobs it handles—from a single piece to 
a complete installation ... Outstanding for 
its ability to understand the dealer’s prob- 
lem, be it that “discriminating executive”, 
or that SCERBO 


gives that extra something to help close a 


“hard-time” customer. 


sale and that extra margin of profit. Ask 
about our s} 
budget. 


ecial order work to meet your 


WRITE FOR OUR 


WHA 
JO. 


TEVER 


*-_f © 


875-BC 


New York 7, N. Y. 


oardrooms or 
inctive leather 
"to fill the bill 
ao 2A . 
Gimetive stylin and 
ir of “know how” 
Miers problems is 
pert craftsmen 


COLORFUL ILLUSTRATED &...... 
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WILTSHIRE MODERN 


‘““sells’’ radio 
for station KGER 


e The key to success in radio is “selling” the station— 
its programs, its talent, its facilities. To help sell 

station KGER to Long Beach, Callif., time buyers, the 
management installed eye-appealing Wiltshire Modern 








wood office furniture. 

Thousands of other smart businessmen across the country 
are reading Imperial ads—in American Business, 
Management Methods, Office Management, 

Office Appliances, The Office, and National Stationer— 
and being conditioned to buy Wiltshire Modern. You can 


cash in on this demand if you care to. Write us today 


Ads appearing regularly in these widely-read na- 
for the whole profit story. tional publications pre-sell executives and office 
furniture buyers on Imperial . . . bring more sales 
into your store. 
"Tos! 


ager < 


* Se! 
Baungpezneizal aesk company |: 


vertisi 
pace 


AD; EVANSVILLE 7, INDIANA etal 





MEMBER WOOD OFFICE FURNITURE INSTITUTE Poesy 
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eaily blanketed the country and all we were able to see 
was the yellow line on the highway. Better luck next 
Brew. 
* * + 

ene Aris, Spokane Office Supply Company in 

cane, is a very happy man these days. Gene says 

business is enjoying its best year to date, he is 

ing into a new home and the best and latest news 

li—he is the very proud father of a daughter 
named Leanne. Mother and daughter are doing fine 
too. Now Gene says all he needs is more customers. 
With all he has to work for we’ll bet that he gets them 
100 


* + 


“OUT WHERE THE HANDCLASP’S A LITTLE 


STRONGER.”’ 





Antitrust Suit Hits Stationers’ Group 


Dissolution of the Stationers Association of Southern 
California, Inc., is sought in a civil antitrust suit filed 
in Federal Court recently by William C. Dixon, head 
yf the Los Angeles office of the antitrust division of the 
Department of Justice. It is filed against the corpora- 
tion and its secretary-treasurer, Blake Lockard. 

The suit charges that the association and approxi- 
mately 400 retail stationery firms in Southern Cali- 
fornia, Arizona and Nevada which uses its price lists 
have violated Section 1 of the Sherman Antitrust Act 
by “engaging in an unlawful combination and con- 
spiracy to fix, stabilize and tamper with the prices at 
which stationery and office supplies are sold” to users 
in the area. 

Besides asking for the dissolution of the association 
the suit asks an injunction against further price-fixing 
practices, including the compiling, distributing or 
therwise supporting any price book or list similar to 
that compiled and distributed by the association. 

OrricE APPLIANCES asked Mr. Lockard for his views 
n the suit but he was unable to comply due to illness. 
The association is considering a course of action. 





we 


a 


“Joshua” Award... Gene Broene (right), advertising man- 
ager of R. C. Allen Business Machines, Inc., receives from David 
C. Schmidt, vice-president of Wesley Aves & Associates, the 
company’s agency, the match industry's bronze “Joshua” plaque. 
reward is emblematic of top honors for the match book ad- 
tising by a manufacturer of office equipment. The match cover 
ce was used to show pictures of the R. C. Allen cash registers 
adding machines, and five close-up illustrations of equipment 
letails. It was 60 years ago that Joshua Pusey received his match 
book patent. 
SFFICE APPLIANCES, 
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MASO’S NEW 
STEEL CHAIR SUITE 


Has all Those 
Sure-Fire Sales Features 


Your Customer Wants! 
* Looks * Comfort 


Efficiency 


* 


* Durability 


Meets Every Demand! 


The streamlined beauty of the Swivel 

Arm Chair meets the most exacting de- 

mands of the working executive. Denotes the executive status 
and blends in with any modern office setting. Adjustments 
of the chair to the individual are made quick and easy. Open 
arms and backrest assure cooler seating comfort. Scientifi- 
cally padded spring cushion seat assures less seating fatigue, 
day long working efficiency. Wide choice of fabrics for seat 
and backrest. Desk Side Arm Chair and Secretarial Posture 
Chair are perfect matches. All are top quality throughout 
built of top quality materials. 


WRITE FOR LITERATURE — DEALER SET-UP 
MASO STEEL PRODUCTS 


Dept. A 81 W. Van Buren St Chicago 5, III 




















































Bank by Mal 


ENVELOPES 
ONE PIECE STYLE 







Combines deposit slip-acknowledg- 
ment and return envelope in one 
unit. 


You Can Sell Your 
Bank Customers and 
Reap the Repeat Orders 


Compact sample sets are ready for 
your sales force. Use the coupon 
below or write us on your stationery. 


Northern States Envelope Co. 
The Justrite Envelope Line 
CHICAGO — ST. PAUL 








NORTHERN STATES ENVELOPE CO. 
300 E. Fourth St., St. Paul 1, Minn. 


Send Price Lists and 
Line 


Sample Sets of Bank By Mail Envelope 


Address 


City State 


| 
| 
| 
| 
| 
| Name 
| 
| 
| 
| 





SEEN AND HEARD IN 


SOUTHERN CALIFORNIA 


by J. Edward Tufft 
2012 Huntington Dr., South Pasadena, Calif. 


A. L. Engle who established the Bixby Knolls Station- 
ery store a year ago last June at 3837 Atlantic Blvd, 
just north of Long Beach in a very rapidly developing 
business and residential area, reports that the business 
has been growing nicely ever since it was founded 
in spite of the fact that he came into this line of busi 
nes from another line and without previous experience 

The store occupies a business room formerly used 
as a men’s clothing store and the fixtures, retained 
for the stationery business and working out well, are 
very attractive. 

Mr. Engle is assisted by his wife and he himself puty 
in considerable time outside selling. In addition tc 
stationery he handles steel files and a few other items 
of office equipment. He also handles greeting cards 
and related merchandise. 

This month Mr. Engle is enjoying a visit from his 
son, The Rev. Robert Engle, recently admitted to th 
priesthood of the Catholic Church following a year’ 
special schooling in Hamilton, Ontario. The younge 
man expects to remain in Canada after taking church 


assignments. 


* * * 








Barney Brennan has been named analyst for the 
market research department of the Clary Multiplier 
Corporation, succeeding Mrs. Loutille Baker who is re- 
tiring. 

* * ” 

Ben Tufeld, president of the Western Office Furniture 
Company, Los Angeles, and a resident of Pasadena, 
was the guest of honor at a testimonial dinner in the 
Huntington Hotel, Pasadena, November 23. 

Mr. Tufeld is known in Pasadena as a Jewish com- 
munity leader. He was instrumental in bringing the 
first Jewish temple to Pasadena and was the first 
president of Temple B’nai Israel, forerunner of the 
Pasadena Jewish Community. He was also the first 
president of the Pasadena Zionist Organization of 
America. 

A large number of Jewish leaders gave testimony t 
Mr. Tufeld’s contributions to the community, as 3 
generally constructive citizen, and as a businessmar 
of integrity and constructive aims. Mr. Tufeld is widel} 
known in the office furniture field. He makes his home 
at 1815 San Pasqual St., Pasadena, and his place ol 
business is at 428 S. Spring St., Los Angeles. 


* * * 


Approximately one hundred guests were present al 
a “preview” of the new Remington Rand Inc., building 
at 2601 Wilshire Blvd., Los Angeles, late in November 
The members of the Southern California Office Ma 
chine Dealers Association constituted the bulk of thé 
group. 

The evening began with brief talks by A. H. Fox 
croft, president of the association; M. A. Kansteiner 
branch dealer sales manager for Remington Rand, and 
T. J. Morton, vice-president and branch manager. 

Guides were on hand to show the visitors throug 
the large building in small groups, explanatory talks 
being given enroute throughout the length and breadt 
of the four floors. 

At the completion of the tour a buffet supper wa 
served and five de luxe model Remington Rand elec 
tric shavers were given away as door prizes. A souven! 
card case was also given to each guest. 

The new Remington Rand building is spoken of 45 
a sales and business equipment center and is consid 
ered one of the finest in the United States. Locate 
on the most widely known high class business stree! 


OFFICE APPLIANCES, January, 195 































= 
pa 


3 SREB INE Ft 


% 


n 
iv 


3 
doe 
4 
ee 
* 
o 
La 


oF 


| 
THEE! WA 


Really scientific achievement is considered 
accomplished only after timeless research . . . 
and indefatigable testing. ROSE Products 
are produced that way! Laboratory tested 
... proven... dependable. Rose Products 
are dependable because they rank highest in 
performance and satisfaction. 


Specialists in the manufacture of: 


MASTER UNITS (Plain and Printed) 
SPIRIT CARBONS 
HECTOGRAPH CARBONS 

¢ Hektowriter Rolls 
PNET Ol olitcotilire Malte MelaleMalelale 
Cream 
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REGULAR PLIO FILM BULLETIN BULLETIN att a DIE IMPRESSED 7 
of 
For the best in quality stencils it's Speed-O-Print’s Sovereign Brand. The uniformity = 
maintained eliminates distortion of type characters and stylus work. Takes corrections quick frie 
and easy. The durability of Sovereign stencils assures thousands of clear, sharp copies. All att 
are accurately top-printed and sealed in moisture and oil-proof wrapper for protection. The 7 
non-glare, dull velvet coating provides excellent visibility and prevents eye strain. of 
The various top-printings end all guess work as to proper margins and positioning adc 
whether it’s a regular form... double page . . . 2 or 3 column bulletin . . . address-o-label me 
7 + + » Or music sheet. 
Sovereign Stencils are available in sizes and styles to fit all makes of duplicators. a 
When you buy SOVEREIGN .. . You sell the BEST. Ste 
cia 
Ro 
SOVEREIGN GRADE A BLACK INK ! 
Sovereign ink flows freely . . . giving maximum number of faultless copies SO | 
of consistently sharp, clean cut impressions. Reproduces a beautiful rich Uo: 
black that will not fade or deteriorate. Available in one or one-half pound ar! 
cans. I 
orc 
SOVEREIGN FAST DRYING INK A 
A non-smudge, quick setting, fast drying 7 
ink that reproduces sharp, legible copies. Ru 
Especially good for quick handling of two- wa 
sided duplicating. Available in one pound the 
SPEE ‘D/O-PRINT Higa ter 
ALL SPEED-O-PRINT INKS HAVE AN OIL 
BASE AND ARE FOR USE WITH OPEN OR 
Ja “(e Aa W CLOSED CYLINDER. WILL NOT DAMAGE : I 
: STENCIL OR CYLINDER. chi 
Lo; 
the 
1801 W. LARCHMONT AVENUE Write FOR OUR - 
CHICAGO 13, ILLINOIS j DEALERS CATALOG pal 
rec 
SPEED-O-PRINT (CANADA) LTD. - 3555 HOCHELAGA ST. * MONTREAL a 
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os Angeles, the building has four floors. This gives 
space not only for all the business of the company but 
also indoor parking space for seventy-five automobiles. 
There is exterior color lighting which makes the place 
conspicuous at night for a considerable distance. The 
architecture is dignified and in keeping with the loca- 


‘he old central business address of the company was 

at 711 S. Olive St. 
Another addition to the complete set-up of this com- 
' pany in Los Angeles is an immense stockroom and 
modern service department under one roof at 629 E. 
30th St. The building has railroad spur advantages 
and has a floor area of approximately 150,000 square 


feet. 

In planning and designing the new building on 
Wilshire Blvd. both Eastern and Western archi- 
tects were employed with the thought of combining 
the outstanding ideas of the two sections of the 
intry. 





+ * + 


The younger son of Otte Swichtenberg, proprietor of 
the American Typewriter Company, 1231 Fourth St., 
Santa Monica, was killed in an automobile accident 
when on his way to the football game played by 
U.S.C. and U.C.L.A. teams on Saturday, November 22. 
The accident occurred when a door of the automobile 
in which he was riding accidentally swung open. He 
was thrown to the pavement in the midst of heavy 
traffic. 

The young man, Loren, 19, was a student at U.C.L.A. 
and planned to go into business upon graduation, he 
and his brother aiming to relieve the father who 
wished to retire. The brother is already associated with 
the father. ; 

Services were held at the Gaytes, Kingsley, and 
Gaytes funeral parlors in Santa Monica. 


* + * 


The annual meeting and Christmas luncheon party 
of the Golden State Travelers Club at this writing is 
scheduled to be held December 15 at Mike Lyman’s 
Restaurant, 751 S. Hill St., Los Angeles. All dealer 
friends of the club members have been invited to 
attend, according to George B. Hatten, president. 


This event is considered one of the most successful 
of the kind that the club sponsors. The invitation is 
addressed to all members of the club and to all “com- 
mercial stationers in District 14, NSOEA.” 


* * * 


December 3, Wednesday, was the date set for the 
annual dinner dance given in honor of the Golden 
State Travelers Club members by the Stationers Asso- 
ciation of Southern California, Inc., in the Embassy 
Room at the Ambassador Hotel, Los Angeles. 


An event of this type two years ago was pronounced 
so successful that the board of directors of the Associa- 
tion named a committee some time back to make 
arrangements for repeating it this year: 


Dinner was served at 7:30 p.m. and a widely known 
orchestra was engaged to furnish music for dancing. 
A social hour preceded the dinner. 

The thought, according to Blake Lockard, secretary, 
Russell Davis and Joseph A. Savel, committee members, 
was to show tangible appreciation to the members of 
the Golden State Travelers Club for various social en- 
tertainments throughout the last two years. 


* * * 


Harold Mann, secretary of the National Office Ma- 
chine Dealers Association, whose headquarters is in 
Los Angeles, reports that messages from all parts of 
the country indicate that business conditions are ex- 
cellent, and that dealers at this writing are antici- 
pating one of the most active Christmas seasons on 
record. 


Mr. Mann also expresses satisfaction over the growth 
nm membership of NOMDA and the co-operation that 
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Model 6-6-0 
Full keyboard 
adds 9,999.99 

Totals 99,999.99 


ee tied 
O-key ke 

odds 9,999.99 
Totals 99,999.99 


YOUR CHOICE 


OF KEYBOARDS 
9-column total 
also available 


Add the VICTOR Champion 
Line Now, and... 


YOU ADD ... the same national advertised models 
featured in Saturday Evening Post, Pathfinder, 
Country Gentleman, and other leading magazines 
and newspapers throughout the United States. 


YOU ADD ... a popular low-priced line of pre- 
cision-built adding machines now in use by thou- 
sands of stores, offices, professional men, and other 
businesses. 


YOU ADD .. . a line of adding machines which 
offers your customers a choice of full key or 10 key 


keyboards. 
PROFIT-MAKING OPPORTUNITY 


AGI WOW cones cee 


VICTOR ADDING MACHINE CO. 
Chicago 18, Illinois 

World's largest exclusive manufacturers 

of adding machines. Now in our 33rd year. 


ee ee ee a ae a 


FOR MORE INFORMATION ON THIS 
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| VICTOR ADDING MACHINE CO., Chicago 18, Ill. Dept. O. A. 153 

| 1 am interested in the new Victor Champion line of adding machines. 
Please send details to: 

| Name: 
Address : 
City: 
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DESIGN 
FEATURES 
VALUE 


























No. 6068-F 
(68” x 36”) 









Za 


(6000 SERIES) 


Hit 


serpentine front and swell 
back design is functional, 
different, distinctive. 


genuine walnut drawer 
interiors in addition to full 
extension drawers, side 
pedestal locks, adjustable 
height, ball bearing file 
drawer, pull out writing slide 
above both top drawers, 
suspension file rails and 
adjustable foot rest. 


EL value that you can promote 


and sell with confidence. 








*In regular or frosted walnut 





BETTER DESKS 
ARE MADE OF WOOD 


MYRTLE DESK COMPANY 


HIGH POINT, NORTH CAROLINA 
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had been given him since he assumed office. Member- 
ship increased by over 300 during the year 1952. 

The 1953 membership drive is slated to begin the 
first of the year, Mr. Mann states, and will continue 
for five months. In this drive both the Northern and 
Southern California associations are planning to win 
top spots. Both Ed Peck, president of the Northern, 
and Al Foxcroft, president of the Southern, are show- 
ing lively interest in the coming drive. 


+ * * 


The regular November meeting of the Southern 
California Office Machine Dealers Association was can- 
celled in order to give the members a chance to attend 
the “preview” of the Remington Rand building on 
Wilshire Blvd. The meeting was to have been held at 
the Rodger Young Auditorium. 

Al Foxcroft, president, reports that R. W. Chipman, 
executive secretary, is now back at work following an 
operation. 

* A a 

Russell Davis, proprietor of the Alhambra Office Sup- 
ply, 112 W. Main St., Alhambra, and governor of the 
14th District of the National Stationers and Office 
Equipment Association, announces that the place of 
meeting for the District has been changed from Arrow- 
head Springs to Mission Inn at Riverside because of 
the closing of the Arrowhead Springs Hotel. 


* * * 


Herman Klein, buyer for the Miller Desk and Safe 
Company, 219 W. Second St., Los Angeles, and retiring 
president of the Southern California Office Furniture 
Association, announces the election on November 3 
of the following officers for the ensuing year: Presi- 
dent, Denny O’Hern, Hollywood Office Furniture Com- 
pany; Vice-President, Don Hopper, proprietor of the 
Hopper Office Furniture Company, Glendale; and Sec- 
retary-Treasurer, Charlene McConant, Dray Manufac- 
turing Company, Los Angeles. 

Honor guests at the Association’s annual dinner- 
dance, held November 17, at the Rancho Country Club, 
included Leroy Caldwell and wife, and Jack Emhardt 
and wife. Mr. Caldwell is president and Mr. Emhardt 
vice-president of the National Office Furniture Asso- 
ciation. Both families live in Philadelphia. 

Mr. Caldwell was the principal speaker and spoke 
on the purposes and aims of the association, an asso- 
ciation which now has a membership of more than 
one thousand. 

Mr. and Mrs. Caldwell also visited dealers in San 
Francisco, Dallas and St. Louis, with the thought of 
assisting in organization of chapters. 

Mr. Klein presided at the dinner, while the following 
were in charge of arrangements: Abe Segal, General 
Office Furniture Company, Los Angeles; George Niel- 
son, Dray Manufacturing Company, Los Angeles; Stella 
Kay, Gilmore Desk Company; also, Mr. O’Hern, Mr. 
Klein and Mr. Hopper. One hundred and ten were in 
attendance. 

Mr. Klein reports that a very fine orchestra fur- 
nished the music for the event. 

The new president was formerly vice-president, 
while the secretary-treasurer, Miss McConant, suc- 
ceeds Stella Kay. 

. om - 

Herbert Bowles, president of the Nationa! Association 
of Cost Accountants, at this writing is scheduled to 
address the Los Angeles chapter of the Association at 
the December meeting at the Rodger Young Audi- 
torium. His theme will be, “Office Manager Prepares 
for Audit.” 

At the dinner meeting November 18, Samuel Leask, 
city administrative officer for Los Angeles, discussed 
city management from the financial angle, emphasiz- 
ing the matter of budgets, and so forth. Civic leaders 
from neighboring communities were guests. 

Wives of the officials of the Los Angeles Chapter 
have at this writing scheduled a meeting at the new 
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The Boling Catalog, a 
book of chairs for all 
business—a_ best seller 
every year! 








No. 3613 





No. 3611 








No. 3610 


The upholstering in genuine 
leather is praiseworthy for its 
perfection. Note in particular 
the detail of buffers on the 
arms and seat edges to pre- 
vent scuffing of the desk. 


1953 








Now 


PAGE 


for a 


Best Seller 
Soling 3600 Chars 


Refreshingly different yet appropriately con- 
servative in styling, this new group of chairs will 
be welcomed with enthusiasm by your customers 
who lean to the modern. 


In building these chairs, Boling Craftsmen have 
applied all the skills of nearly half a century of 
fine chair making—including steam-bent arms and 
seat rails as a plus value to insure lasting strength. 


Available in all standard finishes. Be sure to 
include a liberal quantity of each in all three 
numbers and place your order today for early 
shipment. 


HIGH POINT BENDING & CHAIR CO. 


SILER CITY, N. C. 


Boling 
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Beat things Cone in, THREES! 
NEW MeuwinK SAFES 


Offer THREE LABEL Protection... 


SAFE MANUFAC TURERS Mang 


NAB, Fine Piotr 
i i 5 mSuareg es “S004, 
POSURE C4) es ‘Ow 


Safe Manufacturers’ 
National Association label 





Underwriters’ Class “C”’ 
Underwriters’ Relocking one-hour fire and T-20 label 
Device label 


New Meilink “C” label safes—and only 
Meilink — carry three labels for plus pro- 
tection! 


Each bears Underwriters’ Laboratory and 
Safe Manufacturers’ National Association 
“C; one-hour fire labels—plus the T-20 
Burglar and Relocking Device labels which 
earns a substantial reduction in insurance 
rates. 








Meiiink’s extra features assure you of com- 
plete customer satisfaction—and best of all, 
you make a handsome profit, too! 


Write today for details. 








STEEL SAFE COMPANY © Toledo 6, Ohio 


Warehouses and distributors in: New York-Export Dept. * Philadelphia + Boston « Chicago 
Washington, D.C, * Detroit + Fort Worth * Houston * Seattle * Los Angeles « San Francisco 


A, B, C LABEL SAFES, HOME VAULTS, INSULATED FILES, BUSINESS MACHINE, TYPEWRITER STANDS 
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Hotel Statler when they will formulate plans for the 
Sweethearts’ Ball” to be held in February. This event 
he biggest one of the kind held during the year. 
irthur Gunderson, secretary of the National Asso- 
tion of Cost Accountants, New York City, is slated 

visit Los Angeles soon to help make preliminary 

lans for the National Convention to be held in the 
er city in June. Mr. Gunderson has already made 
» visit in the interest of the coming convention. 


* * * 


samuel A. Unjian is the proprietor of a new store 
known as The Office Supply Company and located at 
139 Van Nuys Blvd., Los Angeles. 


* * * 


Al Anderson, Eagle Pencil Company representative, 
n the California Hospital, Los Angeles, as the result 
fan automobile accident suffered November 15 at the 
intersection of Western Ave. and W. Ninth St. -The 
ident occurred during a rainstorm. Mr. Anderson 








iffered a broken pelvis but since it was not broken 
a manner requiring that it be set recovery is ex- 
ected to be rapid 





Frank Neville Represents Tiffany 

Frank Neville has joined the Tiffany Stand Company 
s a sales representative in the states of Tennessee, 
Mississippi, Alabama, Georgia, Florida, North and 
South Carolina, and Virginia. He is making his head- 
juarters at 280 N. Colonial Homes Circle, N.W., Atlanta, 
Ga., where his telephone number is Elgin 3069. 





Ellis Ryan Represents Milwaukee Chair 

The Milwaukee Chair Company announces that it 
has appointed Ellis Rydn to represent the firm in 
Florida, Georgia, North Carolina and South Carolina. 
This is in addition to her present territory which in- 
ludes Tennessee, Arkansas, Oklahoma, Louisiana, 
Texas, Mississippi and Alabama. 





Allan Friedland, proprietor of the St. Paul 
ypewriter Exchange, and a Royal portable dealer, came up with 
novel idea to attract passers-by to his store. A display placed 
utside the store was an actual Royal portable typewriter fastened 
) the stand. A poster invited “Prove to yourself why Royal is 
referred 442 to 1. You can own a typewriter like this for as little 


Enterprising . . 


s $5.00 a month!” Mr. Friedland, shown in the picture, reports 
1at results were most gratifying. 
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Imperial Methods Co. offers you 
a varied selection of stationer’s 
products long known for quality, 
economy and dependability. 


By moking Imperial Methods Co. 
your chief source of supply: 


®@ You save freight charges by 
combining paper and wood 
products in a single order. 


® You simplify bookkeeping, rec- 
ords and filing. 


® You process only one pur- 
chase order. 


® You receive only one shipment 


® You process only one receiving 
report. 


® You process only one payment 


check. 


® You hove the satisfaction of 
knowing you are purchasing 
(and selling) products which 
are advertised and distributed 
nationally by a company 
which has given the stationers 
of America 46 yeors of effi- 
cient, dependable service. 


SEND FOR OUR NEW PRICE-O-LOG TODAY! 


Imperial [i]ethods (o 





FOREST PARKA, ILLINOIS 
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A LOW PRICED CHAIR 
FOR A HIGH PRICED 
EXECUTIVE 








Gregson No. 505 
Executive Posture 


Plenty of room for executive growth 

Lots of comfort to dispel brain weary fatigue 
. . » Made to sell at a price to please even a 
Scrooge — that’s the new Gregson executive 
posture chair. 

Available in Top Grain Leather and Gros 
Point or Naugahyde and Gros Point combi- 
nations; in walnut, mahogany, light oak or 
softone oak finish. Seng Syncro-tilt mechanism 
gives firm, gentle posture support. Spring edge 
and foam rubber seat. 

The Gregson 505 executive posture is a lot 
of chair for little money. 


Dealer Inquiries Invited 





GREGSON MANUFACTURING COMPANY 
Manufacturers of Office and School Chairs 
LIBERTY, NORTH CAROLINA 
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Spelman Chosen Aide in WOFI 

The Wood Office Furniture Institute has just an- 
nounced the appointment of Robert A. Spelman ag 
assistant secretary. He will assist Howard Gatewood, 
executive secretary, in the administrative work of the 
Institute, but will specialize largely in sales training 
and public relations work in the field. 

A great deal of Mr. Spelman’s time will also be de- 
voted to assisting in the execution of the new dealer 


Robert A. Spelman 





merchandising program which the Institute is prepar- 
ing for announcement early in 1953. 

Mr. Spelman brings to the Institute valuable experi- 
ence in the field of sales training and sales manage- 
ment. His early training and sales experience were 
with the Addressograph-Multigraph Corporation. He 
later successfully operated his own office machine sell- 
ing organization in New York City. For the past year 
and a half, he has been manager of sales training for 
Lever Brothers, in the Good Luck Margarine division. 
For the past two years, Mr. Spelman has also been a 
class director for the Dale Carnegie Institute of Human 
Relations and Public Speaking 





Seymour Nathan Heads Industry’s Polio Drive 


Seymour L. Nathan of Charles S. Nathan Company, 
has accepted the chairmanship of the Office Furniture 
and Equipment Division in the current $4,000,000 cam- 
paign of the Greater New York Chapter of the Na- 
tional Foundation for Infantile Paralysis. This was an- 
nounced by Edward J. Noble, general chairman of the 
appeal and chairman of the board of The Lifesaver 
Corporation and American Broadcasting Company. 

Serving as co-chairmen with Mr. Nathan are Ber- 
nard H. Nemlich of the Regan Furniture Corporation 
and John E. Mossman of Desks, Inc. 

Mr. Nathan, Mr. Nemlich and Mr. Mossman have the 
help of a strong committee in the coming campaign. 
Working with them are: Danny Fox, Macey-Fowler 
Co.; H. A. Clemetsen, Office Furniture Warehouse Co.; 
Larry Clark, Dancker & Sellew, Inc.; Walter Field, 
Field & Eisenhardt, Inc.; Joe Rubinstein, American 
Addressing Machine Corp.; A. G. Lange, Manhattan 
Desk Co.; Ben Levin, B & L Office Equipment Co.; 
Frank Metzger, Brooklyn Desk Co., Inc.; Daniel Wald- 
ner, D. Waldner Co., Inc.; George B. Wray; Irving 
Kramer, David Kramer, Inc. 

Meeting in New York City on November 20, the com- 
mittee mapped out plans for an intensified campaign 
in their industry to meet the increased needs of the 
National Foundation. 

Mr. Nathan called for his division to meet its fair 
share of New York City’s $4,000,000 goal. Every dollar, 
he insisted, is needed in order that vital services will 
not have‘to be curtailed. He called attention to the 
increased financial burdens that the Foundation will 
have to bear in 1953 to care for the victims of 1952’s 
record-breaking epidemic. Mr. Mossman called for in- 
creased support of research. 





Office Equipment Association Elects President 
The West Virginia Office Equipment Dealers Asso- 
ciation has elected Frederick Belt, secretary of McGhee 
& Company, office equipment suppliers of Wheeling 
W. Va., as president of the association. 
The state wide group meets four times a year and 
will convene in Wheeling next summer. 
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WATSON 


ESTABLISHED 1887 
Increase your sales on metal files at once 


with Watson 31 yee ; 
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Continuous Linoleum 
Tops and Counter Fronts... 





Watson offers you the 3100 Counter Height Line 


complete with wide or narrow knee space units, 








individual or continuous linoleum tops. 


STREAMLINE or STANDARD 
These counter height units comprise Cap PANELLED COUNTER FRONTS 


Files, Check Files, Card Files and Roller . . . . 
Shelf Units, Single ond Double Door  €@V@ilable in plain or grained 
Cupboards and Corner Fillers, as well as, 


Skeleton and Ponelled Gates, Wide ond @namel finishes. 


Narrow Knee Space Units. 
















When you are a dealer for 
the complete line of Watson 
stock files you also have at 
your command the Watson 
facilities for custom built 
|equipment for Banks, Court 
Houses, City Halls and 
Hospitals. 














WATSON MANUFACTURING COMPANY, Inc., Jamestown, New York 
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It’s not just a 
» wastebasket 


TRADE MARK 


When you offer Vul-Cots to 
your customers, you are 
offering more than a 
receptacle for holding 
waste paper. You are selling 
economical waste handling 
... for years. Every Vul-Cot 
you sell carries with it a 
5-year guarantee. And, you 





are making a good profit 
on a good product that 
gives your customer the 


New Square Top — 2A 
same as No. 2, but with 


‘ r 3 square 104%” top 
utmost in satisfaction. 


The two Vul-Cots illustrated 
are new in the line. All 
Vul-Cots are made of hard 
vulcanized fibre; they look 
better and last longer. Colors 
do not chip off; double 
rolled tops do not break. They 
are light-weight, noiseless 
... exclusive bonded seam 
construction gives added 
strength. Vul-Cots do not 
crack, splinter, dent, rust or 
corrode. Standard colors: 
maroon-brown and olive- 
green. Write today for 
catalog price sheet — 





New Rectangular 5A 
15%” long; 10” wide; 
Dept. OA-1. 15” deep 

For Sale by 
Stationers Everywhere 
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"T make my 


best impressions 


with O.T.*" 





“So good looking !” 


“That's what the boss says now 
about all my work! No wonder 
he’s pleased — my letters look 
sharp and beautifully typed, my 
carbon copies clean, clear and leg- 
ible no matter how many I make, 
thanks to *OLD TOWN!” 


In offices everywhere this dis- 
covery is being made, every day— 
that for the “best impressions” 
there are simply no better carbons 
and ribbons than OLD TOWN— 
scientifically created and designed 
to meet the exact need ! 


DEALERS with a profit-wise eye 
to the future are featuring Old 
Town ! Get the step-by-step facts 
now—and learn of the many ad- 
vantages in handling this great, 
world renowned line. Write for 
complete franchise information 
which can mean ever-increasing 
revenue for you throughout the 
years! 


OLD TOWN CARBONS 


New, non-curling, non-smearing, easy 
and clean to handle— 


OLD TOWN INKED RIBBONS 


Pure Silk — Nylon + AF = 


Egyptian Cotton for all 
machines — nothing finer. 
l0 | UIT 750 Pacific Street, 


Brooklyn 38, N.Y. 
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Texas Travelers News Notes 


ART CARROW, CORRESPONDENT 
4423 N. ROSENEATH DR., HOUSTON 21, TEX. 

Vord has just been received that Edward S. Miller 
passed away in New Orleans after many years in the 
stationery field. He was buyer for A. Blanco, Inc., at 
the time of his death. He also worked for many years 

Perry-Buckley Company of New Orleans. 


. * * 
rhe Orange Stationers at 408 7th St., Orange, Tex., 
1eld its formal opening on November 1. W. B. Walt- 
man, a former manufacturers’ representative, is owner 
yf the new store 
r. L. (Boody) Johnson is now sales manager of 
Story-Wright Company in Tyler, Tex., with Harold 


Myers as purchasing agent. These appointments have 
been announced by Earl Story. 


* * * 


Otto H. Eisenlohr has been re-elected secretary of 
the Kiwanis Club of Dallas. It will be Otto’s fifth con- 
secutive term in this office. He is also president of the 
Cotton Bow] Athletic Association and member of the 
Dallas Draft Board 

* + * 

Mississippi Office Equipment Company is now located 
at 406 21st St., in Meridian, Miss. L. H. Owens is the 
owner. 

a * * 

Steigler Bros. Book Store in Hot Springs, Ark., has 

just completed remodeling the interior of the store. 

Homer Weatherall has left Paragon Printing Com- 
pany at Little Rock to take an outside position with 
Democrat Printing & Lithographing Company. The 
Little Rock firm also announces that Bill Morgan has 
taken a city territory spot, coming to it from Atlanta. 


> * * 


Bill (W. R.) Naylor, after thirty years with Demo- 
rat Printing & Litho in Little Rock has resigned 
from the firm. Lin Shelton has also resigned to take 
1 position with OK Transfer & Storage Company in 
Little Rock. 

. * » 

Officers and directors of the Printers and Stationers 
Association of Louisiana held their quarterly meeting 
in Monroe, La., recently when plans were made for the 
annual convention to be held in New Orleans, April 
26-27. Jim Renton of A. Blanco, Inc., and Harold 
Cornay, Cornay Press, were appointed as co-chairmen 

f the convention 

* o * 

Dave N. Reed, Cathey Office Furniture & Supplies, 
Inc., Dallas, Tex., and Governor of District 9 of the 
NSOEA, has already started plans for the 1953 regional 
meeting at San Antonio, Tex., at the Plaza Hotel. The 
various committees are planning all activities to tie 
in with Fiesta Time in San Antonio, which is the period 

f national fame 
. ~ os 

The father of J. Ralph Peel, of A. R. Taylor Company, 

Memphis, Tenn., died on November 11 after a long ill- 


ess. 





Grand Rapids Leather Adds to Sales Force 


Grand Rapids Leather Furniture Company has an- 
ounced the addition of three men to its sales force. 
They are L. M. Ascherenka, who will cover the Florida 


area; W. F. Gigliotti, who for 22 years was with the 
Johnson Chair Company and the Taylor Chair Com- 


any and who will now represent Grand Rapids Leather 
n Texas, Arkansas, Louisiana and Oklahoma; and 
mer E. Hupp, long identified with the former Gunn 
“urniture Company and the Great Lakes Furniture 
‘ompany, who will cover the territory of Ohio and 
fichigan. 

1953 


)FFICE APPLIANCES, January, 





! 
‘I make my 


best i mpressions 


with O.T.*" 































“The sharpest looking 
you've ever seen !” 


“Since we've gotten the *Old 
Town Spirit Duplicator, paper 
work bottlenecks have just ais. 
appeared at our office!” For the 
“best impressions” there is 
nothing to equal efficient, easy- 
to-use Old Town spirit machines 
and supplies. 

Type, write, draw or print 
through Old Town Super-Kleen 
Spirit Carbon — you have a 
master that is sharp, clean, ready 
to go to work for you. 

With an Old Town Spirit 
Machine — rugged in construc- 
tion, the finest you can buy at 
any price—you will be amazed 
at the hundreds of quality cop- 
ies you can make in a matter of 
minutes from a single master. 


DEALERS: Taking on the OLD TOWN 
Spirit DUPLICATOR franchise is like 
taking on an Annuity. The steady flow 
of repeat orders for duplicator sup- 
plies means substantial profits to you 
+. - today, tomorrow and for years to 
come. Write today for details. 

- 
Manufacturers of Duplicat- 
ing Machines & Supplies... 
Non-curling Carbon Papers 
«+. Finest Ribbons, 


750 Pacific Street, 
Brooklyn 38, N.Y. 
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THE SPEED OF 
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SPEED of the EYE to the TAB 


Pressboard File Folders 
with BARKLEY Plastic TAB 


— is the y oe / 


U.S. REG. PAT. NO. 2,248,355 D128118 


Barkley pressboard file folders are designed for the strain 
and stress of the busiest filing department. These folders 
are made of durable high quality 25 point gray press- 
board with a one inch strong cloth gusset "W" shaped 
at the bottom to permit ready expansion. The Crystal 
Clear BARKLEY PLASTIC TAB in *colors—distinguish- 
ed by its smooth contour surfaces and angled for perfect 
reading, provides the utmost efficiency in the file. 

Letter Size—No. F955-8—2" Wide Tab 5 position 


No. F953-8—3" Wide Tab 3 position 
10" Guide Height—Made in legal size also 


*Amber: color furnished unless otherwise specified 


Write for Illustrated Literature 


Established 1921 


L. L. BARRLEY & CU. 


Munufacturers of Filing Supplic 


1220 W. Van Buren St. Chicago 7, II! 
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In Other Lands 


(Continued from page 64) 


tured and sold for five guineas. He was looking for 
financial backing and found it in J. G. Chattaway, a 
Leicester business man. 

A small factory was rented and under Moya’s super- 
vision work was started on the project in 1902. This, 
then, was the beginning of the now flourishing type- 
writer industry in Leicester. 

The Moya No. 1 was made and sold. After trying 
years Mr. Chattaway managed to interest J. W. God- 
dard and W. A. Evans in the scheme, together with 
several others, and the Imperial Typewriter Company, 
Ltd., was formed in 1908. 

At the end of 1908 the first of a long line of Imperial 
typewriters, the Model “A,” was put on the market, 
It was a “radial” or curved keyboard machine, with 
downward striking typebars, three-letter type and 
double shift key—and with the Imperial feature of 
interchangeable type-units. 

Three years later, in 1911, a further move was made 
to a new and larger one-story factory built by J. W. 
Goddard in London St., Leicester. 

Advances in production and typewriter design fol- 
lowed despite the interruption incurred during World 
War I. A portable model was introduced during 1923. 

The year 1927 saw the introduction of a completely 
new Imperial, the model 50, which had the conventional 
four-bank keyboard and an exclusive feature of inter- 
changeable carriage, platen roller and type-unit. This 
feature enabled the machine to be easily fitted with 
foreign language keyboards, and because of this it 
was particularly suitable for overseas markets. 

The plant was further expanded during the succeed- 
ing years until today the total floor area of the com- 
pany, including that in course of construction at Hull, 
is approximately 400,000 square feet. At these factories 
every individual part of the typewriter from the small- 
est screw upwards is produced from the raw material. 





O.A.B.E.T.A. Chooses New Officers 


The Office Appliance & Business Equipment Trades 
Association elected its new officers for the coming 
year when the annual general meeting was held in 
Manchester, W.C., on Monday, October 27. 

The new president is W. J. Arris (Burroughs Adding 
Machine, Ltd.) who is succeeded as vice-president by 
S. Gordon Sloan (Rubery Owen & Company, Ltd.). 

Other members of the council elected were: B. B. 
Dyer, immediate past-president (Milners Safe Com- 
pany, Ltd.); A. R. Carruthers (Addressograph-Multi- 
graph, Ltd.); G. C. H. Chubb (Chubb & Sons Lock & 
Safe Company, Ltd.); A. Cranfield (British Tabulating 
Machine Company, Ltd.); Frank R. Ford (Frank R. 
Ford, Ltd.); C. J. Mortimer (British Olivetti, Ltd.); 
A. W. Toy (Roneo, Ltd.); C. H. Shelton Cox (Percy 
Jones (Twinlock), Ltd.); J. H. Whitfield (Dictograph 
Telephones, Ltd.); and M. G. Wright (Art Metal Con- 
struction Company, Ltd.). 

Thanks were expressed to the retiring members— 
W. B. Woods (National Cash Register Company, Ltd.), 
president, 1950-51; J. A. Cumming (Gestetner, Ltd.), 
president, 1945-46; and E. C. Rylands (Carter-Barratt, 
Ltd.), president 1934-35—and to Mrs. S. S. Elliott, 
M.B.E., exhibition director, and her staff for the “ex- 
cellent work” they continue to perform. 

The retiring president in his annual report said that 
it was a source, of satisfaction to the industry that 
the exhortations of the government had been met by 
the office machinery and equipment industry fulfilling 
export trade during 1951 to an amount of £13,702. 

“It is also highly praiseworthy,” Mr. Dyer added, 
“that the industry exports to Canada and the U.S.A. 
This is a very real achievement by British workman- 
ship and the proportion which such trade bears to 
the total export trade of the industry has risen to a 
level which, in the first part of 1952 approximated 20%.” 
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Even coe o built-in “cols tale"? 


America’s fastest-selling safe has three of them! 


All the Protectall Safe asks is space on your 
display floor. It will quickly show you why it's 
the fastest-selling safe of its type in America. 


1. ITS PROTECTION FEATURES SELL THEMSELVES. 


Each model bears the independent 
Underwriters’ Laboratories ‘‘C’’ Label, 
rtifying that it has passed their severe 
ne-hour fire test. And 4 out of 5 of all 
ifes sold, tod iy, are “C”’ label safes! 


2. ITS VALUE SELLS ITSELF. The price tag is 
for genuine Under- 
tection with such 
lines. Protectall’s 
actually the 


inbelievably low 
vriters’ approved pr 
andsome, modern 
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lowest-priced “C” label safe you COMPLETE RANGE OF MONEY-MAKING SIZES! 


can find in America! 


3. ITS BEAUTY SELLS ITSELF. Now, every 
model is more modern-looking than 
ever. Completely restyled to add a 
new note of distinction to any business 
office or home. 


WHY NOT CUT YOURSELF IN for a share of 
the big profits to be made on these 
handsomely restyled Protectall Safes? 
Just mail the coupon for a catalog, 
showing the new Protectall line. We'll 
send you full details on how to cash in. 
Mail it right away! 




































































Code Outside Dimensions | Inside Dimensions 
High Wide Deep | High Wide Deep 
Director 5° | 39° | 29° laa’ | 33° | 20° 
Commercial ag” | 25° | 27° | 39° | 20° | 20° 
hecoontant Pa Ls ar a fe | 
Gibraltar 36" 22" | 24° [a [a [ar 
Challenger 31” | 19” 24° | 22” | 14" | 17° 
Treasurer 31” | 19° | 19° | 22° [ 14° | 12° 
Executive 23” | 15” | 19” | 14” | 10” | 12° 
Custodian Wall Safe} 12° | 7 [ ii" | 11" tM 
Resolute Chest 8” 8° | 11" 6” 6” id 
“Little Giant Chest | 5° | 12"| 8” | 3° | 10" | 6 
New “Veep” Safe 20° | 13° | 15° | 13° | 10” | 10° 
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Protectall Safe Corporation 
926-A S. Salina Street, Syracuse, N. Y. 


Please rush me a catalog showing the new line of Protectall Safes. 
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On the Canadian News Front 


Our Industry Across the Border 
BY SPECIAL CORRESPONDENCE 


The art of display, suggestion and demonstration as 
lied to a number of stationery trade products was 
me of an address by Walter T. Marston, consumers’ 
research branch, The Carter’s Ink Company of Boston, 
Mass., at the November meeting of the Stationers’ 
Association of Hamilton, Ont. With the use of charts, 
he told of ways by which sales could be increased 
through the suggestion to purchasers of affiliated lines. 

Master of ceremonies was George Basil, Carter’s Ink 
Company of Canada, Toronto representative. Chair- 
man was Walter Jones, Robert Duncan, Ltd., who read 
1 report of the nominating committee for the 1953 
executive. This report will be voted on and new officers 
installed in January. Out-of-town visitors included 
C. G. Easton, J. S. Luckett Sr., Gordon Lowe, Jack Chip- 
man, S. Cromar, Lloyd Holden and Norman Stinton, all 
if Toronto. 

+ + * 

W. Fred Reynolds, Copeland book and stationery 
store, mayor of Brockville, Ont., for six continuous 
terms and active in the city’s municipal life for a 
quarter-century, retired from civic affairs in December. 
He is continuing with his trade activities, however. 

- ” * . 

L. T. Allen, J. & A. McMillan Ltd., Saint John, N. B., 
vas recently elected national president of the Cana- 
dian Credit Men’s Trust Association, Ltd. 

+. - ” 

Stanley Babson, Bates Manufacturing Company, 
Orange, N. J., was a recent guest speaker before the 
Stationers’ Association of Montreal. His subject: “Sta- 
pling Machines.” Chairman wads Harry Barshaw. Some 
85 persons attended. 

* * * 

The annual Christmas party of the Stationers’ Guild 
Club of Toronto, was held December 5. Typical festive 
dinner, entertainment and dancing replaced normal 
business program activities. More than 100 members 
and special guests attended. 





At the Montreal NOMA Business Show ... 


John C. Preston, Ltd.'s Jack Preston and J. C. Laffoley discuss Techni- 
plan with C. A. Sims and A. Assaly. 

J. R. Picher, Webster-Chicago, operates dictation unit for J. E. Dam- 
merer and R. W. Tapps 

C. R. St. Jacques, National Cash Register Co., Montreal, operates an 
adding machine on display. 

A Monroe grand total machine gets once-over from C. Decoteau, 
J. M. Penet, J. P. Dion, J. K. Evans and O. A. Heden. 

Montreal Chapter officials D. B. Larke and J. J. Russell discuss 
record attendance at exhibits. 

R. S. McClintock, Remington Rand, Ltd., Toronto, and D. M. Martin, 
Addressograph-Multigraph, Ltd., Montreal, talk over merits of vari- 
ous machines 
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GOODWILL 


Goods sold only on a price basis often fail to make either 
a profit or a friend. 


On the other hand, when you sell a quality product at a 
fair’ competitive price, you gain not only a profit, but a 
loyal customer. 


That is why so many dealers find that it pays to sell the 
best—it pays to sell Fine-Rest. 


Write us for available franchises in your area. 


a4 
ALUMINUM SEATING poralion 


17 8. CHERRY STREET * AKRON 8,OHIO 


° SAFE CO., 46-50 W. 29% ¥. 
Distiibulor ernoporran Ww. Sk exbowt wietmusron 
SAFE & EQUIPMENT WHOLESALERS, 260 S&S. FIFTH ST., PHILADELPHIA @, PA. 

RASTERN PA. DISTRIBUTOR 








R. Edward Fugler, general manager, Esterbrook Pen 
Company of Canada, Ltd., Toronto, has been appointed 
a director of Toronto Commercial Stationers’ Associa- 
tion. He succeeds Finolay “Fin” Chisholm, who has 





Honor Findlay “Fin” Chisholm ... 


1. Toronto Commercial Stationers’ Assn. honors Findlay ‘‘Fin’’ Chis- 
holm at a dinner party attended by some 100 personalities in the 
Canadian trade. Mr. Chisholm recently retired as representative 
of the L. E. Waterman Co., Ltd., after some 40 years’ service, 
Here, the association president, G. Earle Rogers, presents Mr. Chis- 
—_ with the organization's first honorary life membership cer- 
tificate. 


2. Head table participates include J. S. Luckett, Sr., Luckett Loose 
Leaf, Ltd., Toronto; Al Hopkinson, vice president, Toronto Com- 
mercial Stationers’ Assn.; Gage Love, president, Stationers’ Guild 
of Canada, Inc.; Jim Cook, James A. Cook & Son, Ltd., Toronto, 
and Lawrence F. Beattie, president, Beattie-Hill, Ltd., St. Catharines, 
Ont., and former Guild president. 


3. Among those visible are Dick Doner, Index Card Co., Ltd., Donald 
S. Porter, Wm. E. Coutts Co., Ltd., both Toronto; Hugh Kennedy, 
vice-president, Stationers’ Guild of Canada, Inc., and Ross Imrie, 
Eagle Pencil Co., Ltd. 


been made the only honorary life member of the group. 
Mr. Chisholm recently retired as Toronto representa- 
tive for the L. E. Waterman Company, Ltd., after some 
42 years in the trade. 


* * * 


Al. Hopkinson, James A. Cook & Son, Ltd., Toronté, 
recently celebrated the arrival of a daughter. Mr. 
Hopkinson is vice-president of the Toronto Commer- 
cial Stationers’ Association. 


- * * 


Stationers’ Guild of Western Ontario members held 
a meeting in London, Ont., in mid-October. Bruce 
Wright, Kitchener, and Dave Brown, Windsor, chair- 
manned the open forum session and dinner meeting. 
Guest speaker was J. H. Dunham, W. J. Gage & Com- 
pany Ltd., Toronto, who discussed envelope manufac- 
ture and merchandising aspects. Some 60 persons at- 
tended the meeting. 


. * * 


Merger of the well-known Victoria, B. C. stationery 
firm of Diggon-Hibben, Ltd. with a national chain, 
the Willson Stationery Company, was recently con- 
firmed by Harold Diggon. Amount of money involved 
in the transaction was not disclosed. 

The store will still operate under the Diggon-Hibben 
name and Mr. Diggon will continue with the firm. 
The Hibben business was established in Victoria in 
1856 and the Diggon firm in 1913; the two merging 
about 20 years ago. Willson Stationery Company was 
recently purchased by Lawson & Jones Ltd., London, 
Ont. The management of the company remains un- 
changed although J. L. C. MacPherson has resigned as 
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ORDERS LEGAL AND LETTER SIZE 


THESE STURDY STEEL TRANSFER CASES ON REQUEST 
CAN BE STACKED TO ANY DESIRABLE 
HEIGHT 


These transfer cases are the last word in efficiency for your valuable records. Parker all 
steel reinforced roller bearing type transfer cases offer you the following advantages at a 
minimum of cost. Electrically welded and reinforced, permits stacking of drawers to any 
height; large capacity, 24” depth; easy operation; interlocking device prevents tipping; 
automatic stop and baked-on enamel finish for smooth, long lasting appearance. 























al STEEL OFFICE EQUIPMENT 
vice. STORAGE—WARDROBE—COUNTER & DESK HIGH—COMBINATION AND UTILITY 
= CABINETS—SECTIONAL BOOKCASES AND STEEL TRANSFER FILES—ALL SIZES 
gose DOUBLE DOOR 
ula COUNTER HIGH CABINETS 
ines, Pat 
nald 
edy, 
nrie, 
STORAGE CABINET 
yup. = o oy" end 
ita- 
yme 
nté, 
Mr. SIZE 42" x 36" x 18" and 
.er- 42"' x 3%" «x 24 
All cabinets are made of heavy gauge steel 
. electrically welded construction and 
eld completely reinforced throughout . . . shelves 
“at adjustable every two inches . . . dependable 
ing three way locking device. Storage cabinets 
me measure 72” x 36” x 18” and 72” x 36” x 
ace 24”. Wardrobe and combination cabinets 
at- also available. 
& 
ery SECTIONAL BOOKCASE a The all new IMPROVED Parker Steel Cabinet fea- 
ain, | |S OF STANDARD SIZE WITH DISAPPEARING GLASS turing baked-on enamel finish in Green-Gray or 
. BLE 
a IN THREE Me ERENT SECTIONAL SIZES. ——? Grained Walnut and Mahogany. 
ve 
H. Ww. D. 
ben 12" x 35% x li'l, 
ben is" x 3544 x 110, THE PARKER LINE OF VALUES! | 
in is" x 353% x II" 
ing “WRITE FOR OUR LATEST CATALOG AND DEALER PRICE LIST” 
was 
om|PARKER STEEL,PRODUCTS INCORPORATED 
oo 56 COLUMBIA STREET BROOKLYN 2, NEW YORK 
953, OF FICE APPLIANCES, January, 1953 201 


























2552 


WARSHAW’S WINNING TEAM 








--- THE CHAMPION LINE-UP OF QUALITY FILING 
SUPPLIES AND GUMMED SPECIALTIES 





























NOM INFLAMMABLE 


INDEX TABS 


8Y THE FOOT 






















oO PROT 


GUMMED 
O)| patcues 


















NUPTTITEX 


2 cise 


AT LEADING STATIONERY STORES " ; 
me THROUGHOUT THE COUNTRY \ iM ri 


! HY i) nih 























VERTICAL FILE GUIDES © GUIDES © FOLDERS © INDEX 
CARDS © INDEX TABS © TRANSPARENT INDEX TABS @ 
BLANK INDEX STRIPS © ROLLED LABELS © PROTEX 
LOOSE LEAF PATCHES © ADDING MACHINE ROLLS © 
PAKNEAT SEALING TAPE © PIN TICKETS e@ 


THE WARSHAW MANUFACTURING CO., INC. 


1 MAIN STREET BROOKLYN 1, 


202 OFFICE APPLIANCES, January, 













1953 

















53 








hasing agent. He has been succeeded by Allen C. 
Haistead, long associated with the company. 
* ~ oe 
ationers from Saint John, Halifax, Charlottetown, 
Moncton and other points in the eastern Canada area, 
nded a regional meeting of the Maritime Sta- 
ers’ association, arranged by Harold Hopkins, Mari- 
*s Guild director, recently. 
* * om 

Bob Moomer, Sun Printing Company, Ltd., Swift 

irrent, Alta., was recently honored with election to 

presidency of the Canadian Weekly Newspapers’ 
Association. 
* * * 

Clement H. McFarlane, former president of McFar- 
ane Son & Hodgson, Ltd., Montreal, died recently in 
his 84th year. Born in Montreal, he joined the firm of 
McFarlane, Austin and Robertson in 1884, and in 1891 
ith his father, David McFarlane, and A. A. Hodgson, 
formed the firm of David McFarlane & Co. The firm 
later adopted its present title. 


* * 


Other recent deaths in the Canadian trade: Frank 
Chapple, who was the former owner of Chapple’s book 
store, Guelph, Ont.; H. A. Ross, R. W. Wright & Co. 
td., Halifax, with whom he had been associated for 
ver a quarter-century; J. P. Donaldson, who operated 





Seen at the Montreal NOMA Business Show... 


J. J. Danserau, C. Goldsmith, J. E. Gascon, N. Latreille, P. E. David, 
A. Normandeau and Miss E. Savard around a new IBM electric 
card verifier. 
E. Winch and G. B. Nowers, Morgans, Ltd., Montreal, have book- 
keeping machine explained to them by A. Cardwell, Burroughs 
Adding Machines, Ltd., Montreal. 

3. One of the many “Busy Bee” show theme displays. 

4. G. A. Johnston and Don McCanse look over a calculator. 
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opens 200 to jo Factory 
300 Letters SS wien at 
per minute “without netics). 


built right — priced right 


for thousands of small and 
medium-sized businesses 


NOTHING ELSE LIKE IT! Opens letters 30 times faster than 
by hand! Gets the whole office staff into high gear 
—tasti Designed to handle from 100 to 200 up to 
2000 letters per day. Small, compact — readily 
used on any desk or table. “Scottie’’ weighs only 
9 pounds,—it’s easy to carry from desk to desk, 
can be put in any convenient corner when not in 
use. Opens all sizes of envelopes,—no clipped 
corners or damaged mail. Takes a clean slice off 
tops of envelopes, with adjustment from 0 to \%” 
for width of trim. 


OPENS A HUGH NEW MARKET — The Scottie Letter Opener 
does a lot more than open mail — it opens the huge 
market of middle-sized offices where the time it 
saves makes it very profitable. It is needed by 
banks, stores, wholesale houses, insurance offices, 
mail order businesses, factories and dozens of other 
lines. 

OPENS A RARE SALES OPPORTUNITY — Reports from es- 
tablished Scottie sales representatives are excellent. 
Thousands of smaller businesses offer a practically 
untouched market for this speedy, low cost machine. 
If you are experienced on specialty equipment sales 
—look into the Scottie for steady, future profits. 


ARNOLD MAC KENZIE, Inc. 
3133 OVERLOOK DRIVE, MINNEAPOLIS 20, MINN. 
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Gives 15% TO 20% 
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THAN ANY 
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Clean, sharp work on mimeo bond. Mini- 
mum penetration. Fast drying. No smear, 
no offset. Will not pack on distributor bar. 
No drip from silk screen. Safe for stencils 
and silk screens, waver rolls and bakelite 
cylinders. Washes off hands with soap and 
water...BLACK and COLORS in 12-0z. tubes. 


CANODE ADVERTISING in 
“THE OFFICE” presents all these 
features to YOUR CUSTOMERS 


It's another profit item in the popular CANODE line 


WRITE FOR DETAILS & PRICES 


INK SPECIALTIES CO., INC. 
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a chain of stationery and gift stores in Halifax, N. S,, 
and J. W. Flewwelling, Flewwelling Press Ltd., Saint 
John, N. B. 

+ - * 

Among recent visitors to Toronto wholesale station- 
ery houses: Don Evans, Evans & Kert Ltd., Ottawa; 
Mac Morgan, the Morgan Printing Co., Ltd., St. Johns, 
Nfid.; Ted and George Sulman, Sulman’s, Ltd., Chat- 
ham, Ont.; Doug Smith and Bob Euler, J. C. Jaimet & 
Company, Ltd., Kitchener, Ont.; Charles Chapman, 
Chapman & Warwick, Ltd., Vancouver; Earle Barkwell, 
Timmins Stationery & Office Supply, Ltd., Timmins, 
Ont.; J. C. Irvine, Willson Stationery Company, Ltd., 
Winnipeg; W. Ed. Dawson, Crusader Import Company, 
Ltd., Montreal; Ted W. Wright, Bob Giroux and Roger 
Farnham, Ontario Office Outfitters, Ltd., Kitchener, 
Ont., and H. M. Simpson, H. M. Simpson, Ltd., Char- 
lottetown, P.E.I. 


x * * 


The final golf tournament of the year held by Win- # 
nipeg Stationers’ Association saw the Savoy trophy for & 


low net go to Austin Hazen, while Gus Wickberg won 
the Luckett trophy for low gross. Norman Sweetland, 


Gregory-Cartwright Stationers, Ltd., headed the com- § 


mittee handling the arrangements. 
” * ” 


Employer-employee co-operation based on mutual § 


confidence is the only solid foundation for industrial 
progress, according to J. D. Morgan, vice-president and 
managing director of Viceroy Manufacturing Company, 
Ltd., Toronto. 

Everyone associated with a business receives definite 
dividends from such a relationship, he said at a dinner 
honoring more than 200 long-service Viceroy em- 
ployees. To recognize the contributions of its veteran 
workers, Viceroy (manufacturers of rubber bands, 
erasers and other items for the trade) awards $500 


paid-up group life insurance to each employee for fj 


every five years of service up to 20 years. 
- * a 


Sponsored by Niagara, Ont., chapter, National Office 
Management Association, a business machines exhi- 
bition in that city drew a record crowd of business 
and industrial executives from the district. Some 300 
attractive booths were arranged for the showing. 

os + * 


To introduce its new “Star Reporter” pen in Canada, 
Eversharp International Inc., Toronto, scheduled a 
series of daily newspaper advertisements across the 
country. 

+ ~ 7” 

J. E. Boucher has been appointed managing director 
of Librairie Beauchemin, Ltee., Montreal, and also vice- 
president and general manager of Dupuis Freres, Ltee., 
Montreal. Paul Dejordy has been made general man- 
ager of Librairie Beauchemin, Ltee. 

* a * 


Appointment of Bert A. Seott as president of the 
newly-formed Volland Ltd., Leaside, Ont., has been 
announced by Fred L. Cranston, president, Rust Craft, 
Ltd., Toronto. 

x * * 

Reports W. A. Sheaffer Pen Company, Malton, Ont.: 
The fountain pen industry has been making new gains 
in Arabia. ... When a tribesman wishes to sign his 
name, he simply squirts ink from his pen onto his 
thumb and makes the traditional mark on the docu- 
ment—a 20th century refinement of the old custom of 
making a blood smear by pricking the thumb. 

+ ” ” 

MacLeod Stationers & Office Supplies, MacLeod, 
Alta., has terminated its sales activities, the firm re- 
ports. No reason was announced. 

” ” * 

Termed representing an important landmark in Ca- 
nadian graphic art literature, a revised edition of the 
“Handbook of Printing Production,” which the E. B. 
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if _ ¥YOudU . 

he eS 7 
~ 


Mr. Dealer . . . you are our first consideration . . . we 
cater to your neéds by supplying you with YOUR OWN 


nite BRAND of Carbon Paper,. Inked Ribbons and Car- 
ail bonized Rolls. 

Pran 

sal And here's how YOU benefit . .. STORMS furnishes the 


packaging and imprinting of these items with YOUR 
OWN BRAND NAME ... so that you can successfully 
compete with other brands. In this way YOU control 
the distribution, sale and repeat sale of these items. 
STORMS produces the finest grade merchandise, based 
on experience of over half a century .. . and is equip- 
ped to furnish you with a complete line of Carbon 
Paper, Inked Ribbons and Carbonized Rolls. 


Dealers all over the country are now successfully us- 
ing the STORMS PRIVATE BRAND PROGRAM. It 
will pay you to investigate this plan today. Please use 
the coupon for complete details . . . or write on your 
letterhead to Department OAl. 





Company Name 
Address 
City Zone State 





coa|H. M. STORMS COMPANY 


STORMS BUILDING 
Brooklyn 38, New York 





the 

peen Manufacturers of the Complete Line .. . 

raft, Stands the Test of Time. 

ynt.: Re ose) afi a 

ains HW. M. STORMS COMPANY 

. his Storms Building, Brooklyn 3g, N. Y. 

his Gentlemen: 

° interested in the STORMS PRIVATE BRAND PROGRAM. 

ag ie wal us complete information and samples. 7 
| 
| 
’ 
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Poe ere keer eters er: 


PR-430 Double Pedestal Desk 
Leg Base 55‘ x 30” Deep 





YOU’RE SURE TO 
STEP UP YOUR SALES WITH 


HASKELL’S BUDGET-DESIGNED 


PINES 


There's a bigger market than ever for budget-designed 

desks. Ever-expanding business needs more and more of them 
every day. You're sure to get a greater share of this 

volume with Haskell’s PR-LINE because no other brand offers 
sO many quality features at budget prices. 

See Pages 6, 7, 8 and 9 in Haskell’s New Catalog. 


PR-230 Single Pedestal Desk 
Leg Base 42” x 30” Deep 








| a ASKELL : HASKELL, INC. 


| 303 EAST CARSON STREET 
) OF ONT | PITTSBURGH 19, PENNSYLVANIA 





¢ STEEL DESKS 
e STEEL TABLES 
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Eddy Company Ltd., Hull, Que., is currently releasing 
to printers and buyers of printing, is a comprehensive 
treatment of the technical processes involved in re- 
producing the printed word, presented in simple under- 
standable language. It is available without cost to 
bonafide printers and stationers who request it from 
the firm’s advertising department, on their business 
letterhead. 














* * * 





Strictly marital: Paul Fiset, York Office Supplies, 
Montreal,, recently married Doris Fox. Two Toronto 






stationers undergoing similar treatment recently: Al. 
Thompson, Beare’s, Ltd.; Tom Kelly, Callow Brothers, 
Ltd. 





* * + 











Sparks from the Anvil: Motion Picture Supplies, 
Ltd., St. John’s, Nfid., stationery retailers, is altering 
the premises. . . . Commercial Photo Copy Service, St. 
Catharines, Ont., is now in a new location at 74 Geneva 
St. The firm was founded in 1945 by O. R. McIntee, 
who now has C. C. Collins as partner, and customers 
throughout the nation. . . . Lewis’ gift and greeting 
shop, Brampton, Ont., featured an extensive gift- 
wrapping service for customers during the festive 













period. .. . Plans to reconstruct its building, recently 
destroyed by fire, are afoot by the management of 
Koch Stationery, Ltd., printers and stationers, Mon- 
treal. .. 





The St. Thomas, Ont., branch of Wendell Holmes, 
Ltd., book, stationery and office equipment dealers, 
has recently undergone renovation. ... Capt. E. C. 
Hawman, stationery retailer at Oak Ridges, Aurora, 
Ont., was recently elected president of the local Lions’ 
Club. . . . Bert Boyce is proprietor of a new stationery 
business in Brantford, Ont. The firm carries a com- 
plete range of home, school and office supplies... . 
G. A. Handley is manager of the new Halifax, N. S., 
branch of Dictaphone Corporation, Ltd. . . . Guild’s 
stationery store in Oakville, Ont., is resuming business 
in a new store location in that suburban Toronto 
ae 

E. J. Paget is now representative in St. Thomas, Ont., 
for Remington Rand, Ltd. Coming from Moose Jaw, 
Sask., he has been with the company seven years... . 
Fred C. Adams has opened a new variety store in 
London, Ont., which features a well stocked stationery 
department. Mr. Adams was with the Metropolitan 
Stores’ chain for 20 years before going into business 
for himself. .. . Block & Anderson Ltd., London, Eng., 
office and factory system engineers, now has show- 
rooms on Lauirer Ave. West, in Ottawa. 

National Typewriter Inc., Montreal, plans erection 
of an addition to its existing premises. . . . Leslie H. 
Farrow is now manager of Northern Stationery & 
Printing Company, Timmins, Ont. He was at one time 
with the mail order department of a large Canadian 
department store chain. ... J. L. Russell has been 
appointed London, Ont., branch manager by National 
Cash Register Company, Ltd., Toronto.. He was for- 
merly branch manager in Regina, Sask. He is suc- 
ceeded there by H. D. Barnes, Port Arthur, Ont., who 
has operated the company office at the Lakehead for 
12 years. ... 

Underwood, Ltd. has moved its Rouyn, Que., branch 
office to new and larger quarters in that city. Omer 
Gravel is manager of the office which serves the ex- 

panding Rouyn-Noranda mining area. ... Also now 
located in new premises is the Bulmer Typewriter Com- 
pany, Windsor, Ont. The firm required greater facili- 
ties for the handling of Smith-Corona typewriters, 
Friden calculators, and so forth. . . . In Charlotte- 
town, P.E.I., H. M. Simpson, Ltd. now is representative 
»f R. C. Allen Business Machines, Inc., Grand Rapids, 
Mich. . . . Appointed district manager of Moore 
Business Forms, Ltd., in Windsor, Ont. area is Maurice 
W. Hallett, formerly of Montreal. He succeeds John 
4. Bertran, who has been transferred to another sales 
listrict. 
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This is an J that can make 1953 
a Prosperous New Year for You 


INDIANA DESK dealers look to the new year 
with confidence. It can be a better year for 
you, also, if you join forces with us. 

The Indiana Desk line of wood office furni- 
ture is known by exacting buyers, reached 
by national advertising. Hundreds of con- 
sumer inquiries are regularly sent to Indiana 
Desk dealers. (One such lead resulted in 
a complete job for a new office building and 
branch offices.) 

Besides extensive consumer advertising, 
indiana Desk dealers get the benefit of (1) 
attractive full-color display cards, (2) striking 
catalog reproductions of color photographs 
and (3) effective envelope enclosures to match 


the completeness of the line . . . desks to 


meet every desire, every utility, every budget. 
Happy New Year! A letter from you would 
be a good start to 1953 profits. How about it? 











STENO-BRUSHKIT 
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DRY CLEANS OFFICE MACHINES 
NYLON BRISTLES + PLASTIC HANDLES 





| e TYPEMASTER Type Brush 


Cleans type without the mess of solvents. Nylon 
bristles easily cleaned with soap and water. 


e HANDIMASTER Dusting Brush 


Reaches the hard-to-get-at places of all office ma- 
chines. Permanently “locked-in” bristles prevent 
machine jamming caused by loose bristles. 





e STENOMASTER Eraser 


Equipped with brush for whisking erasure crumbs. 
Permanent unit, uses low-cost refills. 











For full information write Dept. A. 


Grashmakerds, Tuc. 


529 So. 7th Street © Minneapolis 15, Minn. 
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The Ad-Viser 

(Continued from page 37) 
half the job. Good store promotion will not only 
complete the sales of advertised merchandise but wil) 
also increase the volume of unadvertised goods. 


















Celebrating a 
25th anniversary, 
the Orville A. 
Brown Pen Shoppes, 
have designed a 
very interesting 
advertisement for 
Toledo, Ohio, news- 
paper readers. 


The ad reviews 
briefly the year of 
1927 (when Calvin 
Coolidge was presi- 
dent) and the de- 
velopment of the 
fountain pen and 
pencil since that 
period. 


Pictures of the 
1927 models of the 
Parker and Schaef- 
fer pens show in- 
teresting compari- 
son with the 1952 
models. The strictly 
“institutional” na- 
ture of the message 
provides increased 
prestige for the 
company. aeer 

Line drawings of FE 
the pens, an unusual headline handlettering jobmeel 
against a Benday background and a striking logotyp 
at the bottom, make the advertisement a highly effec- 
tive promotion. 


O.F.A. of Chicago Holds Yule Party 


The first annual pre-Christmas party was a feature 
of the Office Furniture Association of Chicago’s last 
meeting prior to the holidays. It was held on Monday 
evening, December 1, at the Charles Harrison restau- 
rant. 

John Smythe, activities chairman, had the help of 
Hal Johnson, manufacturers’ representative, in plan- 
ning an enjoyable program of entertainment. Sam, 
the Aecordian Man, was a factor in an evening of 
good cheer and fellowship. 

In the spirit of the holidays those present donated a 
television set to be presented to a needy organization. 

Several matters of importance to the organization 
were discussed during the business meeting. 
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SPITZER ARCADE 
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Luis de Olazarra Enters Business for Self 

Luis de Olazarra has entered business for himself 
and is operating the Luis de Olazarra Company, ex- 
porters of typewriters and office machines, 9 S. Clinton 
St., Chicago 6, Ill. 

The firm will act as exclusive distributor for Ames 
Supply Company in foreign countries and will also 
handle typewriters and other office machines in the 
domestic market. 
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Model 3060 


Plastite Top Desk Model 20 


Arm Posture 
Swivel Chair 
Model 21 
Posture Swivel Chair 


You make larger unit Sales 






Model 3570 
Plastite Top Desk 


by Selling the complete 
new Browne-Morse line 





Model 3160-L 
Plastite Top 
Secretarial Desk 


Equipment for Every Need in Peay eae 
" Single Pedestal 
Plastite Top Desk 

















a 
Model 10 


Stenographic 
Posture Chair 






Practically imperishable — that’s the story on the 
new Browne-Morse Plastite Top desk. It opens the 
door to new prospects. It gives you competitive 
advantages that result in new customers. Your unit 
sales to these customers will be larger when you 
handle the complete new Browne-Morse line. Your 


desk sale will include the chairs or even the files Two, Three, Four and 
Five Drawer Files 
when you show how they combine with the Plastite available in four grades 


Desk to make the day’s work easier. 


Architects of Efficiency for America’s Offices 


Browne-Morse 


MUSKEGON MICHIGAN 
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Let us tell you abou 
Your Operation 








We don't pretend to know everything about the stationery busi- 
ness, but we do see quite a bit of the carbon paper end. So we 
hazard this guess: 





Though you do pretty well with carbon paper, you ve got 
a feeling you could do lots better—if you didn't have to carry 
all that inventory. All those brands, all those weights, all those 
“writes — more of everything than you can keep up with! 


And let us tell you more about your operation. All the com- 
plications that go with the kind you may have “always bought’ 
make it tough for your sales staff to sell carbon paper. And result 
in plenty of customer-fussing, store-hopping, and time-consum- 


* Flagship is curl-proof, ' 
agship is curi-proo ing follow-up calls. 


not just curl-resistant 
For all that there’s now a cure. Flagship — the revolutionary 

* Flagship’s metallic back li th th lk er ] 
silinetiny cicue, edits new line with the patented metallic back —has created a whole 
handling new concept of carbon paper merchandising. Because of its 
special construction, Flagship. has working, handling and last- 
ing qualities that delight everyone who tries it. And a versatility 
that permits you to fill every customer need — with perhaps half 


* Flagship allows smudge- the stock you're carrying now! 
less erasures 








* Flagship makes sharp, 
permanent copies 


Sound like something you'd like to know all about? You bet! 
The lower-inventory, rither-profit Flagship line is sold only 
through protected dealerships. For the. whole story, and to find 
out if there's room for you aboard, put a letter in the mail today. 





CARBON AND RIBBON MANUFACTURING CORPORATION 
ALLIED General Offices and Factory: 165 Duane Street, New York 13 
Western Office & Warehouse: 3404 So. Main, Los Angeles / 
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Your Business Is 
What You Make It! 


Continued from page 31 

. distributor who has superior time and labor-saving 
juipment or superior ability can not reasonably be 
expected to charge something extra for his work 
merely to protect the price standards of another manu- 
facturer or dealer who is not able to compete with him 
equally on these two specifications. In most instances, 

ever, where arguments arise about prices, equip- 
nent and ability are often fairly evenly balanced. 

rhe question then is whether both have the same 
idea about what constitutes a fair sustaining profit 
in business—whether both have a correct understand- 
ine of the costs of producing or selling, as the case 
may be. Usually that is where the disagreement will be 
found. 

No man is likely to sell at a loss, if he is of ordinary 
mentality, once he becomes aware of his loss. 

It is impossible, naturally, for competitors to get 
together and point out to one or more dealers that they 
ion’t know how to run their business or how to price 
their products—at least, the verdict, even if true, would 
be resented. It is equally impracticable or impolitic, 
too, for anyone to approach the fellow who does not 
seem to know how to figure his costs of doing business 
and tell him point-blank that he is not competent to 
be in business 


Must Study Costs 

The objective must be achieved more indirectly. Self- 
respect must be protected. Probably the best way to set 
about this problem is for trade associations and gath- 
erings of local dealers to organize a special committee 
for the study of merchandising costs. 

Unfortunately, however, although costs and prices 
have always been fertile topics with such organizations, 
too much of the discussion is futile—just talk that 
propagates no permanent remedy. The subject is 
worthy of the best thought in every community or- 
ganization of retail merchants. 

It must be analyzed specifically, in a down-to-earth 
manner, rather than in the vague, exceedingly general- 
ized, high-brow manner that such discussions often 
assume. 

The simplest and surest way to stablize prices and 
values is by adequate understanding of the basic re- 
lationship between operating costs and profits. Fair 
prices can be determined only after these two factors 
have been determined accurately—never before. Re- 
member that it costs appoximately 18 cents of every 
dollar of the value of any article to keep it in stock 
one year. 


Aim at Profitable Sales 

In this connection, it is important for every stationer 
to develop profit consciousness among his salesmen 
so that they will sell, not only for number of items, but 
for profitability of sales, thereby “upping” the average 
net profit in each transaction. 

The service of the salesman who can do this intel- 
ligently is worth, on an average, at least 30% more 
than the service of that type of clerk—all too common 
in retail outlets of all kinds—who seems to look upon 
the stock of the store as nothing more than an array 
of goods. To him, the articles are arranged in depart- 
ments and priced in groups, simply to be sold on the 
basis of spontaneous demand at the indicated prices 
without regard to relative profit or the practicability 
of getting each buyer’s “full order” in each selling 
contact. 

When prices have been plainly marked in the price 
book of each department, the book should be kept on 
the shelf or in the compartment where the article is 
Stocked. 

Correct current selling prices should always be neatly 
and plainly marked on each article, and in this way, 
errors in re-sale prices will not be likely to occur. Any 
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It’s EASIER, 
More Economical 
TO USE 


= ONE RELIABLE 
SOURCE of SUPPLY! 


Especially For All Your 


INDEXING NEEDS! 


All These Items Available! 





insertable Type Tabs 
3 Tab Sizes, \4’-%"-'2" 


Choice Of 8 Colors 
In Six Inch Strips 


The Finest Strongest Tabbing Made 


This is the original Tubular Edge Tabbing. Titles are easily inserted 
into the slots. Cuts without waste. Lasts indefinitely. 3 sizes for 1, 
2 or 3 line titles. Extra heavy plastic. Stronger linen skirt won't fray, 
nor ravel. Also in 4%", 1”, 1%” and 2” factory cut sizes. 

















AICO 


INDEXES 


All Standard Sizes For 
All Standard Binders 
Variety Of Materials 
Full Selection Available 
You are offered a wide selection of material for the index sheets. The 
Tabs are of leather, simulated leather or plastic in a full range of 
colors, popular banks. A-Z, Monthly, State, Numerical, all standard 
classifications available. Also with slotted tabs for inserting titles. 
Made To Order Indexes And Guides 


Special or made to order Indexes and Guides are fabricated to your 
exact specifications or designed for your needs. Quotations prompt. 
All inquiries promptly handled. 

Write Dept. D For Free Selling Aids 


AIGNER INDEX CO. 


97 READE ST. NEW YORK 13, N. Y. 


G. J. AIGNER CO. 


426 S. CLINTON ST. CHICAGO 7, ILL. 


Sheets With Extended Tabs 
Sheets Without Tabs 
Standard Classifications 
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Speediest-Selling Utility-Novelty 


ZOOMS TO NEW SALES-HIGHS! 


Jet is the most original eraser and the biggest eraser 
sales-hit in decades! 

Convenient cylindrical stick eraser encased in attrac- 
tive transparent plastic holder. Holder tip unscrews 
so eraser can be moved outward. 


Handy, Carry-About Pocket Clip Style for General Use 


Companion to pocket fountain pens, for executives, engineers, 


artists, students. 


Brush Whisk Style for Typists (not illustrated) 
RED RUBBER 


for Pencil Erasing and Carbon Copies 
GRAY RUBBER 
for Erasing Ink Writing and Typewriting 
Profitable Refills, of course 





JET 
SALES 
ZOOM 


with this 
Attractive 
MERCHANDISE-DISPLAY CARD 











Holds % doz. red rubber and % doz. gray rubber Jet 
Erasers, Pocket Clip Style or 1 dozen of either style. 
Also display with Brush Whisk style Jets attached, and 
display mounting combination assortments. 


START DISPLAYING & SELLING 
JET ERASERS NOW! 





WELDON ROBERTS RUBBER CO. 
6th Ave. & No. 13th St., Newark 7, N. J. 


World's Foremost Eraser Specialists 


knees 


Correct Mistakes in Any Language 





PRESET PVE as ORIES. 
. 


new price changes should be made the first thing in the 
morning before selling gets under way. 

Units of merchandise should be marked in such a 
way that the price can be removed, if necessary, with- 
out marring the article or package, and a new price 
mark should never be placed over or alongside another. 
The old price should be removed entirely and neatly 
before marking the new price. 

During the last few years, that word “merchandis- 
ing” has revolutionized every branch of manufactur- 
ing, wholesaling, jobbing, and retailing. It has come 
to be a synonym for service. It is outstanding in its 
practice by some distributors as well as by its lack of 
application among others. 

Stepping into almost any store, any person noi par- 
ticularly discerning about merchandising, can tell at 
at glance whether the owner of the business is a store- 
keeper or a merchant. 

The true merchant is always an alert merchandiser— 
abreast of his trade or a step ahead of the times. 

He has a good store that represents a financial in- 
vestment, and he knows that it is up to him to make 
it produce satisfactory profits. 

He knows that it is his job to make the store attrac- 
tive—to make it draw business, to make it grow—and 
his ideal is to make it the most popular outlet of its 
particular kind in the locality. 


Plans Beyond Tomorrow 


By the periodical re-investment of a pre-determined 
percentage of his reserve capital for improvements in 
equipment or expansion or service facilities, he strives 
to maintain a strong competitive position so as to dis- 
courage further competition too near his door. He 
Strives to better able to meet it should a new-comer 
venture to alienate his long-established trade. In other 
words, he plans beyond tomorrow and the next day 
instead of resting on his laurels. 

In doing these things, he operates strictly within his 
capital, making the net earnings of the business pay 
for the improvements. He never exacts any contribu- 
tions from his original investment in the stationery 
business for unrelated outside investments of a highly 
speculative character—the kind that so often lure a 
prosperous business man to his ruin by the promise of 
bigger returns and less work. 

This type of stationer always cleaves to merchandise 
of quality, being willing that his customers should 
recognize him as the co-guarantor, with the manufac- 
turer or wholesaler, of the dependability and value of 
the goods that he sells. 

He knows that advertising and dealer push may in- 
duce persons to buy once, but that, if the supplies or 
appliances are not the best obtainable, there will be 
no repeat sales, and that it is the steady repeat busi- 
ness that swells his profits. 


Wants Serviceable Goods 


He naturally prefers the merchandise on which the 
manufacturer will give service and sales co-operation 
—goods the merits of which the public knows and the 
sales of which assure him a reasonable legitimate 
profit. 

Managerial ability is usually attested by the loy- 
alty and co-operation of employees. Without these two 
blessings, many retail houses have been unsuccessful 
in the larger sense of financial success. 

An employee must first of all be loyal, and with that 
loyalty must be combined a spirit of zealous co-opera- 
tion in advancing the interests of the business—a will- 
ingness to exert every effort for the general good of 
the organization and to carry out effectively the ideals 
and policies of management. 

Normally, employees are vitally interested in the 
welfare of their business institution, and it is only nat- 
ural that they should be, because if the house is a 
failure, they know they will have no jobs. Their invest- 
ment is in their services—their success depends upon 
the profit-producing value of the services which they 
perform. 

If, by their efforts, suggestions, and co-operation, 
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me The Most Complete Line 


PAPER CLIPS 


aren rasteners | Of High Quality Desk and 


STAPLES 


THUMB TACKS Industrial Staples on Earth! 
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PICTURE OF THE ENLARGED VAIL PLANT 


LARGEST The popularity of MONARCH BRAND Paper Fastening Devices is predicated on 
PAPER CLIP many years of successful performance in the world of business. In these difficult days 
MANUFACTURERS demand exceeds productive capacity but the trade we have consistently served in 
IN THE WORLD the past is assured that the unequalled facilities of the great, modern Vail plant 
pictured above are functioning at top speed to serve their needs. 


AIL MANUFACTURING COMPANY 


900 EAST 9STH STREET CHICAGO 19, ILLINOIS 


























Leather 
Business Cases by 


_ Over 34 years of leadership ... STEBCO .. . th 
line that more customers want for the QUALIT 
that is such a mark of distinction. Here is | ather 

_ craftsmanship and superb construction . . . th 
mique individuality of beautifully designed 5 

ises in cowhides, pigskins and sealskins that 


At 


business need. Look to Ssh pus 


a Le 
a 


= 
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No. 209% 


Perfect union of Revolving Chair 
looks, comfort and | 
stamina... the 3-way 
combination that 
builds GOOD WILL 
for your store! 


No. 7225 Sofa Modern, elegant, 
built to stand a lot of service 


For BRIGHTer offices . . . for craftsmanship at its 


very peak .. . give your most discriminating 


customers the privilege of ordering from our catalog 


No. 209 Arm Chair MANUFACTURERS OF 
Matching 209%2 above 
133 BLEECKER ST., NEW YORK 13, N. Y. 
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ARM FLUORESCENT 
DESK LAMP 


Lovely two tone effect with brass plating in 
base, it has an amazing amount of eye 
appeal and a surprising low price. Hand- 
some, non-tarnishing fused on finishes. RETAIL PRICE : 
FOR TWO TUBES TWO TUBE MODEL 
No. 622 Statuary Bronze with Brass $14.95 Ret. 
No. 623 Gray with Brass $14.95 Ret. 
FOR ONE TUBE 
No. 620 Statuary Bronze with Brass $10.95 Ret. f 
No. 621 Gray with Brass $10.95 Ret. f COMPLETELY 
ADJUSTABLE 


es ae ‘eneval LAMPS MFG. CORP, ELWOOD, /ND. 


OVER 50 YEARS OF LIGHTING SINCE 1896 
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Pencil 
Pencil 
Crayor 
Fount 
Fount 
Ball P 
Fount 
Founte 
Carbor 
Desk | 
Ink W 
Ink WN 
Carbor 
Office 
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can advance the interests of the business, they, in 

1, will naturally benefit. They should be impressed 

1 the fact that SERVICE is one of the most essen- 

requirements—service to the trade, prompt ship- 

its, accuracy in filling orders, care in making deliv- 

eries, care in quoting prices, promptness in answering 

liries or correspondence, and the cultivation of 
200d will between the stationer and the customers. 

All these things have a definite bearing upon the 
real prosperity, or continued existence in mere sol- 
yency, of the stationer’s business, and every employee 
fom the lowest to the highest can co-operate to 
achieve financial prosperity. 

There is usually no question as to the prosperous 
iture of that retail business institution the employees 

which possess the attributes of loyalty, honesty, 
truthfulness, co-operation, and diligence, and no small 
art of managerial ability is assembling and retaining 
rganization of that kind. 





Office Supply Store for Arlington, Tex. 

Midway Office Supply, with T. D. “Buddy” Stewart 
4s owner-proprietor, has been opened at 214 E. Abram, 
Arlington, Tex. Mr. Stewart will feature sales and 
repair service for typewriters, adding machines and 
ther office machines, and will also handle a general 
line of office supplies and furniture. 

Mr. Stewart has been in the office supply field for 
16 years, the first 10 spent in service work and the re- 
nainder as manager of a store in Pecos, Tex. He will 
¢ assisted in his store by his mother, Mrs. W. Stewart. 





UNITED STATES EXPORTS OF OFFICE 
MACHINES, EQUIPMENT AND SUPPLIES 


Figures for August, 1952, Released in November, 
1952, by the U. S. Department of Commerce 


(A breakdown by countries is available from the Foreign 
Trade Division of the Bureau of the Census, United States 
Department of Commerce, Washington 25, D. C.) 





























Quantity (Dollars) 
Net Value 
Machines Accounting Nondescriptive caanet 

Punched card New OETTS 358 408147 
Machines Accounting Descriptive except 

tn [nT Cit... ssacnusseahiliiiimenisiamanl 489 943055 
Machines Listing—Adding except Punched card 

New 2954 452185 
Machines Calculating Non-Listing except 

Punched card New 1842 496704 
Machines Accounting except Punched card New, 

Etc., Nes. 419 76025 
Machines Card Punching and auxiliary New 216 330992 
Machines Accounting Used and Rebuilt, Etc. 423 67743 
Parts for Accounting Machines, Etc. 862494 
Machines Addressing 114 70512 
Accessories & Parts for Addressing Machines. 31152 
Machines Duplicating Ex Lithographic Offset 206 42931 
Machines Duplicating Lithographic Offset....... 32 45261 
Parts for Duplicating Machines 37909 
Cash Registers New ; ‘nie 632 199501 
Cash Registers Used Rebuilt 172 24274 
Parts for Cash Registers 37077 
Typewriters Standard Except Electric New 5497 612200 
Typewriters Standard Electric except Automatic 

New 290 72352 
Typewriters Portable New 4113 210267 
Typewriters Used and Rebuilt except Automatic 1196 66694 
Typewriters Nes. 75 34733 
Accessories & Parts for Typewriters : 323616 
Staplers for Office : ns are 42174 
Machines Dictating OER 271 
Machines Mail Handling & Parts j 47572 
Machines Check Handling & Parts 46336 
Office Machines & Parts Nes. 108606 
Mechanical Pencils All Materials (Doz.) 25441 104569 
Mechanical Pencil Parts : 7689 
Pencils Ex. Mechanical —_ Lead =) 29146 78074 
Pencils Ex. Mechanical Nes. (Gr.) 8301 0 
Pencil Leads 21157 
Crayons 28725 
Fountain Pens Ball Type (Doz.) 60042 131740 
Fountain Pens Ex. Ball Type (Doz.) 44934 491933 
Ball Pen Refill Ink Cartridges (Doz.) 6290 11054 
Fountain Pen & Ball Pen Points Nes. 112959 
Fountain Pen Points (Gr. 20796 65838 
Carbon Steel Pen Points (Gr.) 4175 5286 
Desk Pen Sets 3412 9876 
Ink Writing 84155 
Ink Nes. 111319 
gh) fk ERR SS Serer ea 93473 
Office Machine Ribbons Cloth Inked.................... 44041 
Office Supplies Nes. 227166 

(Nes.—Not elsewhere specified) 
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SPOTLIGHT THIS 
SMES FEATURE 






















e When you talk about modern office chairs and 
their body-fitting comfort features that so greatly im- 
prove working efficiency, be sure to show your cus- 
tomer the SENG CHAIR ACTION CONTROL be- 
neath the seat. Here is where comfort engineering 
Starts. 


That’s why the SENG Chair Action Control is 
such an important sales feature. It’s the operating 
“heart” of your best chairs . . . designed and built to 
afford easy adjustment to body weight and height, to 
provide smooth-operating swivel and tilt for com- 
fortable working posture or relaxing stretch. 


Be sure the chairs you sell are equipped with SENG 
CHAIR ACTION CONTROLS .. . For easier selling 
and customer satisfaction. 


Me SEND comaany 


430 NORTH DAYTON ST CHICAGO ht 


SPECI 

































CONSOLIDATED 


A Complete Line of 


CARBON PAPERS 


and 


INKED RIBBONS 


for all Office Machines 
and Purposes 


RIBBONS CARBON PAPER 

HECTOGRAPH GENERAL 

TYPEWRITER HECTO-SPIRIT 

MISCELLANEOUS PENCIL 
MACHINES PEN 


‘Everbest” and “Challenge” 
Brands are popular wherever 
Carbon Papers are used. 


CARBONIZED ROLLS 
FOR ALL MACHINES 





Specialists in... 
DEALER “Personalized” 
IMPRINTED CARBON PAPER 











Write for Details & Prices 


CONSOLIDATED 
RIBBON 
& CARBON CO. 


Manufacturers 
ESTABLISHED 1893 
2900 W. MEDILL AVENUE 
CHICAGO 47, ILL. 








| 
| P. assed Away ee 


Joseph F. Taylor, 


70, for 30 years the president of The Taylor Chair Com- 
pany, died on November 30. 

Born in Bedford, Ohio, he was educated at Western 
Reserve Academy. At the age of 19 he entered the fac- 
tory at the time the company was headed by his father, 
Vincent A. Taylor, to learn the chairmaking business. 


The Late 
Joseph F. Taylor 


When his father died in 1922, he became president. 
Under Mr. Taylor’s direction, the business expanded 
greatly. 

In 1903 Mr. Taylor married Miss Vinta Pellon, of 
Canton, Ohio, who survives him with two daughters, 
Mrs. Mary Jane Baxter of Bernardsville, N. J., and 
Mrs. Moselle Taylor Meals, vice-president of the com- 
pany, and four grandchildren. 


tb + 


Frederick Prescott Seymour, 


of 521 N. Linden Ave., Oak Park, IIl., died on Tuesday, 
November 18, at Presbyterian Hospital, Chicago. His 
death came after an illness of more than two years 
which saw him make frequent trips to this hospital. 
The long series of miraculous recoveries made during 
the past months ended with his last confinement there. 

At the time of his death, and for many years previous 
thereto, Mr. Seymour was an officer and director of 
Horder’s, Inc., well known Chicago office supply firm. 
He had been vice-president and secretary-treasurer. 
His foresight and keen business judgment and acumen 
for nearly four decades has helped that company ma- 


a 


The Late 
Fred P. Seymour 


terially in achieving a position of leadership in the 
industry. 

“F. P.,” as he was affectionately known by all his 
business associates, was born June 20, 1879, in Mama- 
roneck, N. Y. After completing his education, he 
started his long and successful business career with the 
Dennison® Manufacturing Company. His tour of duty 
with Dennison was followed by several successful years 
doing executive sales and advertising work with the 
L. E. Waterman Company until 1918 when he joined 
hands with his father-in-law, the late Edward Y. Hor- 
der, founder and then president of the firm that he was 
to serve so long and honorably. He was one of the 
owners of the National Stationer, a publication bought 
by Orrice APPLIANCES in 1911. 

Mr. Seymour had many interests besides his re- 
sponsibilities with Horder’s. He served for many years 
as a director of the Chicago Theological Seminary and 
was chairman of its investment committee. He was 
a former director of the Avenue State Bank of Oak 
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INDEX TABS 


Reinforced tabs of white paper or gray 
cloth. Plain tabs, alphabets, tabs in 
strips, tabs on cards. Exceptionally 
good writing surfaces. Popular sizes 
and shapes. 





GUMMED REINFORCEMENTS 


Strong, closely woven cloth. Specially 
prepared Dennison gumming. Color- 
ful, convenient packages. Deluxe, 
Marlboro, Brunswick, Ace brands, 





PIC-A-PATCH REINFORCEMENTS 


Handy, one-at-a-time dispenser enve- 
lope. Envelope punched to fit ring 
binders. Gummed side tinted pink for 
easy identification. Dennison quality 
cloth and gumming. 


GIFT WRAPPINGS 


CREPE PAPER 


GUEST TOWELS 


Check your stock of these handy home, school, and office favorites. Display them—for steady sales. 


Syennison MANUFACTURING COMPANY, rramincuam, mass. 


PHOTO CORNERS 


MENDING TAPE 


* TAGS = LABELS + SEALS + REINFORCEMENTS INDEX TABS STAMP HINGES 


AY WEBER BROTHERS 


ALES 


e leg room and 
n design and 
sales resist- 


New Sh 


CREATE 


New WB Styline 
eye appeal — sell : i 
sturdy sway-proof constru@fion oVereor 
ance in executives who fe. w working efficiency 


plus beauty in today’s offiges. WB Stands have fea- 
tures found only in the mOsti@ypensive stands. 

Assembles in 2 Minutes—Stands ship flat—legs un- 
fold and lock top into position, using four wing nuts. 


Tubular legs can’t snag Base easily shifts to legs or casters. 
No bars or sharp edges to bruise shins. Piano hinges and drop arm supports. Wo 


Top Representatives Wanted for Southern Territories! 


Weber Brothors METAL WORKS 


108 N. JEFFERSON AVENUE ¢ CHICAGO 6, ILLINOIS 


is 


Model MS-150 
rare | le iF 


Model MS-? 


leat 
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EXCLUSIVELY Yours... 


“Craftsman” chairs are easy to sell, 
because their outstanding value re- 
flects exclusive attention to the fine 
art of producing wood chairs for 


business use. 


Write for catalog data. 


JASPER SEATING CO. 


JASPER, INDIANA 


MEMBER WOOD OFFICE FURN. INSTITUTE 





No. 980 
Bank of England 














Designed to a modern trend in office 
furniture STYLE LINE advances a new 
harmony of distinctive beauty, office 
comfort, convenience, flexibility and 
lasting service. 

The EXECUTIVE SERIES provides in its 
expansive overhang top feature a 
dignified, massive appearance and 
larger working area. Ideally suitable 
for conference work. 

The 6000 SERIES offers maximum 
flexibility and desk styles for every 
need, with conventional tops for gen- 
eral office or executive alike. 








The BENTSON 


BENTSON 
STEEL OFFICE FURNITURE 


yp lols 


TOP-FLITE 3200 Series steel filing 
cabinets for lasting performance 
—smooth, quiet drawer operation 
—beauty—flexibility. The right an- 
swer to any filing problem. 













Write for full details. 





MANUFACTURING COMPANY 


INU <@) 7. Wa eel le) hs 
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Park and the Chicago Federal Savings & Loan Asso- 
jation. 

luring his long business career in Chicago he was 

ively interested in the Rotary Club, serving as a 
vice-president; the Chicago Executive Association; the 
City Club; the Illinois State Chamber of Commerce; 
nd the Better Business Bureau, of which he was a 
lirector, to mention only a few of the many worth- 

ile organizations that benefited from his counsel 
nd guidance. In October of 1950 the National Station- 

& Office Equipment Association selected him as an 
jonorary life member. 

His service as a member and officer of the First 
‘ongregational Church of Oak Park has been most 
elpful and continuous since he made his home in 
at Chicago suburb. Among his clubs were the Union 
League and Chicago Athletic Association of Chicago 
nd the Oak Park Country Club of Oak Park. He was 
a Shriner and a member of Blue Lodge No. 540 AF. 
und A.M. 

Surviving are the widow, the former Ivy Louise 
Horder; two sons, Fred P. Seymour, Jr., of Oak Park, 
and William Horder Seymour, a student at Hill School, 
Pottstown, Pa.; and three daughters, Mrs. Donald H. 
Dorothy) Koehler, Oak Park; Mrs. H. William (Betty) 
Melum, River Forest; Mrs. Harly L. (Nancy) Sturla, 
Jr., River Forest, and nine grandchildren. 


- - & 


= 


= r 


Roy S. Moreland, 


vice-president of Schooley Printing & Stationery Com- 
pany, Kansas City, Mo., died November 16. He was 
stricken with a fatal heart attack at his home at Lake 
Lotawana, near Kansas City. Just the day before he 
attended an NSOEA District No. 8 convention planning 
meeting at the Muehlebach Hotel. 

The decedent had spent 42 years with the Schooley 
firm in various capacities and was vice-president and 
a director of the company at the time of his death. 

Long active in industry and association affairs, Mr. 
Moreland had served as governor of the National Sta- 


The Late 
Roy S. Moreland 





tioners Association, 1946-1947. He was a diligent worker 
in affairs of the district and activities sponsored by 
the Midwest Travelers Club. 

He had long been a member of the Shrine Patrol. 

Surviving are the widow, Mrs. Letha Moreland; 
two stepdaughters, Mrs. Sue Anderson of Pueblo, Colo., 
and Mrs. Lou Rape of Kansas City, Mo., and one 
grandchild. 

Funeral services were held on Wednesday, November 
19. The active bearers were all officers and employees 
\f the Schooley Company. Honorary bearers included 
Paul Baird, Geo. E. Baird & Son; Dave C. Neuhaus, 
president, Midwest Travelers Club; William Powell, 
son-in-law of the late Arthur Schooley and until re- 
‘ent years a member of the firm; Dan A. MacDougall, 
Stationers Loose Leaf Company; Louis M. Brown, 
president, Eberhard Faber Pencil Company; Frank L. 
Rutherford, Rutherford Stationery Company, Kansas 
City, a former director of the Schooley Company; 
James A. Shields, Shaw-Walker Company; Herbert J. 
Walsh, Ace Fastener Corporation; Barrett K. Mitchell, 
Invincible Metal Furniture Company; Eugene J. Mitch- 
ell manufacturers’ representative, St. Louis; Paul 
’. Burbank, general manager, NSOEA; Izzy Voda, 
Wallace Pencil Company; Leonard B. Wilcox, Roberts 
Printing & Stationery Company, Hutchinson, Kans.; 
William B. Bohart, Eberhard Faber Pencil Company; 
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pont OVERLOOK 
Sales.. 


\100KoveR ATLAS 






ATLAS DELUXE 


Capacity— 
300 offset plates, x-rays, blue- 
prints, etc. 
500 stencils 
Specifications— 
All steel construction 
Ball Bearing Casters 
Locking Stoparms 


Piano Hinge 

Deluxe Model—25” High, 13" wide, 26” 
deep 

B Deluxe Model—25” high, 15/2" wide, 
26" deep 


C Deluxe Model—25” high 24/2” wide, 
26" deep 


os a 


JUMBO MODEL 


| Capacity— 
| 1400 stencils 


700 to 1400 offset plates and 
masters 


: 


i 

) Specitications— 
All Steel Construction 
Ball Bearing Suspensions 
Separate Hanger Frame 


Jumbo Model—52" high, 16" wide, 
28” deep 


C Jumbo Model—52" high, 2612” 
wide, 28" deep 





™~ } 
nee | 


ATLAS HANGERS 
FOR EVERY VERTICAL FILING NEED 


DSH Hangers for stencils. 

PSC Hangers for x-ray films, 
blueprints, stencils in file folders, 
etc. 


SH Hangers for offset plates. 


GRIPDEX Hangers for group 
and specialty filing. 


Write for illustrated literature on the complete line 


STENCIL FILES CORP. 


CLEVELAND . OHIO 
STREET ADDRESS «+ 1662 E. 118TH ST. 
219 





























the Senghusch Handi-Pen 





This good-looking, fast-moving Handi-Pen 
Desk Set line means money in your pocket 
when you feature it, tell your customers about 
it. Has reliable Sengbusch “Capillary” inking 
— always feeds fresh ink to pen point — al- 
ways writes instantly. Doesn't overflow or 
spill, even with frequent handling. 

Everyone who needs pens for public use — 
banks, insurance companies, hotels — goes for 
the HPN lobby set. Ends constant refilling 
nuisance — one Handi-pen filling equals 75 
fountain pen fillings..Sturdy 24-inch bead chain 
prevents pen loss or theft. Adhesive backing 
keeps base securely attached to table or desk. 


Your customers like the wide choice of colors 
in beautiful lustrous plastic—the variety of pen 
points for every writing style. Stock up on this 
line now and get set for a fast turnover. 


a 
gi 


353 SENGBUSCH BLDG. © MILWAUKEE 3, WISCONSIN 
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Registered U. S. Pat. Office 





Jack F. Kennedy, Trussell Manufacturing Company; 
Otis Wells, Western Lithograph Company, Wichita, 
Kans., and members of the Shrine Patrol. 


' + 


Conrad A. Netzhammer, 


71, vice-president in charge of sales for the North- 
western Furniture Company, Milwaukee, Wis., died 
Sunday, November 23, of a heart attack at Milwaukee 
Hospital. He lived at 2912 W. Wells St. in Milwaukee. 

Few men were better known in the office furniture 
industry than this native Milwaukeean who had served 
his firm for more than a half century, beginning work 
as a stenographer on April 29, 1901. 

In 1903 the company become an exclusive distributor 
for The Globe-Wernicke Company and Mr. Netzham- 
mer was assigned the sale of this line. In 1921 he was 


The Late 
Conrad Netzhammer 





appointed sales manager and introduced a number 
of innovations in the conduct of sales meetings and 
campaigns. 

He was one of seven men who organized the Sales 
Managers’ Association of Milwaukee, served as his- 
torian and became a life member of the board of direc- 
tors. He was a past president of the Milwaukee Office 
Furniture association and regional director of the 
National Federation of Sales Executives. 

Always interested in the affairs of the National Sta- 
tionery & Office Equipment Association he was a past 
governor of District No. 6. 

Regional and national meetings of the NSOEA and 
its predecessors found him a faithful attendant. He 
gave generously of his time to committees. 

He was widely known in his church, St. Sebastian’s, 
of Milwaukee, a past president of the Holy Name 
Society, and a member of various organizations. 

Surviving are his widow, Helen; two daughters, Mrs. 
Rae Schmidt and Mrs. Ruth Schoenecker, and two 
brothers, Joseph V. and Francis G., all of Milwaukee. 

Services were held Wednesday, November 26, in Mil- 
waukee with many friends and associates from the 
industry attending. Burial was in the Holy Cross 


cemetery. 
+ - + 
LeRoy U. Jerman, Sr., 


56, former vice-president and general manager of the 
E. H. Hotchkiss Company, died on November 13 at the 
home of his son in Cheshire, Conn. Mr. Jerman, who 
resigned from Hotchkiss in 1947, lived in Orford, Conn.., 
where he had operated a small inn since his retire- 
ment. 

In addition to his son, LeRoy U. Jerman, Jr., he is 
survived by his widow, Mrs. Beatrice Clark Jerman. 


bk + 


C. Ralph Sleeper, 


49, sales manager and buyer for the Office Supply 
& Equipment Company, Topeka, Kans., died November 
27 at the age of 49. He had undergone a major opera- 
tion last September from which he never fully recov- 
ered. 

Born in Clay Center, Kans., in 1903, Mr. Sleeper 
spent his entire career in the stationery industry in 
Topeka. At the time of his death he was an official 
of the Office Supply & Equipment Company which is 
owned by Edward A. Petersen, who bought this business 


OFFICE APPLIANCES, January, 1953 














any ; 
‘hita, 


orth- 
died 
ukee 
ukee 
iture 
rved 
work 


yutor 
1lam- 
was 


nber 
and 


sales 
his- 
rec- 
ffice 

the 


Sta- 
past 


and 
He 


in’s, 
ame 


Mrs. 
two 
kee. 
Mil- 

the 
ross 


the 
the 
vho 
nn., 
re- 


2 is 


ply 
ber 
ra- 
OV- 


per 

in 
‘ial 
| is 
ess 


53 








CREATE REPEAT BUSINESS 


With Ames FUTURISTIC 5-Star Platens 


SELL THE BEST 
As Proved By 


Acceptance of 


USERS 
DEALERS 
MANUFACTURERS 





Manufactured and Distributed to Office Machine Dealers by 


AMES SUPPLY COMPANY 


ATLANTA CHICAGO DALLAS ___ LOS ANGELES __=_ NEW YORK CITY SAN FRANCISCO 
156 Alexander, N.W. 564 W. Randolph St.1913/2 Commerce St. 777-779 E. Pico Blvd. 37 Murray St. 583 Market St. 


























THEBIG 5 


IN STENCIL DUPLICATING § O TEMPO ALL-ELECTRIC 


OFFICE PRINTER 


for speed—efficiency—beauty 


2° © TEMPO FILM 
ge STENCIL 


will produce better copies 
than any other stencil, regard- 
less of typewriter used for 
cutting 












© TEMPO INKS 


Designed to produce beautiful copies 
and meet your specific requirements 





,‘@eeeoeoamaen@02eee2020808 @eeeaeeeeoeoeocea eee eee ee8 @ 


WRITE FOR CATALOG showing complete 
line of Tempo Duplicators, Stencils, 
Inks and Accessories 





























mm OE I —— SEI rr 7] 
Ef PO MILO HARDING CO. 
Mi LO | A Q DI x G s aes - on oe 434 W. Pico Bivd., Los Angeles 15, Calif. 
TENC Pl d illustrated catal 
COMPANY DUPLICATING PRODUCTS ee 
Name. 
Established 1904 | 
434 WEST PICO BOULEVARD, LOS ANGELES 15, CALIFORNIA Add 3 
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L0, 


prices © 


We make forms of any size or 
arrangement of parts—including 
purchase orders, sales slips, 
checks, statements, ledgers, etc. 
Any color paper: your imprint 
included in all prices. Prompt 





delivery. 
Quantity 3 part 4 part 5 part 
5,000 17.90M 21.95M 30.70M 
10,000 12.75™ 15.95™ 26.25M 


rantart1O 


of Ladin’ 



























AND THE FAMOUS 








REDIFIXT 


| W-2. WITHHOLDING 
TAX FORMS 


Regular, IBM, NCR 


All state forms in stock. 
Lowest? Prices. 





4 Part 
Quantity Blank 
$00 11.55 
1000 17.25 


\ 














STANDARD 


ontinuous forms 


Highest Prices for cash and charge forms, 
Quality 4” to 454" width 5%,” Width 
* 61%” Length 8%” Length 


Delivery 12 Writing Lines 12 Writing Lines 
3 to 4 Weeks 
. Quan. Dup. Trip. Dup. Trip. 
Write for SM 29.50 36.75 40.50 50.75 
Complete 10M 44.00 58.50 61.00 81.50 
Information 15M 58.50 80.25 81.50 112.25 





20M 73.00 102.00 102.00 142.00 


OTHER AVAILABLE STOCK FORMS 
AUTOMOTIVE * CLEANERS & DYERS * CASH & CHARGE 
GAS & SERVICE STATION * LUMBER DEALERS 
COAL & OIL * RECEIVING REPORTS * PURCHASE ORDERS 
BILLS OF LADING 


egisters 


for use with 


CONTINUOUS 
FORMS 


* Lock up ALL STEEL 
Register with lock com- 
partment. May also be 
had with cash drawer, 


OXISOCLIULLEA 


ULSLNESS « 


30 Vesey Street, Dept. 27 
New York 7, W. Y. | 


scription and prices. 





Portable Aluminum Regis- 
ter with file compartment. 
Write for complete de- 























1120 GALVESTON AVE. 
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Pittsburgh Cut Wire Co. 


PITTSBURGH 33, PA 
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several years ago from Galen Seal and associates. 

Prior to this connection Mr. Sleeper was employed by 
utcher, Inc., and also Hall Lithographing Company 
Topeka 
ir. Sleeper’s wife preceded him in death recently. 

+ | 

arles P. Mueller, 

), of 226 Winthrop Ave., Elmhurst, Ill., died December 
n his home . He had been employed with the Joseph 
con Crucible Company for 50 years on his retirement 
1949. 


82 


The Late 
Charies P. Mueller 





Mr. Mueller started as a boy of 16 in the Chicago 
ffices of the pencil company and while still very young 
egan as a salesman for Dixon in the Central West. 
He had been district representative in charge of Dixon 
pencils and related products in Chicago during his long 
tenure. His five decades of salesmanship ended with 
is retirement September 9, 1949. 

This beloved figure in the Chicago trade was long 
rominent in association activity. His fellow salesmen 

the industry elected him president of the Great 

Lakes Travelers Club for the 1940 term and upon his 
retirement he was chosen an honorary member of the 
rganization 

Surviving are the widow, Bertha; three daughters, 
Mrs. Agnes Murphy, Mrs. Mary Helen Walsh, and Mrs. 
Rose Marie Cruger; three sons, Carl G., John E., and 
Robert W., and four sisters. 

Services were held Monday, December 15, in the 
Immaulate Conception Church, Elmhurst, with burial 
in Queen of Heaven cemetery. 


- - + 
Thomas H. McGill, 


president of the Quality Park Envelope Company, died 

n November 6 after a long illness. He was the son of 
Minnesota’s 10th governor, Andrew R. McGill, who 
served from 1887 to 1889. 

Mr. McGill started his career in the printing industry 
with McGill-Warner Company, St. Paul, in 1912. He 
later became president of the McGill Company, Graphic 
Arts Engraving Company, and McGill-Warner Holding 
Company, of Minneapolis; also of McGill Warner Com- 
pany and Quality Park Envelope Engraving Company, 
of St. Paul. He was also associated with Farnham 
Stationery & School Supply Company, Syndicate Print- 
ing Company, and United Typesetting Company. 

Mr. McGill was a member of several Minneapolis 
lubs. 

Survivors are his widow, Drusilla P. McGill, and a 
brother, Robert C. McGill, of St. Paul. 


t bt + 
Harry R. Holden, 


37, widely known in the industry for many years, died 
it an Aurora, Ill., hospital on November 18. Born in 
Aurora in 1854, he would have celebrated his 88th 
jirthday the following day. He was the son of James 
L. Holden, an early pioneer of the Illinois town and a 
iationally known railroad insurance adjustor. 

In 1904 Mr. Holden became identified with the in- 
lustry when he purchased a quarter of the stock in 
he Miller-Bryant-Pierce Company. He later acquired 
1 3742% interest in the company. For 24 years, until 
he company was sold in 1928 to the L. C. Smith & 
Yorona Typewriters, Inc., he served as its secretary 
und was one of those responsible for its great growth. 
In the same year he announced his retirement, but in 
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Reminding You... 















































George B. Graff Co., Cambridge 40, Mass. 


VISIBLE FILING 





EQUIPMENT 


KARDEX-ACME-POST INDEX 
Etc. All types of panel equipment 
Thoroughly Rebuilt 
and Guaranteed 


BIG SAVINGS 














Surplus Equipment BOUGHT 


Full cooperation and prompt 





attention on all inquiries. 


COMMERCIAL 
CARD SYSTEM CO. 





135 -GRAND STREET 
-NEW YORK 13, N.Y 
CA nal 6-5728 
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NOTHING LIKE IT 
ON THE MARKET! 


e NO INK, NO TYPE, e FRONT STOP 








NO STENCILS, REGISTRATION 
NO GELATIN e RUN CARDS OR PAPER 


e AUTOMATIC FEED UP TO 4” x 6” 


HART 
tT. ©. 4° 


PRINTER 


SPIRIT PROCESS 


















*Tags, Cards, Labels 


LIST: 
COMPLETE WITH mimeographs 
SUPPLY KIT and supplies 
HART MANUFACTURING CO 
YOUR DEALER HAS IT ST. PAUL 4, MINN 
OR WRITE: 


ll i i i i i i i i i i i i i i i i i i i a i 
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roxy LASTING 
LOVELY 
Since 1911 : ‘L YN ¥ 


A PLASTIC DESK PAD 








4” PANELS TOOLED 





Beautiful Materials and Workmanship 
“A-KIN-TO” LEATHER PANELS 
MAROON e BROWN e GREEN e GRAY 


20:36" $3.30 206" $4,00 


LIST PRICES EACH 


Regular Dealer Discount 


GEO. E. FOX & CO. 


SAMPLE ROOM, OFFICES AND FACTORY 
1051 N. Throop St., Chicago 22, Illinois 
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1933 became affiliated with the Codo Manufacturing 
Company. He retired from the vice-presidency in 1940. 
Mr. Holden was also active in the community affairs 
of Aurora. 

He is survived by one daughter, Mrs. Russell Humm; 
two grandchildren, Richard Holden Humm and Polly 
Humm Diller, and four great grandchildren. 


+ + +t 
Ivan Sorvall, 
55, president of Odhner Sales, Inc., died of a heart at- 
tack while driving his car in Massapequa, L. I. 

After completing his education and commercial 
training in Sweden, Mr. Sorvall came to the United 
States about 30 years ago and started in business as 
an importer of Swedish merchandise. He organized 


I. Sorvall 





Odhner Sales, Inc., for the purpose of introducing the 
Odhner adding machines and Original-Odhner cal- 
culating machines to the American market. He was 
also president of Ivan Sorvall, Inc., manufacturers and 
distributors of laboratory and medical equipment. 

He is survived by his widow, Lillian, and three chil- 
dren, Alan, Vivian and Stefan. 


tr ft + 


Clarence M. Quilter, 

who was named to the newly-created post of Utica 
district manager for Remington Rand Inc. last August, 
died November 10, in Utica, N. Y., after a brief illness. 

During World War I, Mr. Quilter was a chief petty 
officer in the Navy. He joined with the Library Bureau 
in 1913 and when it merged with Remington Rand, he 
remained with the company, serving in Boston and 
later in New York. After World War I he was assigned 
to the Syracuse area office as sales representative in 
the Utica territory. 

Mr. Quilter leaves a widow; one daughter, Suzanne 
A. Quilter; two sons, Bruce B. Quilter, of Utica and 
R. Darrell Quilter, of Corry, Pa.; one sister, Mrs. R. E. 
Ellsworth, Franklin, and two grandchildren.—GET 


+; + + 
Arthur P. Wachtel, 


former European representative of the Esterbrook 
Pen Company, died December 3 at the age of almost 
82. Retired, he had been living at 512 W. 112th St., 
New York, N. Y. 

For 38 years of his life, Mr. Wachtel represented 
American producers on the European continent, per- 
sonally covering Scandinavian countries, France, Bel- 
gium, Holland, Germany, Switzerland, Austria, Czecho- 
slovakia and Hungary. There, in addition to the 
Esterbrook Pen Company, he represented a number of 
other firms. 

Later Mr. Wachtel resided in France until World 
War II commenced. He then returned to the United 
States to make his home. 

He is survived by his widow. 


- + 


Henry Johnston Palmer, 

59, vice-president of R. R. Brant Company, Inc., sta- 

tioners, of Newark, N. J., died November 10 at Mon- 

mouth Memorial Hospital, Long Branch, N. J. 
Born in Belfast, Ireland, Mr. Palmer lived for many 

years in Kearny, N. J., where he was a member of the 
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MONROE 
Adding-Calculators \ 





Here’s a fine chance for wide-awake dealers to pick up a nice 
profit by stocking these universally favored calculators. All 
models and capacities — entirely rebuilt by experts and in tip-top 
operating condition—are available in limited quantities. Rebuilt 
Monroe Adding-Calculators are in demand. Dealers who want 


them should write now for full information and prices. 


CALCULATOR EQUIPMENT CORPORATION 


Orange, New Jersey 


THE BIGGEST DOLLARS WORTH in STEEL OFFICE EQUIPMENT! 


(FOR YOU AND YOUR CUSTOMERS) 











Non-Suspension : oe. 
TORAGE CABINET 
se ONE AND TWO DRAWER One shelf; complete with lock & keys 


STEEL FILING CABINETS 18” x 18” x 30” 


oO 
sk 3 PIECE STEEL DESKS a #138-C : 
Prime Steel oO a 
Electrically Welded a FILE 
Ball Bearing * 
Compressor Follow Blocks #152-S Two double index drawers for ° 
Aun Pal COMBINATION 3 PIECE DESK xe od cots & she 
Finished in er Sere so a oo . or. dividers. 15” x 24” x 30”, 
Standard Grey or a5 ¥ f epth) 


Green Permanized 
Baked Enamel 




















#143-T 
TELEPHONE CABINET 
16” x 20” x 30” 
Complete with lock & keys. 


#1140-A 
BUILD YOUR FILE 
To Any Height Desired 
Letter & Legal Size 
(24” depth) 


INDIVIDUALLY CARTONED 
PROMPT SHIPMENT 


TF 
SP 
C= 























" #150-R 
4 DRAWER #127-A . 
STATIONERY CABINET 27 DRAWER CABINET #240-A 
For Complete Details 291," high 29%," x 12%" x 35% FILE BASE 
Write For Catalog Inside drawer dimensions Each drawer 3 in height 


& Price List — 4” high x 12%” wide 9%" x 11%6" x 3” high 


ST. MARKS METAL PRODUCTS : 








1709 ST. MARKS AVE., B’KLYN 33, N. Y. + HYacinth 8-1188 
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Ahead 


WITH THE FINEST 
TUBULAR CHAIR EVER! 


More durable — and more com- 
fortable than many folding chairs 
costing twice as much, Krueger 
tubular steel chairs boast: — 


@ Seamless tube frames 


Electrically welded and 
riveted construction 


@ Die-formed leg stretchers 
@ Curvedrollededgebackresf 





@ Positive, non-pinching 
seat lock 

@ Silent folding operation 

@ Y-type non-tipping frame 

@ Baked-on enamel finish 







No. 62, with curved digedwood 
— seat for indoors and Ne. 
61, with perforated, curved steel 
seat for outdoor use, provide you 
with super quality seating that is 
sturdily buile.t@ last for years. 
Light in weight, quick and quiet 





folding, easy,t0 Carry and store. 
Vertical stee! bracing bars within 
tubvlor Tegs provide extra strength, 


WRITE FOR CATALOG 
fe rivets, hinges, mechanism. 


| Steel dome feet for smooth glidin ... Describing the complet 
oo ~ sarand a+ pelt oven Krueger line at eas cabelas ond 





fubber feet. 











PRECISION wane > 
STAPLERS, TACKERS, PLIERS, STAPLES 














< Fo b 
Loods P-22 Staples Loads 7-32 Tack Pointed Staples <7 
Sizes: 1/4” & 5/16” leg lengths Sizes: 3/16", 1/4” & 5/16" leg lengths 


OTHER ARROW STAPLERS FOR EVERY PURPOSE — IN EVERY PRICE RANGE 





ARROW FASTENER COMPANY. (NC. 


ae 















The LIT-NING CALLBOARD 


(PATENT PENDING) 








MODEL NO. 121BMR 


A new, streamlined item of office equipment, providing greater 
efficiency, conservation of space, and increased at-a-glance infor- 
mation from both sides. Available in hammertone grey and 
office green finish. Individual components available as well as 
completely assembled units. 








Standard Carton 
Model Description Packing Weight 
12 IBMR Callboard 1 15 Ibs. 
12 1B in & Out Board 1 7 Ibs. 
12 MR Message Rack 1 8 Ibs. 
12 EC Extension Channel 1 set 1 Ib. 
3 TS 3 Time Strip Unit 1 V2 tb. 
2694 ELM AVENUE FRESNO, coat 
\ 
\ 













Me a \ 
FORCE \ | 
NUMBERING 


MACHINE 


Fast-selling ... highly 
profitable. Every office 
needs this sturdy, 
time-saving number- 
ing machine. Auto- 
matic action. Consecu- 
tive, duplicate and 
repeat movements. 
Write for latest price 
lists and catalog. 


ey ee 





WG 
oe WM. A. FORCE 


3 
v Z2I6O NICHOLS AVENUE, BROOKLYN 
SALES OFFICES: NEW YORK, CHICAGO. SAN FRANCISCC 
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town council and police commissioner. He moved to 
Locust, N. J., seven years ago. 

Surviving are his widow, Mrs. Mary Agle Palmer; two 
daughters, Mrs. Ruth Bell, of Austin, Tex., and Mrs. 


Mildred Stout, of Locust; and three grandchildren. 


tr bt + 
Enrick Burger Thistel, 


in the stationery business in Baltimore since 1908, died 
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n November 15. He had been ill for the past four 
months. Mr. Thistel, who was a salesman for Stark 
& Company, Baltimore stationers, started his career 
4s an errand boy at the age of 14 and worked himself 
ip to be one of Baltimore’s most successful and best 
known salesmen 
He leaves a widow, a son and daughter and two 
randchildren 
+t i; +; 


Anthony J. Sellers, 
48, owner of the All Makes Typewriter Company, Gal- 
veston, Tex., and lifelong resident of that city, died 
yctober 17 of a heart attack. 
Surviving are his widow, Mrs. Lucille Sellers; a 
laughter, Lou Ann Sellers, both of Galveston; two 
sisters, Mrs. Pete Sereni of La Marque, Tex., and Mrs. 
Gertrude Brooks of Galveston; and a brother, F. J. 
Sellers of La Marque. 

bok +F 
Romeyn B. Booth, 


ne of the best known office furniture salesman in the 
eastern states, died on December 2. Many years New 
York metropolitan representative for The Leopold Com- 
pany, he was affectionately known by dealers in his 
urea aS Ro. He was also a representative of the Mil- 
waukee Chair Company. Mr. Booth was 67 years of 
age and was born in Milwaukee, Wis. 

Surviving are the widow, Nellie; daughter, Nancy, 
ind brother, Charles Booth, Milwaukee, Wis. 


t & + 


Mrs. Rae S. Gooding, 


57, wife of Chester B. Gooding, first vice-president 
if the Boston Stationers Association, died shortly after 
being struck by an automobile near her home in Wake- 
field, Mass. 

Mr. Gooding, who is now with the L. E. Muran Com- 
pany, has been connected with the stationery business 
in Boston for more than 30 years. 


+ Ft + 
George A. Grosch, 


60, for the past five years a manufacturers’ representa- 
tive for Amberg File & Index Company and for Colum- 
bia Steel Equipment Company, died on October 29, in 
Philadelphia, Pa. Mr. Grosch was formerly employed 
by Amberg File & Index Company for 37 years. 


+ F + 
Algie B. Holland, 


67-year-old operator of an office supply business in 

Sumter, S. C., for many years, died at his home on 

November 12. He was a native of Charlotte, N.C—EEG 
+ | 

E. Clyde Tidwell, 


for more than 28 years vice-president of The Tidwell 


ij Company, office supply dealers of Atlanta, Ga., died 


on November 19 





Mercury Business Machines Changes Location 


Mercury Business Machines Company, Inc., has an- 
nounced the removal of its offices, showrooms and 
plant to modern and larger quarters at 900 Broadway, 
New York 3, N. Y. 

Here, business machines covering 10,000 square feet 
of space are available to customers. 
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ACCO FASTENERS 
ACCOBIND FOLDERS 
ACCOPRESS BINDERS 
ACCOFLEX BINDERS 
ACCO PUNCHES 


and other Acco products 


Business never 
needed Acco Prod- 
ucts so much as 
it does now, with 
the tremendous 
volume of papers 
to be kept and 
filed safely. Be 
sure to place your 
orders early for 


these easy sellers. 
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INCORPORATED - CHICAGO 





_ 


Manufacturers of Fine Upholstered Furniture 


7 urg Et i th er 


REPRESENTATIVES 
Marion V. Follin James H. Davison 
0. D. Mann Henry L. Guth 
Arthur R. Frey Homer Nix 


330 E. Ohio St. Chicago, Ill. 
NIEMANN—A Century of Fine Furniture 








“STORAFILE”  cca.rena, 


Steel front transfer cases at a fraction your 
present cost, also offers added quality 


CASH RETAIL PROFITABLY ” 


AT EACH 
LETTER SIZE 
SPECIAL PRICES 
ON 


QUANTITY ORDERS 


72 pieces assorted sizes 


SUPERIOR IN STRUCTURE 

e The drawer with an all steel clad front 

e The shell with an inner 16 gauge steel supporting 
frame 

e New Office Grey and Olive Green 


ADDED FEATURES: 

Assembles in 20 seconds 

High test impregnated corrugated board 
Stacks higher 

Saves space 





12 STOCK SIZES 
M124 Letter, M154 Legal, M184 Invoice, M119 Ledger, 
M94 Check, etc. Shipped K/D—Four in Carton. 


A complete catalog and dealer cost sheet available. 


Manufactured by The Kay-Dee Company 


c/o J. R. GELLER 1133 Broadway, N. Y. 10 


(Exclusive Factory Agent) Phone: CHelsea 3-3600 


























Flew _Aviilable 


ANOTHER FULTON FIRST 
1953 


SERVICE and FULTON 
DATERS and NUMBERERS 


with Gear Controlled Bands 
no slipping—positive action 


Carry a full line of these deluxe items 


Prompt Shipment of 
DeLuxe and Special Business Outfits 
Sign Making Kits 
New, Improved Dri-Kwik Stamp Pad and Ink 
Fulton Stamp Pads and Ink 
Special Rubber Stamp Inks 
Nu-type Foam Rubber Stamp Pad 


New Porous Price Marking Kits Now Available 








Write for Catalog 


Qultou + 


EQUIPMENT CO. 
82 Fulton Street Elizabeth |, 














® 
BHuckepe 


CARBON PAPER 


NYLON Ribbons by 
BUCKEYE! 


The Last Word in 
Quality, Cleanliness 
and Durability 


Ask Us About Them 


THE BUCKEYE RIBBON & CARBON CO. 


CLEVELAND, OHIO 
MANUFACTURERS 

















infc 
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ADJUSTO DIVISION, RIVETO MANUFACTURING 
COMPANY, ORANGE, MASS.—This new “silent salesman” 
; clearly visible from any angle and is easily adapted to all 








requirements of display. It includes a base unit for lighted 
advertising messages. Various models are being developed for 
use in different types of merchandising outlets. The device is 
made of plastic and wood. 


AUTOMATIC PENCIL SHARPENER COMPANY, 336 
N. FOOTHILL RD., BEVERLY HILLS, CALIF.—A new file- 
size Apsco catalog, featuring the complete line of Apsco prod- 
ucts, is now available to dealers. This catalog is of the loose-leaf 
type so that pages on new products or models may be easily 
added. Included are individual reproductions and detailed 
information on each of the Apsco pencil sharpeners currently 
featured. New products included are the Swedish staplers, the 
Apsco stapler 2002 and the Apsco 4004 plus the modern en- 
velope opener, “The Saf-T-Cut.” Copies may be obtained from 
the above address. 


CLARY MULTIPLIER CORPORATION, FLO-BALL PEN 
DIV., SAN GABRIEL, CALIF.—A program of consumer ad- 
vertising and store promotion is being launched to introduce 
the new retractable ball point pen. A four color display piece 


With Fe 





being offered holds one dozen pens, the folding construction 
Igiving the piece a three-dimensional effect. Refill cartridges 
are individually wrapped in cellophane and packed in a fold-up 
display package. 


DENNISON MANUFACTURING COMPANY, FRAM- 
INGHAM, MASS.—A king-sized budget pack of the firm’s 
photo mounting corners is now being marketed. Called the 
Triple Pack Value, it contains 300 black photo mounting 
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ing. 
* Chrome Handle and lock. 
® write for literature 








and 


... at's a “GOODFREND”’ 


For top quality and value it’s the No. 60 
* Spill Proof Lock ... Snaps * 22 Gauge Steel 
shut when cover is closed, * Full Piano Hinge 
prevents contents from spill- % individual Cartons 
6 per shipping 
carton. 





GOODFREND METAL PRODUCTS 


1019 EAST 75TH STREET CHICAGO 19, ILLINOIS 





POSTING TRAYS 
AND STANDS 


DISTRIBUTED THRU 
DEALERS ONLY 


For complete information on the P.E.C. line, write 


POSTING EQUIPMENT CORPORATION 


777 Hertel Ave., Buffalo 7, N. Y. 
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PLASTIC ances 
NAME PLATES 






e Desk, easel 


type, plate < $400 

l” by 6% LIST 
e Door name plate, 2” x 10” Ques $2.00 
e Executive style easel type, 00 

same size as door name plate < $3 LIST 


Beautiful, dignified, permanent. Desk type in grey or brown. Door 
plate transparent plastic with name embossed on black background 
with gold lettering. For desk type plate imprinted name board can 
be interchanged quick as a flash . . . make the change to suit 
your requirements. 

PROMPT DELIVERY 


Write for Catalog Sheets and Dealer Discounts 


ACME PRODUCTS CO. 


406-408 N. VAN BUREN ST. 
GREEN BAY, WIS. 











STORAGE FILES 


MAKE THE COST AND WEIGHT 
OF STEEL UNNECESSARY 


Convoy Chem-board Storage 
Files weigh little over half as 
much as steel files. . . are priced 
in the corrugated paper boara 
range—with serviceability in the 
steel range . .. take less than 
10% more space than steel files 

. can be stacked to the ceiling 
without supports . .. mate to- 
gether top-to-bottom and lock 
together side-to-side . . . have 
wax-like texture that makes 
drawers slide easily . . . are ship- 
ped assembled for easy installa- 
tion without tools ... are water 
resistant — moisture will not 
weaken them. 





540 pounds is only a part 
of the load these wonder 
files will carry and permit 
free operation of the 
drawers! 


(*) Chem-board is the product of Convoy’s exclusive chemical 
impregnation process that hardens the raw corrugated paper 
board and thoroughly binds the fibers. It is widely used to 
replace steel and wood industrial tote boxes. 

You'll like Convoy quality and 
economy. Write today for de- CONVOY 
scriptive folder and prices on ), J board! 
14 standard sizes; and details 

about our dealer franchise. 
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CONVOY chen-Goard/* 


STORAGE FILES 
CONVOY, INC. «@ P. 0. Station B, Box 216-6, Canton 6, Ohio 
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Uoholstered Furniture 
Gulleud to the Moods of the 


OFFICE EQUIPMENT DEALER 


Buiiding upholstered lounge chairs and davenports for 
business use requires specialized knowledge. We know 
what these special wants are and we have designed a 
line that fills the bill for office equipment dealers. There’s 
a Stationer’s unit for any commercial application you run 
into. So .. . boost your furniture sales the easy way 
by dealing with the “Upholsterers to American Business”. 


Write for complete information on our line. 








STATIONERS === 








MANUFACTURING CO. ne ee 


Sentry Sates 


SELL BECAUSE 


LOWEST PRICE 
HIGHEST QUALITY 
WIDEST SALES APPEAL 


INVITED 
HEN THE PROFITS 


BRUSH. PUNNETT C0. 


SENTRY 545 WEST AVE.+ ROCHESTER 11, N. Y 


»AFES 
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corners, enough to mount 75 photos. The envelope is punched 
at the top so that it can be easily displayed on the Dennison 








" 300 ° ;. 28 


= MnM150n 


PHOTO 


MOUNTING 





Photo Accessory Rack. The back of the envelope advertises 
lated items. This pack, No. 425, comes 12 envelopes to the 
arton, and retails at $0.25 per packet. 


DIEBOLD, INC., CANTON 2, OHIO—Vivid, flashing 
james are the attention-getter in the newest of a series of four- 
lor electric displays made available to dealers of Diebold, Inc. 
Printed in black, red and yellow on white, the 5x3 feet display 
features Diebold’s one-hour Guardian safe. A drawing of an 











atomic explosion emphasizes the message of the display—that 
fre in a company’s record is “more dangerous than an atomic 
bomb.” Illuminated “flames” surround a “record” which points 
out that four out of ten businesses never open their doors 
after a fire, 


GLOBE-WERNICKE CO., NORWOOD, CINCINNATI 12, 
OHIO—This carton was recently introduced as a package for 


reamliner 


STEEL DESK TRAY 





the company’s Streamliner steel desk trays. It is produced in 
white, black and red, and was created by New York industrial 
designers. 


THE HEYER CORPORATION, 1850 S. KOSTNER AVE., 
CHICAGO 23, ILL.—A beautiful Golden Anniversary Catalog, 
which carries the golden theme throughout with appropriate 
color, from cover to cover, has been issued by this corporation. 
Besides listing Heyer products, including the latest design in 
spirit duplicators, the publication gives an outline history of 
the development of the firm, also information on the right 
process for any particular duplicating problem and how to 
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U. S. Pat. No. 2,621,800 





Extra Value Features 
To Help You Sell 


NEUBAUER af tee to 
Adjustable Steel Shelving 
stronger, more rigid at the vital 
oints— corner posts. NEU- 
AUER “TWIN-POST” de- 
sign is actually 2 posts with 3 
strong corners (see inset). 
Shelves fit tightly . . . every- 
thing stays in line. Smooth, 
beautiful and strong—adaptable 
for most shelving nee 
18 and 20 ga. steel shelves 
range in 25 sizes from 24”x9” 
to 48%x24”, 16 ga. posts from 
6’ to 10’. Olive Green or Air- 
line Grey baked-on enamel. 
Special colors available. Built 
to last, priced to sell . a 
wonderful repeat order builder. 


as | ees 


i, aft iN 








=p, 
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FREE ESTIMATES 


- we'll quote through you. 

Write today for complete in- 
formation. 
Ask about NEUBAUER 
“TWIN-POST” Basket Racks 
for school and factory locker 
rooms. 


TIN TIL MAM Minncopolic 15, Minnesota 











Top Quality 
STEEL 


La Salle 


Smokers-Ash Trays 
and Costumers 
















<— 


No. 155 
eee steel cos- 
tumer. Sturdily 






Sreakatts meat 

reakable s, No. 140-X.—New 

1d nee ee Sedere design. 

height. Finishes: —y ohne 
sat chrome, 134” post. Ship 


pa. ee olive ,areen 


tn “Sane ofa atx, 


use 
weight 60 | Golden bronze, 


bright or satin 
chrome. 


Both bases heavily weighted. 
individually boxed. 


WRITE FOR CATALOG OF COMPLETE 
METAL AND WOOD LINE 


LA SALLE PRODUCTS CO. 


2216 N. Clybourn Avenue Chicago 14, Ill. 
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Southworth 

The Typewriter Paper 
SPECIALISTS 


The Southworth Line is 
your guarantee of complete 
customer satisfaction be- 
cause Southworth makes only quality papers—a grade 
and weight for every typing need. 
Remember, too, the Southworth policy of selling only 
through stationers is another profit-producing advan- 
tage for you. 
, Keep your customers satisfied 
|| with the dest typewriter papers 
and the dest is Southworth. 


Inquiries invited on 
Southworth franchises. 





WEST SPRINGFIELD, MASS. 
Chicago Office and Warehouse ie 
527 South Wells Street, Chicago 7, Illinois 


‘DAV-SON 


The Standard of 
Bulletin Board 
Quality 


Dav-Son Cork Back Bulletin Boards 
For Pinning Up Announcements, 
Photographs, Letters, etc. 

e Indoor and Outdoor Styles 

e Hardwood or Metal Frames 

e@ With or Without Locking Glass Doors 
e@ Many Sizes in Stock 





Dav-Son Changeable Letter Direc- 

tories For Lobby, Office or Outdoor 

Use. 

e Wide Variety of Styles and Sizes 

e Glass, Enclosed Front 

e Hardwood or Metal Frames 

e Highest Quality Felt Background in 
Choice of Several Colors 

@ Many Letter Styles and Sizes 


Dav-Son Name Plates For 
Desk, Door or Wall Mounting 
e Choice of Matching Wood Bases 


WRITE TODAY FOR FULL e Names May Be Changed at Low Cost 


PARTICULARS AND PRICES 


H.G. DAVENPORT & SO.ING. 

















| 
| 














L AS STABLISHED 1932 
AULT 311 N. DESPLAINES ST., CHICAGO 6, ILL. 


; or BULLETIN BOARDS roe tvetereyr NEEC 





prepare copy. The catalog is divided into three sections, one 
each dealing with spirit, stencil and gelatin processes. It js 


* 1803 1983 
punched to fit a three ring binder, as is a dealers’ discount 


sheet. Order forms are included: 


HASKELL, INC., PITTSBURGH, PA.—A dealer aid for 
the steel furniture trade in the form of a three-fold design 


et J 


with space for dealer’s imprint, is offered by this firm. The 
full-color envelope enclosure features the firm’s line of steel 
desks and tables and sets the mood for modern decoration, and 
specially for Haskell designs. The front cover shows a modern 
office with the legend, “Plan your office as distinctively as your 
home.” 


C. HOWARD HUNT PEN COMPANY, CAMDEN 1, 
N. J.—A special display clip which fits the handle of all Bos 
ton pencil sharpeners, has been designed as a Christmas mer- 
chandising feature. It suggests the sharpener as a wonderful 


wt su0ces 
BOSTON 
AWONDERFU. 
camistoas OFT 


Christmas gift. A set of the sales boosters for window of 
counters together with the metal clip holder will be sent free 
of charge. 


MASTER-CRAFT CORPORATION, 831 COBB AVE., KA- 
LAMAZOO 52F, MICH.—An outline index on the front 
cover affords a handy reference to this Section 6 catalog just 
published. Alphabetical and numerical indexes are given in- 
side the cover of this compréhensive catalog of all types of 
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@ A Glass Smooth Plastic Fibre Board 
@ Vise-like Spring Holds Papers Securely 
@ Unreservedly Guaranteed 

Furnished in the Following Sizes 


Stock Stock 

No. Size No. Size 

200 61%4"x11" 205 9” x15b%” 
203 2H 206 * a 
204 y x12%” 207 15” x20” 
Packed 24 to Carton Packed 12 to Carton 


Write for descriptive circular and latest price list. 





3500 OAKTON ST. 


Chicago Telephone CO 7-2600 














SKOKIE, ILL. 








MANIFOLD BOOKS 
AND PRINTED STOCK FORMS 


For more than 25 years 


our ware. through the deale) 


Write for our Illustrated 
Manuf a fure 


SUSPEND-O-FOLDERS © 
PV lice) Gel) ele) Or Ma J-d)\ ne 20m eel et am 10) 2" E 


FILING SUPPLIE‘ 


ADVANCo 
ADVANGCO PRODUCTS 


Division of Ad 


148 West 24th Street, New York 11. N. Y 
Telephone CHelsea 3-1276 
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.». and this new method of 
carbon spotting really fills a need! 


HOT WAX spot carbonizing (it’s new) is flexible 

. spotting can be done on all types of paper 
stock . . . in all shapes and sizes. And the spots will 
not fade or dry out! 


Superior results offered on form work, labels, tax 
bills, checks, receipts, etc. Free estimates cheerfully 
submitted. 


For Domestic and Export Trade 





es «& Plant 


U. S. TYPEWRITER RIBBON MFG. CO. 
621-623 CHERRY ST. « PHILADELPHIA 6, PENNA 


(,eneral Off 









A ready seller 
with 10” eye 
guide at 


od | 77 


TAX EXTRA 








Easy to Sell— Profitable to Handle 


There is a real demand for the RITE-LINE Copyholder because 
typists like it. Saves eyestrain and promotes accuracy and speed 
especially in copying columns of figures. Self-contained, all-metal, 
compact, attractive. Requires no installation or service. The above 
illustration shows the Copyholder with the LINE MAGNIFIER at- 
tached. Extra for magnifier $4.00. 

Attachments for copying from wider sheets 

15" extension eye guide $1.25 

20" extension eye guide $1.50 
For full particulars, discount, etc., write io 
RITE-LINE CORPORATION - 1025 [5th St., N. W., Washington 5, D.C. 
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Fritz-Cross 











Built 
especially 
for the 
Junior 
Executive. 
it’s man- 
sized, 
brute-strong 
and designed 
for masculine 
comfort and 
pride. 





No. 150-L 


THE FRITZ-CROSS CO. 


300 East Fourth Street 
ST. PAUL 1, MINN. 




























TEMPERED 
HARDBOARD CHAIR MATS 


ALL STYLES 
FIVE COLORS 


eocece 
= 
> 
» 
° 
° 
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GREY 


PROMPT 
SHIPMENTS 


TEMPERED DUOLUX 


CLIPBOARDS 

FIVE SIZES 
No. 120—6"'x9"" 
No. 121—6!/2"*xI1"' 
No. 122—9"'x12/." 
No. 123—9"'xi5i/," 
No. 124—9"'x17"" 






















CIRCULAR—PRICES 
UPON REQUEST 








QUAD, 
win 
HARDBOARD FABRICATORS, INC. 


59 BRANCH ST. . ST. LOUIS 7, MO 
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No. 60-S No. 56-S 
Smoking Stand Sand Urn 
Write or wire for prices and detatls 
eu F vot DCU 
INL OY, 
No. 17-C i) 





1311 Ann Ave e St. Louis 4, Mo 


Costumer 


TYPEWRITERS 
ALL MAKES 


REGAL’S NEW YORK warehouse 
and 80 stock depots carry a re- 
volving stock of 10,000 machines. 


THE UTMOST IN QUALITY 


—THE LOWEST IN PRICES 


REGALRITE BRAND 
RIBBONS AND CARBONS 


PROVEN-—BEST BY TEST-BEST FOR LESS 


REGAL TYPEWRITER COMPANY, INC. 


NEW YORK 13, N. Y 


200 HUDSON ST. 7 
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ders, indexes and labels. Specifications and all information 
ire given for the many different styles illustrated. 


MARKWELL MANUFACTURING COMPANY, INC., 200 
HUDSON ST., NEW YORK 13, N. Y.—This counter display, 


WANNA SEE 
ea T WORK? 





No. 609-SM, for Pacemaker and Sta-Plyer staplers, is offered 
free to dealers. Measuring 14 inches wide, 102 inches high 
ind 4 inches deep, it is lithographed in blue and green on 
white heavy cardboard. 


MILWAUKEE METAL FURNITURE COMPANY, 120 S. 
LA SALLE ST., CHICAGO 3, ILL.—Now that the complete 
line of Milwaukee metal chairs is available for the first time, 
a handsome new catalog describing it has been published. With 
each order of Metal-Lux chairs, 1000 promotional folders, 
already imprinted with the dealer’s name, address and phone 
number, will be included. Copies of the new catalog and price 
list No. 12 will be sent upon request. 

NU-CRAFT PRODUCTS COMPANY, 163 PACIFIC ST., 
BROOKLYN 2, N. Y.—Catalog 51 from this company de- 
scribes its line of bank and office equipment including steel 
desk trays, coin cabinets, files and utility desk; also lines of 
steel and aluminum currency trays and bill sorters. All items 
are illustrated and described and prices are given. 


PENN METAL CORPORATION OF PENNA., 50 
OREGON AVENUE, PHILADELPHIA 48, PA.—The new 
20-page Penco Steel Shelving Catalog No. S-300 presents a 
wide line of adjustable steel shelving for factories, offices, shops, 
stores, schools, institutions, and so forth. Complete specifica- 
tions, ordering information and typical installations are in- 
cluded, as well as suggestions on how to save time, labor, 
materials and storage space. Other products illustrated are 
small parts units, tool storage units, small parts drawer units 
and shelving service counters. The catalogs are available free 
on request. 


SPEED PRODUCTS COMPANY, INC., 32-01 QUEENS 





BLVD., LONG ISLAND CITY, N. Y.—A display which 
pops open automatically to form a tiny house with four 
rooms exposed, is offered by this company. Uses for the 
Swingline Tot 50 stapling kit which it displays, are to be 
found in the kitchen, living room, bedroom, playroom and 
the rest of the house. Two stair-like platforms carry two Tot 
0 stapling kits in full view. The display is rendered in full 


color. 


TOPS BUSINESS FORMS, 107 N. WACKER DRIVE, 
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HANDY “GLIDEX” 


TRADEMARK 


TELEPHONE BRACKET 


A Stable Seller the Year ‘Round 





- t 





Saves desk space—swings in any direction— 
Keeps phone in easy reach yet out of way— 
The only bracket made to hold present models. 


Made of strong, durable steel. Extends to 30 rigid 
inches. Closes only 9 inches. Various types of mount- 
ings available for attaching to wall, desks, table 
edges, side of tables, etc. Nothing to get out of 
order. Eliminates nuisance of phone cord mussing 
desk papers. 


WRITE FOR ILLUSTRATED LITERATURE AND DEALER’S PRICES 








4538 W. ROOSEVELT ROAD, CHICAGO 24, ILL. 













Rich 
Hammerloid 












VANGUARD fF 
Steel STORAGE FILES 


serve as ACTIVE files with Provatoys wall 
positive, simple stacking —* 
provisions, plus 


e Brass finish cardholder and handle 


IMMEDIATE |e Four rollers for ease of operation 
DELIVERY e Index guide rod with brass knob 
Self-locking follower available 


Va toh ual 





ee ‘ 
Exoivnicing & Hhanupatlivung Conylarvy 
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Spirit 
MASTER 


UNITS 
or 


CARBON | 


PAPER Ty 
now IMPRINTED with your 


PRIVATE BRAND NAME 


AT NO ADDITIONAL COST OTHER THAN ART AND PLATES 


Duplicating carbons should produce the same number of sharp, 
clear copies every time. You can depend on the uniform high 
quality of Colonial carbons—because for years Colonial has spe- 
cialized in the manufacture of spirit master units, spirit carbons, 
gelatin carbons and related duplicating supplies. Colonial car- 
bons give longer runs, clearer copies and uniform results. 
Send us a sample of your imprint —a rough sketch will do— 
for quotations. 





CARBON COMPANY 
GENERA: OFFICES e SKOKIE, ILL. 








PRONG FASTENER 
BINDERS 


Available with or 
without prong fasteners. 


LINE 


Durable, all purpose binders. 
Complete range of popular 
sheet sizes and capacities. 
Red or Black Pressboard. 2 
pieces, cloth or scored hinge 





construction. Punched for all 
standard spaced fasteners. 


PRONG FASTENERS 


Attachable prongs or 









continuous-base prong 
. Light-weight 
steel. Non-corrosive 
finish. All popular 


capacities and c. to c. 
Continuous-base style 
Illustrated 


Write Today for Our 
NEW Complete, 72 page Illustrated 
CATALOG No. 56 


ELBE FILE & BINDER CO., INC. 
P. 0. BOX 951 FALL RIVER, MASS. 














CHICAGO 6, ILL.—A series of monthly bulletins gives news 
about Tops definite purpose office forms. These bulletins 
carry illustrations of office forms, describe special services such 
as imprints and act as supplements to the Tops catalog. 


UNITED STATES RUBBER COMPANY, 1230 SIXTH 
AVE., NEW YORK 20, N. Y.—The many uses of Elastic 
U. S. Naugahyde vinyl upholstery material are described and 
illustrated in a booklet published by the company. These uses 


EASII 


ay. ’ 
Naugulujdle 








range in upholstery for office furniture to speed boats and 
airplanes. Information about the product itself, a sample of 
which is included in the publication, includes that it takes 
nine miles of combed peeler yarns, knitted into 1,900,000 in- 
terlocking stitches to make the backing for one yard of the 
elastic Naugahyde. 


B. G. VOLGER MANUFACTURING COMPANY, 278 
MAIN AVE., PASSAIC, N. J.—Although this firm was estab- 
lished in 1884, this is the first catalog it has published. Hitherto, 
its products have been pictured and listed in distributors’ and 
jobbers’ catalogs. The new publication, containing eight pages, 
lists all of Volger’s products and gives clear, helpful descrip- 
tions of the type of work for which each item is best used. 





Perfect Rubber Seat Cushion Adds Agents 


Manuel Davidson has announced that Neilan N. 
Short & Accociates, Dick Kramer and Jack Luke are 
now sales representatives in the Mid-West territory 
for the Perfect Rubber Seat Cushion Company. This 
firm manufactures a complete line of foam rubber 
office chair cushions and stool cushions. 





Safe Crackers’ Opportunity . . . Thousands of amateur 


“Raffles” had a chance to crack a Meilink steel safe in the 
lobby of the Roxy Theater in New York City when the United 
Artists’ production of “The Thief” starring Ray Milland had its 
world premiere. The safe contained dozens of prizes for anyone 
lucky enough to accomplish what Milland did in the picture when 
he sought to steal some atomic secrets. A Meilink safe is used 
in the filming of “The Thief”, which is totally without dialogue. 
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SATIN FINISH 





PLASTIC 
saus 


IMME- 
DIATE 
DELIV- 


ERY! 


Aa Fit he 
4 4 4G POSTURE CHAIRS 


the biggest value 





SPUN 
ALUMINUM 


Beautiful 142” spun 
aluminum upright. 4 
graceful double hang- 
ers, assembled easily 
with ;™ A. ' AaA 
hex-nuts and tipped 
with smooth, black 
plastic knobs for ut- 
most protection. Solid- 
filled, spun aluminum 
base assures the proper 
weight for maximum 


in Comfort, 
Beauty, 


and Quality... 





KING offers the biggest chair 
value an office dollar can buy. 
The handsome styling and 
custom-crafted quality of the 





entire King Royalty Line is in- load, guarantees base BIG 

stantly appealing. You'll find will remain in shape. 

volume sales easier to make... Upright is supported DEALER 
and individual soles easier to in rigid position by 

close. And, you'll acquire a “squeezelok” in base. DISCOUNT 
measure of customer satisfaction 72” high, weighs over 

you've never before enjoyed. 20 ibs. Base diam. 15”. 

Management and personnel are T-401 $ 00 mu | | “toven 
mutually pleased investment- LIST 18 

wise and comfort-wise . .. THAT 

MEANS REPEAT BUSINESS. Write for complete SOEEAOK orrom 








catalog 


| ® SALES DIVISION 


The Duchess . . . Model 222-5 


Write Today for the New Royalty Line Literature 
KING POSTURE CHAIR CO. 


-- 953 South Raymond Avenue * 


SMO-ALVGS 


NEW 


“SPIN-TOP" 


PLATED METAL SMOKERS 





















Pasadena 2, California 


Fasugneca DATERS 


Cash in*on the changing calendar by 
selling Faymus daters—the quality line 
that brings customers back for other 
items, because each stamp carries your 
advertising. 

Faymus daters rank FIRST in the 
industry because they are expertly made 
of only the finest materials. Beautifully 
praeeee with colorful, sales-making 

‘aymus styling. Also available in at- 
tractive counter assorted dozens. And 
the features shown here are unequalled 
by any other line. 


© BANDS OF RED RUBBER—far more durable, resist 
om treatment. 

6-YEAR LIFE— year band is not quickly outmoded, 
carries 6- sees of dates. 

e BANDS IN EASILY—never stick, never slip 
once set. 

RUGGED FRAME—for long, hard service. Heavily 


chrome plated. 
HARDWOOD HANDLES—select wood, beautifully 
finished. 


Designed to Elin 


Smoke and Od 






#37 . 
Height — 26/2” 










Top — 6/2” 
Base — 8” 6 
Wt. — 9 Ibs. 


1 per carton 







Smo-King 
soci , RU 20. 





OFFICE APPLIANCES, 


1953 


January, 








EXTRA— year band carries useful wordings: Rec'd, 
Ans'd, Ent'd, Paid, A.M., P.M. 

imprinting et no charge on quantities of one 
gross or more. 

Also available without imprint. 





Also write for New Catalog No. 153 ORDER 


T TODAY! 
UM Fas nw, DIV., Bankers & Merchants, Inc 


ti ttatele 


Chicago 13 





3229 North Sheffield nue 
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Increase Your SALES... 


SID ALF 
STAMP PADS 


THE ONLY ALL-PURPOSE 
STAMP PAD LINE! 


There’s a SPEED-MO stamp pad and ink for every office or 
industrial stamping problem your customers may have. Speed-Mo 
is the only complete line of stamp pads on the market — and 
that means multiple sales for Speed-Mo dealers. You need carry 
only the common pads. Prompt shipment made on special pads 
(up to 20”’ x 36’’). 

All Speed-Mo stamp pads are of specially treated, odorless 
sponge rubber. Clear impressions guaranteed. Re-inking is neat 
and simple — you just brush the ink on Speed-Mo pads. 


LIBERAL DEALER DISCOUNTS 
Write for folder showing over 35 stock items 


RIVET-O MANUFACTURING CO. 


50 FEDERAL ST., ORANGE, MASSACHUSETTS 


In Canada, for complete information write: 
Bossence & Co., 429 Main St., West, Hamilton, Ontario 


Starting this New Year 
CHICAGO SADDLERY Co. 


thanks its many loyal dealer friends from 
coast to coast for their long-continued 
patronage. 

It is our hope that 1953 may bring you 
all continued prosperity and happiness. 


Send for Catalog of Complete Line Quality 
Ring Binders, Brief Bags & Portfolios for Busi- 
ness, School & Professional Use. 


CHICAGO SADDLERY CO. 


105 SO. JEFFERSON ST. 2 CHICAGO 6, ILL. 














for over 65 years... 
WORLD'S FINEST 
RIBBON and 
CARBON! 


Write for details. 














LP LITTLE We. 


HOCHESTER 8, NEW YORK, U.S.A. 


A ’ y jee 88 








It's never too 
late ... never 


too early to 
talk and sell 


STARK 


CALENDARS 


A quality line of stands and pads featuring all 
popular styles and sizes. 

Calendar pads are lithographed—on high-grade 
bond paper with the date in red and the monthly 
calendar in blue. 

Fast, 2-color lithograph printing enables us to 
give you the best in quality and prompt service. 


“In Calendars the Quality Mark is Stark” 


GTARK CALENDARS «xcorporaied 


100-112 BISSELL ST. - PHONE 7557 + JOLIET, ILL. 


write or 
phone for 
complete 
details 
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P. atents: 






































(Copies of patents can be obtained from the Commis- 
sioner of Patents, Washington, D. C., for 25 cents each. 
§ Stamps and personal checks are not accepted.) 
Sranted November 4, 1952 
616,364. Interpreter Card Feed. Arnold 8. Crowe Endicott, N. Y 
rt i t s Machines Cc New York, N. Y. Illus- 
rion 
616,365. Transparent Tear Bar and Indicator. Harry A. Hicks, Green 
: ’ edel, Elmira, N. Y., assignors to Reming 
Rand N k, N. Y. Iustration 
616,366. Printer Hammer Dampener. Willis E. Eickman, Dayton, Ohio 
to The N sh Register Co., Dayton, Ohio. Illustration. 
616,395 Inkstand and Penholder. Leon H. Ashmore, Atlanta, Ga., as 
616,430. Index and Signal. Car! F. Wolters, Kenmore, N. Y., assignor 
, k ae N.Y. 
616 432 Follower for Posting Trays. Oscar J. Larson, Jamestown, N. Y 
Art Met truction Co., Jamestown, N. Y. 
? b16 545. Type Bar Shifting Mechanism for Stenographic Typewriters. Har- 
M, V V ston, De sssignor to New Dictatype Co., Inc., 
2,616,546. Typewriter Bail. Ralph A. Maddox, Los Angeles, Calif. 
2,616,547. Reversible Ribbon Feeding Mechanism for Typewriting Ma- 
hines. Ronald F jhkeepsie. N. Y., assignor to International 
Mact New York, N. Y. Illustration. 
2,616,548. Calculating and Similar Accounting Machine. Percival John 
end, T t England, assignor to The National Cash Regis 
ity f ae 2,616,365 
Isi- 
® 
be 2,616,364 
.. 
e } 
~ ae 4 2,616,366 
we) 
/ i) 
“a 
woh ™ 
i 
2,617,512 
wy 
de 
TV 
2,417,511 
2,617,513 
2,616,612. Mailing Card eph M. Guttman, Brooklyn, N. Y. 
2,616,623. Accounting Machine. Mayo A. Goodbar, Everett H. Placke, 
i Carl G. Falk Ohio, assignors to The National Cash Register 
yr 2,616,726. Handy Memo amuel Segal, New York, N. Y., assignor to 
e 2,616,727. Book Index. W am M. Bock, Jr., Milwaukee, Wis. 
2,617,058. Filing Cab net. Emma C. Reinheimer, Magnolia, and Earl R. 
V WwW ik 


sranted Nawentber 11, 1952 
2,617,198 Pull- out Measuring Tape Dispenser. Everett Emil Sharpe, Shel- 
Cor Packages, Inc. 
2,617,219 Visible Reference Desk Stand. Frank Conley and Steve G. Bu 
f Norwood ynors to The Globe-Wernicke Co., Norwood, Ohio. 
A 2,617,386. Copyholder hung Chin Kao, Freeport, and Joseph Terrence 


e Oo 


2.617, 387 ‘Writing instrament, Max Knobel, Arlington, Mass., assignor to 
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The Cha ly of the \ lonth 


“THE PRESIDENT” 
Designed for luxurious comfort 
Anodized tubular aluminum @ Boucle Material 







with foam rubber cushion. 





Another one in the Chaircraft line 
of outstanding Aluminum Furniture. 
Send for illustrated catalog! 


LONG-LIFE LINE 
OF OFFICE EQUIPMENT 











A QUALITY 
Utility Typewriter Table 
for schools and institutions 










Excellent workmanship and finish are fea- 
tures of this golden oak or imitation walnut 
table. But the main feature is the deep, 
non-binding, non-sticking drawer. Table is 
11 x 32 x 27 H. Packed knocked down, two 
to carton. Also available one to carton at 
slight additional cost. 


Send for catalog and price list today! 


The Stempco line includes chair mats, orch 
boards, clip boards, arm rests, blackboards, 
} costumers, desk trays and check racks. 


STEMPEL MANUFACTURING CO. 


oF eo eee ee Be 
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W. A. Sheaffer Pen Co., Fort Madison, lowa. 
S A M ? L B 2,617,422. Binder. Walter Easter Haskin, New York, N. Y., assignor to 
Pressed and Welded Steel Products Co., Long Island City, N. Y. 
2,617,423. Loose-Leaf Binder. Joseph C. Miller, Compton, Calif., assiano; 
to Coast Envelope Co., Los Angeles, Calif. 


an ae o pe 2,617,511. Typewriter Carriage and Bearing Therefor. Giuseppe Prezioso 
NEV R: KURL CARBON PAPER Yverdon, Switzerland, assignor to Paillard S. A., Sainte-Croix, Vaud, Switzer 
land. Illustration. 


2,617,512. Carriage Returning Mechanism for Typewriters or Like Ma. 
a b 4 d chines. Henry J. Hart, West Hartford, Conn., assignor to Royal Typewriter 

an e con Vin ce Co., Inc., New York, N. Y. Illustration. 
2,617,513. Ribbon Reversing Mechanism. Ralph E. Zum Bahlen, Home. 
wood, and Leland H. Snyder, Lincolnwood, IIl., assignors to Stenographic 

Machines, Inc., Chicago, Ill. Mlustration. 
We'll be glad to help you 2,617,590. Multiplication Control Mechanism for Calculating Machines. 
P if d rs Herman Gang, Livingston, N. J., assignor to Monroe Calculating Machine 

convince yourse an your Co., Orange, N. J. Illustration. 

RP. 2,617,594. Register Resetting Means. Herman Gang, Livingston, N. J, 
customers that NEV-R-KURL assignor to Monroe Calculating Machine Co., Orange, N. J. Illustration, 
Carbon Paper is easier to use 2,617,648. Throat Mechanism for Statistical Card Machines. William 
4 ; Wockenfuss, Union, N. J., assignor, by mesne assignments, to Burroughs 
—costs less in the long run— Adding Machine Co. 








actually saves money. 


Just write today for samples 
of the universal carbon paper 
—NEV-R-KURL. It works 
equally well in both typewriters and other office 








machines. 


Additional profits come to the dealer who sells 
office supplies that do the best job for his customers. 
Write today to learn the job NEV-R-KURL can do 


2,619,214 











PHILLIPS (m= \K 


PROCESS CO INC. 


cpean-pRint 
wooo STAM? 


MILL STREET 
+8 pans 


ROCHESTER 








CUT COSTS — PRINT WITH 


RUBBER PLATES | |.Lubc; 28 





o- J) 


», 
7 


MAKE THEM IN THE WATT a 
EASY-TO-OPERATE , 


os ; 
EVA PR ESS 2,617,649. Throat Mechanism for Statistical Card Machines. Ear! E. Lib- 


man, Brooklyn, N. Y., assignor, by mesne assignments to Burroughs Adding 








Machine Co. 
MATERIALS 2,617,870. Indicating Apparatus. Jack |. Kern, Dayton, Ohio, assignor to 
The National Cash Register Co., Dayton, Ohio. Illustration. 
| Granted November 18, 1952 
10”x10” PLATE 2,618,239. Writing instrument. Ivan D. Tefft, Janesville, Wis., assignor to 
The Parker Pen Co., Janesville, Wis. 
1. Insert type form and 2,618,372. Platen for Typewriters. Carlos C. Goetz, New York, N. Y. 
plastic sheet into hot Eva- Illustration. 
Press, apply pressure, let 2,618,386. Record Card Sorting Device. Jacques Samain, Paris, France, 
cure for 10 minutes. | assignor to International Business Machines Corp., New York, N. Y. Ulu 
2. Release pressure, extract | tration. 
all from Eva-Press and have | Granted November 25, 1952 
finished matrix. 2,619,069. Reservoir Type Ruling Pen. Apolonio V. Almazar, Pleasantville, 
3. Place (I) sheet of rub- N. Y. 
ber on (2) matrix and — 2,619,070. Ink Feed and Overflow Collector Means for Fountain Pens. 
sert both into hot Eva- Marlin S. Baker, Janesville, Wis., assignor to The Parker Pen Co., Janet 
Press, apply pressure, let ville, Wis. 
vulcanize for 10 minutes. 2,619,071. Pen Nib Attachment. Juli4n Igual Albrich, Barcelona, Spain, 
4. Release pressure, extract assignor of one-half to Jaime Isern Miralles, Barcelona, Spain. 
e PLATENS 11”x13” all from Eva-Press and 2,619,144. Bank Aid. Willis E. Niswander, LaVerne, Calif. 
e INSIDE CHASE 10x12” ae es Rubber Plate. 2,619,175. Apparatus for Separating Carbon Sheets From Manifold Packs. 
cuppited yo age Harold J. Gottlieb, Cleveland, Ohio. Illustration. 
ahaa 2,619,214. Carriage Returning and Paper Feeding Appliance for Typewrit- 
ers. Eugéne Trullemans, Lausanne, Switzerland. Illustration. 
FOR MORE INFORMATION WRITE TO 2,619,307. Table Clamp for Typewriters or the Like. Roy A. Cramer, Kam 


TY City, Mo. 
AMERICAN EVA PE CORPORATION 9,619,388. ye Register. Albert W. Metzner, Dayton, Ohio, assig- 


751 OSTERMAN AVE. DEERFIELD, ILLINOIS nor to The Standard Register Co., Dayton, Ohio. Illustration. 
2,619,532. Tape Reader. Edwin O. Blodgett, Rochester, N. Y., assignor to 


International Business Machines Corp., New York, N. Y. Illustration. 
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Designed and created by 


Grand Rapids 


No. 1010P 
EXECUTIVE 
POSTURE CHAIR 


Overall 
Height 35 


Overall 
Width 27 


Overall 
Depth 27’ 


Sitting Depth 21 
between arms 20” 


Height Overall 35 
Back height 
from seat 


adjustable 20 


Side Arm Chair 
to Match 





Write for Illustrated Literature and Prices 


GRAND RAPIDS 
LEATHER FURNITURE CO. 


201-207 Front Avenuc, NW Grand Rapids 4, Mich 


<> 


Thumb Tacks 


Large Variety of Sizes and Style: 


Noesting considers QUALITY 


is of first importance. 


NOESTING PIN TICKET CO., INC. 
New York, N. Y. 


728 E. 136th Street, 
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Te LUXWOOD. 


tll- Purpose FOLDING TABLE 


For INSTITUTIONS © BUSINESS © HOMES 


@ CHOICE OF STYLE TOPS 
@ ALL POPULAR SIZES 


ALSO FOLDING BENCHES 
AND OTHER EQUIPMENT 


IMMEDIATE 
DELIVERY 





Write for Illustrated Literature and Prices Today 





THE JAMES P. LUXEM CO. 
3344 N. LINCOLN ST FRANKLIN PARK, ILL 





Discriminating Buyers 
Insist on Super-Quality 


Bristol BRIEF CASES 


Brief Bags ¢ Portfolios * Catalog Cases 


Made of long-wearing, attractive Tolex. Looks like genuine leather. 17 
and 18 inch lengths. 2 inches higher than other cases of this type. Has 
4 gussets and 4 pockets. Also Tolex lined. Finished with a zipper ciosing. 


Write for Illustrated Catalog Showing Complete Line 
—USUAL DEALER DISCOUNTS— 


BRISTOL MANUFACTURING CO. 


1224 CHERRY STREET GREEN BAY, WIS. 
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TWEETEN 


The Best & Most Economical 





Screw-type feed like a me- 
chanical lead pencil. 


Sturdily made for heavy 
duty any place where check- 
ing pencils or crayons are 
used. 


Makes neat, legible marks on 
practically every type of 
surface. 


Pencils available in Black, 
Red, Blue & Green 


Refills available in six colors, Black, 
Red, Blue, Green, White & Yellow. 
Packed 12 of one color to a pack- 
age. List price 25¢ per package. 


A 49c Retailer 


(including Federal Tax) 
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REFILL WRITE FOR LITERATURE 
AND TRADE DISCOUNTS 


TWEETEN Zire Co., Inc. 


2029 WEST FULTON STREET 
CHICAGO 2, ILLINOIS 


MARKWELL “* 


STAPLING MACHINES AND STAPLES 
Arne "FASTEN-ATING™ 


In many localities 2 out of every 3 
Staplers in use are Markwells. 


x MARKWELL MEG. CO. 


200 HUDSON ST., NEW YORK 13, N. Y 











Spring 
Cushion 


MASTER 
SPEED KEYS 


SPRING keys for true 
finger comfort 


SPRING keys for 
increased production 


SELL THEM TODAY! 


WRITE FOR FULL INFORMATION 


SPEED KEY CORPORATION 


268 R CHAUNCEY STREET BROOKLYN 33, N. Y. 





























REVOLUTIONARY 
Fe bee ss - NEW 


injector stamp kit 


Imagine! + .. you can sell . « « Swirling scripts instead of 
your customers an entire stamp- mere block letters. 

ing DEPARTMENT in one neat . The basic set includes the case, 
attractive package. This hand- injector handle, customers choice 
some molded plastic case in Of 6 stamps from 16 standards, a 
two-tone grey is the modern an- one ounce bottle of stamp pad 
swer to the unsightly rubber ink, and a large No. | stamp 
stamp stands of a by-gone age pad. (Blank stamps are available 
. . «and only 4x 6 inches of for customers’ special needs.) 
desk space is required! Your 

customers will thrill to the unique RETAILS 9§ 
and appropriate lettering de- COMPLETE FOR AY 

signs. . . . Parcel Post Stamp 

that is suggestive of Pony Express 


USUAL DEALER DISCOUNT e@ WRITE TODAY FOR INFORMATION 


FD MAR INCORPORATED 
309 So. Farwell St., Eau Claire, Wis. 





USED OFFICE FURNITURE 
WHOLESALE 


LARGE QUANTITIES 
ON HAND FOR DEALERS 


A. BLANK Inc. 
ESTABLISHED 1899 
74 BROAD STREET . NEW YORK 4, N. Y. 
BOling Green 9-8231 




















SOM THE 
-. E\ OPPORTUNITY 
ORIVE 
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These racks built 
in 36 garment 
units... buy as 
many as needed! 




















A STURDY 
WARDROBE UNIT 


shipped assembled — electric welded joints 


Serv-Mor has everything . . . it’s neat, 
attractive, strong, spacious, pact! 
Handles more garments in less space 
for offices, schools, institutions, church- 
es, motels, hotels, club-houses, restau- 
rants, halls. Sold in standard and ‘cust 


| 






















sized units, floor models and wall 
models. Wall units can be mounted any 
height from floor for best serving 
school children or grown-ups. Write for 
complete information. 


<_< “ “ 





Dom APPLIANCE PRODUCTS CO. 


N. Y. 2034 JENIFER STREET © MADISON 4, WISCONSIN 








qe ONLY THE -FINE 


INSTRUMENT 






Write to Dept. A, on bus- 
ineas letterhead, for your 
copy of the 1952 Price 
Liat and Sample Catalog. 













ONLY THE FINEST lz 
PeNOS ... « « <nae Vohra 


enables you to build 
greater sales and 
better goodwill by 
treating your custo- 
mer’s problem with 
the accuracy he 

demands. 





SAXON Pager CORPORATION 
200 WEST 18th STREET, NEW TORK 11, W. ¥. 

















IN 35 STOCK SIZES 


Strongest abuse-resistant file on the market. 
Made out of 20 gauge steel. 


$7.95 


Suggested 
Retail Price 


Letter Size 
No. 29 





Interlocking construction makes possible stacking 
to actual ceiling height. 


Attractive gray or green finishes. 


IMMEDIATE DELIVERY 
SATISFACTION GUARANTEED 


Write for catalog of complete line. 


THE MAYFAIR CO. 


Mfrs. of famous JET-50 Desk Lamps 
315 N. DESPLAINES ST. CHICAGO 6, ILL. 


_hig savings 


on 3 popular 


VALENTINE SAFES 


MAINLINER 
Junior 
LIST PRICE $5995 
MAINLINER 


(Illustrated) 


LIST PRICE $7995 
MAINLINER 

Senior 

LIST PRICE $9995 


best specifications 
of any small safes 


Sargent & Greenleaf Com- 
bination > 














© 1% Hr. Fire Test Label. 
« Extra Day-Lock Optional. 
* Vermiculite Insulation. PROMOTIONAL HELPS 
© Vengo ond ore oo. Beautiful 10 x 16 direct mail od. 
ances Sane vertising self-mailer imprinte 
Ine enoveD ov x your return address on order cord. 
NORTH AMERICAN SAFE Envelope stuffer with order form 
Ssectarion on back. Newspaper mats—1 and 


2 column. 





LA PORTE, INDIANA 











| 
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by train, bus, plane or automobile, 
whether for pleasure, on private busi- 
ness or government service, 


BEACH’S 


“Common Sense” 
Expense Books and Sheets 


are best for keeping track of expense. 
There is a Personal Expense Book, too, 
for records: at home. 


Beach Publishing Co. 


7338 Woodward Ave., Detroit 2, Mich. 


MARKILO 
CELLULO/0 PRODUCTS 


Loose-leaf envelopes, punched; card-cases, any size; 
menu covers; factory record protectors; tag holders; 
bill-fold envelopes; stamp containers, etc. Made of 
acetate (flame resistant) transparent cellulose. We 
build to fit your particular need. Write us for details. 


Markile Company, Mfrs. 


3633 S. Racine Ave. Chicage 9, U. S. A. 














-¢ =". Receipt Books 
LA for the trade 


LOWER PRICES 
earn you a 
better profit 


500 Receipts and 
500 Duplicates 


write for catalog 


Duplicate Receipt Book Co. 


Box 842, Birmingham 1, Alabama 
Jobbers, Brokers Wanted 


Rated dealers 
dealers only 














THE MIDWEST PEDESTAL LINE 


FOLDING TABLES 
ing the... 
““DUHONEY-20” 


AUTOMATIC LOCK 


End seating, giving 
more leg room; double 
brace; steel channel 
apron; plastic edge; 
only some of the many 
advantages of the 
Midwest Pedestal Leg 
Folding Table. 

“DUHONEY-20” legs 
fold for easy storing; 
lock automatically in 
place — can’t collapse. 


CHOICE OF PLYWOOD, 


MIDTEX, FORMICA & 
LINOLEUM TOPS. 


DISTRIBUTORS IN ALL MAJOR CITIES 





WANTED 


AGENTS 


Who Call on Financial Institutions 


To SELL A Complete Line of: 
PASSBOOKS 
POCKET CHECK COVERS 
COIN SAVERS 


AMERICAN PASSBOOK cor'F 


Ontario Building Cleveland 13, Ohio 


( *Fautmen’ 
LAUNDRY 
MARKING 


PEN.. 
$15 


Fed. Tox Incl. 
Refills 50¢ 


SAMUEL TAUBMAN & CO. 


1 WEST 34th ST., DEPT. O NEW YORK 1, N. Y. 


Td Potut MECHANI 
PENCIL LEAD POIN 


FOR DRAFTSMEN, ENGINEERS, 
ARTISTS, ACCOUNTANTS 


Leads are pointed in a fraction of the tim 
required by messy, old-fashioned methods 
and, the TRU-POINT is fool proof 
will not break leads even when an @ 
tremely fine point is required! 

Puts perfect points on leads of mechanic 
pencils (draftsman type) and on woo 
pencils, after wood has been cut bag 
with knife. Clean, easy to use. Gus 
teed mechanism. For literature and deala 
prices, write today to 


ELWARD MANUFACTURING 


557 Paw Paw Avenve, Benton Harbor, 


write to— 











¢ ENOUGH BLACK Ln. + pee INK 
FOR 3000 MARKINGS 


° WON'T suapennts 
* WON’T RUN 
« WON’T WASH OUT 


Attractive 3-color counter display holds 12 pens. 
Nationally promoted via radio, tv, newspapers. 


Order through your wholesaler or write direc! 
for literature and prices. 

















PRINT-O-MATICS “PERFECT PAIR” 


WORLD'S FINEST 
FULL-SIZED ; 


DUPLICATOR 
under 960.00 


BIRO AIC 
MODEL 4-A 
Fast—Accurate—Efficient 


Handles Post-Card to Legal Size 


Write for Complete 
Duplicating Equipme 





IMPRESS 
“Twin-Pakt 
STENCILS 


Catalog of 
t and Supplie 


PRINT-O-MATIC CO., INC. 


MERCHANDISE MART « HICAGO 54, ILLINOIS 
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IBLE INK 


is 12 pens. 
w spapers 


rite direc! 


A ii ti Bitte ty in te tin ty tn tin ty tp tn tp tt ts ts n,n 





‘AAA ABABA AAAAAAAAAAAAAAAAAAAAAAAAAAA! 


MR. CALCULATOR 


That’s me 


KNOWN FROM COAST TO COAST AS THE 
MAN WHO GIVES YOU BEST CALCULATOR 
QUALITY FOR THE BEST PRICE 
* 


ISRAEL MEIZNER 
MERCURY BUSINESS MACHINES CO., INC. 


CORNER 2D STREET 
NEW YORK 3, N. Y. 


GRamercy 7-0055 
WRITE FOR OUR NEW PRICE LIST 


900 BROADWAY 


~_errwrrwftgT'''''''''T'''''''''' TT", 





Ink Eradicator 


@ INK-OUT contains no free 
leaves no brown stains. 
@ INK-OUT makes nent eradice- 


we tions quickly one application. 
ob a INK-OUT removes ink, iodine, fruit 
; and medicine stains from paper, 

hands and clothing. 


CARDINELL CORPORATION = MONTCLAIR. NEW JERSEY 


®@ ideal for 

© PLANTS 

© OFFICES 

@ DORMITORIES 

e HOTELS 

®@ GAME ROOMS 


- Raise the headpiece to any desired 
position . . . it will automatically stay at 
that position . . . To release the ““Magic- 
© DENS Hold,” raise the headpiece all the way. 
e NIGHT CLUBS ‘ ‘ 
© venamens it can then be lowered to the ‘“‘flat’’ posi- 
@ Doctors tion. Available in the finest plastic mate- 
4. rials in a wide variety of colors. Show 

Leisurest for extra sales!!! 
WRITE FOR OUR NEW 1952 CATALOG OF LEATHER FURNITURE 








PRICE CARD HOLDERS 


Price Ticket Hooks, Holders, 
Stands, Under Counter Cash 
Alarm Tills, Roll Wrapping 
Paper Stands and Cutters, Cone 
Twine Holders, Window Trim- 
mer Hammer Tool 

and Self-Thread- 

ing Snap-In Tag 

Needles, etc. 


Write for Illustrated 
Price List and 
Dealer’s Discount. 


RUDOLF ORTHWINE CORP. 


416 West 33d St., New York 1, N. Y. 


























pe ® Quality shine 4 


FEATURING 
High Grade Pencils 
made by 
EBERHARD 


FABER and HEXAGON 


7 PENCILS PRINTED IN 
ONE or TWO COLOR INKS 
also 
HEXAGON PENCILS IMPRINT- 
ED ANY COLOR FOIL 
Write for Price List, Samples and 
Stationers Discounts 


BALLARD PENCIL COMPANY 


— Over 40 years Specialists in Pencil Printing — 
P. O. Box B Glenwood, New Jersey 








FOR 
EVERY 
PURPOSE 


TALLY PUNCH 


Nos. 17, 33—Notches or sheets, etc. No. 


17 dies not = 4%” wide, %&” deep; No. 33, 
not over %4” deep. 
No. 2—For %-%4” round holes; 144” reach. 
” reach & No. 12, 2” reach, same 
°. 2. All will take special dies. 
Talley Punch— isters number of punchings 
99,999. Punches 4”, 4%” or 4” round holee-—also 
special designs. } a available in our Nos 
2, 3, 10, 11, 21. Write for circulars. 


THE HOGGSON & PETTIS MFG. CO., 141T Brewery St, New Haven, Conn- 
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FREE HAND BINDER! 


A quick selling loose leaf 
holder. When inserting 
and removing forms, in- 
voices, loose papers, 
etc., one hand is always 
free. It locks positively 
and secures contents 
against loss and spoil- 
age. Thousands in use 
daily. 

Here's a profitable item 
for every dealer. Write 
for descriptive price list 
today. 


FREE HAND 
BINDER CO. 
43 Fulton Street, New York, N. Y. 
































COTTERMAN 


WELDED STEEL SAFETY LADDERS 


For Filing Rooms—Stock Rooms 
—Vaults 

New improved design made from 
1” diameter round furniture tubing. 
Mounted on Swivel Brake Casters 
which allow the ladder to be rolled 
freely when no one is on it. When 
you step on the ladder the rubber 
cushioned legs rest on the floor and 
prevent rolling. 


MADE IN 7 HEIGHTS: 


18° 2Step 36” 4Step 637 Step 
27" 3Step 45" 5Step 72°’ 8 Step 
54” 6 Step 


2 Widths—20" and 26” 
Send for literature and prices on 
these ladders and our full line of 
Wood Rolling Ladders. 
Manufactured by 


I. D. COTTERMAN, 


4535 N. Ravenswood Ave. 
Chicago 40, til. 















FOLDING CHAIRS 
SIDE CHAIRS 
FOLDING TABLES 


CHAIRS 


TABLET ARM CHAIRS 









ias Vane) ve 


AUDITORIUM | Write us when you 


have inquiries 
from churches, 
schools, clubs, etc. 





STEEL or WOOD 
FOLDING —- NON-FOLDING. 
Save time! State type and 
quantity under consideration. 


ADIRONDACK CHAIR ©. 












TYPE CLEANING MADE EASIE 
with the amazing ie 
ial 










* Typewriters 
* Billing Machines 
e Adding Machines 


machine operators want 
*Norta Plastic Type Cleaner 
—it's easy to use—no mess © Addressing Plates 
—no liquids to spill. ¢ Marking Devices, etc. 
*NORTA THE ORIGINAL PLASTIC TYPE CLEANER M 


Free sample sent upon request...write to 


NORTA DISTRIBUTING COMPANY 


1165 Broadway, New York 1, N. Y. 














SELLS ON SIGHT! 
WORLD WIDE MARKET! 
BIG PROFITS FOR YOU! 


Be first to offer THE NEW COATER 
combination Hat and Coat Rack. 
Constructed of all welded heavy 
gauge steel—equipped with 7 High- 
ly Polished Cast Aluminum Hooks 
and two adjustable wall brackets. Length 
30” Width 10”. High Gloss Smooth Lacquer 
Finishes: Buff, Gray, Green, Blue, Red or 
Black. Suggested List Price $16.50. Order 
sample today at Dealer’s Price. 


DISTRIBUTORS WANTED 






Immediate Delivery 
Liberal Dealer Discount 


CRAWFORD METAL CRAFTSMEN INC. 
GALION, OHIO. 


se WELCH 


FOR QUICKER PROFITS 
Zuality Gacll... 


Correct Posture Chairs, Stools Type- 
writer Stands and Costumers at easy 
dealer discounts up to 50 





MODEL 197-R 


Write today for full information 


Welch INDUSTRIES 


2911 Empire Ave., Burbank, Calif 











All Styles of RING and POST 





A complete line of Binders for the 
Commercial Stationer 


Write today for Free Catalog 


NEIMAN LOOSE LEAF & BINDERY CO. 


NOT INC. 


1717-19 S. HALSTED ST. e CHICAGO 8, ILLINOIS 











Dy Ane). STENCIL IN 
WORKS CO.°4,78" |e 
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Epeartlfals- 


WASTE BASKETS 


Have you seen the Deluxe SOLID ALUMINUM BOTTOM Basket? True LONG LIFE app 


Ever popular, EXECUTIVE WOOD GRAINS 
are faithful lithographic reproductions of 
beautiful Mahogany or Walnut on sturdy 
steel. 


Steady year ‘round profit makers . . . also 
come in best selling Olive Green and Pear! 
Gray. Write for complete information, 
prices on all Ohio Baskets. 

NO. 26-0 (26 Qt.) MAHOGANY OR WALNUT. 
14%” high, 13” top dia. Also made in Olive Green 
or Pearl Gray. 


NO. 16-0 (16 Qt.) MADE IN WALNUT ONLY. 
11%” high, 11%” top dia. Also made in Olive Green. 


| for h 





offices, institutions, hospitals, doctors, dentists, public places. 


NO. 26-O 


NO. 16-0 


RANSON Postal Scales 


¥ Model 1546 illustrated 
H| Lustron plastic bod 2 Ibs. by 1 oz. 
Model 1509 for average office use. 5 Ib. 


by ‘2 oz. Computes postage for air-mail, 
first-class, and merchandise up to 4 Ibs. 


nS Model 1530, Parcel Post Scale. 
— 25 Ibs. by 1 oz 


Aachines 
achines Model 151 5, Heavy duty Parcel Post 
50 Ibs. by 2 ozs 


Plates 
Model 158, Hanson, Jr. 8 oz. by 2 oz. 


NY HANSON SCALE CO. 


525 NORTH ADA STREET * CHICAGO 22, ILLINOIS 





ree 





Have You 


a Friend—or business acquaint- 
ance who might like to keep in touch 
with office equipment by reading 
Office Appliances? If so, send us the 
name, address and business and we will 
send a sample copy with our com- 
pliments. 
THE OFFICE APPLIANCE COMPANY 


600 WEST JACKSON BOULEVARD, CHICAGO, U. S. A. 

















CASH REGISTER 


C\s 


WORLD WIDE SERVICE— +H! 


WRITE FOR OUR LATEST CATALOG 
INTERNATIONAL CASH REGISTER & PARTS CO. 


ws to Chicago Cash eae Parts Co. 
207 EAST EVERGREEN AVE. <= f ROSPECT, ILLINOIS 
CHICAGO PHONE: NEwcastle re 


THE OHIO CAN & CROWN CO. MASSILLON 7, OHIO 


e CURMANCO - 


STEEL POST OFFICE BOXES & BILLHEAD CASE 


Mail in or Out. On the 
wall, desk or counter. 
Single, Double, or Tri- 
ple. Bill Heads 8x 
11-7-5 or envelopes 
6-10” hung on wall 
easy to reach. Sell 
what folks want these 


days. 
No. 221... 
No. 222... .$1.50 
No. 223... .$2.25 
Dozen orders onty. 


.S .80 No. 225... .$4.00 


CURRIER MFG. CO. 


2448 W. LARPENTEUR AVE., ST. PAUL 8, MINNESOTA 


MR. DEALER .. . 
DON’T LOSE THOSE ORDERS 
NEEDLESSLY! 


IT COSTS YOU LESS TO DRAW 
FROM OUR LARGE STOCK OF 
WOOD AND STEEL 
DESKS - CHAIRS - FILING CABINETS 
LEATHER FURNITURE and ACCESSORIES | 
IMMEDIATE SHIPMENTS | 
Write or call for complete information, prices and dealer discounts. | 
OFFICE FURNITURE WHOLESALE DISTRIBUTORS 


WAREHOUSES 


NEW YORK 4, N. Y. MIAMI, FLORIDA 
74 BROAD ST. 70 N.E. 2nd ST. 
BOling Green 9-8231 82-8484 


LOS ANGELES, CALIF. 
830 WILSHIRE BLVD. 
TR—7003 








The NEW 


Gov RIGHT 


(line-by-line) 
COPYHOLDER 


Dealers prefer it... be- 
cause it's repair-proof, no 
service involved—customer 
can set it up himself. 

Ask for new Salesmen's 
Folder D to show to cus- 
tomers. 


COPY RIGHT MFG. CORP. 
53 Park Place, Dept. D-25 
New York 7, N. Y. 





Canadian Agents 
UNDERWOOD Ltd. Toronto |. 
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More Profits 
for you, 


romole 
Underwood ! 


ee . follow the Leader’. . . the “Line of Least 

Resistance’’...and that means Underwood. With 
Underwood YOU can i-n-c-r-e-a-s-e your “‘portable’’ 
profits. Linked to leadership are the big 4 in the 
Underwood Leader line—the Leader Portable 
Typewriter, bargain-priced, it’s the fastest-selling 
portable on the market...and the 67 and 78-S 
Leader Adding Machines...as well as a completely 
new addition to your profit-progress—the 78-SP 
Leader Electric Adding Machine. Hop on the 
Underwood Leader Band Wagon today—and go 
places, profit-wise. 


































...and be a “Champ”. . .for you’ll win with the 
Underwood Finger-F lite Champion Portable Type 
writer in your profits lineup. You get every 
standard typewriter feature, see-set margins, and 
key-set tabulation with this up-to-the-minute 
Underwood Portable. Handsomely styled...a 
positive must for you. Underwood gives you 
profit-producing products designed to win you 
more satisfied customers with every sale. 























UNDERWOOD'S 
NATIONAL ADVERTISING 
IS ALSO WORKING FOR YOU! 


Underwood advertising is appearing regularly in 
leading publications read by your prospects and 
customers. 

Take advantage of this Underwood advertising. 
Feature Underwood products! 
Ask for your supply of Underwood Sales Promo- 
tion Material...to help you to greater, faster, 
profit-making sales! 












Underwood Corporation 


Typewriters... Adding Machines...Accounting Machines 
...Carbon Paper... Ribbons 


One Park Avenue, New York 16, N. Y. 
Underwood Limited, Toronto 1, Canada 


Sales and Service Everywhere 


It will pay you to promote UNDERWOOD! .... 


































A good thing to know, when you are helping customers to 


remodel or build new quarters, is that Royal maintains a 
skilled designing staff to help you plan modern, practical interiors. i 
We will prepare blueprints for you, complete with \ 

recommendations for furniture, accessories, and color schemes. ) 


Of course there’s no charge or obligation. Write today on your 


business letterhead for free booklet, “Miss Brush and Mr. Bucket.”’ 


ROYAL METAL MANUFACTURING COMPANY 
175 North Michigan Avenue, Dept. 51, Chicago | 


Factories: Los Angeles + Michigan City, Ind. - Warren, Pa. + Walden, N. Y. + Galt, Ontario 
Showrooms: Chicago - Los Angeles « San Francisco - New York City - Authorized dealers everywhere 





Kogal 


metal furniture since "97 
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Men who know duplicating agree that it’s the biggest value ever 
offered . . . because HEYER’S new Conqueror Spirit Duplicator 
has every desirable feature of other machines plus new, exclusive. 
iE YER-engineered developments . . . and it’s priced far lower 
than any comparable machine! Engineered by HEYER, styled by 
famous Jean Reinecke! 


The Conquerer really conquers time-consuming operations with 
ease! Even inexperienced operators can produce up to 150 copies 
a nhento~qealion copies, every one! Everything about it is so 
simple, so basically sound, so well engineered! There are no trick 
adjustments to make, no careful hand-centering is required— 
there's no pump to get out of order, no need to run out of fluid 
while operating. Here’s the first really foolproof Spirit Duplicator 


—here’s everything you want in spirit duplicating! 


Ask your HEYER man, or write for literature and prices. 


Buy Heyer — famous in duplicating for 50 years 


T H E H EY & e Cc ° o PO RAT i °o N 1852 South Kostner Avenue, Chicago 23, Illinois 


Eastern Office Western Office Canadian Distributors 
17 East 17th Street 2610 Sunset Bivd. The Brown Bros. Ltd., 
New York 3, N.Y Los Angeles 26, Calif Montreal—TORONTO 


Vancouver 








More Profits 


for you, 





romole 
Underwood ! 


..- follow the ““Leader’’ | | the “Line of Least 


Resistance”’...and that means Underwood. With 
Underwood YOU can i-n-c-r-e-a-s-e your “‘portable”’ 


profits. Linked to leadership are the big 4 in the 
Underwood Leader line—the Leader Portable 


Typewriter, bargain-priced, it’s the fastest-selling 


portable on the market...and the 67 and 78-S 


Leader Adding Machines...as well as a completely 


new addition to your profit-progress 
Leader Electric Adding Machine. Hop on the 
Underwood Leader Band Wagon today 


places, profit-wise. 


4i 4i 
...and be a Champ .. .for you’ll win with the 
Underwood Finger-Flite Champion Portable Type 


the 78-SP 


and go 


writer in your profits lineup. You get every 


standard typewriter feature, see-set margins, and 


key-set tabulation with this up-to-the-minute 
Underwood Portable. Handsomely styled...a 


positive must for you. Underwood gives you 
profit-producing products designed to win you 
more satisfied customers with every sale. 





UNDERWOOD'S 
NATIONAL ADVERTISING 


IS ALSO WORKING FOR YOU! 


Underwood advertising is appearing regularly 


leading publications read by your prospects 


customers. 


at 


Take advantage of this Underwood advertising 


Feature Underwood products! 


Ask for your supply of Underwood Sales Promo 


tion Material...to help you to greater, 


profit-making sales! 


taster, 


in 


1d 
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Underwood Corporation 


Typewriters...Adding Machines... Accounting Machines 
Carbon Paper... Ribbons 










One Park Avenue, New York 16, N. Y. 
Underwood Limited, Toronto 1, Canada 


Sales and Service Everywhere 





yon 








